Negotiation scenario
The practice partner

You are Dr Kim Jones, a partner in a 5-doctor market town practice with 10,000 patients. There is a local DGH.
The practice profile is

1. Dr Charles Smith

Autocratic senior partner who controls all the finances and vetoes any decisions he doesn’t like. He says he will retire in 6 years time, you think he may want to go on longer.
2. Dr Kim Jones
You have been at the practice for 10 years. You would have liked to be a trainer but your practice won’t support it. You are on the faculty board of the RCGP and are interested in evidence based medicine.
3. Dr Sally Brown
Has 2 pre-school children. No special interests
4. Dr Jane Green
Interested in alternative medicine, runs sessions on acupuncture and reflexology in the surgery.
5. Dr Malcolm Black
Joined the practice 2 years ago. Is doing a diploma in therapeutics. You know that he is unhappy in the practice because of the attitude of Dr Smith, and may well leave. You see him as a high flier and want to keep him here.

The practice did fairly well with its QOF points last year but could do better if the computer was used more effectively.
You want a salaried doctor to do 9 sessions per week, one of the days must be Friday because Dr Smith goes shooting on that day and Dr Brown has difficulties with child care so the practice is often short of doctors on that day.

The salary on offer is £54,000 pa for 9 sessions. The BMA recommends £58,000 but Dr Smith, who controls the finances of the practice, says the practice can’t afford that.

You have been given the task of negotiating with Dr Franci/es Skywalker for the practice, but Dr Smith will need to ratify any decision you make. There was only one applicant from the advertising, and Dr Skywalker has already been interviewed – the partnership has agreed that they should employ him.
Negotiation scenario

The potential salaried doctor

You are Dr Franci/es Skywalker. You are close to completing vocational training, and have passed the MRCGP with merit. You have applied and been accepted for the position of salaried doctor in a 5-doctor non-training market town practice with 10,000 patients and are meeting with Dr Kim Jones to discuss terms. There is a local DGH.

The practice profile is

6. Dr Charles Smith

Did most of the talking at the interview. Might retire soon, he says, so there might be a partnership vacancy which would suit you if you get on well in the practice.

7. Dr Kim Jones
Is on the faculty board of the RCGP and is interested in evidence based medicine.

8. Dr Sally Brown
Very quiet in the interview, seems to just get on with the job.
9. Dr Jane Green
Seems a bit weird. Into alternative medicine in a big way.
10. Dr Malcolm Black
Joined the practice 2 years ago. You know of him from medical school where he was 2 years above you and was a high flier. Looked quite drawn in the interview.
The practice did fairly well with its QOF points last year but could do better if the computer was used more effectively.

The practice want a salaried doctor to do 9 sessions per week, but you only want to do 6 or 7 sessions. You have already signed up for an advanced psychotherapy course which is timetabled for all day Friday for 3 years. This is being funded by an award which you got from the National Institute of Psychotherapy. You plan to become a GPwSI in psychotherapy and eventually do maybe 2 days per week at the local DGH. 
You also want at least one half day per week off per week as you have an 18month old and your wife is pregnant again.
The salary on offer is £54,000 pa for 9 sessions. The BMA recommends £58,000 for 9 sessions. You know that the salaried doctor in the other practice down the road gets the BMS rate.
You know that you were the only person interviewed for the post.
Negotiation session
Film clip – the negotiator – DVD chapters 13 and 14
What makes a good negotiator?
Principles:

· Know what you want, and what you would be prepared to accept

· Be open

· Listen, seek to understand, then seek to be understood

· Seek win-win

· Keep positive

· Keep respect

· Keep calm

· Use reason and logic, not dogma

· Look for shared goals

Strategy

· Prepare

· State your position clearly, highlight its strengths
· Build on common ground, start small

· Isolate areas of difficulty
· Bank provisional agreements 

When you get stuck:

· Are you being fair? Are they being fair?

· Use banked agreements

· Broken record technique

· Adjournment

· Joint working party

· Arbitration, mediation or conciliation

· Sanctions

Tag scenario – group divided into 2 sub-groups, with scenario each. Some time to devise strategy according to the principles discussed then either (sophisticated):

· can tag the negotiator on each side by touching on the shoulder to take over or the negotiator leaves the chair if stuck. (this only works well if the group has  devised a strategy to use the benefit of regular changes of negotiator)
Or (less sophisticated):

· leader rings a bell to force negotiatior swap within the sub-group






