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People face conflicts when advocating for their 
seniors. Whether it’s trying to talk to doctors or getting 
more help in the home…it’s frustrating!

Our goal is to make it easier…for everyone. We are on 
the same team & want the best for our loved ones.

NegotiAge will teach you how to negotiate with—and 
for—your loved ones. We are a group of geriatricians, 
business professors, caregivers, nurses, and social 
workers. We thought…“Let’s teach business school 
negotiation skills to supporters of seniors.”

“Arguing with my 
84-year-old mom is 
like a giant tug of war!”
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Possible instructional text for IAGO: TBD

The best way to learn to negotiate is to jump 
right in. You will be given a case and asked to 
take the role of family member / supporter. 
Afterwards, you will have opportunity to see 
how you did and access resources to learn & 
improve your skills.

We will use a program called IAGO.

We’ll return you back here after your case 
is completed.

My Case

Are you ready?
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Take me to my case

Your case will take about 7 minutes.

Lorem ipsum dolor sit amet, consectetuer 
adipiscing elit, sed diam nonummy nibh 
euismod tincidunt ut laoreet dolore magna 
aliquam erat volutpat. Ut wisi enim ad minim 
veniam, quis nostrud exerci tation ullamcorper 
suscipit lobortis nisl ut aliquip ex ea commodo 
consequat. Duis autem vel eum iriure dolor in 
hendrerit in vulputate velit esse molestie 
consequat, vel illum dolore eu feugiat nulla 
facilisis at vero eros et accumsan et iusto odio 
dignissim qui blandit praesent luptatum zzril. 
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What is I-R-P?

Negotiation Card

Planning Document Instructions

Types of Agreements

The Interest-Right-
Power Negotiator

Resolving Conflicts 
Through Shared 
Interests

How to Make an 
Effective Threat?

A Geriatrician’s Tips 
to Negotiating

Tactics to Geriatric 
Negotiations

Interests Rights Power

I-R-P stands for three ways of resolving conflict. 
Conflict can occur when an aging parent needs more 
help from a caregiver and both parent and caregiver 
have opposing ideas about what should be done.

It’s hard to talk about conflict, but if you don’t, the 
conflict is likely to escalate, not go away. IRP is three 
ways people talk about their conflicts.

I stands for Interests. Interests answer the why 
question. Understanding interests uncovers the 
reasons why there is resistance to change.

Example: I’m trying to understand. Why don’t you 
want extra help?

R stands for Rights. Rights are the basis for 
arguments.  Rights arguments are often about 
fairness, but they can also be about law, safety, and 
responsibility.

Example: I’m responsible for your care. I need to 
make sure you are safe.

P stands for Power. Power is the ability to make the 
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Overview

What Is I-R-P?
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Now that you’ve learned more about 
negotiation strategies, see how well you 
can do at these intermediate cases.

Case B Case C Case D



Conclusion

NegotiAge Brief explanatory tagline goes here 
to minimally explain what this is

Home My Case Resources Next Cases Conclusion Help About Research

Page TBDTab conditionally appears only 
after IAGO cases are complete

Feinberg School of Medicine

Contact UsPrivacy Policy Terms© 2022 Northwestern University

Congratulations! You’ve made it through the 
NegotiAge curriculum. Now, please follow this 
external link to participate in a survey.

Take me to my survey

This survey will take about 15 minutes.
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We’re researching the forefront of geriatric 
lorem ipsum dolor sit amet, consectetuer 
adipiscing elit, sed diam nonummy nibh 
euismod tincidunt ut laoreet dolore magna 
aliquam erat volutpat. Ut wisi enim ad minim 
veniam, quis nostrud exerci tation 
ullamcorper suscipit lobortis nisl ut aliquip 
ex ea commodo consequat.
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Our Research Support Opportunities
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Want to be involved in future geriatric 
studies? We’d love to have you. 
Contact negotiage@northwestern.edu 
and we’ll get back to you.
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