British Journal of Marketing Studies

Vol. 13, Issue 4, pp.,64-75, 2025

Print ISSN: 2053-4043(Print)

Online ISSN: 2053-4051(Online)
Website:

Publication of the European Centre for Research Training and Development UK

Distributive Negotiation Strategies in Labor
Litigation: A Brazilian Case

Maria Natalia de Almeida Pessoa
Fundacdo Getulio Vargas, Brazil

Murillo de Oliveira Dias
Fundacdo Getulio Vargas, Brazil
*Correspondence: (@agenda.murillo@gmail.com

Citation: Pessoa, M.N. and Dias, M. (2025) Distributive Negotiation Strategies in Labor Litigation: A Brazilian Case, British
Journal of Marketing Studies, 13 (4), 64-75, https://doi.org/10.37745/bjms.2013/vol13n46475

Abstract: This case study examines the application of distributive negotiation strategies in labor
litigation, focusing on a Brazilian case involving 12 clients who hired a lawyer to file a labor complaint
against their employer. The negotiating process—which resulted in a favorable agreement for seven
clients—emphasizes the importance of utilizing the Zone of Possible Agreement (ZOPA), exploring
alternatives, and maintaining effective communication to achieve positive results. A successful agreement
was primarily dependent on the lawyer's capacity to examine the company's original bid, and bargain for
a better offer. Analysis of findings provides insight into the negotiating process and its implications for
future labor conflict settlements. The results of this research may guide the creation of successful
negotiation plans in labor lawsuits, thereby helping both companies and workers. Understanding the
complexity of labor negotiations enables attorneys and other professionals to negotiate more effectively
and achieve more favorable results.
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INTRODUCTION

Labor disputes are a significant concern in Brazil, where workers' rights are protected by labor laws
(Barros, 2019; Consolidagdo das Leis do Trabalho, 1943). The Brazilian labor law, known as the
Consolidation of Labor Laws (CLT), provides a comprehensive set of rules and regulations governing
employment relationships. However, despite the existence of clear laws and regulations, labor disputes
still arise, and negotiation plays a crucial role in resolving these disputes (Dias, 2020; Dias & Lopes,
2021). Productive and successful negotiations require a deep understanding of the Zone of Possible
Agreement (ZOPA) and the alternatives (Fisher & Ury, 1981; Lax & Sebenius, 1986). In Brazil, labor
negotiations frequently involve complex issues, including salary, benefits, and working conditions,
necessitating effective negotiation strategies to achieve favorable outcomes (Dias, 2021; Dias et al.,
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2022). This article presents a case study of a successful labor negotiation in Brazil, highlighting the
importance of distributive negotiation strategies in achieving a favorable outcome. By examining the
negotiation process and strategies employed, this article provides understanding into the subtleties of
labor negotiation in Brazil. It offers practical lessons for lawyers, professionals, and organizations
seeking to resolve labor disputes effectively. The atmosphere in the forensic environment, characterized
by the concentration of parties, representatives, and lawyers, reflected the dynamics inherent to mass
conciliation hearings. The pressure was multifaceted, encompassing time management, given the
sequence of agendas, the need for speed in decision-making, and the expectation generated by the
presence of customers, who, although restrained, underscored the relevance of the moment for their
situations (Chopade & Pachghare, 2021). The observation of these elements reinforced the need for a
technical and strategic approach that would optimize results within a limited period. In this case, we
have preserved the real names and identities for ethical reasons and corporate compliance.

In the complex world of forensic environments, labor disputes and business negotiations can have a
significant impact on relationships (Fisher & Ury, 1981; Patton, 2012; Raiffa, Richardson, & Metcalfe,
2002). This study examines the challenges of resolving complex labor disputes in Brazil, emphasizing
the importance of effective communication, creative problem-solving, and strategic negotiation (Shell,
2006; Lewicki et al., 2010). By examining the dynamics of this case, we provide insights into the
negotiation process and the balance of business relationships. The negotiations involved 14 parties: a
lawyer and twelve clients, against their former employer, as outlined by Dias (2020) in Type III
negotiation, which involves multiple parties negotiating a single issue, where parties can disrupt
operations and threaten relationships (Dias, 2020a, 2020b; Dias, Lopes, & Duzert, 2020; Shell, 2006).
Negotiation offers a valuable solution, allowing parties to reach a consensual agreement without third-
party intervention (Pruitt, 1981). By adopting a flexible and cooperative approach, businesses can
resolve conflicts rapidly and cost-effectively (Fisher, Ury, & Patton, 1981). Effective negotiation is vital
in business and dispute resolutions, enabling parties to find mutually beneficial solutions (Salacuse,
2003, 2006). This case study aims to identify key factors that contribute to successful negotiation
outcomes in complex business disputes, with a focus on the importance of communication, trust, and
creative problem-solving. Through this analysis, we will explore how businesses can navigate
challenging negotiations to achieve mutually beneficial agreements.

The research problem centers on labor disputes in Brazil, with a particular focus on the challenges of
resolving complex labor disputes through negotiation. The specific case involves 12 employees of a
maintenance contracting company who claimed unpaid severance pay, vacation time, and other labor
rights, leading to financial hardship and uncertainty. Studying this problem is important because labor
disputes can have significant impacts on relationships, financial stability, and overall well-being.
Effective negotiation strategies are crucial in resolving these disputes rapidly and cost-effectively.
Understanding the dynamics of labor negotiation in Brazil can provide practical lessons for lawyers,
professionals, and organizations seeking to resolve labor disputes effectively.

Finally, the case study addresses the problem by examining a successful labor negotiation involving 7
out of 12 employees, where a lawyer employed strategic negotiation techniques. The study highlights
the importance of distributive negotiation strategies, effective communication, and creative problem-
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solving in achieving a favorable outcome. By analyzing the negotiation process and strategies employed,
the case study offers valuable insights into the subtleties of labor negotiation in Brazil and provides
practical lessons for professionals and organizations, detailed in the upcoming sections.

METHODS

This research employs a qualitative approach, which is well-suited for exploring complex organizational
phenomena and gaining rich insights (Saunders et al., 2009). An inductive rationale is employed,
allowing themes and patterns to emerge from the data (Bryman & Bell, 2015). The interpretive approach
recognizes that reality is socially constructed, and meaning is derived from individuals' experiences and
perceptions within the organization (Walsham, 1995). This subjective perspective enables a nuanced
understanding of the case. A single-case study design is employed, providing an in-depth examination
of the Hospital Services organization. According to Yin (2014), this approach is ideal for exploring
complex phenomena and gaining detailed insights. Data collection involves document analysis,
observations, and interviews, analyzed using content analysis to identify emerging patterns and themes
(Miles & Huberman, 1994). This methodology enables an understanding of the case, informing both
theoretical and practical discussions.

BACKGROUND

Twelve employees of a maintenance contracting company, which had agreements with a local
municipality for public sector projects, found themselves embroiled in a labor dispute due to unpaid
severance pay, vacation time, and other labor rights. Specifically, the employees claimed they had not
received their 13th salary!, a mandatory annual bonus equivalent to one month's salary, as well as their
FGTS?, a severance fund to which employers contribute 8% of an employee's monthly salary, according
to the Brazilian Labor Law (CLT, 1943). The employees, who had worked on various projects for the
company, claimed that their rights had been violated, leading to financial hardship and uncertainty.
Seeking resolution, the employees hired a lawyer to file a labor complaint and negotiate a settlement
with the company.

1 13th Salary: This is an annual bonus equivalent to one month's salary, paid in two installments. The first
installment is typically paid by November 30th and the second by December 20th. The amount is calculated
based on the employee's salary and length of service during the year. Established by Law No. 4,090/1962 and
regulated by Law No. 4,749/1965, the 13th salary is a constitutional right (Article 7, VIII, of the Brazilian
Constitution) that guarantees an annual bonus equivalent to one month's salary for employees.

2FGTS (Fundo de Garantia do Tempo de Servigo): The fund serves as a safety net and can be accessed by the
employee in specific situations, such as dismissal without cause, retirement, or purchasing a home. Created by
Law No. 5,107/1966 and currently governed by Law No. 8,036/1990, FGTS is a constitutional right (Article
7, 111, of the Brazilian Constitution) that requires employers to deposit 8% of an employee's monthly salary
into a restricted bank account linked to the employee.
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The 12 (twelve) clients worked for the same contracting companies and had similar rights; they hired
the lawyer in 2022 to file a labor complaint in order to guarantee all rights and fines for late payment.
The lawyer settled for seven of these clients in a single hearing, an effort that would have required legal
expertise and negotiation skills. The preparation for such an event went beyond the mere review of
procedural documents; it involved anticipating scenarios, aligning expectations, and employing
appropriate strategy and negotiation techniques.

ANALYSIS OF THE NEGOTIATION

Techniques that were used more simply before the experience of the module. The conduct of the
negotiation used the company's first proposal as a reference point. Instead of a direct rebuttal, the
strategy involved analyzing the proposal in the context of ZOPA and, based on that, determining the
next steps. The perception of the financial and bureaucratic limitations imposed by the company's size
and the nature of its contracts with the public sector led to the adoption of a pragmatic stance. Instead
of unthinkingly insisting on a nominally higher value, the focus was directed toward presenting robust
legal justifications of the clients' rights, combined with arguments about the benefits of immediate
conciliation for both parties. It was emphasized that a speedy agreement would eliminate future
procedural costs, risks of conviction in higher amounts, and the unpredictability inherent to the judicial
process, factors that were of interest to the company.

The analysis of the negotiation scenario revealed the configuration of a "distributive negotiation"
inherent to the sharing of a finite resource. The complexity was exacerbated by the presence of a third
indirect actor, the Municipality of Sdo Gongalo do Amarante, which, due to its potential subsidiary
liability, gave the situation the qualification of a three-party negotiation - Type III negotiation (see Dias
(2020). This tripartite structure required a thorough understanding of the interests and positions of each
involved. The central objective established for the negotiations was not limited to the financial aspect;
It was the resolution of the process, which implied the stabilization of legal relations, the regularization
of employment relationships, and the satisfaction of recognized labor rights. Such an approach was
aimed not only at closing the dispute but also at promoting a comprehensive solution for the workers.
One of the principles addressed was the potential advantage of allowing the adverse party to formulate
the first proposal. Such a strategy is beneficial when the negotiator has a consolidated reading of the
opponent's environment and probable negotiation margins. Instead of starting with a maximum demand
that could be perceived as unrealistic and lead to an impasse, waiting for the first offer allows the parties
to calibrate the other party's perception of the value of the issue and identify its initial Zone of Possible
Agreement (ZOPA).

Based on this precept, the lawyer adopted a posture of active listening and observation. The presentation
of the initial terms by the Maintenance Company was received. After analysis, it was found that the
proposition was within the pre-established limits for the Possible Agreement Zone (ZOPA) of my clients,
validating the internal projections. The ZOPA had been calculated with precision and validation of each
of the customers. The process involved individualizing the amounts claimed in each of the seven
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lawsuits, followed by an estimate of the probability of success in an eventual contentious trial. This
projection encompassed analyses of recent jurisprudence, the history of the labor court, and the probative
value of the elements of each case. Based on these data, a ZOPA spectrum was established for the set of
seven lawsuits, ranging from R$ 375,000.00 (nearly $70,000), which is the minimum acceptable value,
considering the risks and speed of the agreement) to R$ 500,000.00 (approximately $100,000). The
company's adherence to the initial proposal within this interval confirmed the thoroughness of the prior
preparation and signaled a genuine predisposition for conciliation on the part of the company.

The origin of the litigation primarily resided in the recurring absence of payment of severance pay and
other labor rights, such as vacation, 13th salary, and FGTS. Such default is not merely an accounting
issue; It often reflects systemic failures in personnel management or the company's financial health. This
failure was the basis of the conflict, informing the urgency and legitimacy of the workers' demands.
Regarding BATNA, the parties elaborated on strategic planning. They contemplated that, in the event
an agreement was not reached, the parties would explore their options for pursuing unemployment
insurance through the courts or receiving payment in the form of an indemnity from the company. This
BATNA was quantified: although it guaranteed a fundamental right of the worker, it implied a reduction
in the pecuniary amount to be disbursed by the company of approximately R$7,500.00 (nearly $1,200)
per client due to the compensatory nature or the lack of need to provide formal guidelines. This
knowledge of BATNA's clients provided an accurate measure of the acceptable lower bound for the
monetary settlement, and this offered a strategic lever: the lawyer could, if necessary, give in at a higher
face value in exchange for the certainty and speed of unemployment insurance, a benefit of direct impact
on the life of the worker in transition.

During the development of the negotiation, several "alternatives" were considered. The ideal alternative
for clients, from a substantive law perspective, was the full payment of severance payments,
accompanied by the respective payment of the Guarantee Fund for Length of Service (FGTS) into the
worker's linked account and the issuance of forms for qualification for unemployment insurance.
However, the negotiation process required considering "options" that could promote a fair and equitable
agreement, even if they did not reflect absolute idealism. Among the strategic options, the inclusion of
the amount corresponding to the FGTS in the overall compensation amount stood out. This approach
simplified the payment process for the company, eliminating the need for specific banking procedures
and ensuring that the customers received the amount owed. Another crucial option was the possibility
of unemployment insurance being released through an official letter from the Ministry of Labor or
directly by the Labor Court if the company did not provide the guides within the stipulated period. These
flexibilities, conceived as options, were instrumental in formulating an agreement that sought a balance
between the company's capabilities and the urgent needs of those represented.

REACHING THE DEAL

The conduct of the negotiation used the company's first proposal as a reference point. Instead of a direct
rebuttal, the strategy consisted of analyzing the proposal in the light of ZOPA and, from it, building the
next steps. The perception of the financial and bureaucratic limitations imposed by the company's size
and the nature of its contracts with the public sector led to the adoption of a pragmatic stance. Instead
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of unthinkingly insisting on a nominally higher value, the focus was directed toward presenting robust
legal justifications of the clients' rights, combined with arguments about the benefits of immediate
conciliation for both parties. It was emphasized that a speedy agreement would eliminate future
procedural costs, risks of conviction in higher amounts, and the unpredictability inherent to the judicial
process, factors that were of interest to the company.

The negotiation of the installment plan proved to be a decisive element in implementing the agreement.
A percentage reduction in the value of the claim was proposed, which, although it implied an adjustment
about the initial claim, was justified by the speed of receipt and legal certainty. The proposal of an
installment plans commensurate with the company's ability to pay mitigated its immediate financial
burden, making the agreement more attractive. This ability to negotiate flexibility in payment terms,
based on a clear legal basis and the mutual benefits of the transaction, was what allowed consensus to
be reached. The approach was based on rational persuasion, seeking to demonstrate the comparative
advantages of an agreement at that time to the detriment of the continuity of the litigation. The
negotiation process culminated in its successful conclusion, with the formalization of the agreements.
For the seven customers involved, a value of R$ 400,000.00 (approximately $72,000) was established.
In addition to the pecuniary aspect, essential non-financial terms were ensured: the formal recognition
of the employment relationship, which is essential for the regularization of the workers' social security
and professional situation, the proper annotations in the work card, and the release of unemployment
insurance. Securing these rights, often overlooked in longer proceedings, added significant value to the
settlement.

LESSONS LEARNED

From a technical-legal and strategic point of view, the result was evaluated as highly positive. In a
context such as the Labor Courts, where obtaining the full amount claimed is the exception, and lawsuits
may have an extended duration, sealing an agreement that guarantees clients an average of 75%
(seventy-five percent) of the value of the case initially requested represents a favorable outcome. This
percentage, considering the scenario of economic uncertainty and the slowness of the judicial system,
is considered a pragmatic success, confirming the effectiveness of the negotiation strategy implemented.
Despite the success in implementing the agreements, the experience provided valuable insights and
opportunities for improvement in future processes. Self-criticism is particularly directed at optimizing
the organization and communication with customers. Of the twelve clients represented, an agreement
was reached for seven workers. However, the impossibility of effective contact with the five remaining
clients on the day of the concentrated hearings prevented the inclusion of their cases in the conciliation
of that period. This logistical failure resulted in the postponement of the resolution for these customers,
which meant longer waiting times and legal uncertainty for them.

The application of the strategic planning and stakeholder management, highlights the need for even
more robust and efficient communication protocols. This fact would include the preparation of a
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contingency plan for contact with all clients, holding more comprehensive pre-hearing meetings to align
expectations and obtain powers of attorney for agreements, and utilizing technological tools for mass
management and communication. Such measures would mitigate operational failures and maximize
reconciliation opportunities in future negotiations of similar volume, ensuring that technical preparation
is complemented by flawless logistical execution. Negotiation, as evidenced by this experience, is not
restricted to the moment of the negotiation itself but encompasses the entire process that precedes it,
from the initial organization to the final communication with all stakeholders.

DISCUSSION AND IMPLICATIONS

The positive outcome of the negotiations in this example highlights the importance of strategic
preparation, effective communication, and adaptability in distributive negotiations (Fisher & Ury, 1981;
Lax & Sebenius, 1986). Understanding the Zone of Possible Agreement (ZOPA) and examining the
interests of all parties enabled the attorney to negotiate the complexity of labor disputes and secure a
favorable arrangement for seven clients. This result is consistent with other studies emphasizing the
importance of preparedness and flexibility in negotiations (Shell, 2006; Lewicki et al., 2010). By
utilizing ZOPA computation and scenario prediction, the lawyer's method ensured informed decision-
making and flexibility in the negotiation dynamics. Dias (2020), who underlines the need to know the
interests and points of view of every party in Type IlI talks, supports this result. Moreover, in line with
the principles of distributive bargaining, the lawyer's ability to negotiate flexibility in payment
conditions and emphasize the benefits of quick conciliation contributed to creating a mutually
advantageous arrangement (Fisher, Ury, & Patton, 1981).

For attorneys, experts, and companies trying to handle labor conflicts properly, the results of this case
study have great relevance. As the difficulties in contacting the five surviving customers demonstrate,
effective communication and contingency planning can help reduce operational failures and improve
reconciliation chances. This case study's findings have broader implications for various fields of
research. The principles of distributive negotiation employed in this labor dispute can be applied to other
areas, such as buyer-seller negotiations (Dantas & Dias, 2025; Vidaletti & Dias, 2025), business
acquisitions (Delgado & Dias, 2025; Gasparini, Vieira & Dias, 2025; Moura & Dias, 2025; Oliveira,
Souza & Dias, 2025; Scheuer & Dias, 2025; Soliva & Dias, 2025; Valle et al., 2025; Vidaletti, Ferreira
& Dias, 2025), and private equity negotiations (Correa et al., 2025). Additionally, the strategies used in
this case can inform research on legal claim negotiations (Barros & Dias, 2025), real estate acquisitions
(Lago et al., 2025), and judicial agreements (Bairros et al., 2025; Rico & Dias, 2025; Teodoro & Dias,
2025). Furthermore, the intersection of strategy and legal proceedings, as explored in the context of the
court of auditors (Panzarini & Dias, 2025), can also benefit from the insights gained from this study. By
examining the applications of distributive negotiation in these diverse fields, researchers can develop a
more comprehensive understanding of effective negotiation strategies.
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CONCLUSION

The successful negotiation of labor disputes in Brazil requires a deep understanding of the negotiation
process and techniques employed, effective communication, and strategic planning. By turning
distributive negotiation strategies into integrative ones and analyzing the interests of all parties involved,
it is possible to achieve favorable outcomes that balance the needs of both employees and employers.
This case study highlights the significance of preparation, flexibility, and creative problem-solving in
labor negotiations in Brazil, offering valuable insights for professionals and organizations aiming to
resolve labor disputes efficiently and effectively.

RESEARCH LIMITATIONS AND FUTURE RESEARCH

This case study has its limitations. Firstly, it focuses on a specific labor conflict in Brazil, which limits
the generalizability of the findings to other contexts. Additionally, the research is based on a single
example, which may not represent other labor conflicts or negotiation situations. While the qualitative
approach provides valuable insights, it may not be scalable or replicable across different populations.
Finally, the study emphasizes the lawyer's perspective, which could introduce bias. Future research
would benefit from incorporating insights from multiple stakeholders to gain a more comprehensive
understanding of the negotiating process. Finally, future studies could expand on this work by examining
the application of distributive negotiating techniques in other settings and investigating how technology
may facilitate conflict resolution and negotiation.

REFERENCES

Barros, A. M. (2019). Brazilian Labor Law. Editora FGV.

Bazerman, M. H., & Moore, D. A. (1994). Judgment in managerial decision making. Wiley.

Brasil. (1991). Lei n°8.213, de 24 de julho de 1991. Dispoe sobre os Planos de Beneficios da
Previdéncia Social e da outras providéncias. Diario Oficial da Unido.

Brasil. (1962). Lei n°4.090, de 13 de julho de 1962. Institui a gratifica¢do de Natal para os
trabalhadores. Diario Oficial da Unido.

Brasil. (1965). Lei n°4.749, de 12 de agosto de 1965. Dispoe sobre o pagamento da gratificagdo de
Natal. Diario Oficial da Unido.

Brasil. (1988). Constitui¢do da Republica Federativa do Brasil de 1988. Brasilia, DF.

Brasil. (1990). Lei n°8.036, de 11 de maio de 1990. Dispoe sobre o Fundo de Garantia do Tempo de
Servico. Diario Oficial da Unido.

Brasil. (1965). Lei n® 4.749, de 12 de agosto de 1965. Dispoe sobre o pagamento da gratificagdo de
Natal. Diario Oficial da Unido.

Brasil. (1988). Constituigdo da Republica Federativa do Brasil de 1988. Brasilia, DF.

Brasil. (1990). Lei n° 8.036, de 11 de maio de 1990. Dispde sobre o Fundo de Garantia do Tempo de
Servigo. Diario Oficial da Unido.

71



British Journal of Marketing Studies

Vol. 13, Issue 4, pp.,64-75, 2025

Print ISSN: 2053-4043(Print)

Online ISSN: 2053-4051(Online)
Website:

Publication of the European Centre for Research Training and Development UK

Consolidacdo das Leis do Trabalho (CLT). Brasil. (1962). Lei n°4.090, de 13 de julho de 1962. Institui
a gratificagdo de Natal para os trabalhadores. Diario Oficial da Unido.

Creswell, J. W. (2014). Research design: Qualitative, quantitative, and mixed methods approaches.
Sage publications.

Cunha, N.C., Dias, M. (2021) Contract Negotiation: When the Detail Saved the Day.GSJ 9(12), 130-
141; https://doi.org/ 10.11216/gsj.2021.12.56418

Dess, G. G. & Lumpkin, G., 2003. Direccion estratégica. 1a. ed. McGrawHill.

Dias, M (2021) Is the Covid-19 Pandemic Promoting More Empathetic Internal Business
Negotiations? International Journal of Research in Commerce and Management Studies, 3(2),
51-64.https://doi.org/ 10.6084/m9.figshare.14346521

Dias, M, Leitdo, R., Batista, R., Medeiros, D. (2022) Writing the Deal: Statistical Analysis of Brazilian
Business Negotiations on Intangible Assets. European Journal of Business and Management
Research, 7(1), 61-65; https://doi.org/ 10.24018/ejbmr.2022.7.1.1233

Dias, M. (2020) The Four-Type Negotiation Matrix: A Model for Assessing Negotiation Processes.
British Journal of Education, 8(5), 40-57. https://doi.org/ 10.37745/bje/vol8.n05.p40-57.2020

Dias, M. (2020a) Is There Any Difference Between Night and Day Business Negotiations? A
Statistical Analysis. Journal of Xidian University, 14(6), 2417 - 2430. https://doi.org/
10.37896/jxu14.6/287

Dias, M. (2020b) Predictive Model on Intangible Assets Negotiation: Linear Regression Analysis.
Journal of Xidian University, 14(7), 1420-1433. https://doi.org/ 10.37896/jxul4.7/161

Dias, M. (2020c) Structured versus Situational Business Negotiation Approaches. Journal of Xidian
University, 14(6), 1591 - 1604. https://doi.org/ 10.37896/jxul14.6/192

Dias, M. (2020d) The Effectiveness of Mediation in Brazilian Business Negotiations. European
Modern Studies Journal, 4(5), 181-188.https://doi.org/ 10.6084/m9.figshare.13066025

Dias, M. Navarro, R. (2020). Three-Strategy Level Negotiation Model and Four-Type Negotiation
Matrix Applied to Brazilian Government Negotiation Cases. British Journal of Management and
Marketing Studies, 3(3), 50-66. https://doi.org/ 10.6084/m9.figshare.12479861

Dias, M., (2023) Teaching Materials on Warehouse Construction Negotiation. International Journal of
Business Management, 6(9), 89-102, https://doi.org. 10.5281/zenodo.8396647

Dias, M., (2023a) Teaching Materials on Paint Shop Business Negotiation. International Journal of
Applied Management Science, 4(9), 1-13, https:// doi.org/10.5281/zenodo.8396627

Dias, M., (2023b) Teaching Materials on Private Healthcare Negotiation. International Journal of
Social Science and Humanities Research, 6(9), 105-117, https://doi.org.
10.5281/zen0do.8396612

Dias, M., (2023c¢). Teaching Materials on Security Technician Business Negotiation. International
Journal Of Educational Research, 6(8), 12-27; https://doi.org. 10.5281/zenodo.8367744

Dias, M., (2023d). Role-Play Simulation on Locksmith Business Negotiation. GPH-International
Journal of Social Science and Humanities Research, 6(8), 44-56; https://doi.org.1
10.5281/zenodo.8359959

Dias, M., Lafraia, J.,Schmitz, T. & Vieira, P. (2023). Systematic Literature Review on Negotiation &
Conflict Management. European Journal of Theoretical and Applied

72



British Journal of Marketing Studies

Vol. 13, Issue 4, pp.,64-75, 2025

Print ISSN: 2053-4043(Print)

Online ISSN: 2053-4051(Online)
Website:

Publication of the European Centre for Research Training and Development UK

Dias, M., Lopes, R. (2020) Do Social Stereotypes Interfere in Business Negotiations? British Journal
of Marketing Studies, 8(4), 16-26. https://doi.org/ 10.6084/m9.figshare.12501293.v1

Dias, M., Lopes, R., Cavalcanti, G., Golfetto, V. (2020) Role-Play Simulation on Software Contract
Negotiation. Global Scientific Journals, 8(6), 1-10. https://doi.org/ 10.11216/gsj.2020.06.40176

Dias, M., Lopes, R., Duzert, Y. (2020) Mapping the Game: Situational versus Structured Negotiations.
Saudi Journal of Economics and Finance, 4(6): 271-275. https://doi.org/
10.36348/sjet.2020.v04i106.012

Dias, M., Lopes, R., Teles, A., Castro, A., Pereira, A. (2020) Teaching Materials on Extrajudicial
Settlement Negotiation. Global Scientific Journals, 8(5), 1529-1539. https://doi.org/
10.11216/gsj.2020.05.39996

Dias, M., Nascimento, C.; Lima, M.; Santos, A.; Duarte, M.; Rocha, M.; Martins, M.; Mendes, F.;
Filho, R.; Marques, L.; Filho, C.C. (2021) Role-Play Simulation on Contract Bidding
Negotiation. GSJ, 9(9), 486-499.https://doi.org/ 10.11216/gsj.2021.09.54036

Dias, M., Pereira, L., Teles, A. Lafraia, J. (2023) Show Me Your Hands: A Moderator Effect Analysis
on Nonverbal Behavior at the Bargaining Table. EJTAS, 1(2), 119-127
https://doi.org/10.59324/ejtas.2023.1(2).12

Dias, M., Pereira, L., Vieira, P., Barbosa, L., Quintdo, H., Lafraia, J. (2023) Mediation & Dispute
Board Resolution: A Systematic Literature Review. GPH-International Journal of Social Science
and Humanities Research,6(5), https://doi.org/ 10.5281/zenodo.7952719

Dias, M., Toledo, R., Silva, A., Santos,M. , Aragdo, M, Junior, M., Rocha, C., Silva,G., Marques Filho,
C. (2022) Buyer-Seller Negotiation: Military Cargo Jet Acquisition. GSJ, 10(10), 2481-
90.https://doi.org/10.11216/gsj.2022.10.78649

Dias, M.; Almeida, F.; Silva; Russo, J.; Machado, V.; Costa, J.; Barbosa, M.; Jornada, F.; Filho, C.
(2022) Role-Play Simulation on Vehicle Acquisition: Buyer-Seller Negotiation. GSJ (10)8,
1817-28; https://doi.org/ 10.11216/gsj.2022.08.77291

Dias, M.; Andrade, S.; Silva, M. R.; Teles, G.; Mello, B.; Moura, R.; Salazar, A.; Sotoriva, L.M.;
Mariotti, A; Filho, C. (2021) Role-play Simulation on Buyer-Seller Knowledge Transfer. GSJ,
9(8), 2340-52 .https://doi.org/ 10.11216/gsj.2021.08.53672

Dias, M.; Duzert, Y.; Lopes, R. (2021) Perspectiva Epistémica do Processo de Negociagao.
International Journal of Development Research, 11(7), 48803-10. https://doi.org/
10.37118/ijdr.22463.07.2021

Dias, M.; Lopes, R. (2021). A Confianga transformativa em negociagdes. International Journal of
Development Research, 11(6), pp. 48178-82. https://doi.org/ 10.37118/1jdr.22261.06.2021

Dias, M.; Lopes, R. (2021). O dilema da confianga aplicado a negociagdo de escopo em
gerenciamentos projetos. International Journal of Development Research, 11(8), pp. 49225-30.
https://doi.org/ https://doi.org/10.37118/ijdr.22676.08.2021

Dias, M.; Lopes, R.; Teles, A. (2020) Nonparametric Analysis on Structured Brazilian Business
Negotiations. Global Scientific Journal 8(6), 1511-22. https://doi.org/
10.13140/RG.2.2.13318.60482

73



British Journal of Marketing Studies

Vol. 13, Issue 4, pp.,64-75, 2025

Print ISSN: 2053-4043(Print)

Online ISSN: 2053-4051(Online)
Website:

Publication of the European Centre for Research Training and Development UK

Dias, M.; Netto, P.C; Oliveira, F.; Melo, L.; Cavalcanti, S.; Marques, A.; Silveira, F.M., Bastos, E.H.;
Pitangueira, A.L;Vaz, H.; Filho, C.C.(2021) Role-Play Simulation on Land Invasion
Negotiation. GSJ, 9(8), 2916-29.https://doi.org/ 10.11216/gsj.2021.08.53806

Dias, M.; Silva, L. (2021) Role-Play Simulation on Basic Sanitation Services Contract Negotiation.
Global Scientific Journal, 9(6), 1081-1098.https://doi.org/ 10.11216/gsj.2021.06.51827

Dias, M.;Pires,R.;Genial, R.;Santos, P.;Aragjo, L.;Moura, F.; Lima, S.Nascimento, F. Marques Filho,
C. (2022) Case Study on Buyer-Seller Negotiation: Ultrabook Government Acquisition. GSJ
(10)9, 1737-45; https:/doi.org/10.11216/gsj.2022.09.77913

Dias, Murillo; Waltz, Flavio; Oliveira, Barbara. Y. (2021) Teaching Materials on Brazilian Private
Companies: Software Contract Negotiation. Global Scientific Journals, 9(1), 2499-2508.
https://doi.org/ 10.13140/RG.2.2.10976.61448

Fisher, R. and Ury, W., (1981). Getting to Yes: Negotiating Agreement Without Giving In. Penguin
Books

Hernandez-Diaz, J. L., & Neves-Dos Santos, J. A. (2020). Analysis and region-wise classification of
work-related accidents in civil construction industry in Brazil. Dyna, 87(214), 31-41.
https://doi.org/10.15446/dyna.v87n214.82592

International Labour Organization (ILO). (n.d.). About the ILO. Retrieved from
https://www.ilo.org/global/about-the-ilo/lang--en/index.htm

Kissinger, H.A., 1969. Nuclear Weapons and Foreign Policy. W.W. Norton.

Lax, D.A., & Sebenius, J.K. (1986). The Manager as Negotiator: Bargaining for Cooperation and
Competitive Gain.

Lein® 13.467/2017. Reforma Trabalhista. Brasilia, DF: Presidéncia da Republica, 2017.

Ministério do Trabalho e Emprego. (n.d.). Normas Regulamentadoras. Retrieved from
https://www.gov.br/trabalho/pt-br/inspecao/seguranca-e-saude-no-trabalho/normas-
regulamentadoras

Navarro, R. , Dias, M. (2024) Nonmarket Negotiations:Leveraging Performance when Negotiating
with Governments, Influencers, Media, NGOs, Communities and other Key
Stakeholders.BIMAS, 5(2),90-113.DOI: 10.37745/bjmas.2022.0460

Patton, B.(2012). Negotiation In: (Moffitt, M. L., & Bordone, R. C. (Eds.). (2012). The handbook of
dispute resolution. Chapter eighteen. John Wiley & Sons.

Pruitt, D.G. (1981). Negotiation Behavior. Academic press.

Pruitt, D.G. (1981). Negotiation Behavior. New York: Academic press.

Raiffa, H., Richardson, J., & Metcalfe, D. (2002). Negotiation analysis: The science and art of
collaborative decision making. Harvard University Press

Raiffa, H., Richardson, J., & Metcalfe, D. (2002). Negotiation analysis: The science and art of
collaborative decision making. Harvard University Press

Rubin, K. H., & Brown, L. D. (1975). A life-span look at person perception and its relationship to
communicative interaction. Journal of Gerontology, 30(4), 461-468.

Salacuse, J. (2003). The Global Negotiator. New York: Palgrave, Macmillan.

Salacuse, J. (2006). Leading Leaders: how to Manage Smart, Talented, Rich and Powerful People. NY:
AMACOM.




British Journal of Marketing Studies

Vol. 13, Issue 4, pp.,64-75, 2025

Print ISSN: 2053-4043(Print)

Online ISSN: 2053-4051(Online)
Website:

Publication of the European Centre for Research Training and Development UK

Santos, M. and Dias, M. (2024) The Seven Forces That Shape Trust in Virtual Negotiation: A
Qualitative Study. Open Journal of Business and Management, 12, 2208-2223. doi:
10.4236/0jbm.2024.124113.

Santos, M.; Dias, M. (2024). Best Practices for Building Trust in Virtual Business Negotiations,British
Journal of Multidisciplinary and Advanced Studies, 5(2),45-66;
https://doi.org/10.37745/bjmas.2022.0450

Sartori, S.; Jantsch, M. Dias, M. Navarro, R. (2020) Negotiating with Indigenous Peoples: Land Area
Acquisition for the Fulkax6 Reserve in Brazil. Saudi Journal of Economics and Finance, 4(9),
457-461.https://doi.org/ 10.36348/sjef.2020.v04109.006

Saunders, M.; Lewis, P.; Thornhill, A. (2009). Research Methods for Business Students. Prentice Hall,
Sth edition.

Schatzki, M.; Coffey; W. (1981). Negotiation: The Art of Getting What You Want. Signet

Sebenius, J. K. (2013). Level two negotiations: Helping the other side meet its "BATNA". Negotiation
Journal, 29(2), 167-182.

Shell, Richard (2006). Bargaining for Advantage. Penguin Books.

Valente, R., and Dias, M. (2023) How To Structure A Retail Pharmacy Business Negotiation. Gph-
International Journal Of Business Management, 6 (4), 1-15;
https://doi.org/10.5281/zenodo.7817264

Weber, L. L. (2010). Expanding the definition of bounded rationality in strategy research: An
examination of earnout frames in M&A. University of Southern California.

Yin, R. K. (2004). The case study anthology. Sage.

Zartman, [. W. (1988). Common elements in the analysis of the negotiation process. Negotiation
Journal, 4(1), 31-43./2

75



