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CIPS Commercial Negotiation 38 & L4MS5 A5 5 & (Q199-Q204):

HA #199
According to Dr. Mari Sako, which of the following is potentially the weakest trust to be built?

A. Contractual trust
B. Charitable trust
C. Competence trust
D. Goodwill trust

Ef#: A

TR

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, whichis 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.

Otherwise, trust also has legal meaning. A trust is a legal document that can be created during a person's lifetime and survive the
person's death. A trust can also be created by a will and formed afterdeath. Charitable trusts are trusts which benefit a particular
charity or the public in general.

E M #200
‘When planning an international negotiation, which divergent positions may create potential conflict? Select TWO.

A. How the negotiation is closed out
B. Timing and location

C. Teamsize

D. Team make-up

E. Cultural differences

IEf#: B. E

fiR .-

International negotiations often face conflicts due to cultural differences (language, communication style, decision-making norms) and
timing/location (time zones, travel, scheduling). These factors can cause misunderstandings or perceived power imbalances. Team
size and make-up matter but are manageable internally, while closure processes can be aligned. Recognising cultural and logistical
divergences allows buyers to prepare strategies that reduce conflict and promote smoother negotiations.

Reference: CIPS [4MS5 (2nd ed.), LO 1.2 - Application of negotiation in international contexts.

R #201
Ifa negotiation results in an offer which does not meet the buyer's minimum requirements, which of the following could the buyer
pursue?

A. ZOPA

B. STEEPLE
C. BATNA
D. PESTLE

Ef: C

A -

Best alternative to a negotiated agreement (BATNA) is the plan B or back-up plan in the event of a 'walk away'. In case of no deal,
buyer (or supplier) may switch to this option.

The zone of potential agreement (ZOPA) is considered an area where two or more negotiating parties may find common ground. It



is this area where parties will often compromise and strike a deal. In order for negotiating parties to find a settlement or reach an
agreement, they must work towards a common goal and seek an area that incorporates at least some of each party's ideas.
STEEPLE offers an overview of various external fields. It is an acronym for Social, Technological, Economic, Environmental,
Political, Legal and Ethical.

PESTLE is a mnemonic which in its expanded form denotes P for Political, E for Economic, S for Social, T for Technological, L for
Legal and E for Environmental. It gives a bird's eye view of the whole environment from many different angles that one wants to
check and keep a track of while contemplating on a certain idea

/plan.

LO1,AC1.2

A #202
A breakeven analysis uses which of the following aspects as part of the analysis?

A. Variable cost

B. Fixed cost

C. Buying cost minus variable cost per unit
D. Selling price minus variable cost per unit

iEﬁ: B\ D

M #203
According to Fiona Dent and Mike Brent, which of the following are characteristics of Push approach? Select TWO that apply.

A. Inspirational

B. Seeking commitment
C. Persuasion

D. Collaborative

E. Directive

IEf#: C. E

L2

According to the book 'Influencing; Skills and techniques for business success' by Fiona Dent and Mike Brent, there are two major
influencing styles. Push tends to be directive. It tells, and is clear and resolute, but needs to be employed in situations where firmness
is required because of difficulties that exist or weakness is evident. Pull is more participatory and collaborative. It seeks to
incorporate everyone's perspective. It can appear wishy-washy if not skilfully employed. Thatapproach should be followed which is
most likely to secure commitment and not mere compliance.

The two divisions can be further divided into four style categories: directive; persuasive reasoning; collaborative - team oriented,
people oriented to inspire them with a vision. The directive style relies on your expertise and reputation being respected by others,
and where there really does seem to be one answer. It is

""" driven whereas persuasive reasoning is more "we" and issue driven. Directive styles can make the user appear as "a bull in a china
shop"; persuasive reasoning can be portrayed as tough guy.

Collaborative influencing takes the "we" element further and seeks to mobilise everyone's ideas in a journey of discovery. It may
have the flavour of "I'm your best friend", which may not go down too well. Visioning style is concerned to stir people's emotions in
support of achieving an objective. This last one has been used by demagogues to stir people's hearts and minds for evil purposes as
well as good.

A useful table offers the benefits, problens, words and body language associated with each style along with advice on when to use
and when to avoid each. Cases and exercises illustrate these styles.

Empathy comes in for extended treatment with the definition of "standing in the other's shoes". This does not necessarily happen just
mtuitively, and therefore before a specific influencing effort there should be an intense effort to think about the other person or
persons and to sense what it might feel like to be them - their hopes, fears, concerns, what turns them on, what turns them off, where
are they coming from

Reference:

Influencing by Fiona Elsa Dent and Mike Brent, 2006 (bd-cons.com)

CIPS study guide page 163-165
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