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Abstract

This case study presents a negotiation between a law firm and a former Italian haute cuisine
pizzeria manager over a labor claim worth $100,000. After three previous lawyers failed to
resolve the case, the law firm achieved a significant procedural turnaround by challenging the
former manager's free justice and requesting a conciliation hearing. The outcome of whether
the parties reached a mutual agreement is revealed in this study. This case underscores the
importance of understanding the underlying interests of both parties in working towards a
mutually beneficial resolution. The article concludes with a discussion of key implications
derived from the case.
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1. INTRODUCTION

This work discloses a single case study, whose unit of analysis is a labor claim on a Brazilian
retail business involving a company in the bar and restaurant industry, specifically an Italian
haute cuisine pizzeria, in a lawsuit (labor claim), involving the company's former manager.
The case occurred in Sdo José dos Campos, Sdo Paulo state, southeastern Brazil. The real
names and identities were preserved for ethical purposes and compliance reasons. Both
parties participated in a Type Il negotiation (Dias, 2020) where multiple stakeholders

M This work is licensed under Creative Commons Attribution 4.0 License.

Copyright © Author(s) 2025. All Rights Reserved. Published by GLOBAL PUBLICATION HOUSE. | Int. ]. Social Science & Humanities Research

'.) Check for updates

Page 76 of 86



https://www.gphjournal.org/index.php/ssh/article/view/1920
https://portal.issn.org/resource/ISSN/3050-9637
https://portal.issn.org/resource/ISSN/3050-9637
https://doi.org/10.5281/zenodo.15388437

Barros, D. D., & Dias, M. (2025). Effective Labor Claim Negotiation: A Brazilian Case Study. GPH-International Journal of Social Science
and Humanities Research, 8(04), 76-86. https://doi.org/10.5281/zenodo.15388437

discussed a single issue: compensation for the labor claim. Ultimately, the parties negotiated
an extrajudicial agreement.

Negotiation is "a process of communication by which two or more parties seek to advance
their interests or those of the persons they represent through an agreement on the desired
future action.” (Salacuse, 2003, p. 11).

The study has attracted scholarly attention during the last number of decades (Dias, 2023;
Dias, 2023a; Dias, 2023b; Dias et al., 2023; Fisher, Ury & Patton, 1981; Kissinger, 1969; Lax
& Sebenius, 1986; Navarro & Dias, 2024; Pruitt, 1981; Raiffa, Richardson & Metcalfe, 2002;
Rubin & Brown, 1975; Santos & Dias, 2024). Negotiation has also been studied regarding
different perspectives, such as negotiation process and fundamentals parties (Acuff, 1993;
Salacuse, 2003, 2006; Shell, 2006),as social integrationfeatures(Cohen, 2007; Druckman,
1997; Moore and Woodrow, 2010; Neale & Northcraft, 1991; Patton, 2012; Thompson,
2001); (i) M&A negotiations (Vidaletti, Ferreira, & Dias, 2025); real estate negotiations
(Soliva & Dias, 2025); (iv) Family business negotiations (Moura & Dias, 2025);decision-
making process (Bazerman & Moore, 1994);IT contract negotiations (Valle, Trindade &
Dias, 2025; Delgado & Dias, 2025);civil works negotiations (Dias, Toledo, Silva, Santos et
at., 2022; Dias, Pires et al., 2022; Dias, Almeida, Silva, Russo, et al., 2022; Scheuer & Dias,
2025; Smejoff, Zornitta& Dias, 2025; streaming video negotiations (Gasparini, Vieira &
Dias, 2025); negotiation as social interaction (Dias, 2016; Schatzki & Coffey, 1981); retail
business negotiations (Dias, 2023; Dias, Lafraia, Schmitz et al., 2024; Dias, Leitdo, Batista &
Medeiros, 2022; Dias, Pereira, Teles & Lafraia, 2023; Dias, Pereira, Vieira, et al., 2023; Dias,
Toledo, Silva, et al., 2022; Santos & Dias, 2024; Valente & Dias, 2023). In this case, the
parties engaged in a Type Il negotiation (Dias, 2020. We employed to a large extent the Four
Type Negotiation Matrix (Dias, 2020) to represent the negotiation category, as illustrated in
Figure 1:
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Figure 1 The Four-Type Negotiation Matrix
Source: Dias, 2020. Reprinted under permission.
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2. METHODOLOGY

This paper adopted Saunders, Lewis, and Thornhill's (2009) qualitative research, including an
inductive approach and cross-sectional analysis with an interpretative worldview. We
followed Yin (2004), studying one extrajudicial labor negotiation between three parties on a
labor claim in Brazil as the unit of study, enhanced with the direct observation of one of the
authors.

3. BACKGROUND

The case addressed a negotiation involving a company in the bar and restaurant industry,
specifically an Italian haute cuisine pizzeria, in a lawsuit (labor claim), involving the
company's former manager. It is paramount to highlight that after the pandemic, the company
was surprised by 9 (nine) labor complaints, among them, the one in this negotiation case. The
initial value of the case (amount requested by the worker) was $100,000, for a single process.
Despite the attempts of the lawyers who have so far acted in the case to resolve this process,
all have been frustrated.

Three other lawyers had already handled the case but were unsuccessful. Moreover, it is
precisely because the fourth lawyer achieved an excellent negotiation—that it was a
procedural victory due to the situation of the lawsuit and the value of the case it reached—
hired to provide monthly consulting and advice to this company, drastically reducing the
costs and expenses arising from labor lawsuits and other legal issues.

4. REVERSING A FIRST-DEGREE CONDEMNATION

After being duly hired to act in this case, when requesting qualification in the records, and
requesting oral argument, the new lawyer was surprised by a judgment with the company's
condemnation, maintaining the first degree's sentence as the lawyer had already requested
oral argument before the TRT-15, which is the Regional Labor Court of the 15th Region,
headquartered in Campinas, Sdo Paulo. It is the second largest labor court in the country in
terms of procedural activity, responsible for conciliating and judging labor disputes, whether
on an individual or collective level. he filed a motion for clarification to declare the
respective Judgment null and void, since it is the lawyer's prerogative to express himself from
the tribune, even more, through documentary evidence of the prior registration of this request
(oral argument). The request was accepted, declaring the respective Judgment null and void,
and a date was set for the oral argument.On the appointed date and time, the lawyer managed,
through a decision divided among the judges, to challenge the free justice to the Complainant
(former manager), being certain that the lawyer would inevitably bear the procedural costs
and fees of the loss. There was also a request for bad faith litigation against the former
manager, since he signed a document attached to the records, claiming to be hypo sufficient
(poor in the legal term of the word).

Hypo-sufficiency, or under-sufficiency or weakness, is a principle in Brazilian labor law
that deems employees as the weaker party due to their economic dependence and
vulnerability(CLT, 1943). This principle influences interpretations and protections in favor of
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workers, as they are often more vulnerable to exploitation or unfair treatment by employers.
The principle leads to legal outcomes such as interpretation in favor of the worker,
inalienable rights, protection against abuse, and limitations on individual agreements. The
principle has evolved, with debates surrounding employee autonomy and how individual
agreements can override standard labor protections (Perosa et al., 2024). It is important to
emphasize that this manager enjoyed excellent financial condition and even used all the
know-how acquired during his years in the company to open his own pizzeria, a competitor of
the defendant company.

5. THE NEGOTIATION PROCESS

The case's value was $100,000. After the oral argument, the lawyer challenged the free
justice granted to the complainant (former manager), which would effectively bring financial
expenses to him due to the requests that might not be accepted in the process. Nevertheless,
there was a claim of bad faith on the claimant's part, since he attached documentation stating
that he was entitled to judicial gratuity, even though he was a businessman in the same
economic activity field as the company he filed the lawsuit against. These facts were of
paramount importance for the closing of the negotiation. A conciliation hearing was
requested.

6. ZONE OF POSSIBLE AGREEMENT (ZOPA)

In a previous conversation with the lawyers of the other party, there was the statement that
the Complainant (former manager) would not accept less than $19,000.This has already
provided me with an indication that they would be open to negotiating, given the Zone of
Possible Agreement (ZOPA) of the case ($100,000) and the amount previously informed by
one of the other party's lawyers. ($19,000).In a previous conversation with the client, he said
the maximum amount he would allow for negotiation would be $30,200 in installments, by
withdrawing the appeal deposits and installments as far as the eye can see, not exceeding
$500 and $600. The proposal by the former manager and his lawyers was $18,000.

7. COUNTER OFFER

The other constituent promptly argued that the total amount asked was impossible. Now, if
they asked for $18,000 for the value of the lawsuit of $100,000, they certainly estimated
something concrete below that value. Based on their initial offer, the lawyer proposed
$11,000 by withdrawing the appeal deposits and the rest in installments.Then, they proposed
$14,285 in 16 installments of $892.The lawyer added that the value of the installments would
be unfeasible, pointing out that the company had other lawsuits whose cause values were also
high. In order for the company to honor the fulfillment of the other demands (some of the
other lawsuits had the same lawyers as this one), the value of the installment would have to
be a maximum of $500.The lawyer was confident they would make a great deal at this
point.In addition to asking for an amount below the limit that the lawyer had available to
negotiate, the other party also asked for a value well below the case's value.
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8. CLOSING THE DEAL

Finally, the final agreement was agreed upon at $14,107, with the immediate release of
appeal deposits for $3,261.17 and 21 more installments.The BATNA identified in the
negotiation case was that there were other lawsuits against the company, some of them filed
by the same lawyers in the case itself. Therefore, if they asked for a very high amount, the
other actions would be unfeasible, leading them to reflect on the values to be accepted in this
negotiation. In addition, if they did not accept the agreement, their client would have to bear
the burden of loss and procedural costs (he lost free justice), which would be a bad deal.In the
case in question, the ZOPA s initially given for between $30,168 and $18,000, the first being
my maximum authorized by the client and the second, the amount previously informed by the
other party's lawyer.However, at the beginning of the conciliation hearing, the ZOPA would
be between $10,000 and $12,000 reais, referring to R$18,000.

9. IMPLICATIONS AND DISCUSSION

The implications of this case study emphasize the importance of strategic negotiation in labor
suits and demands of both sides can lead to mutually beneficial solutions. The parties
involved reached a settlement by effectively utilizing BATNA (Best Alternative to a
Negotiated Agreement) and ZOPA (Zone of Possible Agreement). This case highlights the
necessity for preparation, creativity, and adaptability in negotiations. Additionally, this case
shows that effective negotiation can not only resolve conflicts but also bring long-term
benefits, as the law firm subsequently hired the consulting firm for ongoing monthly services.
Ultimately, this research underscores the value of negotiation as a tool for fair and efficient
resolution of labor conflicts. This case may be helpful to scholars, practitioners, decision-
makers, managers, implying in other broad areas of research, including business and retail
negotiations (Dias, 2020a; Dias, 2020b; Dias, 2020c; Dias, 2021; Dias & Lopes, 2020; Dias
& Lopes, 2021; Dias & Navarro, 2020; Dias & Silva, 2021; Dias, Andrade, Sotoriva, et al.,
2021; Dias, Duzert& Lopes, 2021; Dias, Lopes &Duzert, 2020; Dias, Lopes & Teles, 2020;
Dias, Lopes, Cavalcanti &Golfetto, 2020; Dias, Netto, Oliveira et al., 2021; Dias, Waltz &
Oliveira, 2021; Sartori et al., 2020).

10. CONCLUSION

Ultimately, this case study shows how well strategic negotiation can help resolve labor
conflicts and emphasizes the significance of knowing both sides' fundamental interests and
demands to get a mutually beneficial agreement. The parties could negotiate the complexity
of the conflict and get a good result by using important negotiating ideas such as BATNA
(Best Alternative to a Negotiated Agreement) and ZOPA (Zone of Possible Agreement). The
research emphasizes the need for negotiation as a strategy for fairly and effectively resolving
labor conflicts, and its results have consequences for practitioners and academics trying to
enhance negotiation results in comparable environments.

Volume 8 Issue No 04 (2025) Access: https://gphjournal.org/index.php/ssh



Barros, D. D., & Dias, M. (2025). Effective Labor Claim Negotiation: A Brazilian Case Study. GPH-International Journal of Social Science
and Humanities Research, 8(04), 76-86. https://doi.org/10.5281/zenodo.15388437

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

CLT (1943) Consolidacéo das Lei do Trabalho. Retrieved from
https://www.planalto.gov.br/ccivil_03/decreto-lei/del5452.htm on 10 May 2025.

Cohen, H. (2007). Negotiate this! by caring, but not THAT much. Business Plus.

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

Delgado, I., & Dias, M. (2025). Buyer-seller Negotiation on Camera VisionSystem: Brazilian
Case. GPH-International Journal of Computer Science and Engineering,8(01), 26-36.
https://doi.org/10.5281/zen0do.15316619

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/jxul14.6/287

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

©2025 GLOBAL PUBLICATION HOUSE | International Journal of Social Science & Humanities Research



Effective Labor Claim Negotiation: A Brazilian Case Study

Dias, M., (2023)Teaching Materials on Warehouse Construction Negotiation. International
Journal of Business Management, 6(9), 89-102, https://doi.org.
10.5281/zen0do.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/zen0do.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/zen0d0.8396612

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

Volume 8 Issue No 04 (2025) Access: https://gphjournal.org/index.php/ssh



Barros, D. D., & Dias, M. (2025). Effective Labor Claim Negotiation: A Brazilian Case Study. GPH-International Journal of Social Science
and Humanities Research, 8(04), 76-86. https://doi.org/10.5281/zenodo.15388437

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/zen0do.7952719

Dias, M., Toledo, R., Silva, A., Santos,M. , Aragdo, 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 Epistémica do Processo de Negociagéo.
International Journal of Development Research, 11(7), 48803-10. https://doi.org/
10.37118/ijdr.22463.07.2021

Dias, M.; Lopes, R. (2021). A Confianca transformativa em negociacées. 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 confianca aplicado a negociagédo 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.;Aradjo, 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

©2025 GLOBAL PUBLICATION HOUSE | International Journal of Social Science & Humanities Research



Effective Labor Claim Negotiation: A Brazilian Case Study

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

Druckman, D. (1997). Negotiating in the international context. In Peacemaking in
international conflict: Methods and techniques (pp. 81-123). United States Institute of
Peace Press.

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

Gasparini, P. P., Vieira, K. B., & Dias, M. (2025). Disney’s Pixar Animation Studios
Acquisition Case: Revitalization or Trouble? GPH-International Journal of Social
Science and Humanities Research, 8(04), 46-57.
https://doi.org/10.5281/zen0d0.15365962

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

Neale MA, Northcraft GB.(1991) Dyadic negotiation. Research on Negotiation in
Organizations. 1991; 3:203-230.

Moura, L. D., & Dias, M. (2025). Family Ties and Business Deals: Resolving a Partnership
Dispute through Negotiation. GPH-International Journal of Educational
Research, 8(04), 01-11. https://doi.org/10.5281/zenodo.15336464

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

Panzarini, C, Dias, M. (2025). Court of Auditors and Legislative Responsibility for
Fundamental Rights: Brazilian Case. European Journal of Business and Innovation
Research,13(3), 80-97, https://doi.org/10.37745/ejbir.2013/vol13n38097

Perosa, B. B., Saes, M. S. M., & Jesus, C. M. D. (2024). Between law and voluntary
sustainability standards: a case study of the labor conditions in Brazilian coffee
production. Revista de Economia e Sociologia Rural, 62, e275418.

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.

Volume 8 Issue No 04 (2025) Access: https://gphjournal.org/index.php/ssh



Barros, D. D., & Dias, M. (2025). Effective Labor Claim Negotiation: A Brazilian Case Study. GPH-International Journal of Social Science
and Humanities Research, 8(04), 76-86. https://doi.org/10.5281/zenodo.15388437

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:
10.4236/0jbm.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 Fulkaxd 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

Scheuer, E. M., & Dias, M. (2025). Brazilian Baker Shop: A Case Study on Collaborative
Negotiation. GPH-International Journal of Social Science and Humanities
Research, 8(04), 35-45. https://doi.org/10.5281/zenodo.15350144

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

Smejoff, R., Zornitta, J., & Dias, M. (2025). Brazilian Case on Civil Construction Works
Negotiation: Clinic Expansion. GPH-International Journal of Applied Science, 8(04),
01-11. https://doi.org/10.5281/zenodo.15357180

Soliva, R., & Dias, M. (2025). When The Rules Change in the Middle of the Game: A
Brazilian Negotiation Case. GPH-International Journal of Educational
Research, 8(04), 12-21. https://doi.org/10.5281/zenodo.15336509

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

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(1), 37-49.
https://doi.org/10.5281/zenodo.15317527

Vidaletti, M., Ferreira, L. L., & Dias, M. (2025). M&A in the Energy Sector: A Brazilian
Complex Negotiation Case. GPH-International Journal of Applied Management
Science, 5(03), 21-30. https://doi.org/10.5281/zen0d0.15373116

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

©2025 GLOBAL PUBLICATION HOUSE | International Journal of Social Science & Humanities Research


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

Effective Labor Claim Negotiation: A Brazilian Case Study

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

Volume 8 Issue No 04 (2025) Access: https://gphjournal.org/index.php/ssh



	Title
	Authors
	Abstract
	Keywords:
	Type III negotiation; Retail Business negotiation; Labor Claim.

	Keywords
	How to cite
	1. INTRODUCTION
	2. METHODOLOGY
	3. BACKGROUND
	4. REVERSING A FIRST-DEGREE CONDEMNATION
	5. THE NEGOTIATION PROCESS
	6. ZONE OF POSSIBLE AGREEMENT (ZOPA)
	7. COUNTER OFFER
	8. CLOSING THE DEAL
	9. IMPLICATIONS AND DISCUSSION
	10. CONCLUSION
	REFERENCES

