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Abstract 

In this article, a Brazilian software company with an extensive portfolio of supply chain 

optimization and management solutions, widely consolidated in the pharmaceutical market, 

engages in a buyer-seller, Type II software negotiation, aiming at expanding its operations to 

other sectors, such as Consumer Goods and Automotive. The software company negotiates 

with a multinational company in the consumer goods sector with a global reach and decades 

of consolidated history in the market. The multinational company is willing to consider the 

Brazilian software company but wants proof that the system is compatible with its operating 

model and volume, a guarantee of low risk in the migration, advantageous commercial terms, 

and specific customizations included in the package. Companies try to maximize their gains 

and minimize their risks in real-case scenarios. This article reveals best managerial practices 

to elucidate how to resolve this stalemate by presenting this descriptive and single case study. 
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1. INTRODUCTION  

This case describes a buyer-seller negotiation that took place in Campinas, Southwestern 

Brazil, where the supply chain optimization company seller is expanding its operations to 

other sectors like Consumer Goods and Automotive. Both parties engage in an Integrative, 

Type II negotiation (Dias, 2020), where two parties negotiate multiple items. Firstly, the 

business company (service provider) offers software and services, including operational, 

technical, strategic, and consulting support. However, resistance to its technology is high in 

target markets. Despite its success in the pharmaceutical industry, the service provider (seller) 

faces challenges in convincing companies of its benefits and feasibility. Meanwhile, the 

contractor, hereafter simply Buyer, is a pharmaceutical multinational company focusing on 

reducing transportation costs, improving chain visibility, and integrating logistics partners, 

operating in the Brazilian market. A new Chief Logistics Officer has been hired to 

aggressively reduce logistics costs without compromising service quality and delivery 

predictability. For compliance and ethical purposes, the real names of the involved parties 

and their companies are hereby omitted. 

Negotiation has been defined as a “Negotiation is a process of communicating back and forth 

for the purpose of reaching a joint decision” (Fisher, Ury & Patton, 1981, p. 20). Business 

negotiations have attracted scholar attention recently (Dias, 2023; Dias, 2023a; Dias,2023b; 

Dias et al., 2023; Navarro & Dias, 2024; Santos & Dias, 2024). The field of research has been 

studied as follows: as a political game (Kissinger, 1969); communication process (Acuff, 

1993; Fisher, Ury & Patton, 1981; Lax & Sebenius, 1986; Salacuse, 2003, 2006; Shell, 2006), 

as a peaceful way to solve conflicts (Zartman, 1988); as part of a strategy game (Raiffa, 

Richardson & Metcalfe, 2002; Rubin and Brown, 1975; Pruitt, 1981);; as a social interaction 

(Dias, 2016; Schatzki & Coffey, 1981); as a decision making process (Bazerman & Moore, 

1994), including also buyer-seller negotiations (Dias, Toledo, Silva, et al., 2022; Dias, 

Lafraia, Schmitz et al., 2024; Dias, Pereira, Teles & Lafraia, 2023; Dias, Leitão, Batista & 

Medeiros, 2022);virtual negotiations (Santos & Dias, 2024); business negotiations (Dias, 

Pereira, Teles & Lafraia, 2023;Dias, 2023; Dias, Pereira, Vieira, et al., 2023); Nonmarket 

Negotiations (Navarro & Dias, 2024); retail negotiations (Valente & Dias, 2023); contract 

negotiations (Cunha & Dias, 2021; Dias, Nascimento et al., 2021); military negotiations 

(Dias, Toledo, Silva, Santos et at., 2022; Dias, Pires et al., 2022; Dias, Almeida, Silva, Russo, 

et al., 2022);  

This work addresses a Type II negotiations, or a buyer-seller negotiation between two parties 

and multiple subjects, following the Four-Type Negotiation Matrix (Dias, 2020), as depicted 

in Figure 1: 
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Figure 1 The Four-Type Negotiation Matrix   

Source: Dias, 2020. Reprinted under permission. 

 

2. METHODOLOGY 

Following Saunders, Lewis, and Thornhill (2009), this paper used an inductive method with 

interpretative philosophy. Following Yin (2004), we examined one buyer-seller negotiation 

between two parties for purchasing a software solution for a multinational company from the 

Brazilian pharmaceutical sector as the unit of analysis, supplemented with the direct 

participation of two authors. 

3. MARKET EXPANSION: CHALLENGES AND OPPORTUNITIES 

On the one hand, the service provider, a company with an extensive portfolio of Supply 

Chain optimization and management widely consolidated in the Brazilian pharmaceutical 

market, seeks to expand its operations to other sectors, such as Consumer Goods and 

Automotive, as stated previously. In addition to the software, the company offers a range of 

services, including operational support, technical support, strategic support, and consulting, 

which aim to facilitate implementation and maximize the solution's performance.  

On the other hand, the buyer is a company in the Consumer Goods sector with a global reach 

and decades of consolidated history in the market. The buyer logistics business seeks to 

reduce transportation costs, improve chain visibility, and better integrate its logistics partners. 

Recently, a new Chief Logistics Officer was hired, and his mandate, which was received 

directly from the CEO, was to aggressively reduce the costs of the logistics industry on a 

global scale without losing service quality and delivery predictability. Currently, C&G 

spends between $ 135 million and $ 200 million/year on logistics in Brazil alone, among 

which the expenditure on TMS (transportation software) is around $1.6 million/year. The 

new director seeks creative solutions to control and reduce costs and is willing to think 

"outside the box."Their meeting took the following negotiation arrangement, as illustrated in 

Figure 2: 
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Figure 2 Typical Type II bargaining table.  

Source: elaborated by the authors 

4. INTRODUCTION TO THE NEGOTIATION: UNDERLYING INTERESTS 

The service provider's CEO learns from contacts in the market that the Buyer's new Logistics 

Director is looking for cost-saving opportunities and contacts the Buyer to try to get closer. 

After initial contacts and introductions, the seller agrees to schedule a negotiation meeting 

with the Buyer to explore the adoption of the system in its Brazilian operation. The Buyer 

uses a partially customized system integrated into its Enterprise Resource Planning (ERP) 

architecture and is wary of switching to an industry-under-tested solution. 

The buyer is willing to consider the proposal only if three prerequisites are deliverable: (a) 

proof that the system is compatible with its operating model and volume; (b) guarantee of 

low risk in migration; (c) advantageous commercial conditions and specific customizations 

included in the package. 

On the other hand, the service provider is interested in entering the sector with a major brand 

like a multinational company to increase credibility; they do not want to compromise the 

margin with a highly customized project. It needs an additional success case to expand in the 

sector and wants to secure a medium—to long-term contract (minimum two years). 

5. OVERCOMING RESISTANCE AND BUILDING TRUST: UNDERSTANDING 

THE ZONE OF POSSIBLE AGREEMENT (ZOPA) 

 

The buyer has high bargaining power; the service provider is disadvantaged due to a lack of 

track record in the sector; technical and political mistrust about switching suppliers; and the 

buyer procurement business may push for a free pilot. 

The Logistics Director wants to reduce the cost of TMS or, at most, keep the cost at the 

current level of $ 1.6 million/year. The buyer CEO also wants to implement his TMS in an 

operation of the pharmaceutical company scale in Brazil, at least $ 600 thousand/year, to 

maintain a healthy margin for his business. In principle, this negotiation's Zone of Possible 

Agreement (ZOPA) is from $ 600 thousand to $ 1.6 million.The negotiation is distributive 

and not integrative at this moment. 
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6. CREATIVE OPTIONS AND VALUE CREATION 

For the CEO of The Buyer, some possibilities of options were addressed to ensure that the 

deal was closed with a giant in the consumer goods market, among them the possibility of the 

company acquiring smaller packages such as punctual consultancies to ensure an 

improvement in the company's cost indicators, acquisition only of the TMS Software to 

manage the company with its personnel, the inclusion of an execution, audit and a third-party 

strategic team to the buyer to manage the transport using the software already available and 

in use at the multinational company, have a team located in a country with a weaker currency 

and the initial operation in a country with a stronger currency so that the client company 

better absorbs the costs. In addition, the possibility of adding a success factor to the contract 

was raised, linking it to a percentage of the total savings by reaching a percentage of savings 

of the total spent by the contracting company. 

The Logistics Director, before the negotiation, had also raised some options to facilitate an 

agreement, among them suggesting a pilot deployment of The Buyer's TMS in a Sandbox 

environment or only one Brazilian state to be able to validate the solution without 

jeopardizing the operation at the national level, with the possibility of expanding The Buyer's 

TMS to the entire Brazilian operation after validation and then expansion to the entire global 

operation.In addition, the service provider's director was willing to offer the Buyer's solution 

to other players in the Consumer Goods market if the implementation was successful. In 

other words, the service provider wanted to maintain intellectual property rights.All these 

options transformed the negotiation from distributive to integrative (Raiffa, Richardson & 

Metcalfe, 2002).During the negotiation, the buyer's CEO and Director of Logistics asked 

exploratory questions to understand the scenario and the interests behind their interlocutor's 

positions. This led to the discovery of additional subject matter for negotiation (options) and 

transformed the negotiation from distributive to integrative.If the parties reached no 

agreement, their Best Alternative to a Negotiated Agreement (BATNA) was to look for 

another service provider (Fisher, Ury & Patton, 1981). 

7. DURING THE NEGOTIATION PROCESS 

During the meeting, the parties initially sought to delve deeper into what the other party was 

looking for with open questions. The CEO understood that the pharmaceutical company's 

primary needs were cost reduction in its logistics operation, quality assurance, and efficiency 

in case of a system change (material interests). The buyer's Logistics Director discovered that 

their primary interest, in addition to securing a large contract, was to increase the number of 

customers in the Consumer Goods sector, strengthening the presence of a new market to 

enable its expansion (material and psychological interests). 

Given these mutual understandings, value-creating options began to be presented by both 

sides to enrich the negotiation long before any monetary value was discussed. The CEO of 

The Buyer commented on the possibilities of carrying out at first only a consulting project to 

seek opportunities to reduce costs in the buyer's operation without the need for systems 

migration in such a way as to reduce the risk of such migration in addition, the CEO of the 
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pharmaceutical company presented data on his company's performance in the pharmaceutical 

sector, demonstrating a percentage of savings in the logistics operation of its customers 

between 8% and 15% historically. 

However, implementing The Buyer's own TMS would only be possible to reduce this level. 

The Director of the pharmaceutical company saw an excellent opportunity to reduce costs 

with this possibility but still wanted more guarantees of safety and efficiency in the transition. 

To this end, it suggested an initial implementation in Santa Catarina only, given that this is 

the state of the Brazilian operation with the least logistical complexity. The work should be 

completed in three months. If the implementation is successful, the Buyer could expand its 

operations to the entire Brazilian pharmaceutical company's operations. The Buyer's CEO 

also commented that they could achieve a greater cost reduction gain than they would 

estimate in the contract and, as an incentive, The Buyer would receive 10% of the cost 

reduction gains that occur above the contracted level. 

8. WRITING THE DEAL 

At that moment, the negotiation was moving quickly toward an agreement about the level of 

cost reduction that would be the contract's target. As it would be The Buyer's first 

performance in Consumer Goods, the 9% reduction in annual logistics costs was established 

in the buyer's operation as the contract's target. If a reduction exceeds the target, The Buyer 

will receive 10% of any reduction achieved beyond the target. Then they talked about the 

terms of the implementation; at first, the implementation of The Buyer's TMS would be 

carried out only in the buyer's Santa Catarina operation in the first 3 months. If the 

deployment was successful, ensuring a seamless transition to the buyer, the Buyer solution 

could be deployed to the rest of the buyer's Brazilian operation, starting in month three. If 

there were an interruption in the buyer's operation in the first three months, the contract 

would be terminated. Finally, they discussed the value of the full annual contract of The 

Buyer's TMA in the pharmaceutical company's Brazilian operation. Finally, considering all 

the options discussed, The Buyer's CEO made the first value suggestion for the contract, at $ 

one million/year. As this amount was well within the buyer's budget, and considering that 

The Buyer achieved the target of logistics cost reduction established in the contract, the 

Director of the buyer considered that the potential benefit of a TMS transition far outweighed 

the risks of this transition, including considering that the risks were being mitigated with the 

implementation process via the pilot project. The $ one million/year value was accepted 

without bargaining. The agreement was reached. 

9. IMPLICATIONS AND DISCUSSION 

This paper examined a buyer-seller negotiation between two parties to purchase a software 

solution for a multinational company in the Brazilian pharmaceutical sector. The service 

provider, a company with a Supply Chain optimization and management portfolio, seeks to 

expand its operations to other sectors, such as Consumer Goods and Automotive.The Buyer, 

a company in the Consumer Goods sector, seeks to reduce transportation costs, improve 
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chain visibility, and better integrate its logistics partners. The new Chief Logistics Officer 

seeks creative solutions to control and reduce costs. 

The negotiation involves the service provider's CEO learning about the Buyer's new Logistics 

Director's interest in cost-saving opportunities and contacting the Buyer to explore adopting 

the system in its Brazilian operation. The Buyer is willing to consider the proposal if three 

prerequisites are deliverable: proof of system compatibility with its operating model and 

volume, guarantee of low risk in migration, and advantageous commercial conditions and 

specific customizations included in the package.The negotiation's Zone of Possible 

Agreement (ZOPA) ranges from $600,000 to $1.6 million, and it is currently distributive and 

not integrative. 

During the negotiation, both parties sought to understand each other's interests and present 

value-creating options. The Buyer's CEO suggested conducting a consulting project to reduce 

costs without system migration, while the Logistics Director suggested an initial 

implementation in Santa Catarina for safety and efficiency. If successful, the Buyer could 

expand its operations to the entire Brazilian pharmaceutical company.The negotiation quickly 

moved toward an agreement about the 9% reduction in annual logistics costs as the contract's 

target. The Buyer's CEO suggested a full annual contract of $1 million/year, which was 

accepted without bargaining. The potential benefit of a TMS transition far outweighed the 

risks of this transition, including mitigating them through the implementation process via the 

pilot project. The agreement was reached, demonstrating the importance of considering 

material and psychological interests in negotiations. The approach of creating value before 

distributing value made this negotiation very fluid. The implementation options via pilot 

project and the potential to reduce logistics costs throughout the chain (not only in the value 

of the TMS) enriched the discussion, making the subject of the TMS's value almost a minor 

consideration in the final agreement.However, the Buyer's CEO, realizing that the value he 

had anchored at $ one million a year was accepted without bargaining with the Buyer's 

director, realized that the pharmaceutical company reserve price was higher than the value he 

had anchored. Therefore, a lesson that arises is to find out the reserve price of the other 

before proposing an anchorage. In this way, the result would be maximized for the anchoring 

party. 

There are also some implications in other research topics, including business negotiations (i) 

(Dias, Waltz & Oliveira, 2021; Dias, 2020a; Dias, 2020b; Dias, 2020c; Dias, Duzert& Lopes, 

2021); (ii) role-play simulations on business negotiations (Dias, Lopes,Cavalcanti &Golfetto, 

2020; Dias & Silva, 2021; Dias, Netto, Oliveira et al., 2021; Dias, Andrade, Sotoriva, et al., 

2021; Dias & Lopes, 2021); (iii) negotiations on intangible assets (Sartori et al., 2020; Dias, 

Lopes & Teles, 2020; Dias & Lopes, 2020; Dias & Navarro, 2020; Dias, Lopes &Duzert, 

2020), (iv) trust in negotiations (Dias & Lopes, 2021; Dias, 2021), for instance. 
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6. CONCLUSION 

Finally, the negotiation between the service provider and the buyer shows the power of 

creative value in business negotiations and changing a distributive into an integrative 

negotiation to achieve mutually beneficial agreements. By understanding each other's needs 

and interests and being empathetic, the parties created value and found innovative solutions 

that met their goals. Once business companies conduct advanced deals and collaborations in 

real-life scenarios, lessons gained from this case study might represent a successful guide to 

reaching positive results. 

44



From Distributive to Integrative: A Strategic Negotiation for Supply Chain Optimization in Brazil 

GPH-International Journal of Computer Science and Engineering (GPH-IJCSE) | © 2025 Global Publication House | Open Access | 

 

REFERENCES 

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

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 

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, Leitão, 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.no5.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/jxu14.7/161 

Dias, M. (2020c) Structured versus Situational Business Negotiation Approaches. Journal of 

Xidian University, 14(6), 1591 - 1604. https://doi.org/ 10.37896/jxu14.6/192 

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 

45



Valle, J. M., Trindade, S. P., & Dias, M. (2025). From Distributive to Integrative: A Strategic Negotiation for Supply Chain Optimization 
in Brazil. GPH-International Journal of Computer Science and Engineering, 8(01), 37-49. https://doi.org/10.5281/zenodo.15317527 

(GPH-IJCSE) | Vol. 8, Issue 01, (Jan-June 2025) | © Global Publication House | Open Access | www.gphjournal.org 

 

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/zenodo.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  

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/sjef.2020.v04i06.012 

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., Quintão, H., Lafraia, J. (2023) Mediation& 

Dispute Board Resolution: A SystematicLiterature Review. GPH-International 

46



From Distributive to Integrative: A Strategic Negotiation for Supply Chain Optimization in Brazil 

GPH-International Journal of Computer Science and Engineering (GPH-IJCSE) | © 2025 Global Publication House | Open Access | 

 

Journal of Social Science and Humanities Research,6(5), 

https://doi.org/10.5281/zenodo.7952719 

Dias, M., Toledo, R., Silva, A., Santos,M. , Aragão, M, Junior, M., Rocha, C., Silva,G., 

Marques Filho, C. (2022) Buyer-SellerNegotiation:  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 Simulationon Vehicle Acquisition: Buyer-

SellerNegotiation. 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 Epistêmica do Processo de Negociação. 

International Journal of Development Research, 11(7), 48803-10. https://doi.org/ 

10.37118/ijdr.22463.07.2021 

Dias, M.; Lopes, R. (2021). A Confiança transformativa em negociações.International 

Journal of Development Research, 11(6), pp. 48178-82. https://doi.org/ 

10.37118/ijdr.22261.06.2021 

Dias, M.; Lopes, R. (2021). O dilema da confiança aplicado à negociação 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 

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.;Araújo, 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 

47



Valle, J. M., Trindade, S. P., & Dias, M. (2025). From Distributive to Integrative: A Strategic Negotiation for Supply Chain Optimization 
in Brazil. GPH-International Journal of Computer Science and Engineering, 8(01), 37-49. https://doi.org/10.5281/zenodo.15317527 

(GPH-IJCSE) | Vol. 8, Issue 01, (Jan-June 2025) | © Global Publication House | Open Access | www.gphjournal.org 

 

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 

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. 

Navarro, R. , Dias, M. (2024)Nonmarket Negotiations:Leveraging Performance when 

Negotiating with Governments, Influencers, Media, NGOs, Communities and other 

Key Stakeholders.BJMAS,5(2),90-113.DOI:10.37745/bjmas.2022.0460 

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

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/ojbm.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 Fulkaxó Reserve in Brazil. Saudi Journal of 

Economics and Finance, 4(9), 457-461.https://doi.org/ 

10.36348/sjef.2020.v04i09.006 

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

Prentice Hall, 5th edition. 

 

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

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

48



From Distributive to Integrative: A Strategic Negotiation for Supply Chain Optimization in Brazil 

GPH-International Journal of Computer Science and Engineering (GPH-IJCSE) | © 2025 Global Publication House | Open Access | 

 

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 

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

Zartman, I. W. (1988). Common elements in the analysis of the negotiation 

process. NegotiationJournal, 4(1), 31-43. 

 

49

https://doi.org/10.5281/zenodo.7817264

	Article Title
	Authors
	Abstract
	Keywords
	How to cite
	1. INTRODUCTION
	2. METHODOLOGY
	3. MARKET EXPANSION: CHALLENGES AND OPPORTUNITIES
	4. INTRODUCTION TO THE NEGOTIATION: UNDERLYING INTERESTS
	5. OVERCOMING RESISTANCE AND BUILDING TRUST: UNDERSTANDING THE ZONE OF POSSIBLE AGREEMENT (ZOPA)
	6. CREATIVE OPTIONS AND VALUE CREATION
	7. DURING THE NEGOTIATION PROCESS
	8. WRITING THE DEAL
	9. IMPLICATIONS AND DISCUSSION
	6. CONCLUSION
	REFERENCES

