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ABSTRACT 
 
Is there any significant difference between situational (unprepared) and structural (prepared) negotiations? In this 
article, a random sample of N=720 business negotiations was studied, divided into the following independent subsam-
ples: (i) 356 business negotiations carried out without ensured preparation, and (ii) 364negotiations in which all par-
ties have structured their negotiations before its beginning. Two hypotheses were investigated through the Nonparame-
tric Mann-Whitney U test to determine whether the (iii) deal value and the (iv) number of value creation options of 
these negotiations are the same, whatever the degree of ensured preparedness beforehand negotiation engagement. 
Key findings pointed out a statistical significance in both cases, and the null hypotheses were rejected, meaning signif-
icant differences between situational and structured business negotiations. Finally, this article provides scholars with 
a new perspective on business negotiation processes. Discussion and future research suggestions compile this study. 
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INTRODUCTION: - 
Debate on business negotiation process has attracted scholars' attention over the past forty years (Raiffa, 1982; Fisher 
Ury and Patton, 1981; Sebenius, 1992; Ury, 2015; Susskind & Field, 1996; Salacuse, 2008; Susskind & Cruikshank, 
1987; Dias, 2020, 2020b, 2019). In this article, we investigated the impact of negotiation skills on the value deals and 
the number of joint options creation. 
 
We found significance in the results regarding an experiment with a random sample of business deals, from which the 
null hypothesis was derived from and tested. Conclusions provide managers, scholars, practitioners, business negotia-
tors, among others, with insights into business negotiations. 
 

Next, we followed the Four-Type negotiation matrix (Dias, 2020). In the experiment, negotiations Type I, and 
II were applied to the negotiations sample. Each group received the same four negotiation cases. The Four-Type Nego-
tiation Matrix was chosen due to its applicability in all Negotiation cases classification. 
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Figure 1: The Four-Type Negotiation Matrix. Source: Dias, 2020. Reprinted under permission. 

 
 

 
Structured versus Situational Negotiation Approaches 

 
Regarding the negotiation strategies, the mutual gains approach addresses value creation before value distribution. In this 
research, we followed Dias (2020b), regarding the two main negotiation approaches. Thus, the two independent, nominal 
variables are presented in Figure 2, as follows: 
 

 
Fig.2: - Situational versus Structured Negotiation Approaches. 

 
Observe in Figure 2, the characteristics of the two approaches: the structured negotiation approach involves ensuring, 
systematic, skilled,and preparation, while the situational negotiation approach does not require any preparation before 
negotiating.  

 
 

Feature Situational Structured

Skills unskilled skilled

Preparedness Unprepared Prepared

Underlying interests             
of the other party Narrow Open

Level of Information Superficial Detailed

Value creation Limited Expanded

Informational risk Higher Lower

Time for preparation None Necessary

Contingencies Unexpected and 
unanticipated

Expected and 
Anticipated

Level of self-confidence Low High
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II. THEORETICAL RATIONALE  
 
Negotiation is "a process of communication by which two or more persons seek to advance their interests through joint 
action." (Salacuse, 2006, p. 7). Also, "Negotiation is a process of communicating back and forth to reach a joint 
decision." (Fisher, Ury & Patton, 1981, p. 20).  
 
 
In this study, we adopted the Shapiro-Wilk  Test for Normality for determining the normality distribution 
of the data set. Figure 3depicts the equations for the test: 
 

 
 
 
 
 
 

 
 

Fig.3: - Shapiro-Wilk Test for Normality equations 
 

 
The Mann–Whitney U test equations are illustrated in Figure 4, where:  n2 is the sample size for sample 2, and R2 is 
the sum of the ranks in the sample, as follows: 
 

 
 

Fig.4: - The Mann–Whitney U test equations 
 
Hypotheses 
 

Ho: the structured business negotiation approaches do not imply better value deals. Primarily, bothvalue deals 
and the number of options, created for mutual gains do not depend on training. In sum, negotiation preparation, 
planning, and mapping before the negotiation have no statistical significance. Therefore, H0= μSTNA=μSINA, 
or H0 = μSTNA- μSINA = 0, where: μSTNA is the mean Structured Negotiation Approach, while μSINA is the 
mean Situational Negotiation Approach. 
 
H1: Structured Negotiation Approaches perform more significant deal values than Situational Negotiation Ap-
proaches. 
 
H2: Structured Negotiation Approaches perform a more significant number of options than Situational Negotia-
tion Approaches.  
 

III. RESEARCH DESIGNANDMETHODS 
 
In this research, four sets of two-party, one-issue role-play simulations were applied to 1,440 Brazilian business nego-
tiators, from all Brazilian regions. In total, 16cohorts were investigated in N=720 negotiations, distributed into two 
groups: (i) 364 negotiationsconducted using the structured negotiation approach; (ii) 356 negotiations conducted 
adopting the situational negotiation approach. We used SPSS 26 to analyze the data set. 
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The negotiations were held from January 2019 to June 2020. Out of the 1,440 participants, 59 percent were male, 41 
percent female, 75 percent in the middle to high-level management positions, and 15 percent occupied low-level man-
agement positions. In this sample, ten percent unemployed. 
 
The random sample compiles 90 percent Caucasians, 60 percent married, 40 percent single or divorced; 80 percent is 
25-45 years old, 12 percent above 45 years old; 35 percent speak a second language, besides Brazilian Portuguese 
(most-ly English or Spanish). 
 
We took precautions regarding background noises and bright places to avoid external interferences in the negotiation 
process. They occurred in comfortable and still places.  
 
The experiment dynamics followed a rigorous protocol: (i) case distribution; (ii) reading; (iii) preparation session for 
one group, and none for the other group; (iv) at the end of the negotiation, the parties should register (v) the value deal, 
and (vi) the number of options created. Figure 5 reveals the research summary: 
 
 

Case processing summary 
 

GROUP 

Cases 
 Valid Silent Total 
 N Percentage N Percentage N Percentage 

OPTIONS SITUAtIONAL APP 356 100,0% 0 0,0% 356 100,0% 

STRUCTURED APP 364 100,0% 0 0,0% 364 100,0% 

DEALVAL SITUAtIONAL APP 356 100,0% 0 0,0% 356 100,0% 

STRUCTURED APP 364 100,0% 0 0,0% 364 100,0% 
 

Fig. 5: - Case processing summary. Source: SPSS 26 
 

Regarding the normality tests, the Shapiro-Wilk test was chosen due to the sample size (N=720; N>100),  asillustrated 

in Figure 6, as follows: 
 

Normality Tests 
 

GROUP 

Kolmogorov-Smirnova Shapiro-Wilk 
 

Statistics Gl 

It's getting 

you out of 

here Statistics Gl Sig. 

OPTIONS SITUAtIONAL APP ,421 356 ,000 ,560 356 ,000 
STRUCTURED APP ,363 364 ,000 ,642 364 ,000 

DEALVAL SITUAtIONAL APP ,420 356 ,000 ,607 356 ,000 
STRUCTURED APP ,365 364 ,000 ,705 364 ,000 

a. Lilliefors Significance Correlation 

 
 

Fig. 6: - Normality tests. Source: SPSS 26 
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Observe in Figure 6, p=0,000 for both variables. (p<0,05). Therefore, the results' distribution is not normal, and para-
metric tests cannotbe employed. Therefore, the research design encompassed the nonparametric Mann-Whitney U test 
because we investigated two variables, with independent samples, i.e., on negotiation did not interfere with any other 
negotiation. 
 
The statistical confidence level adopted for this research is 95 percent. Therefore, the p-value is five percent (p=0,05).  
The nominal variable GROUP was assigned with the following values: "0", for SITUATIONAL negotiation approach-
es, and "1", for STRUCTURED negotiation approaches. DEALVAL (deal value) and OPTIONS (number of options 
created for mutual gains) are the dependent variables under investigation. 
 
Finally, Group statistics were performed, and the Levene's Test for Equality of Variances, as illustrated in Figure 7, as 
follows.  In the next section, the results are displayed and further analyzed and discussed. 
 
 

Variance Homogeneity Test 
 Levene statistics gl1 gl2 Sig. 

OPTIONS Based on average 229,714 1 718 ,000 

Based on median 60,627 1 718 ,000 

Based on median and 

adjusted gl 

60,627 1 444,841 ,000 

Based on trimmed average 171,754 1 718 ,000 

DEALVAL Based on average 3,220 1 718 ,073 

Based on median 4,348 1 718 ,037 

Based on median and 

adjusted gl 

4,348 1 717,992 ,037 

Based on trimmed average 5,445 1 718 ,020 
 

Fig. 7: - Variance Homogeneity Test. Source: SPSS 26  

 

According to the Levene's Test for Equality of Variances, as illustrated in Figure 7, observe p<0,05 for DEALVAL and 

OPTIONS. 
 
 

 
IV. RESULTS AND ANALYSIS 
 
The outcome of the descriptive, exploratory analysis is depicted in Figures 8 and 9, as follows: 
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Fig. 8: - Boxplot. Source: SPSS 26 extracted from the data source. 

 
 

The Mann-Whitney U Test Summary Independent Samples outcome is illustrated in the following  Figure9, as fol-
lows: 
 

 
Posts 

 GROUP N Middle Station Sum of Ratings 

DEALVAL SITUATIONAL APP 356 335,45 119419,50 

STRUCTURED APP 364 385,00 140140,50 

Total 720   
OPTIONS SITUATIONAL APP 356 296,33 105494,00 

STRUCTURED APP 364 423,26 154066,00 

Total 720   
 

Fig. 8:- Mann- Whitney U Test Posts. Source: SPSS 26. 
 

Figure 9 shows the nonparametric Test statistics outcomes. Observe the Mann-Whitney test result for the variable 

DEAL VALUE of 55873,500, and OPTIONS variable is 41948,000with p<0,05 in both cases. 
 

Test statisticsa 
 DEALVAL OPTIONS 

U de Mann-Whitney 55873,500 41948,000 

Wilcoxon W 119419,500 105494,000 

Z -3,197 -10,620 

Sig. significance (bilateral) ,001 ,000 

a. Grouping Variable: GROUP 

Fig. 9:- Mann- Whitney U Test Statistics. Source: SPSS 26. 
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Regarding the Deal Values from the data sample drawn (DEALVAL), the Independent Mann Whitney U Test evi-

denced that the group "Structured Negotiation Approach" presented a superior performance in comparison to the group 

"Situational Negotiation Approach." Thus, U = (55873,500; p < 0,05). 

 

Regarding the Number of Options for Value Creation from the data sample drawn (OPTIONS), the Independent T-Test 

evidenced that the group "Structured Negotiation Approach" presented a superior performance in comparison to the 

group "Situational Negotiation Approach." Thus,U = (41948,000;p < 0,05). 

 

In these data, regarding DEALVAL, the null hypothesis is rejected at the α = 0,05 level of significance. The difference 

between the Structured Negotiations Approach and the Situational Negotiation Approach is statistically significant (p = 

0,001), i.e., one in one hundred samples might result by chance. Therefore, the alternate hypothesis of H1 is statistical-

ly significant. 

 

In these data, regarding OPTIONS, the null hypothesis is rejected at the α = 0,05 level of significance, because the 

difference between the Structured Negotiations Approach and the Situational Negotiation Approach is statistically 

significant (p = 0,000), i.e., one in one hundred samples might result by chance. Therefore, the alternate hypothesis of 

H2 is statistically significant. 

 

Figure 10 illustrates the Hypothesis test summary and conclusions. Observe the null hypothesis rejection in both va-

riables under investigation: 
 

Hypothesis Test Summary 

 Null hypothesis Test Sig. Decision 

1 The distribution of DEALVAL is the 

same in the GROUP categories. 

Mann-Whitney U-Test Independent 

Samples 

,001 Reject the null hypothesis. 

2 The OPTIONS distribution is the 

same in the GROUP categories. 

Mann-Whitney U-Test Independent 

Samples 

,000 Reject the null hypothesis. 

Asymptotic significance is displayed. The significance level is .050. 

Fig. 10:- Mann- Whitney U Test StatisticsHypotheses Test Summary. Source: SPSS 26. 

 

 
 

Figure 11 compares the means between the two variables DEALVAL and OPTIONS, as follows: 
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Report 

GROUP DEALVAL OPTIONS 

SITUATIONAL APP Average 534505,8799 ,99 

N 356 356 

Deviation 

Error 

943403,44397 ,424 

STRUCTURED APP Average 684234,0329 1,66 

N 364 364 

Deviation 

Error 

951646,04793 1,139 

Total Average 610201,7795 1,33 

N 720 720 

Deviation 

Error 

949878,96806 ,927 

 

Fig. 11:-  Means Report. Source: SPSS 26. 
 

V. DISCUSSION 
 
Theoretical Implications 
 
The purpose of this research was to test the hypotheses H1 and H2 regarding the variables DEALVAL and OPTIONS. 
One conclusion, drawing from the data investigated, points out statistical significance in both cases (p<0,05), accord-
ing to the Mann-Whitney U-tests results. 
 
Evidence showed that a structured negotiation approach performed higher deal values and a more significant number 
of options created formutual value than a situational negotiation approach. In conclusion, the application of negotia-
tion skills and systematic preparation before negotiation implied in better results, as shown in Figure 11. 

 
Implications for managerial practice 
 

This research has implications in different fields of related studies, such as (i) mining industry (Dias, M. & Davila, 
2018); aerospace industry (Cruz & Dias, 2019, 2020; Dias, Lopes and Teles, 2020); (iii) civil works (Dias, M et al, 
2017);  (iv) public transportation (Dias, and Teles, 2018); (v) carmaker industry (Dias, Duzert, and Teles, 2018, Dias, 
2017); (vii) retail business (Dias, et al, 2014); (viii) streaming video business (Dias and Navarro, 2017); (ix) civil avia-
tion (Dias, 2020; Dias, Lopes and Teles, 2020; Dias, 2019); (x) cruise lines services (Dias & Lopes, 2020), among 
others (see Table 1). The objective is to apply the qualitative conceptual model to all forms of negotiation. Therefore, 
in this research, there are no limitations in terms of gender, age, ethnicity, occupation, managerial level, level income, 
and education. 
 
Study Limitations 
The conclusions presented in this study are limited to the Brazilian business negotiation scenario. Other countries or 
scenarios may differ in results. This research is also limited to the data collected. It occurred in a controlled environ-
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ment, compared to real business scenarios, where the environment may differ in results.  
 
Finally, the outcomes are limited to Type I and II negotiations (Dias, 2020). Types III and IV negotiations may present 
different results. 

VI. FUTURE RESEARCH  

 
Future research is encouraged to address different cultures or countries. Negotiations Types III and IV should be in-
vestigated in additional studies. Other forms of negotiations, such as contract, buyer-seller, and supplier-customer ne-
gotiations, are encouraged to be investigated in future research. 
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