
L4M5復習資料 & L4M5テスト内容

さらに、It-Passports L4M5ダンプの一部が現在無料で提供されています：https://drive.google.com/open?
id=1YDPDhqZMzoB5-5l0eT9J05lBRnNgOAA5

他の人の成功を見上げるよりも、自分の成功への努力をしたほうがよいです。It-PassportsのCIPSのL4M5試験ト
レーニング資料はあなたの成功への第一歩です。この資料を持っていたら、難しいCIPSのL4M5認定試験に合格
することができるようになります。あなたは新しい旅を始めることができ、人生の輝かしい実績を実現するこ
とができます。

CIPS L4M5認定試験の準備をするために、候補者は、試験に含まれるすべてのトピックをカバーするCIPSト
レーニングコースを受講することをお勧めします。候補者は、教科書、オンラインリソース、練習試験などの
CIPS学習資料を使用して、準備を支援することもできます。試験に合格すると、候補者の商業交渉における知
識とスキルが示され、調達とサプライチェーン管理のキャリアの進歩の機会につながる可能性があります。

>> L4M5復習資料  <<

CIPS L4M5 Exam | L4M5復習資料 - 素晴らしいL4M5: Commercial
Negotiation
L4M5テスト教材は、主に3つの学習モード（Pdf、オンライン、ソフトウェア）をそれぞれ使用します。その中
でも、ソフトウェアモデルはコンピューターユーザー向けに設計されており、ユーザーがWindowsインターフェ
イスを使用して学習のL4M5テスト準備を開くことができます。ユーザーが読むのに便利です。 L4M5テスト教
材には、オンライン学習プラットフォームとは異なる最大の利点があります。L4M5クイズトレントは、クライ
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アントにログインして同時に詳細を学習することができ、人々はL4M5あらゆる種類の電子機器のテスト準備。

CIPS L4M5（商業交渉）試験に備えるには、調達プロセスと商業交渉に関わるさまざまな段階について理解が
あることが重要です。また、交渉は効果的なコミュニケーションと関係構築に関するものであるため、強力な
コミュニケーションスキルを持つことも不可欠です。候補者は、CIPSが提供する学習教材やリソース、学習テ
キスト、改訂ガイド、練習問題などにアクセスできます。CIPS L4M5（商業交渉）試験に合格することで、調
達プロフェッショナルは商業交渉における専門知識を証明し、キャリアの見通しを向上させることができま
す。

CIPS Commercial Negotiation 認定 L4M5 試験問題 (Q324-Q329):
質問  # 324 
The buyer's bargaining power tends to be relatively higher than supplier's bargaining power in which of the following circumstances?

A. The buyer is large in size relative to its suppliers
B. The buyer's spend takes up a small proportion of supplier revenue
C. The buyer demand is so urgent that it can't be postponed
D. The buyer does not have the option to move to an alternative supplier

正解：A

解説：
Buyer power gives customers/consumers (buyers) the ability to squeeze industry margins by pressuring firms (the suppliers) to
reduce prices or increase the quality of services or products offered.
There are four major factors to consider when determining the bargaining power of buyers:
1. Number of buyers relative to suppliers: If the number of buyers is small relative to that of suppliers, the buyer's power will be
stronger.
2. Dependence of a buyer's purchase on a particular supplier: If a buyer is able to get similar products
/services from other suppliers, buyers depend less on a particular supplier. Therefore, the power of the buyer would be greater.
3. Switching costs: If there are not many alternative suppliers available, the cost of switching is high.
Therefore, buyer power would be low.
4. Backward Integration: If the buyer is able to integrate or merge suppliers, the buyer has greater bargaining power over the existing
suppliers.
When is Bargaining Power of Buyers High/Strong?
There are fewer buyers relative to that of suppliers
The switching costs of the buyer are low
If the buyer is able to backward integrate
The buyer purchases product in bulk (high volume)
The buyer is able to get similar product/services from other suppliers
The buyer purchases the majority of the seller's products
Several substitutes are available on the market
Product is not differentiated

質問  # 325 
Commercial negotiation ends at the award of a contract. Is 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

正解：D

解説：
Explanation
Negotiation doesn't end after the contract is awarded. The needs for negotiation can arise in anypost-award stages. For example, 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.
LO 1, AC 1.1

質問  # 326 
Which of the following are most likely to be fundamentals of Fisher & Ury's principled negotiation?
1. Depersonalise the argument
2. Focuson positions
3. Generate creative options
4. Using subjective criteria

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

正解：D

解説：
Explanation
Principled negotiation is based on four fundamentals: people, interest, options andcriteria:

Diagram Description automatically generated
1st Principle: separate the people from the problem: Negotiator should depersonalise the situation and accepting that the subject
matter of the negotiation. This can be difficult for untrained negotiators, but this is a key skill to develop
2ndprinciple: focus on interests, not positions: It is important in principled negotiations not to focus on their parties' positions (what
are expressed during negotiations), but on the interests (underlying needs) behind them
3rd principle: invent options for mutual gains: this principle aims to help the parties find a solution that both would benefit from. The
more options - or tradeables - that can be brought to the table the better.
4th principle: insist on using objective criteria: is about making sure that the negotiation stays focused on outcomes based on
objective criteria and that it is productive.
LO 1, AC 1.2

質問  # 327 
Which of the following are types of questions that are useful in opening and testing phases of a negotiation?
Select the TWO that apply.

A. Probing
B. Narrow
C. Closed
D. Leading
E. Open

正解：A、E

解説：
In the opening phase, parties should confirm understanding and get the issues on the table.
The testing phase is an information gathering stage where the hypothesis and assumption you have made in the planning stage can be



tested or confirmed or disproved.
Opening questions (those that start with 'what', 'how', 'why') are used at the opening and testing stages to uncover needs and
underlying motives, and to allow the buyer to get a feel of what is in store in the negotiation.
Probing questions are also useful to check that the supplier fully understand their offering, as well as your needs, and can also be
used to communicate to the supplier that you know this category well. These questions are typically useful at the opening andtesting
stages.

質問  # 328 
A supplier can produce a product for $160. The supplier sells the product to their client for $240, making a profit before tax of $80
on the transaction. What is the mark-up profit percentage earned by the supplier on this transaction?

A. 50%
B. 159%
C. 67%
D. 33%

正解：A

質問  # 329
......
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P.S. It-PassportsがGoogle Driveで共有している無料かつ新しいL4M5ダンプ：https://drive.google.com/open?
id=1YDPDhqZMzoB5-5l0eT9J05lBRnNgOAA5
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