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Think back to sixth grade.

Your teacher is standing in front of the room. She says to your classmates and you, “sit 
quietly for a few minutes, I’ll be right back. I have to speak with the principal. Don’t get up 
from your desks!”

She leaves the room.

Two minutes later, the science experiment housed in an open top aquarium on the table 
next to the flag bursts into flames, turning the flag into a 6-foot torch.

Do you listen to your teacher or get your ass out of the room? Considering you’re still 
alive, I assume you’d choose to get the hell out of there. Your survival trumps following 
the supposed rules.

Several years ago, when RFPs for exclusive hospital-based medical services were still a 
thing (don’t worry, they will be back), I reviewed the request document sent to my client by 
the outside firm hired by the hospital to manage the process. Right there, on page 
something or other, was an admonition that all information was to be submitted through 
the firm and that no action was to be taken outside of that procedure, including any 
attempt to contact hospital administrators or members of its medical staff.

Were these RFP managers afraid they’d be seen as emperors without clothes? Did they 
understand nothing about human decision-making, actual decision-making, or did they 
understand it so well that they were trying to prevent it from occurring? Did they honestly 
think that when your school room is on fire you will keep your butt in your chair? 

http://www.weisspc.com


The reality is this: When you’re negotiating for any agreement, any deal, especially one 
that is creating an ongoing relationship, which is the hot molten center of services 
agreements such as exclusive contracts, you not only want to, but you need to, play to 
human cognitive biases in establishing that relationship. The hospital might be hiding 
behind the intermediary, but unless that firm is guaranteeing the hospital’s performance 
under the agreement (that will never be the case so don’t worry about it), that firm is just 
a gatekeeper through whom no relationship can be formed.

Humans like to think they make decisions based on data, but decisions are almost 
always driven by emotion, with supposed “data” used as backfill for mental coherence. 
Knowing that, and using it, is a tremendous advantage. Thus, the importance of building 
narratives, that is, causal stories that support your position. Thus, the necessity of using 
third parties, such as, in the case of an exclusive contract for medical services, allies on 
the medical staff, to play to attribution biases and to the need for coherence. Thus, the 
power of using framing effects .

You might spend $100,000 or more on a strategic response to an RFP or on negotiating 
some other significant arrangement. Why compete with one hand tied behind your back? 
(Would you stay in the burning schoolroom just because your teacher told you to remain 
behind your desk?)

The object is to win the contract if it is worth winning and, if not, to walk away. It’s not to 
play like an amateur, like the nice guy who comes in last.

https://www.youtube.com/watch?v=zvfqhSJwrGw


If this story made you think twice about

compliance, don’t wait for the next headline

to find you.

Contact me to discuss protecting your reputation, your

license, and your future.

Your Weekly Dose of Schadenfreude: Upcoding to
Infinity

https://www.youtube.com/watch?v=Ob4ZwNhH6UM
mailto:markweiss@weisspc.com
https://www.youtube.com/watch?v=Ob4ZwNhH6UM


Your favorites, updated. 

Hospitals gorged on 
“aligned” physicians. 
Now it’s evident that 
integrated care delivers 
neither better care nor 
lower costs. And now, 
technology is mooting 
many of the reasons for a 
hospital’s existence. How 
can your practice survive 
in the post-hospital 
world?

Two of our most popular publications are back with current 
statistics and the same urgent message: You must plan for your 

group's continued success.

An inadequate 
governance structure 
can cripple your 
medical group’s ability 
to make effective 
decisions. Are steering 
your group toward 
disaster? The Medical 
Group Governance 
Matrix introduces a 
simple four-quadrant 
diagnostic tool to help 
you find out.  

Get your copyGet your copy

http://www.weisspc.com/publications
http://www.weisspc.com/publications
http://www.weisspc.com/mggm
http://www.weisspc.com/mggm


When you're ready, here are 4 ways I can help you

and your business:

Download one of our books.

Our books provide you with a framework 
for thinking about your success. Browse 
our selection and take control of your 
future today.

Be a guest speaker on our podcast.

Passionate about sharing personal and 
professional achievements and lessons 
learned? Email me to participate in the 
conversation.

Book me to speak to your group or 
organization. 

I've presented to various medical 
groups,  organizations, universities, and 
privately consulted on many topics that 
today's healthcare professionals are 
facing. Let's discuss a tailored 
presentation to fit your group.

Engage me to represent you.

If you're interested in enhancing your 
profitability and effectively managing 
your risk, email me to discuss how we 
can work together to achieve your goals.

Join the conversation

Visit our website  

http://www.weisspc.com
https://www.facebook.com/weisspclaw
https://www.youtube.com/@weisspc
https://www.linkedin.com/in/markfweiss
https://x.com/weisspclaw
http://www.weisspc.com/publications
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