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Educational Objectives
At the conclusion of this activity, the participant should be better able to:
1 Reflect on your own negotiation style.  List basic strategies for principled negotiation
2 Practice negotiation strategies using case scenarios. Anticipate and/or reflect on one of your negotiations.
3 Identify one action step you can take to become a more effective negotiator.

  
Accreditation and Credit Designation Statements
Case Western Reserve University School of Medicine is accredited by the Accreditation Council 
for Continuing Medical Education to provide continuing medical education for physicians.

Case Western Reserve University School of Medicine designates this live activity for a maximum of 1.00 AMA PRA 
Category 1 Credits™. Physicians should claim only the credit commensurate with the extent of their participation in the 
activity.
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