Tips for Negotiating with Third Party Payers
In negotiations with third party payers, all too often it seems that the anticipated outcome is “No.”  Here are some techniques to help move these negotiations forward. 

1.  Ask for a critique of your proposal

If you make a proposal that is rejected by a third party payer, ask the person to critique your proposal from their perspective.  Most negotiators are willing to critique something that they don’t like and in doing so are likely to reveal some of their interests.  Satisfying those interests is the key to reaching agreement.   Try asking, “What would this need to look like in order for you to agree to coverage?”  Calmly asking, “Why?” or “Why not?” can also be helpful in discovering interests.  A negotiator’s position (i.e. “I can’t approve this.”) is like the portion of an iceberg that is visible above the water’s surface.  Their interests are the submerged portion of the iceberg.  When you begin to explore interests, it gives both parties the opportunity to create options that might satisfy both sets of interests.
2. Use “and,” not “but”

The word “but” is a clear signal that disagreement is coming.  When they hear “but,” most negotiators stop listening for detail and start listening selectively in order to plan their counterargument.  The word “and” suggests that there is a logical connection between what was said before and what follows.  “And” lowers cognitive resistance and makes the listener more receptive to persuasion.

 Consider the different impact of these two statements:

“I understand that this medication is not covered by your formulary but the patient’s diagnosis meets the requisite standards for exception.
“I understand that this medication is not covered by your formulary and the patient’s diagnosis meets the requisite standards for exception.
3. Use objective data to persuade others

Introducing objective data into the discussion can shift the dynamics of the negotiation from a positional power struggle to a dispassionate assessment of the information that supports a particular decision.  Skilled negotiators consider:

a. credible data sources that support an option they plan to propose,

b. which of these sources the other party is likely to find persuasive, 

c. credible data sources that challenge an option they plan to propose, and 

d. whether that data will be accessible and more persuasive to the other party.
What objective data or standards of care can you share with a third party payer that will persuade the other party to agree?
4. Pay attention to patterns – yours and theirs

Pay attention to negotiation patterns – yours and those of the people with whom you negotiate frequently.  In which medium do you achieve better outcomes, telephone or e-mail?  Use the medium that you observe works best.  Does the other party change his/her mind after reflection?  Are you more persuasive after you have had time to think?  In either circumstance, remember to make more than one attempt at reaching agreement.  How receptive are they to data?  What moves them to agreement, visual or auditory forms of persuasion?  Thoughtful observation can help you to develop tailored negotiation strategies and positive results.
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