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CIPS Commercial Negotiation 58 X L4M5 &4 5 [ /E (Q229-Q234):

B #229
Which of the following would cause a demand curve for a good to be price inelastic?

e A The consultancy service
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¢ B. There are a great number of substitutes for the good
e (. The necessary goods

¢ D. The luxury goods
EfE: C

fiE it

Essential goods and services such as electricity, fuel, basic food stuffs, commuter transport and habitual products such as tobacco,
alcohol and sugar-based drinks are often sited as facing a relatively inelastic demand curve. This means when the price goes up, the
quantity demanded does not decrease very much and so they are often the target of government taxation.

LO2,AC2.2

H #230

Active listening in negotiation includes which of the following activities?
1. Hearing

2. Interpreting

3. Rapport

4. Influence

A. 3 and 4 only
B. 1 and 3 only
C.1and2 only
D. 2 and 3 only

Ef#: C

fER:

Listening is a hugely important skill in the world of work. It's a key part of effective commumication [...].

Regarding active listening, there is a model called "The SIER Hierarchy of Active Listening. It details four key stages required for
effective listening, As with all models associated with active listening, its purpose is to help the listener be a better, more effective
listener who really hears what is being said, connects with the individual with whom they are communicating and builds effective
relationships.

The model is a hierarchical model meaning that each stage builds on the stage before it. While the model is sometimes used for
training in the sales arena, it is helpful in all walks of life. The stages of the model are:

Sensing (including hearing and watching body language), Interpreting, Evaluating and Responding,
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R #231
It may be more difficult to buy on a credit from supplier who locates in a country with a hyperinflation? Is this assumption true?



e A Yes, because the supplier's currency will lose its value overtime

¢ B. No, because supplier's bank will take risks from currency fluctuation

e C. No, because the higher the inflation rate, the stronger the supplier's currency

¢ D. Yes, because buyer has more advantage if they make payment in their own currency

EM: A
s

Ifthe inflation rate is running high, then obtaining credit as a buyer is normally more difficult or expensive as money in the future will
be worth less than money today.

H #232
Which of'the following is the first step in the development of negotiation strategies?

¢ A Determining your BATNA

¢ B. Developing scenarios around possible options
e C. Recognising TOP's needs and wants

¢ D. Defining overarching objectives

Ef#: D
-

Developing specific negotiation strategies in areas where risk or spend is high involves analysing a wide range of objectives and
variables within the context of the organisation's business requirements. The first stage in any negotiation preparation is to define your
overall objectives which may be related to a single variable such as price in the case of a standardised requirement, or many
variables in the case of capital equipment. Your negotiating strategies and tactics will all be focused on achieving overall objectives.

B #233

Sally is negotiating with an oversea supplier on the price and payment period. Her company and the supplying organisation are equal
n bargaining power. The supplier says that they are investing in new facilities and machinery so the payment period should not be
longer than 30 days. Sally knows that her company often pays the suppliers after 45 days from the delivery, but at the moment the
company has positive cash flow and it is able to pay immediately. Which of the following should be Sally's concession plan?

A. Shorten payment period but ask for a discount

B. Agree with supplier's payment period without anyfurther demand
C. Contend on the normal payment period

D. Demand for a discount without any other concessions

EfE: A

R

Explanation

In the scenario, the length of payment period is particularly important to the supplier as they are investing new facilities. Otherwise,
the buyer's company has apositive cash flow position and budget is available for a shorter payment terms. So this tradeable
(payment period) is important to supplier but it is not a significant problem with the buyer. This tradeable will fall within 'Easy
concession to trade' quadrant in the following matrix:
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Importance to YOU,,cirement & Sunply
Ifthe tradeable fall within this quadrant, Sally should shorten the payment period in supplier's favour and try to win as many
concessions as possible in return. Asking for a discount may be a reasonable trade-off.
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