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PURPOSE

Understand the principles of negotiation within the context of
radiology and the importance of the Zone of Possible Agreement

Utilizing the ZOPA Framework and the 7/38/55 Communication to Find Common Ground

“Drive A Hard Bargain”: The Art of Negotiation in Radiology
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Further, the 7/38/55 Communication Rule-which attributes 7% of
meaning to words, 38% to tone of voice, and 55% to body
language, thereby affording radiologists and stakeholders to
enhance their ability to convey empathy, build trust, and uncover
shared objectives.

BUYER
(ZOPA). (Best Alternative to Negotiated Agreement) BATNA
The synergy of ZOPA framework and the 7/38/55 model allows
Explore the 7/38/55 communication model and 1ts relevance in Stl‘OIlg Non Verbal an 1ncrease 1n successful negotiation outcomes, particularly 1n

improving negotiation outcomes among radiology professionals.

Develop effective negotiation strategies that integrate the ZOPA

SKills (7/38/55 model)

framework and communication techniques specific to radiology BUYER
settings.
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Negotiation skills are essential for radiology professionals,
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impacting interactions with patients, referring physicians, and
administrative teams.

The ZOPA framework aids in 1dentifying mutually acceptable
agreements, while the 7/38/55 communication model underscores
the importance of verbal and non-verbal cues 1n effective
communication.

We discuss 1n detail these negotiation techniques. This project
investigates how these concepts can enhance negotiation
processes 1n radiology, fostering better collaboration and patient
care.

The ZOPA framework emphasizes reaching common ground and
expansion of overlapping interests to achieve mutually beneficial
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scenar10s 1nvolving complex patient interactions and
interdepartmental negotiations.

Qualitative feedback indicated enhanced understanding of the
role of non-verbal communication 1n fostering trust and rapport.
We discuss how workshops with radiology staff focusing on
negotiation techniques that utilize the ZOPA and 7/38/55
communication models and role playing exercises can enhance
understanding and negotiation skills and outcomes.

These negotiation skills are important to understand for both
residents and radiologists for attaining professional goals and
communication skills.

CONCLUSION

Integrating the ZOPA framework and the 7/38/55 communication
model significantly enhances negotiation skills among radiology
professionals.

By developing these competencies, radiologists can improve their
interactions with patients and colleagues, leading to more effective
collaboration and patient-centered care.

Future research should explore the long-term benefits of
these negotiation strategies 1in diverse radiology contexts and their
potential impact on clinical outcomes.



