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Abstract: The subject of consideration in the paper are tiggins between companies cooperating within ever
logistics. The objective of the paper is to presetwncept for describing the specificity of suelgatiationsjnfluencing
the ability of cooperating parties to create armbver value within reverse logistics. As introdugtpart of the article
the methodology used for preparation of articlgnssented. Then, reverse logistics as the actinftyencing value
creation and value restoration is characterizedhelxt part of the work main units cooperating ardatiating within
reverse logistics are distinguished. In this paet$pecificity of reverse logistics as environnfentnegotiations is also
presented. Within the subsequent parts of thdaitiorder to present the features of negotiatwitisin reverse logistics
cooperation the original methodological framewaslapplied, comprising the key aspects of negotiaidefinition,
distinguished on the basis of different approachesented in literature, e.g. as a process, metbbdsnflict
management and reaching agreement, mutual dependeindhe parties and processes of: decision making,
communication, mutual exchange and value creafibe. summary synthetizes the major features of tmsidered
negotiations, and also indicates the directiongesdarch enriching the proposed concept. The agptoalescription of
negotiations presented by the authors of the pagenovelty and has an original character, i.is. fitased on their own
thoughts on the specificity of the negotiationsemebnsideration. No such concept has been presamtbe literature
on the subject so far.

1 Introduction comprehensive logistics service for the supply mhai
Integrating the cooperation of enterprises in sﬂpppharacteristics of waste, recyclable materialsyifsact on
chain is distinguished among the key factors engtthe the environment result with numerous regulations of
achievement of competitive advantage and increasifigtional law as well as international agreementd an
performance effectiveness. In the supply chainpens conventions regulating cooperation with servicevigters

(of raw materials, materials, semi-finished prodpparts), [6]-

manufacturers, wholesalers, retailers, as wellragigiers Due to the diversity of enterprises participating i
of specialized logistics services cooperate witthezther reverse logistics, wide range of issues to be agtieere
to deliver products to recipients. are differences in the expected effects of coomerats

In terms of the development of the concept of Greghell as the need to ensure continuity and secuafty
Supply Chain and Sustainable development, the coimpa cooperation. It is important to properly prepared an
operating in the field of reverse logistics arepad$ great conduct negotiations, especially in bilateral iefahips.
importance. Reverse logistics is treated as impbeeea These negotiations are conducted in special comditiin
of value creation and value restoration [1]. It igvhich the expectations and individual attitudes to
concentrated around three main directions of agtivi cooperation depend on the links with other partners
recycling, reuse, remanufacturing [2]. Values ashieby Negotiating and updating the terms of cooperatiostich
the reverse logistics can be of tangible or intalegi conditions requires a specific approach [7].
character [3-5]. Considering the above statements, the objectivheof

Types of operations included in reverse logistiesym Paper is to present specific features of negotiatiretween
be carried out by suppliers of specialized logissiervices Cooperating parties influencing further abilitycteate and
collecting waste and secondary raw materials, unit§cover the value in reverse logistics. It is atsportant to
disassembling used and damaged products, comparidicate the significance of various types of atige for
processing secondary raw materials, as well as animp the processes of value creation, as well as vekteration.
dealing with final waste disposal. The issue ofpemation  The significance of individual types of operatiaftects
with service providers is treated as one of mogoirtant  the roles of the participants carrying out thedeviies in
problems when managing reverse logistics [1]. Atitig the negotiation processes.
carried out by specialized service providers may be
implemented separately but may also be part of
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2 Methodology It should be also emphasized, that the preparafitive
The concept of product/service value used in tiisla ~ content is also supported by authors' individugleience
refers first of all to generic core designed tdifidasic in the area of designing reverse logistics manageme
customer needs, surrounded by additional attribotes Systems, negotiating and preparing the terms of

Supp|ementary services [8] The approach refers s cooperation with service providers Specializingeimdling
understanding how the relationship between exchangged products, products with expired date of use,
parties contributes to understanding value. Theralso recyclable materials, as well as waste. Thereftne,
another way to consider value, presented in liteeatit Characteristics of negotiations carried out in reee
relates to trade-off between benefits and tangitiaetary logistics presented in the next part of the articierms of
sacrifices, as well as intangible costs, that cnstomake key dimensions of this type of negotiations is biewe the
to buy the product [9]. This aspect of the Va|u@gthors_' own suggestions as to the interpretatichese
considerations is not addressed in the article. dimensions.

As the main approach for the preparation of thislar
desk research is used. The application of suclmeepnis 3 Resultsand discussion
supported by the analysis of studies presenteiteiiafure 3.1  Reverselogistics asthe activity of value
in which generalizations and detailed experience ar recovery
presented, concerning value in reverse logistiat the According to one of the early comprehensive
impact of cooperation with logistics service prasion descriptions of reverse logistics such concepefmdd as
the processes of value creation and recovery. derdo a process of p|anning, imp|ementing’ and Contrgmm
develop the characteristics of negotiations witlénerse efficient, cost effective flow of raw materials -fmocess
logistics cooperation, a number of detailed methmgloal  jnventory, finished goods and related informatimnf the
tools were applied. First of all, the method oflgsia and  point of consumption to the point of origin for therpose
its various types were used, mainly cause-andiffegf recapturing value or proper disposal [1]. Theirma
structural and comparative analysis. In additi@search activities distinguished in the area of reverseisiics
tools such as expert method, morphological analysigclude product repair, recycling, refurbishing,grade,
scenarios, SWOT analysis, benchmarking, case stu@ysassembly of a defective or used product to recparts
documentation ~analysis, modelling, synthesis an@r reuse, as well as disposal of products wittirexidate
classification methods were used. of use and also disposal of waste [7]. The impldatin

Published studies, taken into consideration can g these activities requires taking into accouahsport,
divided into several groups. The first of these tamrs Se|ecti0n’ Storage as well as packaging_ More mw’
basic studies on the genesis and essence of révgISES  the characteristics of the tasks related to the 86goods
[1,10]. The second group consists of review paparthe in reverse logistics include [6,12]:

essence of reverse logistics activity, its conterayo . collection of goods to be returned to supplier — it

development trends, as well as structures of cadiperin concerns identification of incorrectly delivered,
reverse logistics channel [7,11-16]. The studiekited in redundant, defective goods, as well as the ideatitin

this group take also into account the assumptiodns 0 of materials, damaged parts and separation of the
activity in the field of reverse logistics, prings of number of units to be returned, this process may al
shaping the relationship between participants catioeg apply to goods from recipients,

in reverse logistics, as well as conditions of @yafion
with specialized service providers, operating iatsareas
as: transport, storage, processing of recyclablenais
and waste disposal [7,14,15,17]. Considered grolp o
studies includes also the issues of legal regulatio
regarding the handling of various types of wasté an
recyclable materials, in particular the conditiofe
handling hazardous goods [6,13,16]. The third grofip
studies are those that concern the identificatf@ctvities
that affect the recovery of values in reverse kggs
[15,18]. The last group of studies used in the gragion
of this article are those in which the issues afatiating
the terms of cooperation, conditions for the ocenee of
conflicts, preparation of contracts, assumptiondifiating
conflicts in organizations and between cooperatings
were considered. The authors’ methodological fraorkw . :
was applied [19], comprising the key dimensions of delivery of waste for disposal,

negotiation’s, including the concepts by other atghe.g. recycling of materials for further use in manufaictg
[20-24]. process.

» collection and sorting of expired used, as well as
damaged products, waste and recyclable materials, i
relates to the qualification of mentioned typegadds

for further actions (use of product componentsen r
manufacturing process, recycling, repair of proguct
recovery of parts suitable for remanufacturing by
disassembly of products that turned out to be detec
and were not sold as a result of quality contrtdrathe
end of production or due to defects disclosed & th
distribution channel,

» recovery of parts from end-of-life products for use
remanufacturing, which requires disassembling of
these products, inspection and sorting as well as
qualifying suitability for reuse,

repair of damaged product,
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The implementation of the above-mentioned actisitieand processing relate to the utility of the prodoct, as
becomes possible primarily through the provision ofvell as possession inthe area of reverse logiStranisport

transport. Similarly to forward logistics activisieelated to
transport are emphasized among the main activitias
significantly affect the effectiveness of valueatien in
reverse logistics, [10]. Taking into account fouaim
aspects of economic utility, which influence thdueaof
product for recipient (the usefulness of the foptace,
time and possession), it should be indicated, thet
aforementioned activities related to securing, aragion

A

value

- damaged product
cleaned at the point
of disassembly,

of repair, calibration

at the point
- damaged product of further processing
delivered
for complaint,
- post-production waste
selected, delivered
to recipient

transport
cleaning,
further selection
storage of waste
ransport

’ ) and recyclables
collection, selection

of waste, recyclables

- waste and recyclables

storage

is about the utility of time and place to use fhigduct. It
influences also possession of product.

Types of activities presented so far, influencepsses
of value creation and value restoration in revéogestics,
as it is reflected in Figure 1. The diversified mep of
individual types of activities on these processftects
also the different bargaining power of units spi&diay in
particular tasks in negotiation with the client.

- product repaired,
delivered to customer
- recycled materials
used in manufacturing
- accepted parts

of disassembled
products reused

in manufacturing

- repaired product - waste processed
(result of

approved complaint)
- recycled materials,
recovered, checked, product delivery.
accepted parts
for reuse

use of
storage recovered parts
recycled materials

. waste processing
repair, replacement =

of damaged parts,
assembly, calibration
of products

recycling of materials

- damaged product

at the customer,

- post-production
waste and recyclables

time, cost

Figure 1 Value creation in reverse logistics (sairown research based on: [11,15,18,25-27]

Considering the information in Figure 1 it shoule b

added, that the places where the increase in isinarked
do not reflect the differences in the size of theréase. In

It should be also emphasized, that the value aeate
reverse logistics is not just about preparing riegc
material for reuse in manufacturing process, reegadrts,

addition, presented diagram does not take into watco repairing the product and restoring its functiayaio the

returns of full value goods. In such a case, vaheation
scheme is simplified. It covers only the returnnirdhe
point of sale to the supplier, who, after receivithis
product, prepares it again for sale and passes ihd
distribution chain. The place where a recycled niter

customer. These are activities related to recovetye
associated with the product for the customer. Alatitip
such activities, there are other activities relatedthe
creation of new value, playing also important rofe
example is the production of energy in the prooésgste

a reusable part from disassembled product, accdpted disposal by a company, often for own use.

further use is waiting to be used in the manufamgur

process means entering the value chain of product

manufacturing and delivering it to the customer.
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3.2 Types of companiesinvolved in reverse products, companies processing recyclable matdritis
logistics cooperation materials and companies dealing with final wasspalal.
Taking into consideration previously mentioned g/pe
of activities in the area of reverse logisticsatienships 3.3  Thedimensions of negotiations within

between reverse logistics and the flow of goods in reverse logistics
manufacturing process, as well as the ways &31 Processof negotiation
specialization of service providers following type$ Due to their complexity and volatility, the negdida
participants can be distinguished: processes in general, and those considered here in
e product suppliers, particular, are not easily structured. They can be
« recipients (using the delivered goods in the furthedisordered, and unpredictable. Some activitiescarged
production or distribution process), out intuitively, spontaneously, and even instinelyv
« end users of products, Other ones are formalized by procedures. Quitgelar
« units disassembling worn, damaged, spoile@mount of data facilitates the implementation aésth
products, processes, especially the identification and arsmtyisthe
« units recycling materials for reuse, negotiating situation.

The scope of negotiations in reverse logistics\aay
&reatly depending on the specific characteristitshe

ods to be exchanged. Sometimes the negotiataes c
I?é)e terms of the transaction considering typicindard
elements, and in other cases they concern venyfispec

In practice, there may be enterprises combining tI4%(oducts and their parameters. In addition, in the

above-mentioned specializations, in accordance el hegotiation processes under consideration, thees ar

restrictions related to the handling of waste awyclable restrictions on the free_dom of sp.emallst actions do
materials. numerous legal regulations regarding the way ofiliag

: P ; ~individual types of goods (waste, secondary ranens,
Product suppliers, by establishing cooperation withf'en . .
further manufacturers or sellers of finished praguc expired products) - security for the duration @inisport

negotiate with their recipients the rules of hagdver to and storage, requirements of means Of. transport and
the supplier of unused products, products withrexpise- storage area, storage process, neutrallzatlonreamt_o .
by dates, end-of-life products, products beingshigject the environment, documentation. Thus, the negotiat

of a complaint, and packaging for re-use. If thepsier of processes under 99n5|derat|on may be not only @mpl
products is also authorized to collect materials fobUt also very specific.

; : ; An important issue is the selection of the right
recycling and waste for disposal, the rules fotembing . )
these goods may also be negotiated. negotiation partners. Whenever possible, they shbal

Suppliers may also negotiate with users of finisheﬂlnde."take.n with those entities W'.th _whom positive
products the rules for collecting used products drlelat.lonshlps_can be forged and mamt_amed. In tiouigli
complaints about broken products, treating itgample, service providers that have spec]al licenses todlban
as an additional element of the offer as part efsdle of a certain types of goqu, such as liquid goods thatifo be
new product. Also handing over of the generatedenarsd transpprted in special tanks, often must be S‘“e‘."‘*‘e”
materials for recycling (e.g. used packaging, pepaced collecting waste and secondary raw materials from

during repair) to the supplier may also be the exthpf I(;us.;[otr_ners,_ yt?]u atljsﬂ r;eed to CO?S'?ﬁ r tthEelr ?recﬁelsten
negotiation. Reverse logistics negotiations canialdude imitations in the ability 1o prepare for the tr waste

the rules of transfer of waste to final waste déspo secondary raw materials, out-of-date products W’.‘WS*
companies. It relates to cooperation with produceftc' As a result, some partners may have greatgaibing
manufacturers, distributors, units disassemblirgdpcts power. . . . . .
as well as companies recycling materials. There is an increasing r}eed to negotiate with piglu
Taking into consideration the process of trangfgrri partners at the same time. Undertaking multiparty

waste and recyclable materials, specialized |wstinego_tkl)zﬂ_ons f'S’ hlovyeve;; .d'ff'CL:It tduel tom:heé Ii_ed
service providers authorized to collect, segregate possibiiities of analysing their context, Sselecigiiegies,

transport waste and recyclable materials may al ranging meetings, and conducting them. Thuewverse

participate in negotiation with companies mentione gistics, we d.eal W'th both b|Iatera_1I_anq mule
earlier. negotiations, i.e., with the participation of the

Negotiations on the terms of collection of waste anaforemennoned partners, cooperating in reversistiog.

secondary raw materials with such companies can 3(_jt(_j|t|on, nelgona?ons Imuslt takg_mto SCEOLQB th
conducted by producers and distributors of productgon ilons resuting from legal provisions, butaisie

companies dealing with disassembly of used andebrok'nd'v'dual conditions of units that spemahzem:_yclmg or
waste management, etc. As a result, seeminglyetdlat

negotiations may be conducted under the influerfce o

* Uunits participating in waste disposal,

» specialized service providers authorized to colle
and transfer waste and recyclable materials to t
places of their further use.
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conditions imposed by third parties participatimgthe website. You can make better use of their positive

processing, etc. functions, especially stimulating changes that oapr
Conducting considered negotiations requires higberformance.

flexibility of operation and efficient, direct anchulti-

directional coordination of activities carried out 3.3.3 Reaching agreement

networks of numerous interactions. This dimension concerns their intended result,
beneficial to all their participants, i.e., meetthgir needs.
3.32 Managing conflicts They also have common goals, so they are interastbd

It is a competitive dimension of negotiations withi results of negotiations, which constitute importeafues
reverse logistics as their participants strivedoieve their for them (tangible and intangible). The cooperatbthe
own goals and obtain the best possible resultsy ihee parties is therefore necessary to achieve theedkeavel
divergent intentions and different views on theéssunder of effectiveness. This, in turn, requires conclgdia
consideration. The contradictions also concerrvéiees, number of contracts (implicit and explicit), spg@ify the
principles, expectations, perceptions, etc., whiokates terms of the agreement between them. It is thexetoe
the emotional context of the negotiations, sigaifity cooperative dimension of negotiations.
influencing the substantive issues. Nowadays, under the so-called revolution 4.0, the

On the one hand due to the large amount of data wipossibilities of identifying new, potential  negaing
virtually unlimited availability and a wide exchangf partners are large, provided that there is accedata on
information, the number of potential conflicts beam the their reliability, credibility, etc. The choice gfartners,
parties to the considered negotiations may be Jaxgea usually made from among many alternatives, is
result of many different interactions between tha@imere hypothetically easier, because a relatively goodgaition
are very violent and sharp disputes over fundamentaf the negotiation environment increases the pridibabf
mainly material, issues. There may also be unnapgssinteracting with relevant partners, establishingd an
data conflicts, very often occurring in practicedan maintaining positive and beneficial relationshipsdd on
sometimes difficult to recognize, but here theyndbresult mutual trust, which reduces the risk for the couanse the
from their lack (as is usually the case) but frbwitexcess effects of negotiations. To achieve this, a reéadnhalysis
and mutual lack of understanding, which also cause$the partners' credibility is required.
unnecessary disputes. As a result, the parties to In addition, in the current reality, sometimes tiadi,
negotiations are then not able to properly idenéf\d short-term or even virtual contracts are establishgich
assess the causes, effects and the course of euitiosts, on the one hand frees us from permanent obligatlmuts
as well as the negotiating situation. on the other hand increases the risk of lossestaltiee

The available data may be unreliable, erroneoupartners failing to meet contractual arrangements o
selective, incorrectly compiled, etc., or diffelgnt concluding incomplete contracts. It should be noted
interpreted by negotiators. Unnecessary data ctsftian however, that with broad, virtually unlimited acset®
cause other serious misunderstandings, mostly abal#ta, signals about disloyal or unreliable partaeeseasily
values and relationships, and even stimulate @alicts available in the negotiating environment. In gehera
of interest. Therefore, it becomes necessary tuiggoa negotiators are more inclined to establish and alatese
reliable and comprehensive explanation of the 8indy positive relationships and to use cooperative-tern
confronting the possessed information and orgagi#in negotiating techniques.
based on commonly agreed standards for its pragenta It is therefore advisable to rely on proven padper
and evaluation. This may allow for a relativelyauand especially those trusts. Therefore, the scope apeation
cheap solution of the discussed conflicts, whicHl wiwith them should be expanded.
prevent their escalation. The virtualization of contacts causes that their

On the other hand, the increasing speed of adfien, implementation is usually faster, and it is oftetessary
multiplicity and virtualization of relations, andmsetimes to consider many different issues and many diffegeals,
the anonymity of the partners to negotiations mésat  both common and contradictory.
possible conflicts are mostly short-lived, unncdilke,
they cannot fully reveal themselves, let alone Wgve 3.3.4 Mutual dependence
Moreover, due to possible anonymity of partners or There is an interaction of the dimensions of coatien
incomplete knowledge about them, it is much moréollaboration) and competition (rivalry), i.e., eth
difficult to use competitive negotiation techniguase the coexistence of contradictory and convergent gofthe
effect of surprise or asymmetry of informationesgthen participants in the considered negotiations. Iregpes the
bargaining power, threaten and promise, bluff, ,etcefforts of the parties to achieve a favourable Itesu
because the parties are "well-informed". It is maekier conditioned by the necessity to resolve the cartfitween
to explain the nature of short-term conflicts, treauses them. Neither party can achieve its goals on its,@md at
and effects. They are and must be dealt with amagoing the same time each of them can achieve their doals
basis, when and where they appear, directly thralgin  others. If the partners saw alternative and mofectve
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ways of achieving their goals, they would not neget specificity of the negotiation process itself aroe t
Thus, such a relationship expresses a close nethifp redundancy of information.
between the two previously discussed dimensions. Therefore, the information needs of negotiators as
In today’s business the parties are rarely "dooiboed decision makers are, in principle, satisfied torbguired
each other", much more often negotiating by chttiee degree, so their choices should be accurate, adetquie
by force. On the one hand, a large amount of infbion  problems, made on time, adequately detailed, etet T
available expands the group of potential partnens fsubstantially increases the quality of decisionerédver,
cooperation, but on the other hand, it makes ficdit to it significantly reduces the uncertainty of thegrformance
search for and select the right partners and amaiigsn in - and the effects of negotiations. In this case diffeculty
the context of negotiations, and competition infi#s may be the excessive amount of data, requiringr thei
and conflicts may arise. There is much more int@ac careful analysis and selection.
between the parties to the negotiation. Mutuaticia are The disadvantages of the decision-making progess i
varied, usually stronger, symmetrical or asymmalyic the considered negotiations include the need tquackly,
although sometimes short-lived or momentary, angati forcing the parties to decide, the presence ofxapss of
complex networks of connections. information and the need for careful selection,agxing
It is easier to build and maintain lasting positiveanalyses, and making choices too quick and hastya A
relationships, especially partnerships. You areentigely  result, decision-making processes can be more time-
than usual to establish and maintain positive ameficial consuming, although burdened with lower risk.
relationships with negotiators based on mutualt.tilise Taking this into account, the most significant pusi
aim is to shape and maintain them in order to ensueffects of the decision-making process in negaoiieti
effective cooperation, beneficial to all, but itnist always within reverse logistics are better and faster siens,
possible and/or necessary. Signals about disloyal more settlements in real time, data availabilityr fo
unreliable partners are easily available in theotiaing innovation and lower costs.
environment. Moreover, generally "well-informed"
negotiating parties are more likely to establishd an3.3.6 ~ Communication process
maintain positive relationships, and to use codpera This dimension concerns the mutual exchange of
oriented negotiation techniques. Cooperation andformation, "penetrating” all activities of therfias in the
competition coexist in the form of a coopetitioragtgy. negotiation process, from the initial presentatioh
On the other hand, establishing and developingositions, through: shaping relations, formulatimmd
partnerships is usually time-consuming and generalexchanging offers, persuading, asking questions and
costly, and sometimes unprofitable or risky. Anooys answering, listening, clarifying doubts, etc., tmaf
functioning in a negotiating environment may tuut ™  arrangements and drafting the contract.

be more beneficial and even safer. On the one hand, as a result of the impact of wtionl
4.0, and big data in particular, the exchange foirmation
3.35 Decison-making process in the considered negotiations is significantly iemed.

It is the most important interpretation of negatias as The parties to the negotiations have practicallymited
it expresses direct finding solutions to the nemdetl issues access to all necessary data in real time, althofagh
by the parties involved. In the preparatory phakés obvious reasons, not all information necessargdtion is
process is carried out by them independently dfi @deer, public, presented to everyone on the forum. High
i.e. each of them analyses the negotiating sitnditmn the availability of information and transparency of
point of view of their goals and interests. On thasis, they communication allow negotiators to properly detewni
determine initial solutions to negotiated probldrased on how to better achieve goals. It increases theieffay of
their own criteria for selecting solutions. Thereyh analytical and diagnostic activities. It signifitlgrenriches
iteratively make the necessary arrangements ofilgess the tools for conducting negotiations, i.e., insesthe
alternatives, determining the scope of negotiafioes a number and quality of offers and the accuracy of
set of acceptable solutions to negotiated probldrased arguments, improves the effectiveness of questions,
on the analysis of the community and divergence d#cilitates clarification of doubts and the effgetselection
interests. By adopting common selection criterid afes, of negotiation techniques. In addition, virtual oggtions
they find a solution acceptable to everyone. create greater opportunities for the negotiatirgmteto

In negotiations within reverse logistics, all tyglic communicate during the negotiations, allowing for
activities within the process of interactive demisimaking establishing a common ground.
by negotiators, i.e. identifying problems, collegtiand On the other hand, negotiators are not favoured by
analysing information, generating alternative 8ohs, kind of artificiality of communication during onkn
selecting criteria for their evaluation, making ides and meetings, a kind of "narrow field of view", and esally
the necessary implementation works, are facilitaigelto by limiting non-verbal communication. It is much rao
both the wide access to data and strong relatibrieeo difficult to interpret and analyse the meaning eh+verbal
parties, as well as difficult and complex due te thmessages of other negotiation participants andr thei
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emotional behaviour. It is easier to hide somernwenient
facts due to the lack of necessity to disclose sdata,
which may be a condition for cooperation with néagain
partners. There are fewer opportunities to caredia
protection and security, and limited awarenessotéqtial
threats in this area.

be opportunities to surprise other negotiatingigiaeants
when they are not prepared to accept certain patgos

3.38 Creating values
The interdependence of the parties and the praifess
mutual exchange in the negotiations allow the eattt the

In general, a wide exchange of information andegotiations to achieve mutual benefits by creating

efficient communication allow to better
information needs of the participants to negotigiwithin
reverse logistics. They improve the throughput wing
directional communication channels. They incredse t
usefulness of information
parameters, i.e., reliability, authenticity, propfarm,
appropriate detalil, etc.

3.37 Mutual exchange

It must take place on terms jointly agreed by teigs,
through mutual agreements and concessions. dufad
by the differences in the hierarchy of negotiatgals,
i.e., it seeks to obtain significant resources aalles,
giving back less important but important for otperties
in return. It concerns not only tangible resouressyell as
intangible ones, i.e., ideas, ideas, conceptslafisns.

meet theadditional value, which would not be possible witho

negotiation. These common values are a synergifféct
of the cooperation of the parties. Creating thenalg®
possible when one party has something to offerithabt

in terms of its detailedvorth much for itself but is of great value to athe

participants in the negotiation - and vice versa. B
exchanging these values, each side loses litttegdins a
lot. Within reverse logistics usually we face theqess of
values recovery, creating a new one. It should be
emphasized, that this is another aspect of vakgtion in
cooperation in reverse logistics, next to the presiy
presented issue of recovering value related toutieeof
parts from damaged products, use of recyclable matge
waste, etc.

Therefore, negotiations within reverse logistice ar
characterized by the ease of their parties agreeimg

On the one hand, the positive aspect the negat@tiocommon values that are to be the subject and effiect

processes under consideration is mainly expressed dooperation. Orientation not only on the immedeffects
supporting the determination of the scope and ¢mmdi  of negotiations, the strength and durability oatieinships,
of a possible exchange due to the wide range@fdntions their positive nature, mutual trust of the partiasde
and cooperation between the negotiating partiestbed exchange of information about the values themsedwnels
appropriate scope of communication between therns. Itthe possibility of achieving them make their coatien
much easier to obtain and transmit full and rediablmuch easier. At most, the prospect of quick andsunedle
information about the needs of the parties anatheay the benefits as an effect of the temporary cooperatiotihe

necessary data on mutual requirements and expetati
already in the initial phase of the negotiatiorssitey are
widely available. In other words, it is not diffitto define
and confront the preferences of the participants
negotiations, as their expectations are not urasd or
unclear.

Potential exchange offers are precise and wellghbu
out, oriented not only towards material values. réhere
favourable conditions for the creativity of the s in the
search for opportunities to exchange immeasuraigets.
It is easier for negotiators to create wider paktés of
meeting their needs mutually. They rarely showndeacy
to formulate non-equivalent exchange proposals @mly
the purpose of achieving quick and immediate bés)efi
especially tangible ones. Negotiations based cerasts
dominate, not simple haggling. There are many aptfor
selecting potential exchange partners and the@rafit is
easier to obtain and communicate complete andbtelia
information about the needs of the parties anurtib focus
on immediate needs at the expense of long-ternatsffe

On the other hand, the significant acceleration and

increase in the complexity of the considered negjoti
processes may cause them to appear too quick mptesi
exchange proposals with a higher "weight", entgilin
greater risk. Undoubtedly, greater precision isunegl
when formulating exchange offers. In addition, ¢heray

parties may induce them to try to obtain these fitsne
There may, of course, be the danger of unjustified
appropriation of resources, and as a result, feldrtners
imust be relied upon in the search for common valires
addition, cases of such unethical activities arposgd
online and widely stigmatized. Differences in the
assessment of the values represented by theiciparits,
i.e., different priorities, create the potentiat feaching
agreement through the exchange of values that are
beneficial to them. On an ad hoc basis, these sahay be
of little importance to the parties to the negatias but
bring them benefits deferred in time. Moreover epdil
conflicts of values can and should be resolved by
explaining their causes and by convincing eachratheut
the positive impact of different values on the riegimn
processes.

4 Conclusions

To sum up, the following features of negotiations
within reverse logistics can be indicated:
substantial acceleration of the conduct of these
processes, especially pre-negotiation analysis
(specifying, for example, bargaining power of psti
resulting from the importance of each party in the
process of creating or restoring value in reverse
logistic, obtaining recommendations),
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+ significant increase of the scope of such analysés On the other hand, the following disadvantagesef t
wider negotiating environment (e.g. taking intosuggested concept may be pointed out:
account the influence of other entities cooperating <« its use can sometimes be too laborious,

with negotiating parties), » it may leave aside the scope of considerations of

» searching for trusted negotiation partners, shaping secondary but important conflict goals for
and maintaining positive relationships with them, individual parties to the negotiations,

e adopting a broader perspective when looking for ¢ sometimes it leads to the conclusion of the so-
possible alternative solutions (e.g. considerirtgeot called sick compromises that do not satisfy any of
potential service providers of the same type, augid the participants,
excessive dependence on the entity with which®nei « companies having strong bargaining power may
negotiating), dominate over other co-operators.

» increased flexibility of performance, especiallyemh
searching for options for solutions, The suggested concept of the description of

» seeking for new strategies and negotiation teclesiqunegotiations within reverse logistics cooperaticespnted
aimed at finding a balance between cooperation aitil the paper is a preliminary approach to the issweder
competition, consideration, since they are relatively new, natyf

« enriching the tools of multiparty negotiation, morg'ecognized in theory and research, as well asanamic
and more dominant in contemporary socio-economfgractice. Therefore, the authors will strive toiemrand

life, broaden his concept, mainly by searching for moeeipe
« full acceptance of the multicultural nature of thecharacteristics of the considered features of the
negotiating environment and its creative use, negotiations under consideration. It is also pdghito

- particular attention is related to compliance witffonduct comparative empirical research in orderetafy
limitations resulting from law on environmentalthe usefulness of this concept.
protection, treatment of special types of goods, N addition, it is planned to expand the context of
dangerous goods waste and recyclable materials @siderations, i.e. to create a broader concepthef
well as with requirements of permits for transport?ond't'onls of negotiations W|th|_n reverse |OgIStICS
storage, securing, etc. resulting from thesBoOperation in the current economic reality by psipg
regulations, the principles of their conduct, and thus creatirgpecific

«  paying much more attention to information security,”ormative model of such negotiations. The second,

«  using modern systems of supporting negotiations vRfomising direction of research will be consideritig
the Internet. more general issue of managing relationships with

partners, and not only the negotiations with them.

These are not all the suggestions that are useful |

negotiating with service providers in the area eferse Ar(]:knowl_edger:nentt) . d by the Mini .
logistics. Those presented are treated as mostiamo | "€ Project has been financed by the Ministry oéise

The main advantages of the suggested concept d II|-|ighe”r Education within “Regional Initi_ative Of_
negotiations are as follows: Excellence” Program for 2019-2022. Project no.:

e it is conducive to effective cooperation betweer921/R|D/2018/19'

companies,
* moreover supports the management of relatiorBeferenCeS _
among them, [1] ROGERS, D.S., TIBBEN-LEMBKE, R.S.:Going

« what is more, it influences the effective shaping a Backwards: Reverse Logistics Trends and Practises

maintenance of partnership relations between them,_ R€Verse Logistics Executive Council 1999.
+ stimulates the search for effective solutions t([)z] JAgYAF‘;AMA'\#hV" LhUNO ' Y‘\'/ (ljreaélng t.ComlzeFteltlve
oroblems arising in cooperation, vantages Through New Value Creation: A Reverse

. " . . . Logistics Perspective,Academy of Management
fadliates the fesolution of potential and reatifiols  pecpectives Vol. 21, No. 2, pp. 56-73, 2007.
P ' http://dx.doi.org/10.5465/AMP.2007.25356512

* helps to reach compromises and consensuses W%TJAYARAMAN v GUIDE  JR V. D.R

resolving these confiicts, . . . SRIVASTAVA, R.: A closed-loop logistics model for
*  supports the search for creative solutions to iV®ro omanyfacturing,Journal of Operational Research

cooperation, _ . Society Vol. 50, No. 5, pp. 497-508, 1999.
+ leads to the conclusion of effective contracts leetw https://doi.org/10.2307/3009998
partners, [4] JAYARAMAN, V., PATTERSON, R.A., ROLLAND,

* inthe end, it increases the efficiengy,of coopegat £ : The design of reverse distribution networks:delo
parties, as well as entire supply chain’s perforrean and solution proceduresEuropean Journal of
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