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CIPS Commercial Negotiation 38 X L4M5 s Bk 52 (Q310-Q315):

ZR #310
Which of'the following is the true statement?

A. Commercial negotiation objectives should be driven by just the instincts of procurement

B. External stakeholders such as suppliers can largely influence an organisation's procurement negotiations
C. Internal stakeholder support will be important for both negotiation and contract performance

D. All connected stakeholders have a low level of impact on procurement negotiations

IEf: C

AR :

Internal stakeholder support will be important not just at the nitial negotiation of the contract, but potentially throughout the life of the
contract right through to exit.

As a general rule, connected stakeholders (with the exception of suppliers) have a low level of influence on procurement
negotiations.

Suppliers are connected stakeholders who have contractual relationships with the organisation.

Commercial negotiation objective should be driven by the business needs of the organisation, and not just the instinct of
procurement.

R #311

Jayden works as a procurement manager for a large IT organisation. They are currently in their third round of negotiations with an
increasingly frustrated software solutions provider. Ben is representing the supplier.

Jayden has made eye contact in the latest meeting to confirm his understanding of each of Ben's points. What comnmunication
technique is Jayden demonstrating?

A. Emotional intelligence
B. Bargaining

C. Asserting authority
D. Effective listening

F
®

: D

HH #312
A procurement professional is preparing for a negotiation with supplier. She is setting targets for price which her company is seeking
to achieve. Which of the following acronyns can help her identify limits before engaging in the negotiation?

e A PPCA
e B. TIMWOOD
e C.MIL

e D.RAQSCI

EfE: C
A -

MIL criteria indicate 3 limits that negotiator should establish:

M - Must achieve: minimum target/maximum you can concede on this point; the mandatory requirement or fall back position I -
Intend to achieve: realistic target you are aimmng for on this pomnt L - Like to achieve: stretch target to achieve on this point.
PPCA is purchase cost analysis

TIMWOOD indicates 7 types of waste in Lean principles

The RAQSCI model is a mnemonic summary of a business model used to define and structure business requirements
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HH #313
Representatives from South Afican Department of Health is negotiating the price of hospital drugs with US pharmaceutical
companies. Which of'the following are most likely to be macro factors that influence the outcomes of the negotiation? Select TWO

that apply.

A. Digitalisation of medicine

B. Regulations on health and safetySwitching costs of buyer
C. Order quantity

D. Forward integration

_EE%: A\ B

TR

All one-to-one commercial negotiations between a specific purchaser and a specific supplier take place within an industrial market
and a larger business environment characterised by multiple forces which both parties typically have little control over. STEEPLE
framework highlights the 6 main external influences on a business:

Particularly, pharmaceutical industry is a heavily regulated sector, therefore, legal and regulatory matters in the industry is highly
important. Otherwise, technological trends also permeate into pharmaceutical companies, technologies like digitalisation may
transform the balance of power in such negotiation.

LO1,AC 13

A #314
Which of the following is most likely a consequence of falling interest rate?

A. Increase savings

B. Decrease nvestiment

C. Decreaseconsumption

D. Increase aggregate demand

IEf#: D

L2
Ifinterest rate are too low and credit is too, cheap rates can fund a spending boom with consumers and businesses buying
(investment) more than they can afford to pay back.
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