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ABSTRACT 

The current study focuses on a case analysis of a security business negotiation in Brazil. 

The primary aim of this program is to enhance the negotiating skills of business 

negotiators, academics, and practitioners. This finding is achieved via a role-play 

simulation that involves two sides and several topics. The current legal issue concerns a 

government-owned firm and a privately-owned software manufacturer, arising within a 

month before their two-year contractual arrangement is terminated. The primary 

findings emphasized the need to improve integrative strategies, which include 

understanding the opposing party's underlying interests and creating value to achieve 

mutually advantageous agreements. The research suggests that the results have the 

potential to be replicated in other business environments, especially ones that exhibit 

power imbalances. The present research article culminates in a comprehensive 

discussion and offers suggestions for further investigations. 
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INTRODUCTION: - 

 This article focuses on a specific case study involving the negotiation of a commercial 

contract between two private enterprises, which serves as the primary unit of analysis (Yin, 1988). 

The discussion took place in Linhares, a municipality in the southern region of Espírito Santo, Brazil. 

In order to adhere to confidentiality regulations, the companies' names and the participants' identities 

were altered in the research. However, it is essential to recognize that the scenario, as mentioned 

earlier, is genuine, and the negotiation process culminated in the latter half of 2023. The article 

encompasses an extensive compilation of educational resources and recommendations (refer to 

Appendices II and III). This endeavor aimed to create an extensive compilation of educational 

materials pertaining to negotiating software contracts. This collection aims to support individuals in 

many fields, such as education, research, law, academia, training, mediation, policy-making, and 

industry. 

 In recent scholarly discourse, there has been a notable focus on teaching materials (Dias et al., 

2020; Dias, 2020, 2019; Dias & Lopes, 2019; Dias & Teles, 2018; Dias &Duzert, 2017; Dias & 

Navarro, 2017). However, it is essential to note that there is no commercial negotiation within the 

context of a locksmith retail firm called "Seller." 

 Negotiation has been defined as 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 Four-Type negotiation matrix described by Dias (2020) was used in this investigation. 

The current situation involves a dialogue between a seller and a buyer, including several challenges. 

This negotiation may be categorized as a Type II negotiation, as detailed in Figure 1 provided. 

 

 
Figure 1: The Four-Type Negotiation Matrix. Source: Dias, 2020. Reprinted under 

permission. 

 

The Four-Type negotiation matrix presents a comprehensive framework for classifying 

negotiations based on extensive academic research conducted by scholars in the field (Dias, 2020; 

Raiffa, 1982; Fisher et al., 1981; Sebenius, 1992; Ury, 2015; Susskind & Field, 1996; Salacuse, 2008; 

Rinehart & Page, 1992; Pruitt & Rubin,1986). In the next section, we shall delineate the approaches 

used and deliberate on the inherent limits associated with the chosen situations. The red rectangle in 

Figure 1 highlights the Type II bargaining position. 
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METHODS AND RESEARCH LIMITATIONS: - 

 This study is a qualitative, inductive, interpretative, single-case investigation focusing on 

substantial archival research. Yin (2009) defines the unit of analysis as the Brazilian generations in 

the workplace. The data collection process included gathering secondary data via a comprehensive 

literature review and archival research. 

ROLE PLAY SIMULATION: SOFTWARE CONTRACT NEGOTIATION: - 

As shown in the table below, the seller has received an urgent order for materials to implement the 

Automator and control kit for the 400 kg automatic door. The client requested the utmost urgency for 

the acquisition of the items shown in Table 1, as follows: 

 

Description Qtd Price per unit Total 

Automatizador 400 kg 1 18.800,00 18.800,00 

Kit Controle 4 150,00 600,00 

75 x 40 (4,75) 30 280,00 8.400,00 

100 x 100 GAL (14) Metalon 80 30,00 2.400,00 

Chapa Piso (1/18) 2000 x 1000 10 550,00 5.500,00 

Tubo Avariado 3 x 14 GAL 6 m 26,67 160,00 

TOTAL     35.860,00 

 

The Buyer informed the seller that it needed this material, including pipes, plates, and 

profiles, for the Automator and control of the truck's rear door, with all the budget assembled and 

affordable price for delivery in 5 days. 

           The Buyer informed that the Buyer would like to pay R $ 33,000.00 for the entire 

order. The Buyer does not disclose but implies that the competition has proposed this discount for  

cash payment. the seller needs to calculate, then, how much price The seller could make for the 

Buyer, but the seller needs to know if this value is actual. However, the seller knows that the 

competitor can only deliver these parts in ten days, and The seller would be able to deliver in 5 (five) 

days, according to the customer's request. Both parties receive the set of instructions, read the case, 

prepare to negotiate, according to the set of instructions compiled in the Appendices. 

 

DISCUSSION: - 

 This scenario is a specific instance of buyer-seller negotiation tailored explicitly for in-person 

classroom engagements or executive training programs. As a result of the COVID-19 epidemic, 

there is a need to transition to virtual courses, whereby participants are required to participate in 

distance negotiation. 
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        This scenario exhibits several applications and ramifications across numerous domains 

and subfields of study, such as (a) Non-governmental organizations (Paradela et al., 2019) (b) The 

vehicle manufacturing industry (Dias, M., Navarro and Valle, 2013, Dias, M., et al., 2014; Dias, M., 

et al., 2013); (c) The aircraft manufacturing industry (Dias, M., Teles, and Duzert, 2018; Dias, M. 

and Duzert, 2018); (iii) Public agents (Dias, M., 2018); (d) Copier manufacturer industry (Dias, M., 

2012); (e) Non-market forces (Dias & Navarro, 2018); (f) Retail business (Dias, M., et al., 2015; 

Dias, M. et al., 2015, 2014); (g) Craft beer industries (Dias, M. and Falconi, 2018; Dias, M., 2018); 

(h) Social mediation (Dias, M. & Teles, 2018); (i) Governmental business relations (Dias, M. & 

Navarro, 2017); (j) Generational interactions (Aylmer & Dias, M., 2018); (k) E-business negotiation 

(Dias &Duzert, 2017); (l) Streaming video industry, such as Netflix (Dias, M., & Navarro, 2018); 

(m) Mining industry (Dias, M., & Davila, 2018); (n) Civil construction (Dias, M., 2016), finally (o) 

Debt collection negotiations (Dias, M., 2019, 2019b; Dias, M. & Lopes, 2019). 

 

 One limitation of the case study is the artificial nature of the classroom setting, which may 

result in participants displaying elevated levels of cooperation that may not accurately reflect real-

world scenarios. Therefore, the facilitator must consider these contextual factors and build a 

correlation between the simulation and the real-life setting throughout the briefing and debriefing 

sessions.  

 

 In conclusion, it is essential to understand that although our discussion has primarily centered 

on the Brazilian context, it is crucial to recognize that other countries may have different rules about 

government procurement. Therefore, it is essential to customize the legal structure to align with the 

unique environment of each nation. 

 

FUTURE RESEARCH AND LIMITATIONS 

The current investigation focused on analyzing a software contract negotiation between two 

entities inside the Brazilian environment. Further investigation might examine other contexts, 

diverse cultural settings, and various geographical areas in future study endeavors. In future 

research, it is essential to investigate strategies to bolster agreement within the Four-Type 

Negotiation matrix. 
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APPENDIX I  -Teaching Notes 

Scenario: The presented case illustrates the difficulties faced by the involved parties in their 

endeavors to avert the termination of a software contract, ultimately leading to a financial detriment. 

When analyzing foreign countries, it is essential to consider their unique legal systems and special 

considerations, including differences in negotiating protocols.  

 

Mechanics: It is advisable for the parties engaged to dedicate 30 minutes to 1 hour to conduct a 

comprehensive examination of the case and sufficiently equip themselves for the negotiating 

proceedings. Negotiation mapping is strongly advised as an additional resource to enhance the 

preparatory phase of negotiations. It is recommended that a negotiating session lasting between 30 

minutes and 1 hour be undertaken, followed by a debriefing session lasting between 30 minutes and 1 

hour. The exercise requires a time commitment spanning 90 minutes to 180 minutes.  

 

Major Lessons: The primary aim is to shift from distributive to integrative negotiations, focusing on 

identifying and resolving underlying interests. Cultivating empathy and prioritizing the timely 

production of mutual value, which may be distributed, are crucial. 

 

Objectives: This exercise aims to analyze the participation of lawyers in a distributive negotiation of 

Type II. Negotiation is not seen as an invasive activity aimed at fostering disruption but rather as a 

method to aid the consensus-building process between two separate parties. One fundamental 

objective relates to the management of processes. 

 

 MAIN FEATURES  

Time required  1 hour – 2 hours  

Number of participants  2 parties, buyer and seller 

Groups involved  No  

Agent present  No  

Third part present  No 
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APPENDIX II – PARTIES’ ROLES 

PART 1 

CONFIDENTIAL INFORMATION FOR THE 

♦♦ BUYER♦♦ 

 You are the Buyer of the automatic door. You have a demand of maximum urgency of 

purchase of, as shown in the table below, for the implementation of the automator and control kit for 

automatic door of 400 kg. You requested the utmost urgency for the acquisition of the items shown in 

Table 1, as follows: 

Table 1 - List of Buyer's items obtained from the competition 

Description Qtd unit total 

150 x 50 x 17 GAL 200 230,00 46.000,00 

Cantoneira GAL - 1 1/4 x 18 120 90,00 10.800,00 

75 X 40 sm GAL (14) 80 150,00 12.000,00 

Telhas pré-pintadas - cor branca (0,43 mm): 20 pc de 

7m, 15 pc de 6m, 20 pc de 4,5m, 7 pc de 2,8m 
400 m2 267,50 107.000,00 

ACM 20 peças ouro escovado 1,5 x 5 20 630,00 12.600,00 

Barra redonda GAL 3/8" 30 80,00 2.400,00 

TOTAL     190.800,00 

 

 You informed that you needed this material, including pipes, plates and profiles, for the 

automator and control of the rear door of the truck, with all the budget assembled and affordable price 

for delivery in 5 days, but you can wait up to 10 days (but did not pass this information to the seller 

yet). 

 The Seller informed that it can cover the proposal of the competition and that it owns all the 

parts. Very good. You would like to pay $33,000 for the entire order. But it is willing to reach R $ 

35,000.00 in cash. Installments, maximum in 4 times. However, you know that the competitor can 

only deliver these parts in ten days and you would like the delivery in 5 (five) days. 

 You went to the Locksmith's House and told the salesman that you liked the way you were 

treated, because you got up and went to him, something that no competitor had done until today. 

You've reached your mid-70s and own a fleet of trucks. He said that instead of sending your 

employees to come negotiate, you preferred to come to see up close who you were going to talk to, 

and he said that the form of treatment counts a lot and that the competitor "didn't even make a point," 

in his own words. 

 You've seen all kinds of competitors, those who only promise but don't deliver, and those who 

fulfill what has been asked of them. You did not know Casa do Locksmith when the seller asked you, 
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but you said that you had been buying from the competitor for many years, but that the competitor had 

been facing some problems, such as deficiency in service, due to the more experienced employees 

having recently retired. According to you, the new employees didn't know anything, but what drew 

the most attention was the neglect. You revealed that you stayed to return and didn't, that you decided 

to "give you an opportunity to prove your worth," in your own words. 

 You know that if you get a great deal, you can have a great partner for future purchases. You 

are willing to do anything to close this order solve the problem with one of the trucks in the fleet. 

Soon, it will be the entire fleet. Will Casa do Serralheiro provide a great service? 

 At the same time, you are willing to accept the improvement of your customer's order, either 

by including optional items, or in the matter of delivery and forms of payment. Therefore, trading 

involves (1) Prices; (2) Items, (3) form of delivery and (4) forms of payment.  

Prepare to negotiate with the Seller. 

♦♦♦♦♦ 
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PART 2 

CONFIDENTIAL INFORMATION FOR THE 

♦♦ SELLER♦♦ 

You are the Seller of the Locksmith's House. As shown in the table below, you have received an 

urgent request for materials to implement the shed in your city. The client requested the utmost 

urgency for the acquisition of the items shown in Table 1, as follows: 

Table 2 - List of Buyer's items obtained from the competition 

Description Qtd unit total 

150 x 50 x 17 GAL 200 230,00 46.000,00 

Cantoneira GAL - 1 1/4 x 18 120 90,00 10.800,00 

75 X 40 sm GAL (14) 80 150,00 12.000,00 

Telhas pré-pintadas - cor branca (0,43 mm): 20 pc de 

7m, 15 pc de 6m, 20 pc de 4,5m, 7 pc de 2,8m 
400 m2 267,50 107.000,00 

ACM 20 peças ouro escovado 1,5 x 5 20 630,00 12.600,00 

Barra redonda GAL 3/8" 30 80,00 2.400,00 

TOTAL     190.800,00 

 

 The Buyer informed that it needed this material, including pipes, plates and profiles, for the 

automator and control of the rear door of the truck, with all the budget assembled and affordable price 

for delivery in 5 days. 

 

 The buyer informed that he would like to pay R $ 33,000.00 for the entire order. The Buyer 

does not disclose, but implies that the competition has proposed this discount for cash payment. You 

need to calculate, then, how much price you could make for the buyer, but you don't know if this 

value is true or not. However, you know that the competitor can only deliver these parts in ten days 

and you would be able to deliver in 5 (five) days, according to the customer's request. 

This customer came up to you and said they liked the way they were treated, because you got up and 

went to them, which no competitor had done to date. The buyer is a gentleman in his early 70s and 

owns a fleet of trucks. He said that instead of sending his employees to come negotiate, he preferred 

to come to see up close who he would talk to, and said that the form of treatment counts a lot and that 

the competitor "didn't even make a point," in his own words. 

 This type of customer reveals an opportunity for loyalty. When asking how the client met 

Casa do Serralheiro, he said that he did not know it yet, but that he had been buying from the 

competitor for many years, but that the competitor had been facing some problems, such as deficiency 

in service, due to the more experienced employees having recently retired. According to him, the new 
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employees did not know anything, but what drew the most attention was the neglect. He said he 

stayed to return and didn't, that he decided to "give you an opportunity to prove your worth," in his 

own words. 

 You know the importance of this customer to your portfolio and think that if you make a great 

deal, you can have a great customer for future sales. You have been losing some sales to the 

competition and this order came at the right time. You are willing to do anything to close that order 

and please the customer. You can count on the support of your supervisor. Because you are a good 

prospect, maybe you can not get a special condition in order to serve you? 

 At the same time, you know that you can improve your customer's order, either by including 

optional items, or in the matter of delivery and forms of payment. Therefore, trading involves (1) 

Prices; (2) Items, (3) form of delivery and (4) forms of payment.  

Prepare to negotiate with the Buyer. 

♦♦♦♦♦ 
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