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ABSTRACT 

Given the unprecedented nature of the crisis produced by the Covid-19 pandemic, social interactions 

have been somehow affected. One example is the internal, face-to-face negotiations, which are 

increasingly giving way to virtual ones through e-mail, text, or voice messages, once stakeholders 

work from home in most cases. Is the Covid-19 pandemic making the internal negotiations more 

empathetic? A random sample of N=1,000 business negotiations was analyzed, divided into two 

groups: (i) 500 face-to-face negotiations before the pandemic and (ii) 500 virtual negotiations after 

the pandemic, to determine whether or not there is a statistically significant difference between the 

means of both independent groups. Key findings pointed out the increase of 26.01 percent of deal 

values after the pandemic, and the highest deal value increased four times after the pandemic than 

before, with a 99 percent confidence interval. The null hypothesis has been rejected. This article 

provides scholars a reasonable image of the effect of the Covid-19 pandemic in internal business 

negotiations. The understanding of the case and its consequences are discussed. The current 

examination finds some conclusion with an end and suggestions for future exploration complete this 

work. 
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1. INTRODUCTION 

In this article, what investigated N=1,000 internal business negotiations. Through role-play 

simulation, with the same negotiation case applied to the following groups: (i) before and (ii) after the 

pandemic, aiming to determine whether there is a significant statistical relevance between the 

dependent (deal value) and the independent variable (before and after the pandemic), under the 

assumption that colleagues performed more empathetic negotiations and made generous concessions 

after the pandemic, due to humanitarian and compassionate grounds. 

 

The topic has attracted scholars' attention since the beginning of the Covid-19 pandemic, as declared 

by the World Health Organization (WHO) on 11 March 2020 (Dias, 2020; Dias, Lopes and Teles, 

2020; Dias and Lopes, 2020a, 2020b), where much has been discussed on how the Covid-19 reshaped 

our society, affecting social interactions in many ways, including business negotiations (Dias and 

Lopes, 2020a). Data were collected from March 2019 to March 2021, precisely one year before and 

after the Covid-19 be declared pandemic. 
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Negotiation is defined as "a process of communication by which two or more persons seek to advance 

their interests through joint action." (Salacuse, 2003, p.7). According to Fisher, Ury & Patton (1981), 

negotiation is "a process of communicating back and forth to reach a joint decision." (p. 20). Internal 

is a negotiation between two or more parties from the same group, company, institution, constituency, 

or organization.  

 

Negotiation has been also investigated over the past decades (Raiffa, 1982; Fisher Ury and Patton, 

1981; Sebenius, 1992; Ury, 2015; Susskind & Field, 1996; Salacuse, 2008; Duzert and Zerunyan, 

2015; Susskind & Cruikshank, 1987; Dias, 2020, 2020b, 2019, Moore, 2003).  

 

In this article, 2,000 subjects were distributed in two groups, before and after the Covid-19 pandemic, 

as depicted in Figure 1: 

 

 
Fig. 1: case specifics 

 

Observe in Figure 1 the case distribution and particulars. Third parties, such as agents or mediators, 

did not participate in the negotiations. The role-play simulations involved two parties and one issue, a 

budget negotiation between colleagues from different departments of the same company. According 

to the case instructions, both parties should negotiate a budget increase for the next fiscal year.1 The 

Four-Type Negotiation Matrix (Dias, 2020) was chosen to note the type of negotiations due to its 

straightforwardness in business negotiation classification, therefore, a Type I negotiation (two parties, 

one issue). The Four-Type Negotiation Matrix is illustrated in Figure 2: 

 
1 Depending on the country, the fiscal, or budget year changes. In USA, the fiscal year starts on 1 October, ending on 30 September the 

following year. In Brazil, the fiscal year matches with the calendar year, i.e., from 1 January to 31 December. 

BEFORE AFTER

Number of Negotiations 500 500

Third party no no

Number of parties 2 2

Number of issues 1 1

Negotiation Type* Type I Type I

Number of participants 1 1

Features

Group
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Fig. 2: The Four-Type Negotiation Matrix. Source: Dias, 2020. Reprinted under permission. 

 

As per Dias (2020), the Four-Type Negotiation Matrix is a structure helpful to characterize a wide 

range of exchange including the number of issues and gatherings in a given arrangement measure, 

paying little heed to the occupation, administrative level, sexual orientation, age, identity, level 

instruction, for example. 

 

The current examination addressed the following research questions: (i) are the mean deal values 

(DEAL) different before and after the pandemic? (ii) Are the negotiators more empathetic in internal 

negotiations, due to the Covid-19 pandemic? In the conclusion section, the answers are discussed. In 

the next section, the research design, role-play mechanics, and methods are presented. 

 

RESEARCH DESIGN AND METHODS 

The present study followed a positivistic approach and deductive rationale. The confidence interval 

adopted for this research is 99 percent (p<0,001). Statistical tests were applied to the data set under 

audit.  

 

A two-party, one issue role-play simulation (Type I negotiation - see Figure 1) was applied to 2,000 

Brazilian business negotiators, from all five Brazilian regions. In total, 40 cohorts were investigated 

from 13 March 2019 to 13 March 2021. In total, N=1,000 internal business negotiations were assigned. 

The Brazilian Portuguese version of SPSS 26 was employed to analyze data. Before the pandemic, 

the negotiations were face-to-face. After the pandemic, the negotiations were virtual, via phone or 
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video calls. 

Out of the 2,000 examination subjects, 60 percent were male, 40 percent female, 72 percent in the 

center to undeniable level administration positions, and 20 percent involved low-level administration 

positions. In this example, 84 percent are utilized, from which 70 percent Caucasians, 45 percent 

wedded, 35 percent single, separated, or other; 80 percent is 25-35 years of age, 10 percent over 35 

years of age. The negotiators had at least three years of negotiation experience. All negotiations were 

led in quiet places, with no huge foundation commotion that could somehow meddle with the results 

before the pandemic. After the pandemic, the negotiations occurred from home offices, by and large. 

From 13 March 2020 to 13 March 2021, all subjects haggled for the most part from home because of 

the COVID-19 lockdown limitations. Finally, the arrangements happened in day and night exchange 

meetings, inside and outside business hours. Every one of the 2,000 subjects were MBA students. 

The subjects were told to peruse their jobs and to connect distantly in the exchange through WhatsApp. 

They were likewise advised to report both open and close qualities toward the finish of the one-hour 

exchange time. At that point, crude information was input to SPSS and further dissected. 

The principal test led was the normality test. Then, connection and direct relapse tests were applied to 

the information. The outcomes and further investigation are shown in the following section. 

In this examination, the Shapiro-Wilk Test for Normality was applied to N=1,000 arrangements. 

Figure 3 portrays the conditions for the Shapiro-Wilk test: 

 

 
 

Fig.3: - Shapiro-Wilk Normality Test equations 

 

HYPOTHESIS 

 

Ho: there is no significant correlation between deal values before and after the Covid-19 

pandemic. The deal value is not affected by the pandemic in the internal business negotiations 

from the data set. In sum, the deal value is not affected somehow by the Covid-19 pandemic.  

Thus, H0 =μBEFORE=μAFTER, or H0 = μBEFORE - μAFTER = 0, where: μBEFORE is the 

mean deal value before the pandemic, and μAFTER is the mean deal value after the pandemic. 



 

International Journal of Research in Commerce and Management Studies 
  

ISSN 2582-2292 
 

Vol. 3, No. 02 Mar-Apr; 2021 
 

 

 

https://ijrcms.com Page 55  

 

Ha: The negotiation deal value before the pandemic correlates to the deal value after the 

pandemic in internal business negotiations. There is a significant correlation between the mean 

deal value before and after the pandemic in the negotiations analyzed. 

RESULTS AND ANALYSIS 

 

Figure 4 illustrated the results of the Shapiro-Wilk normality test due to the number of samples 

investigated (N>100):  

 

Normality Tests 

 

Kolmogorov-Smirnovto Shapiro-Wilk, Shapiro-Wilk 

Statistics Gl Sig. Statistics Gl Sig. 

DEAL ,198 1000 ,000 ,852 1000 ,000 

a. Lilliefors Significance Correlation 

Fig. 4: - Normality tests. Source: SPSS 26 

 

Observe in Figure 4 that p<0,001 for the DEAL variable, resulting in non-parametric variable, i.e., the 

results' distribution did not follow a normal distribution. Therefore, the results' distribution is not 

normal (p<0,01). Consequently, the parametric T-test is not suitable for analyzing the data set. 

 

 
Fig.5: DEAL values frequency. Source: SPSS 26 

 

Observe in Figure 5 the results of the non-normal distribution. Hence, the non-parametric Mann-

Whitney U test was used to investigate the two variables, with independent samples, i.e., the groups 
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before and after the pandemic are independents, i.e., the outcomes of the negotiations did not interfere 

somehow with any other negotiation results at all. 

 

As previously mentioned, the statistical confidence level adopted for this examination is 99 percent 

(p=0,01).  The nominal variable TYPE was assigned with the following values: "0" for BEFORE 

pandemic, and "1", for AFTER pandemic. The DEAL value is the dependent variable. The result of 

the U-Mann-Whitney independent sample test is portrayed in Figure 6, as follows: 

 

 
 

Fig. 6: - Mann-Whitney U test independent samples. 

Source: SPSS 26 extracted from the data source. 

 

 

The Mann-Whitney U Test Summary Independent Samples outcome is shown in Figure 7:  
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Posts 

 

TYPE N Midl station 

Sum of 

ratings 

DEAL BEFORE 

PANDEMIC 

500 340,43 170213,00 

AFTER 

PANDEMIC 

500 660,57 330287,00 

Total 1000   

Fig. 7: - Mann-Whitney Test Posts. Source: SPSS 26. 

 

Figure 8 illustrates the nonparametric Test statistics outcomes. Notice the Mann-Whitney U test result 

for the variable DEAL of 44963,000, with p<0,01. 

 

Test statisticsa 

 DEAL 

U de Mann-Whitney 44963,000 

Wilcoxon W 170213,00

0 

Z -18,077 

Significância Sig. 

(bilateral) 

,000 

a. grouping variable:TYPE 

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

 

Regarding the Deal values from the data sample drawn (DEAL), the Independent Mann Whitney U 

Test evidenced that the group AFTER presented a superior performance compared to the group 

BEFORE. Therefore, U = (330287,00; p < 0,01). Observe in Figure 8 that p<0,01. Therefore, the null 

hypothesis is rejected at the α = 0,01 level of significance. The difference between the Before and 

After group is statistically significant (p = 0,000; p<0,01), i.e., one out of 100 examples may result 

from some coincidence. Therefore, the alternate hypothesis of Ha is statistically significant. Figure 9 

depicts the Hypothesis test summary and conclusions. Observe the null hypothesis rejection: 
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Hypothesis Test Summary 

 Null hypothesis Test Sig. Decision 

1 The distribution of DEAL is 

the same in the TYPE 

categories. 

 U Mann-Whitney Test 

independent samples 

,000 Reject the null 

hypothesis. 

Asymptotic significance is displayed. The significance level is,010. 

 

Fig. 9: - Hypothesis Test Summary. Source: SPSS 26. 

 

Figure 10 compares the means between the two variables BEFORE and AFTER pandemic groups, as 

follows: 

 

Report 

DEAL   

TYPE Average N Std Err %  N total 

BEFORE 

PANDEMIC 

5,8192 500 1,12277 50,0% 

AFTER 

PANDEMIC 

7,3374 500 1,06755 50,0% 

Total 6,5783 1000 1,33256 100,0% 

Fig. 10: - Means Report. Source: SPSS 26. 

 

Observe in Figure 10 that the average deals from the AFTER-PANDEMIC group are 26.08 percent 

higher than the BEFORE-PANDEMIC group, revealing a superior performance on the after-pandemic 

group compared to the before-pandemic group. 

 

The frequency of the most common deal value results (in percentage budget increase for the next fiscal 

year) before and after the pandemic is illustrated in Figure 11: 



 

International Journal of Research in Commerce and Management Studies 
  

ISSN 2582-2292 
 

Vol. 3, No. 02 Mar-Apr; 2021 
 

 

 

https://ijrcms.com Page 59  

 
Fig. 11- most common deal value results. Source: extracted from data 

 

Observe in Figure 11 that before the pandemic, there was a prevalence of the negotiation's absolute 

worst result (5 percent budget increase), which was the outcome of 269 negotiations (53.8 percent of 

the 500 negotiations). In comparison, the best budget increase outcome (8 percent) resulted from 62 

negotiations (12.4 percent of the 500 negotiations). Note in Figure 11 that after the pandemic, what 

had reversed the results: the best possible outcome (eight percent) was multiplied by four (from 62 to 

246), while the worst outcome possible for the internal negotiation (five percent) decreased almost 

seven times the output of before the pandemic (from 269 to 39), as depicted in the following Figure 

12: 

 

0 50 100 150 200 250 300 350

5%
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Fig. 12 - deal value results (8%, 5%), before and after the pandemic. Source: extracted from 

data 

 

Note in Figure 12 how the deal values from before and after the Covid-19 have changed extensively: 

before the pandemic, 81 percent of the total negotiations resulted in five percent of budget increase, 

and only 19 percent resulted in an eight percent budget increase for the next fiscal year. However, 

after the pandemic, the situation has been dramatically inverted: only 14 percent of the total 

negotiations resulted in a five percent of budget increase, and 86 percent resulted in an eight percent 

budget increase for the next fiscal year. 

 

CONCLUSION 

In this section, theoretical and managerial implications, as well as study limitations are discussed, as 

follows:  

 

Theoretical Implications  

The purpose of this research was to test the hypothesis Ha regarding the variables BEFORE and 

AFTER the Covid-19 pandemic, as well as answering the two research questions (i and ii) posed at 

the beginning of the present research:  

 

(i) Are the mean deal values (DEAL) different before and after the pandemic? 

 

The answer is yes, for the data set investigated. One conclusion, drawing from the analysis, points out 

statistical significance in Ha (p<0,01), according to the Mann-Whitney U-tests results (see Figures 8, 

9, and 10). Therefore, the null hypothesis is rejected, and the alternate hypothesis is accepted. Hence, 

the differences between μBEFORE - μAFTER ≠ 0; consequently, there is a statistical relevance 
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between before and after the Covid-19 pandemic groups. The After group performed higher deal 

values than the before group.  

 

(ii) Are the negotiators more empathetic in internal negotiations due to the Covid-19 pandemic?  

 

There is strong evidence to suggest more empathetic and generous negotiations due to the Covid-19 

pandemic regarding internal negotiations - those in which parties are colleagues and work for the same 

institution, company, firm, or constituency. Observe in Figure 13 the three most common deal values' 

shift, before and after the pandemic: 

 

 
 

Fig. 13 - deal value shifts, before and after the pandemic. Source: extracted from data 

 

Once the data set analysis confirmed the null hypothesis rejection, it is not possible, therefore, to 

affirm that the statistical result occurred by chance or by sampling error. Thus, evidence suggests that 

the Covid-19 pandemic, which caused nearly three million deaths worldwide as this article has been 

written (WHO, 2021), somehow influenced the negotiations' results under investigation. Observe in 

Figure 13 the evidence on how the negotiation results shifted dramatically from the worst to the best 

outcome possible: the number of eight percent deals, the best budget is increased fourfold. 

 

Implications for managerial practice 

The article was designed to address the impact of the Covid-19 on the internal negotiation process. 
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The implications for administrative practice are clear: while the cure for the Covid-19 is not available 

as this article is written, Humanity struggle for survival. The "new normal" encompasses daily 

challenges, such as family and friends' losses, dealing with confined spaces, lockdowns, social 

isolation, mobility restrictions, political turmoil, social and mass media shaping our fears, among 

others. Finally, in times of difficulties, negotiators seem to find ways to be resilient and empathetic. 

After all, when a thread suspends life, the coexistence and well-being among human beings become 

the reason for existence. Therefore, more empathetic social exchanges are utmost expected. 

 

This research also has implications in different fields of related studies, such as (i) Covid-19 pandemic 

studies (Dias, 2020; Dias, Lopes and Teles, 2020; Dias and Lopes, 2020a, 2020b); (ii) contract 

negotiation (Dias, 2019c, 2012); (iii) retail business negotiations (Dias et al., 2015); (iv) streaming 

video industry negotiations (Dias and Navarro, 2018; Dias, 2020c); (v) family business succession 

(Dias and Davila, 2018); (vi) structured versus situational business negotiation approaches (Dias, 

2020); public negotiation projects (Dias, 2016, 2018; Dias and Lopes, 2019); (vii) credit recovery 

negotiation (Dias, Ribeiro and Lopes, 2019),(viii) e-business negotiations (Dias and Duzert, 2017), 

among others. 

 

Study Limitations 

The conclusions presented in this work are limited to internal Brazilian business negotiations and the 

data set analyzed. Other countries or business scenarios may differ in their outcomes. It is limited to 

the artificial classroom environment. Different nations or situations may vary in their results. Finally, 

the negotiations are limited to Type I (Dias, 2020). Other types of negotiation (Types II, III, and IV) 

may differ in their outcomes. 

 

FUTURE RESEARCH  

Future exploration is encouraged to address the negotiations Types II, III, and IV (Dias, 2020), just as 

dealings in different situations, like government negotiations. Likewise, qualitative interviews are 

urged to be examined in future studies to acquire a more profound comprehension of the subject 

appreciated, investigate the subtleties, and extend such compassionate internal negotiations. 
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