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ABSTRACT

The present paper examines a negotiating process between a buyer from a cosmetics
firm and a private healthcare service provider in Brazil. The present research is centered
on a case analysis of a private healthcare negotiation in Brazil. The main objective of this
curriculum is to augment the negotiating abilities of corporate negotiators, scholars, and
professionals. This discovery is attained via a role-play simulation encompassing two
opposing factions and several subject matters. The study's main conclusions
underscored the need to enhance integrative approaches, which include comprehending
the opposing party's underlying interests and generating value to attain mutually
beneficial agreements. According to the study's findings, the outcomes hold promise for
prospective replication in many corporate contexts, particularly those characterized by
power disparities. The current study concludes with an extensive discussion and
recommendations for further research.
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INTRODUCTION: -

This article examines a Type Il negotiation (Dias, 2020) through the lens of a single case study. The
negotiation involved a buyer representing a cosmetics company and a private healthcare service
provider; actual names have been omitted to maintain ethical standards and protect the individuals'
confidentiality. Negotiation has attracted scholars’ attention over the past decade (Dias &Duzert,
2017; Duzert and Zerunyan, 2015; Cohen, 1980; Sebenius, 1992;Dias & Lopes, 2019; Dias & Teles,
2018; Dias & Navarro, 2017; Dias, M. et al., 2020; Dias, M., 2018, 2020, 2019; Dias, M. et al., 2021;
Susskind & Cruikshank, 1987; Raiffa, 1982; Ury, 2015; Fisher Ury and Patton, 1981; Salacuse,
2008; Dias, 2020, 2020b, 2019; Moore, 2003; Susskind and Field, 1996).

Negotiation is defined as “an exchange between people for the purpose of fulfilling their needs.”
(Schatzki & Coffey (1981, p.18). Negotiation is also “a process of potentially opportunistic
interaction by which two or more parties, with some apparent conflict, seek to do better through
jointly decided action than they could otherwise.” (Lax and Sebenius, 1986, p.11)

In this study, the taxonomy known as the Four Type Negotiation Matrix (Dias, 2020) was used to
categorize the negotiation process, as seen in Figure 1.

The Four-Type Negotiation Matrix

TYPE TYPE
Two parties # Two Parties
One Issue Multiple Issues

TYPE TYPE
Multiple Parties Mult!ple Parties
One Issue Multiple Issues

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

According to Figure 1, the current instance pertains to a Type |l negotiation scenario, whereby two
parties negotiate various topics. In the following part, we will now proceed to expound upon the
research methodologies used and acknowledge the study's inherent limits.

RESEARCH LIMITATIONS AND METHODS:-

An interpretative approach was used, using an inductive rationale. The unit of analysis in this study is
the private healthcare plan acquisition (Yin, 1988). Furthermore, we have collected various research
approaches, including direct observation, direct involvement, and case studies. The issue at hand is
further substantiated by including the dramaturgical theory, as posited by Goffman (1959, 1961). The
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scope of this case study is limited to the buyer-seller negotiations between two parties in Brazil,
including a range of themes. Conducting independent inquiries is paramount in exploring any
misconceptions arising from the negotiating styles and practices used by different countries.

THE NEGOTIATION FOR THE ACQUISITION OF THE PRIVATE HEALTHCARE
PLAN:-

The representative of CosméticosCapixaba (buyer), headquartered in the city of Vitéria-Espirito
Santo, southeastern Brazil, is an active and integral part of the framework of Brazilian municipalities,
counting today with 68,694 active companies, in addition to a population of 369,534 inhabitants. His
company has 100 employees and has an outpatient plan of the union with the health company Samp,
which is part of Athena Saude, operating for 30 years in the cities of Vitoria, Vila Velha, Serra,
Cariacica, and Cachoeiro de Itapemirim, having more than 267 thousand beneficiaries and having its
exclusive units for care.

However, his board, which has ten directors, tasked him with negotiating a new health plan for
CosmeéticosCapixaba. Preferably, a plan of better quality for the company and with the same or lower
cost, if possible.

LESSONS LEARNED:-

Regrettably, the contracted company's history of outstanding performance was remarkable, and
unforeseen situations, such as the ongoing epidemic, were beyond our ability to anticipate. Therefore,
it is recommended to modify the future notification by including information on a domestically sold
commodity. This adjustment will enhance competitiveness among enterprises operating in the private
healthcare market.

IMPLICATIONS AND DISCUSSION: -

()The buyer-seller negotiation is configured as a Type Il Negotiation (Dias, 2020). The case has
implications in the following fields of study, such as (i) Military buyer-seller negotiations (Dias et. Al,
2022); (ii) negotiations with agents (Araujo, C.; Dias, M., 2022; Correa, Teles, Dias, M., 2022; Dias
& Navarro, 2018); (iii) NGOs negotiations (Paradela, V.; Dias, M.; Assis; Oliveira, J.; Fonseca, R.
(2019); (iv) generational interactions negotiations (Aylmer & Dias, M., 2018); (v) Brewery industry
(Dias, M. and Falconi, 2018; Dias, M., 2018); (vi) business mediation (Dias, M., 2018); (vii) civil
aviation industry (Dias, M., Teles, and Duzert, 2018; Dias, M. and Duzert, 2018); (viii) buyer-seller,
retail business (Dias, M. et al., 2015; Dias, M. et al., 2015, 2014, 2012); (ix) carmaker industry (Dias,
M., Navarro and Valle, 2013, Dias, M. , et al., 2014; Dias, M. , et al., 2013); (x) streaming video
industry (Dias, M., & Navarro, 2018); (xi) mining industry (Dias, M., & Davila, 2018); (xii) two-party
debt collection negotiations (Dias, M., 2019, 2019b; Dias, M. and Albergarias, 2019); (xiii) civil
construction negotiations (Dias, M., 2016); (xiv) internal negotiations (Dias, M., Pereira, L; Vieira, P.,
Pan, J., 2022); (xv) interbank negotiations (Dias, M.; Pereira, L; Vieira, P., 2022); (xvi) corporate
business negotiations (Silva. G.B., Dias, M., 2022; Silva. G.B., Melo, R.C, Dias, M., 2022); (xvi)
Vieira, P., Dias, M., 2022; Vieira, S.; Dias, M.; Silva, G.B.; Dias, L., 2022), for example.

FUTURE RESEARCH

For future research, we encourage the investigation of negotiations Types I, Ill, and IV. We also
recommend the study of other types of negotiations in other countries, such as private negotiations,
for instance.
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APPENDIX I

Teaching notes

The presented scenario exemplifies the challenges the involved parties encountered in their efforts to
prevent the termination of a software contract, resulting in potential financial losses. When examining
foreign nations, it is essential to consider their unique legal frameworks and specific concerns,
including variations in negotiating procedures.

In the context of negotiations, it is recommended that the involved parties allocate 30 minutes to 1
hour to review the case and adequately prepare themselves thoroughly. Negotiation mapping is highly
recommended as an extra tool to aid in the preparation of negotiations. It is suggested that a
negotiation session of 30 minutes to 1 hour be conducted, followed by a debriefing session of 30
minutes to one hour. The workout requires a total time commitment ranging from one and a half to
three hours.

Key Lessons: The primary lessons include transitioning from distributive negotiations to integrative
negotiations, identifying and prioritizing underlying interests, demonstrating empathy towards one
another, and efficiently generating mutual value for future distribution.

This exercise's primary aim is to analyze legal professionals' involvement in a distributive negotiation
of Type I. Negotiation is not seen as an intrusive endeavor aimed at fostering disruption but rather as a
means to facilitate consensus-building between two distinct groups. Onesignificantaimistothecontrolof
processes.

MAIN FEATURES

Time required 1 hour — 2 hours
Numberofparticipants 2 parties, buyerandseller
Groupsinvolved No

Agent present No

Thirdpartpresent No
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PART 1
CONFIDENTIAL INFORMATION FOR THE
+¢ BUYER+¢

You are the Representative of CosméticosCapixaba, headquartered in the city of Vitéria — ES,
you are an active and integral part of the framework of Brazilian municipalities, counting today with
68,694 active companies, in addition to a population of 369,534 inhabitants. His company has 100
employees and has an outpatient plan of the union with the health company Samp, which is part of
Athena Salde, operating for 30 years in the cities of Vitéria, Vila Velha, Serra, Cariacica and
Cachoeiro de Itapemirim, having more than 267 thousand beneficiaries and has its own exclusive
units for care.

Meanwhile, his board, which has 10 directors, tasked him with negotiating a new health plan
for the Cosmetics Capixaba. Preferably, a plan of better quality for the company and with the same or
lower cost, if possible. The current situation of the health plan of CosméticosCapixaba is shown in
Table 1, as follows:

Tablel — Values practiced by Samp

Cosmetics Capixaba Lives Unit price Zr?wfllmt (RS) monthly (TF?SI annual value
Employees 90 100,00 9.000,00 108.000,00
board of directors 10 1.000,00 10.000,00 120.000,00
TOTAL 100 19.000,00 228.000,00

You has heard many complaints about the lack of coverage of the plan, with deficient
network of medical care points, network coverage, availability of doctors, in short, a dissatisfaction
with the existing plan. You know that the contract with Samp will expire in 2 (two) months and you
see the moment as an opportunity for changes, as long as they are feasible and satisfactory.

Among all the existing alternatives in Vitéria, you know that the one that has the best
coverage is Unimed, but you are afraid that the price and negotiated conditions are above your budget,
because quality is expensive. Aware of this fact, the board approved a budget increase of the order of
05 (five) percent to contemplate an improvement of health plans, since the board came to the
conclusion that the benefits policy needs to be the best possible for several factors, including better
productivity and employee satisfaction. Therefore, its ZOPA would be between R$ 19,000.00 and R$
20,000.00 per month (equivalent to the range between R$ 228,000.00 and R$ 240,000.00 per year).
You have the autonomy to close the deal on those bases.

However, you have an additional problem: the directors, who have a different plan, are very
dissatisfied with the coverage of the Samp and would like to get a solution for the board that raises the
standard of care for the same, including maintaining the quality of the outpatient plan for their
employees, at the same cost. Its coverage today is regional. You are willing to accept suggestions for
improving the plan to your directors, an essential part of the negotiation. You fear that a new contract
will not be approved by the board if there are no noticeable improvements to the current plan.
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Therefore, you need to negotiate a new contract with the Unimed representative, who came to
you three months ago and whose contact had recently resumed. To complicate matters, you have been
at CosméticosCapixaba for less than three months and need to show service!

Get ready to negotiate with Unimed's sales representative.

122224
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PART 2
CONFIDENTIAL INFORMATION FOR THE
+¢ SELLER¢e¢

You are the Commercial Representative of Unimed Vitoria, who sought three months ago the
representative of CosméticosCapixaba, when he learned that the company's health plan was coming to
an end.

The CosméticosCapixaba, headquartered in the city of Vitoria — ES, is an active and integral
part of the Brazilian municipalities, counting today with 68,694 active companies, in addition to a
population of 369,534 inhabitants. CosméticosCapixaba has 100 employees and administers an
outpatient plan of the union with the health company Samp, which is part of Athena Salde, operating
for 30 years in the cities of Vitdria, Vila Velha, Serra, Cariacica and Cachoeiro de Itapemirim, having
more than 267 thousand beneficiaries and has its own exclusive units for care.

The current situation of the health plan of CosméticosCapixaba is displayed in Table 1, as
follows:
Table2 — Values practiced by Samp

Cosmetics Capixaba Lives Unit price Zr?wfllmt (RS) monthly (TF?SI annual value
Employees 90 100,00 9.000,00 108.000,00
board of directors 10 1.000,00 10.000,00 120.000,00
TOTAL 100 19.000,00 228.000,00

You learned from several sources of this company, known to you, that there are many
complaints about the lack of coverage of the plan, with deficient network of points of medical care,
network coverage, availability of doctors, in short, a dissatisfaction with the existing plan. You know
that the contract with the Samp will expire in 2 (two) months and sees the moment as an opportunity
for change, as long as they are feasible and satisfactory. You also learned that the directors are not
satisfied with their health plan, which is differentiated and, according to the opinion of one of the
directors, should be better than the current one.

You want this contract and are willing to listen to what the representative of the Cosmetics
Capixaba wants. Based on Table 1, practiced by Samp, you took the case to your superiors, who
authorized you to maintain the current conditions as a last resort, so as not to lose the sale, granting a
national coverage plan to the board, but that ideally, it would be interesting for Unimed, an increase of
the order of five percent on top of the prevailing values. Therefore, its ZOPA would be between R$
19,000.00 and R$ 20,000.00 per month (equivalent to the range between R$ 228,000.00 and R$
240,000.00 per year). You have the autonomy to close the deal on those bases, improving the board's
health plan.

You have been with the company for a year and see an excellent opportunity to leverage your
career within Unimed. Therefore, you need to negotiate a new contract with the representative of
Cosmetics Capixaba, whose contact had recently resumed.

Get ready to negotiate with the commercial representative of CosméticosCapixaba.

122244
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