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ABSTRACT  

This research examines two essential negotiation situations that occurred during home care 

management operations, highlighting the methods used, the difficulties that arose, and the 

knowledge acquired. The first case demonstrates how performance metrics and market expansion 

data enabled successful salary negotiation through evidence-based strategies. The second case 

examines organizational growth initiatives that require additional duties, driving organizations to 

modify their approaches by using distributive negotiation methods while maintaining their 

current operations. The research combines theoretical concepts from Negotiation and Conflict 

Management to show that professionals should maintain their negotiation skills through 

continuous professional development. Organizations can gain respect through negotiation, 

thereby building leadership skills that lead to greater career advancement opportunities in 

complex healthcare environments. 
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1. Introduction 
 

Research on negotiation has spanned multiple fields, revealing negotiation skills as the core 

ability needed by organizational leaders and managers (Fisher, Ury & Patton, 1981; Lax & 

Sebenius, 1986; Raiffa, Richardson & Metcalfe, 2002; Dias, 2019; Navarro & Dias, 2024). 

Research on negotiation has been studied through three different approaches, which include 

negotiation as a method of structured communication (Salacuse, 2003; Shell, 2006) and as a 

process for conflict resolution and mediation (Zartman, 1988), and as a critical element that 

influences managerial choices and business planning (Bazerman & Moore, 1994). Healthcare 

management depends on negotiation as its core competency because it must operate within 

organizational structures while upholding medical ethics, delivering patient-centered care, and 
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integrating diverse medical specialties. Managers in the home care sector need to handle 

financial matters, employee expectations, work duties, and system arrangements, given the 

sector's dynamic business environment and reliance on skilled personnel. The negotiation 

process requires more than distributive bargaining because it needs integrative methods that unite 

different interests to create enduring agreements. Managers who use BATNA (Best Alternative 

to a Negotiated Agreement) and anchoring strategies can build negotiation power, leading to 

successful agreements. 

 

The research uses Yin's (2018) qualitative case study methodology to examine two essential 

negotiation situations that occur during home care operations. The manager used performance 

metrics and market expansion data to succeed in his salary negotiation in the first situation. The 

second case investigates organizational expansion through new operational duties, which require 

organizations to develop new strategic approaches and maintain their distributive negotiation 

systems. The two situations demonstrate that professionals need to prepare themselves by setting 

clear goals and learning to control their emotions to handle conflicts, which in turn lead to their 

career development. The last message shows that negotiation is an ongoing strategic approach 

that requires continuous improvement rather than a one-time, learnable skill. The research unites 

academic concepts with real-world evidence to demonstrate how organizations can establish 

respect through effective negotiation methods, leading to enhanced leadership development and 

longer-term career advancement in challenging healthcare environments. The Four-Type 

Negotiation Matrix is illustrated in Figure 1: 

 
Figure 1 The Four-Type Negotiation Matrix   

Source: Dias, 2020. Reprinted with permission 

2. Methodology  

This research will employ a qualitative case study methodology (Yin, 2018) to investigate the 

management competence of negotiation as a strategic competence for home care managers. The 

case study methodology will be employed as it suitably addresses contemporary phenomena 

within real-world contexts and captures complex managerial negotiations that traverse the 

organizational and personal dimensions.  
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2.1. Research Design  

The research design will comprise the author’s two relevant negotiation episodes from his 

working experience in home care management. The two selected negotiation episodes will differ 

in respect of their contexts. One will pertain to a salary increase based on measurable 

performance indicators, and the other will pertain to taking on more work due to an 

organization’s growth but not being formally specified. By examining these incidents, the author 

will be able to identify useful negotiation strategies, approaches to handling conflicts, and any 

additional learnings that enhanced his professional practice.  

 

2.2. Data Collection  

Data will be collected in the form of self-reported professional experiences and confirmed with 

objective data extracted from organizational records that can be quantified. Confirmatory data 

will be extracted from performance indicators related to increased salaries, metrics showing team 

growth, and measurable administrative improvements that relate to the expansion of 

organizations. Using the author’s own professional documents will add credibility to the self-

reported experience and allow for triangulation of subjective experiences with objective 

measurements.  

 

2.3. Analytical Framework  

The analytical framework will comprise established knowledge on negotiation strategies, 

approaches for handling conflicts, and teachable moments from previous professional 

negotiations. The author will employ established knowledge structures and concepts from 

negotiation theories and practices, such as BATNA (Best Alternative to a Negotiated 

Agreement), integrative negotiation strategies and techniques, distributive negotiation practices, 

and anchoring techniques (Fisher, Ury & Patton, 1981; Lax & Sebenius, 1986). Conflict 

management theories and applications will also be applied to understand the negotiation episodes 

more deeply. The analytical framework will allow for identifying particular theoretical constructs 

in practice.  

 

2.4. Unit of Analysis  

The unit of analysis for this case study will be the two separate yet holistic negotiations that are 

treated as events that occurred along a professional time line. Hence, each episode will be treated 

as a whole while examining what strategies were implemented, what challenges arose in the 

negotiations, and what outcomes emerged from each event.  

 

2.5. Limitations  

The findings of this case study cannot be generalized to all home care management scenarios as 

it is confined to one professional time line. However, its findings can provide valuable insights 

into the use of negotiation skills as a strategic management tool for professional growth.  

 

2.6. Ethical Considerations  

Ethical considerations have been taken into account with regard to confidentiality, as no sensitive 

information or identifying details of the organization involved will be disclosed. The intentions 
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of this research study are to examine and learn from instances of professional negotiations, not to 

criticize them or their managers. 

 

3.  Case Presentation 

3.1. Background and Context 

In 2020, in the state of Rio de Janeiro, located in the Southeast region of Brazil, a home care 

company that operated in the city underwent a significant restructuring process in its 

Physiotherapy and Occupational Therapy department. At the time, the department only had two 

professionals working in it, and it was inherently difficult to organize schedules. Moreover, there 

were no performance indicators that could have been measured or compared within this 

department. There were no internal controls and no established processes, which made it 

inherently difficult to predict. As a result, both the quality of care for the patients and the level of 

oversight from the management suffered significantly. Over the course of eighteen months, these 

problems were resolved. The department was significantly renovated and expanded. Within a 

short time, the department had seven professionals working in it, and a coherent scheduling 

system was formed. The department’s administrative processes were also significantly 

renovated, incorporating elements of control and measure for improvement. Overall, these 

changes made for a significant leap in quality in this department and transformed its operations 

from chaotic to coherent and accountable. The resulting organization and accountability set the 

stage for consolidated organizational successes that could more effectively be leveraged in 

negotiations based on their merit and value.  

 

Within one month of completing this renovation process, the first major negotiation took place. 

Another company had started investigating operations in the health care sector and had called an 

interview. This investigation would be used as an external negotiation opportunity, an 

acknowledged BATNA that would strengthen the party’s position in negotiations with their 

existing organization. The proposed settlement was presented to the board, which included a 

demand for raises and transportation spending based on sound evidence—like the expansion of 

the department, which had now become well-established with their thorough and coherent 

scheduling systems. By providing this sound evidence, it was possible to ensure that the 

reasoning process behind the negotiation involved more rational thought, which ultimately 

favored the party requesting the increases.  

 

The second notable negotiation situation emerged one month before the events of the case study, 

when the company underwent the renovation and expansion that gave it multiple locations across 

the city. During this process, however, the firm remained unable to find solid management for 

one department. After one month of operations, the Speech Therapy sector’s coordination was 

still not established, as there was still a struggle to find a single individual who was experienced 

enough to manage their operations. However, after one month of operations, they had already 

gone through multiple team members. Then, after being assigned to manage this sector without 

being formally discussed or agreed to with management, the issue was how to resolve this 

departmental issue. In order to do so effectively, it was necessary to introduce a national 

coordination model for the sector, which would have to be combined with another department or 

completely established as its own. By anchoring the potential number of individuals who might 

fit into this position after two months of discussions with a distributive negotiation strategy, the 
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party was successful in their efforts and earned a solid victory with their team.  

 

In these episodes, it is not difficult to see how negotiating for home care management in Rio de 

Janeiro and the Southeast region of Brazil must remain connected to the more global processes of 

organizational development. More importantly, however, it becomes clear from the negotiations 

that effective preparation will ultimately create better agreements that will ultimately remain 

stable over time. The environment from which this case emerges illustrates not only negotiation 

as an act but also as an ever-evolving strategy of strengthening the position taken within an 

organization by a leader while enhancing their peers and colleagues in complex clinical 

environments. 

 

3.2. Negotiation Analysis 

BATNA  

In the first negotiation episode, a BATNA was visible in that another company had expressed 

interest in employing the manager. The presence of an objective source of information provided 

objective evidence of the professional’s value in the employment market. This situation 

enhanced the power of the professional and limited the dependence on favorable decisions from 

the current employer. The BATNA served as a minimum acceptable threshold in negotiations. In 

the second episode, while less visible, the BATNA played a role in ensuring that adequate 

respect was provided to reasonable expectations for an acceptable offer.  

 

ZOPA  

A Zone of Possible Agreement was evident in negotiations regarding competing demands for 

organizational constraints and professional expectations regarding remuneration for role value. In 

the first case, a ZOPA was established between the employer’s interest in retaining a valuable 

employee and the manager’s minimum acceptable remuneration. The agreement that was 

negotiated emerged from mutually acceptable limits that both parties were willing to accept. In 

the second instance, the boundaries of a ZOPA were established but were more complex in that it 

related not only to remuneration for role value but also the need for formalized recognition of 

new responsibilities. The initial figures mentioned by both parties limited the negotiation range 

to $ 10, 000. The final agreement of $ 11, 500 lay at the midpoint of this range, representing an 

acceptable compromise that was mindful of limitations on both sides.  

 

Options  

The identification of options was crucial in both negotiations. In the first negotiation episode, 

options were provided for measuring improvements in value that would be generated in the 

restructuring process. These options took the form of objective criteria for measuring the 

contribution of team members, scheduling considerations, and developments in administrative 

processes. In the second episode, options were presented in the form of a strategy for 

restructuring the organization along national lines from a regional model. The potential benefits 

that this would create for organizational development opened up new avenues for acceptable 

agreement. By reframing the negotiation as a means to achieving common goals, rather than as a 

dispute between two competing parties, the options increased the parties’ ability to find common 

ground.  
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4.  Discussion  

The negotiation processes that have been analyzed in the context of home care management in 

Rio de Janeiro, Southeast Brazil, demonstrate the relevance of negotiation theory in a practical 

organizational context in which a high degree of complexity and uncertainty prevails. The two 

episodes that have been analyzed, for instance, demonstrate how preparation, a clear definition of 

objectives, and an evidence-based approach can help transform what is a potentially contentious 

situation into an opportunity for professional development and growth.  The first negotiation 

episode that has been analyzed demonstrates the relevance of a data-driven approach. By 

introducing a data-driven argumentation framework, such as one based on measurements of team 

size, improved scheduling, and enhanced administrative functionality, what might otherwise 

have been a vague and emotionally-charged negotiation process has been transformed into a 

clear and rational contest of competing interests. Such a transformation has made it possible to 

achieve a mutually acceptable outcome without excessive conflict. The implication here is that 

managers in healthcare organizations should develop a routine practice of collecting data that 

measures their team’s performance, as this information can be leveraged in negotiations with 

team members regarding such things as recognition and resource allocations.   

 

The second negotiation episode has demonstrated the challenges of expansion in an 

organizational context, as well as the challenges of assuming new roles and responsibilities 

without adequate formalization. By introducing anchoring strategies, persistence, and distributive 

negotiation patterns, however, it has been possible not only to establish clear limits of acceptable 

outcomes but also to achieve an outcome that not only satisfies existing needs but also positions 

the organization in a favorable way for future negotiations. The implication here is that managers 

in organizations undergoing rapid expansion should anticipate conflicts arising from structural 

changes in their organizations and develop negotiation strategies that address these challenges 

proactively. Specifically, managers should develop negotiation strategies that integrate the needs 

of individual team members into the organizational benefits that have been created through 

growth. 

 

Several concepts that have been introduced in the previous negotiations have also played a role 

in these two episodes. For example, the concepts of BATNA and ZOPA have played a role in 

both episodes. The availability of a BATNA, for instance, has provided a level of bargaining 

power that has helped reduce feelings of dependence on unilateral outcomes. The recognition of 

a realistic ZOPA has helped achieve an acceptable outcome. These concepts generally indicate 

that a negotiation outcome is not only the result of interpersonal dynamics but also the outcome 

of a strategic analysis of alternatives for all parties involved, as well as a realistic range of 

possible outcomes that can be realistically achieved. In terms of implications for managerial 

practice, this concept suggests that managers should become skilled at assessing both external 

factors that may impact their organization and internal factors that may provide them with 

bargaining power. An additional implication for managers who have been involved in 

negotiations regarding salary or other forms of recognition is that such negotiations can generate 

significant anxiety and insecurity in team members. The use of a technical approach to these 

challenges, however, can help sustain credibility while also reinforcing respect for the 

professional competence of all parties involved. This implication is not only relevant to the 
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current context of home care management in Rio de Janeiro but is also particularly pertinent to 

healthcare environments in general, where issues of workload, recognition, and patient care are 

frequently entwined. 

 

In addition to the implications that have been generated in terms of specific concepts and 

contexts, there are also more general implications regarding the contribution that home care 

management can make to organizational sustainability. By transforming what may be 

contentious issues into opportunities for collaboration, for instance, negotiation processes can 

help strengthen leadership and foster team cohesion while also improving efficiency. These 

implications extend beyond the current context of home care management in Rio de Janeiro, for 

instance, but suggest that negotiation practices can play an important role in supporting long-

term sustainability in healthcare systems. In general, then, the discussion has reinforced the 

notion that negotiation practices are not isolated skills or processes but are instead an integral 

part of the everyday practice of managerial professionals in healthcare environments. The 

implications for professionals who work in this field are clear: preparation for different types of 

negotiation scenarios is essential, as is an approach that relies on evidence-based arguments and 

strategies. An emotional intelligence approach can also be useful. For organizations that are 

seeking to implement effective negotiation practices, however, the implications are equally clear: 

investing in the development of negotiation competence can help build organizations that are 

more resilient, innovative, and successful over time. 

 

5. Implications 

The negotiation processes observed in home care management in Rio de Janeiro, Southeast 

Brazil, present implications that align with the latest academic research on negotiation in various 

Brazilian contexts. The results of this study confirm negotiation as a strategic competence rather 

than a skill confined to discussing remuneration, contributing to organizational sustainability, 

manager leverage, and professional respect.  

 

Scheuer and Dias (2025) show that collaborative negotiation in small enterprises generates 

mutual benefits and enhances relationship sustainability. This finding is particularly relevant to 

healthcare management, where such integrative negotiations generate benefits that enhance the 

organization's resilience. The implication for practitioners is that managers should focus on 

collaborative negotiation processes to balance the organization's needs with the professional's 

respect.  

 

Shell (2006) shows that preparation and the clarity of negotiation objectives are critical to 

achieving a better outcome from a negotiation. The home care management case study illustrates 

this finding through evidence-based arguments that eliminated emotional components from the 

negotiation process. The implication for healthcare managers is that they must remain constantly 

prepared, with documented performance indicators and proposals aligned with the organization's 

objectives, to improve their negotiating position and enhance their credibility.  

Smejoff, Zornitta, and Dias (2025) apply insights from civil construction projects to demonstrate 

that various negotiation strategies generate better outcomes when integrative methods are used to 

balance competing interests with emotional needs. The home care management case study 

illustrates the relevance of this finding by demonstrating how remuneration negotiations involve 
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formalizing the responsibilities assumed by professionals. The implication for managers is that 

they must anticipate structural conflicts when growth is formalized as a negotiation process and 

present integrative proposals that balance personal demands with institutional needs.  

 

Soliva and Dias (2025) draw on insights from various contexts to demonstrate that flexibility and 

persistence are required to maintain control of negotiations when the rules change mid-process. 

The home care management case study illustrates the relevance of this finding because managers 

must assume new responsibilities without formalizing the change. The implication for practice is 

that managers must remain flexible and persistent in maintaining a coherent negotiation outcome, 

even in the face of an unstable process.  

 

Tanabe and Dias (2025) prove that consumer rights in real estate property negotiations improve 

when the boundaries of acceptable trade (BATNA) and optimal profit (ZOPA) are clarified. The 

home care management case study shows that professionalism and negotiation stability improved 

because professionals had access to external opportunities as a BATNA, and limits to acceptable 

trade were identified as a ZOPA that guided negotiation processes. The implication for managers 

is that they should always assess internal constraints and external opportunities for better 

negotiating outcomes. 

 

Valente and Dias (2023) show that negotiation processes in retail pharmacies improve when 

managers structure their negotiation practices in line with preparation and strategic positioning. 

The home care management case study illustrates this finding because evidence-based strategies 

guided the negotiation processes.  

 

Valle, Trindade, and Dias (2025) demonstrate that it is possible to shift from a distributive to an 

integrative negotiation style in supply chain processes by optimizing these processes. The home 

care management case study illustrates this finding because negotiation processes evolved from 

distributive (salary) to integrative (processes that create efficiency and reduce risk) discussions. 

The implication for practice is that managers should view negotiation processes as opportunities 

to create value rather than challenges.  

 

The implications of this case study confirm that negotiation processes in healthcare management 

are ongoing and require managers to be strategically positioned. Using BATNA, ZOPA, 

collaborative negotiation processes, and evidence-based strategies will enable managers to create 

value from the challenges professionals in healthcare management face.  

 

6. Research Limitations 

One limitation is that the study builds its understanding of subjective experiences from a single 

case study; however, the level of reliability was maximized within the limitations of this research 

design. The use of performance indicators and data from organizational records supports 

reliability and addresses potential subjectivity. Yet, as Zartman (1988) reminds us, negotiating 

phenomena are surrounded by external factors that were not possible to explore in this instance. 

Although integrating theoretical constructs such as BATNA, ZOPAOPA, and anchoring 

strategies (Shell, 2006; Fisher, Ury & Patton, 1981) provided depth to the analysis, the potential 

for comparing results across different organizational contexts was limited due to the absence of 
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complementary case studies.   

 

7. Conclusion  

An analysis of the negotiation process in home care management in Rio de Janeiro, Southeast 

Brazil, will illustrate that negotiation is part of a broader skill set that encompasses a continuous 

strategic process. This case study proves that negotiation can be a powerful tool for professional 

and organizational development. Shell (2006) correctly reminds readers that preparation and 

clarity in defining objectives will significantly impact the outcome of any negotiation. Both 

negotiation discussions echoed his insights. Using a BATNA, as defined by Fisher et al. (1981), 

appears to be a powerful resource in negotiations and helps professionals avoid situations in 

which they rely on one individual’s decision-making process. The presence of a realistic ZOPA 

helps set realistic expectations for a settlement without limiting the discussion to a single 

outcome. Finally, anchoring strategies are valuable tools for creating integrated settlements that 

benefit all parties involved in negotiations.  

 

The insights gained from this research can be applied to the hiring of other professionals in 

healthcare management. As Scheuer and Dias (2025) and Valle, Trindade, and Dias (2025) 

demonstrated in other professional environments, an effective negotiation approach encourages 

long-term sustainability and efficiency in organizations. In healthcare management, it should 

improve organizational sustainability, strength of professional teams, and quality of care 

delivered to patients. This case study reinforces that effective use of negotiations requires 

professionals to be able to manage their emotions and be persistent while being coherent in their 

requests over extended periods, especially in rapidly expanding organizations with structural 

conflicts.  

 

8. Future research 

Other opportunities might arise from longitudinal studies that assess how professionals use 

different negotiation strategies over time in organizations undergoing expansion and reforms 

(Soliva & Dias, 2025). Quantitative research could also provide useful insights to the current 

study by measuring the correlation between different negotiation strategies and organizational 

performance in healthcare management. Finally, integrating insights from other sectors through 

comparative studies, such as civil construction (Smejoff, Zornitta & Dias, 2025), or real estate 

(Tanabe & Dias, 2025), might help clarify the universal application of negotiation as a skill 

relevant to all professional contexts.  
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