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Study participants 

Instrument  



Table 1. Participants demographics (N=57) 

Variables Mean SD 

1 Male=20, Female=37   

1.1 Age a 2.67 0.83 

1.2 Gender (female)  1.65 0.48 

1.3 Working experience b 2.80 1.31 

1.4 Hierarchy c 2.58 1.07 

2 Frequency negotiations: ‘How often do you  
negotiate…’ d 

  

 Negotiation frequency with Supervisors 2.14 0.90 

2.1 To do an internship? 2.21 0.97 

2.2 To go to an international conference? 2.16 1.05 

2.3 To go to a course? 2.25 1.07 

2.4 To arrange a dedicated time for writing an  
article/research? 

2.00 1.04 

 Negotiation frequency with Nurses 3.40 1.06 

2.5 When making appointments with the nurses? 3.54 1.04 

2.6 To transfer a patient? 3.28 1.20 

3 Negotiation knowledge c   

3.1 I know the principles of negotiating. 3.06 0.83 

4 Skills: ‘In a negotiation…’   

 Collaboration Skills 3.96 0.63 

4.1 I can understand my partner’s position. 3.83 0.65 

4.2 Trust in my negotiation partner is important to get to 
an agreement. 

4.10 0.67 

 Negotiation Skills 3.69 0.47 

4.3 I can express my arguments in a calm and assertive 
way. 

3.73 0.63 

4.4 I feel confident. 3.33 0.79 

4.5 I can express multiple options. 3.80 0.60 

4.6 I can express common goals. 3.90 0.45 

4.7 I get to an acceptable agreement for both parties. 3.67 0.55 

4.8 I can emphasize the strengths in my arguments. 3.78 0.50 

4.9 I can separate the person from the problem. 3.37 0.74 

Scale construction 

Table 2. Factor loadings and resulting scales of the Explorative 
Factor Analysis for the negotiation skills items 

Items Factor 1 Factor 2 

Collaboration skills   

I can understand my partner’s position. 0.83 0.23 

Trust in my negotiation partner is important to 
get to an agreement. 

0.79 0.014 

Negotiation skills   

I can express goals in common. 0.55 0.67 

I can express my arguments in a calm and 
assertive way. 

0.19 0.77 

I feel confident. -0.40 0.79 

I can express multiple options. 0.35 0.76 

Data analysis 



  

Table 3. Descriptive statistics for collaboration and negotiation 
skills 

Variables 
No. 

Items 
Cronbach’s 

alpha 
M (SD) 

% of 
variancea 

Collaboration skills  2 0.62 7.92 (1.25) 32.00 

Negotiation skills 4 0.74 14.77 
(1.89) 

38.31 

Negotiation  
frequency with  
Supervisors 

3 0.82 6.43 (2.71) 44.07 

Negotiation  
frequency with Nurses 

2 0.84 6.80 (2.11) 37.71 

aAfter varimax rotation. 

Table 4. Factor loadings and resulting scales of the Explorative 
Factor Analysis for the negotiation frequency items 

Items Factor 1 Factor 2 

Negotiation frequency with Supervisors   

To go to an international conference? 0.89 0.10 

To go to a course? 0.90 0.11 

To arrange a dedicated time for writing an  
article/research? 

0.76 0.12 

Negotiation frequency with Nurses   

When making appointments with the nurses? 0.12 0.92 

To transfer a patient? 0.13 0.92 

Table 5. Results of the multiple regression analysis 

Independent 
variablesd 

Dependent variables 

Negotiation  
frequency with  
supervisors 

Negotiation 
knowledge 

Negotiation skills 

ba betab pc b beta p b beta p 

Working  
experience 

0.21 0.31 0.018       

Hierarchy 0.27 0.32 0.020    -0.09 -0.21 0.050 

Negotiation 
skills 

0.62 0.33 0.017 1.1 0.63 0.001    

Negotiation 
knowledge 

      0.34 0.60 0.001 

Collaboration 
skills 

      0.23 0.27 0.014 

ab: regression coefficient; b beta: standard regression coefficient; c p: two-sided p-value 
of the t-test for b; d Only significant effects are shown; Gender and Age were included 
in the analysis but did not show any significant effect. 
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