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& Accommadation () Is aceapting the other slee’™ case without reguiring it 1
make concessions. Coprcion |B) is insisting that the othor side maets your
demands, with an elemant of threat if they 4o 1ot Proviom-saldng (D) i
warking together te remeve the divargence in gaals of internests {seaking a
win-win salution), so that there is ne need to negotiate.

C fasouree eonflict arives whare groups compete for resources such as
space and aquipment. Dption A arses whien separate instiwutions, such as
trade unlons and management, are in conflict. Option B arises betwoen
opperational functions suth as production of sales and suppor functions Luch
25 HR or finance. Optlon D arises whirg intetest groups exerce whatever
power thoy can amass to influsnce the goals, criterla o processes used n
organisational decidon-making to advance thelr own interest (Miles)

C According 1o Mendelow's stakeholder mapping matrix, when a stakeholder
currently has ftthe interest n the matter in hand but wields a great deal of
sower, the key is to keep them satisfied so they da nar develos a preater

| Interest and therefore become a key player,

D A& win-win outeomi is likely to b achieved by means of an Integrative,
collaborative negotiation where 'the ple’ of benefits in enlargad by the jaint
elors of both parties. Options &, B and C arg all ways of describing the
negatiating stybe that tends to resultin a wini-loge gutcome whete ané pary
gets more of ‘the ple’ which is not thereby enlarged.

A An aceommodating negotiator s co-operathe about satislying athers’
conoerns but unassertive ALt thidr swn concemnd: thivy concede the Bive
without  fight, to preserie harmaery. This Is elfectively o lode-#in outcome,
In 8, an avolding regotiator i both unco-operativi and unassertive. In G,

a compromising negotiator treads the micds ground in selation to beth

| eo-pporationfassertiveness and the other party’s/thelr gwn congerns, bn

| 0, 3 colflabarating nepotiatar is both asserthve and co-operathe, seeking 3

walualie win-win deal,

=

B Integrative, collanosative negobiathon &5 tha most corstrective and
sustainable approach if the key oljective i3 to maintan onpoing pesiive
werking relarions betwedn the parties after the negetiation. 1n A, I one party
nas high bargalning power then [t Fs usually that party’s duty to stakeholdirs
Lo ensure that this acvantage Is nat thrown away. In C, If the item |s everyday
and can easity be procurad from a range of suppliers then the redatianship
i ot Impertant and a distributive style (s appropriate. In Oy if an eutcome
such as health and safety (o manufacturing i not up for negotiation then 3
distributive approach to at least that aspect is appropriate.
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i =8 #189
In addition to organisational power, personal power of each negotiator can influence the outcomes of a negotiation. A good
negotiator can leverage different sources of power. Is this statement true?

A. Yes, because all sources of power have similar effectiveness in every situation
B. No, because each person has only one superior source of personal power

C. No, because only organisational power can be leveraged during a negotiation
D. Yes, because the good negotiator recognises his own power in a negotiation

ZX: D

i RELES B -

Both organisational and personal power have the ability to influence the outcomes of negotiation. Good negotiators recognises the
different sources of relative personal power they possess in a negotiation. There is no one superior source of personal power; they
will vary in their effectiveness based on the situation. The more personal sources available the better, even if some not used, these
can be used as a fallback.

LO1,AC 13

i RE #190
Which of the following is important during the proposing stage of a negotiation?

A. Forcing the other party to accept your proposal
B. Narrowing the range of options

C. Attempting to close down any discussions

D. Not making concessions to the other party

E%: B

SR

During the proposing stage, parties move toward agreement by narrowing down a wide range of potential options. This helps focus
the negotiation and aligns both parties toward practical, mutual outcomes. It's an essential step to keep the process structured and
productive.

Reference: LAMS Commercial Negotiation 2nd edition (CORE), Section 3.2 - Stages of the Negotiation Process

R RE #191
The trust is built based on the other party's professional qualifications or proven or certified technical capability or experience is
known as...?

A. Contractual trust
B. Irrevocable Trust
C. Competence trust
D. Goodwill trust

ZR: C
fRRERR A :

Trust is the expectation that the other party will behave in a predictable and mutually acceptable way. In inter- firm relationships, the
presence and absence of trust can affect the level of cost in a relationship. The existence of trust is taught to lower the transaction
cost in a relationship. Dr. Mari Sako identified taxonomy of 3 types of trust in commercial relationship, which is very useful from the
perspective of procurement.

Contractual trust: Trust based on the contract with TOP. This is potentially the weakest source of trust if there is nothing else to base



the trust on, but it is the quickest to establish.

Competence trust: Trust based on TOP's professional qualifications or proven or certified technical capability or experience.
Goodwill trust: Trust based on knowing TOP has your interest at heart and will not behave opportunistically.

This is potentially the strongest type of trust, but it takes the longest time to build.

R RE #192

Which of the following is a source of information on microeconomic factors?

A. Data published by the financial markets and commodity markets and exchanges
B. The marketing and corporate commumnications of suppliers

C. Published economic indices such as the Retail Price Index (RPI)

D. Analysis published in the mainstream and financial media

ER: A

i RE B -

Microeconomic data specific to industries, suppliers, or products can often be found in commodity markets, trade exchanges, and
financial databases. These provide detailed insights on supply, demand, pricing, and trends.

Reference: LAMS Commercial Negotiation 2nd edition (CORE), Section 2.2 - Information Sources for Market and Economic
Analysis

PR #193
Commercial negotiation ends at the award of a contract. s this statement true?

A. Yes, because there are no rooms for negotiation after the contract is awarded
B. Yes, because the supplier will comply with legally binding obligations

C. No, because real commercial negotiation begins after the contract is awarded
D. No, because improvements can be achieved through post-award negotiation

EX: D

fE AR A«

Explanation

Negotiation doesn't end after the contract is awarded. The needs for negotiation can arise in anypost-award stages. For exanple, at
supplier development and relationship management stage, improvement in supplier capability, capacity, and product/service range
can be negotiated. Negotiations with long-term strategic critical suppliers should be carriedout in a partnering style, with a win-win
starting point assumed.

In some sectors such as transport, utilities and infrastructure, tenderers may 'bid low' or even make a loss to win major contracts
with a view to negotiating lucrative changes, variationsand 'add-ons' over the life of the contract when the supplier is bedded in and
the buyer is in the weaker position to push back or challenge. Even in less complex contract, it is very likely that there will be a need
to negotiate with that supplier again after the awarding of the contract.

LO1,AC 1.1
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