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CIPS Commercial Negotiation 52 & L4M5 A 5% [ (Q376-Q381):

M #376
Procurement team is required to improve leverage with their suppliers through spend consolidation. To check whether there is any

opportunity to consolidate spend, which of the following should be priority of procurement team?

e A Price analysis

¢ B. Spend analysis

e C. Total cost analysis
e D. Value engineering

Ef#: B
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fEERA -
In order to identify opportunities where you can increase your leverage with supplier, you need to understand your spend.
Undertaking spend analysis of your accounts payable (AP) data is an essential first step here.

HA #377
When developing a negotiation approach, according to recognised theory (for example Mendelow), how should stakeholders with
high interest but low power be managed?

A. Keep informed
B. Key player

C. Keep satisfied
D. Minimal effort

Ef#: A

A :

According toMendelow's Matrix, stakeholders withhigh interest but low powershould be keptinformed. Their interest means they
care about the negotiation's outcome, but their low power means they can't significantly influence it. Keeping them informed avoids
alienation and ensures smoother implementation of negotiated agreements.

"Stakeholders with high nterest but low power should be managed by keeping them informed. They may become powerful
advocates or opponents in the future, so engaging them is a strategic approach." (L4AMS Commercial Negotiation, 2nd edition,
Section 1.5 - Stakeholder Management in Commercial Negotiations)

E #378
Which of the following types of relationship would possibly lead to a distributive negotiation?

A. Alliance

B. Partnership
C. Outsourcing
D. Transactional

IEf#: D

E #379

The activity of listening in a negotiation includes which of the following processes?
Hearing

Interpreting

Rapport

Influencing

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

Ef: C

AR :

Listening involves both hearing (1) and nterpreting (2) the information shared by the other party. Effective listening is an active
process that goes beyond simply hearing words; it involves interpreting meaning, understanding the speaker's intent, and responding
accordingly. CIPS enphasizes these steps as part of effective communication in negotiations.

E M #380
In a commercial negotiation, a procurement professional negotiates on his company's behalf. The power of buying organisation is the

only factor that influences the behaviours of the other party. Is this assumption true?



A. No, because personal power of negotiators also attributes to the outcomes

B. Yes, because the outcomes of negotiation are attributable to the buying organisation

C. Yes, because buyer's brand, reputation and purchasing spend largely determine the outcomes
D. No, because power of supplier is the only factor that influences the other party

EfE: A

AR

The assumption is false, because when a procurement professional negotiates on behalf of his employer, he brings the power of his
organisation (its brand, reputation and purchasing spend) as well his own personal power (that which is embedded within him) to the
negotiation.

From a negotiation perspective, both organisational and personal power have the ability to influence the behaviours of other or the
cause of event. This power is clearly core to negotiation, and of enormous important in seeking to achieve the objectives.
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