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This is mock exam A for CIPS L4MS5 Commercial Negotiation 2 hour maximum

1. Is it possible 1o achieve a successiul outcome 1o negotiation without preparation?
A, Mo, as it is mprolessional and not advisable

B, ves, althaugh it is anprofessional and not advissble

i, ves, you can always achleve a successiul outcome this way

D, no, you can pever achbeve a successful cutcome this way

2. Should negotistions always be entered nto.?

A, no, the potential bersefit hoped for must jostify the imvestment requined
B, no, the price and terms offered must always be accepoed

©, ves, all offers must be pegatiafed

D, yes, it must alwayvs be done face to face

3. Commercial negodation can take place during the bidiender evaluation stage of the procusement cycle, is
this appropriaste?

A, na, the supplier will always quote his best price and this must be respected

B ves, pildic secior procunement regulalions say voo must always negoliale ab this stage

Coyes, U the supplier has anticipated there will be negotistion, thene may be some wiggle room on the price
D, no, negotiation must never be entered (nbe at this stage

4. Which of the following Is a source of divergent position reganding the coatent of pegotiatbon?
A, volume and commitment page 17

B, ogenida and governance

7, cultaral differences

D, timescale and location

5. I duting negotiathons you concede to the other party with litle debate, you dde said to be
A, compromising

B, avolding

. collaboraiing

[, accommodsing page 21

. A win-lose or competing approach to negodiation can also be called
A, a distributive ,lpprn,:fh

B, an integrative approach

€, a collshorative approsch

D, an Integral approach

7. The fird peinciple of negotiation Is separating the people from the problem or bswe, this means

A, making sure you don't appear weak 1o other members of your negodi LA

B, accepting thad the subject mantes of the pegotistion and not the people iivalved in the negotlaion should be
the focus

I, keeping rebevant stakeholders away from the negotiation process

D, remaining 2 metres away from other negotiators during a pandemic

o, ihe fowr fundamental principhis 1O negolbsons ine
A, people, interests, opinkoms, criterla

B, people, value, oplions, oriteria

C, people, value, opinions, criteria
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CIPS Commercial Negotiation Sample Questions (Q159-Q164):

NEW QUESTION # 159
What is a benefit to the buyer of having a BATNA (best alternative to a negotiated agreement) in a negotiation?

A. To aid detailed pre-meeting data gathering and analysis

B. To facilitate information sharing between both parties

C. To be able to confidently walk away from an unfavorable deal
D. To reduce financial and logistical risk for both parties

Answer: C

Explanation:

A BATNA provides the buyer with the confidence to walk away if terms are not favorable, ensuring they don' t settle for a
suboptimal agreement. Knowing the best alternative enables buyers to negotiate from a position of strength, as per CIPS's guidance
on negotiation strategies.

NEW QUESTION # 160
The only procurement risk inherent in a distributive negotiation approach is the potential loss in the outcome.
Is this statement TRUE?

A. No, both negotiating parties are always committed to ensuring that gains are distributed equally between them
B. Yes, and that is why procurement must seek to engage with suppliers that have less bargaining power

C. Yes, because in any commercial negotiation there is always a winner and a loser

D. No, there is a chance of reaching an impasse among other outcomes to such negotiations

Answer: D

Explanation:

Distributive negotiation carries several risks beyond justlosing out on value. These includedamaging supplier relationships,eroding
trust, andreaching an impasse, where neither party can agree. This could result in delayed projects, increased costs, or supplier
withdrawal.

"Distributive negotiation can lead to a breakdown in communication, impasses, and long-term relationship damage. The win-lose
mindset can prevent collaborative problem-solving," (LAMS Commercial Negotiation, 2nd edition, Section 3.5 - Risks of
Distributive Approaches)

NEW QUESTION # 161

Ben Dunne is a procurement manager and is responsible for a contract that supplies translation services to his organisation. Ben has
the authorisation to extend the contract for a further two years, but has aimed for a further 2% discount. Ben is aware that the
supplier's previous performance has been inconsistent, but during the negotiation Ben asks the supplier to present their performance
to date on this contract. Which stage of the negotiation cycle is this?

A. Preparation
B. Agreement
C. Testing

D. Bargaining
Answer: C

Explanation:

The testing stage of the negotiation cycle is where each party explores and validates information provided by the other side. By
asking the supplier to present their performance to date, Ben is testing clains, checking credibility, and assessing whether the
supplier's performance supports or undermines their position in the negotiation. This is distinct from preparation (which happens
before the meeting), bargaining (where concessions and tradeables are exchanged), and agreement (where final terms are
confirmed). CIPS highlights that testing allows negotiators to challenge assumptions, clarify evidence, and strengthen their position
before moving into bargaining or closure.

Reference: CIPS LAMS Commercial Negotiation (CORE), 2nd edition - LO 2.2: Stages of the negotiation cycle, including testing
and validation.



NEW QUESTION # 162
‘Which of'the following are most likely to be sources of conflict that can emerge fiom the content of commercial negotiations? Select
TWO that apply.

A. Requisition

B. Cultural differences

C. Framework arrangement
D. Payment terms

E. Contract governing law

Answer: D,E

Explanation:

There are multiple sources of divergent positions that can arise in situations where money is exchange for goods and services. There
are 2 diferent types of sources. Those that arise from the content or subject matter of the negotiation (what is being negotiated) and
those that arise from the process of negotiation (how it is being negotiated).

Sources of divergent position - the content of negotiation:

Table Description automatically generated

Cultural differences are the source of conflict in the process of negotiation.

Requisition is an internal document raised by user or store to communicate to procurement the need to buy the product or service
specified. This is merely a internal document.

Framework arrangement is a rather loose set-up, without any legal standing, It usually occurs when an organisation has decided for
itself'to limit the number of suppliers it is willing to work with and, through a purely internal process, sets up an approved list of such
suppliers.

LO1,AC1.1

NEW QUESTION # 163
Which of the following are macroeconomic factors that may have influence to the commercial negotiation?
Select TWO that apply

A. Unemployment rate

B. Rising import tarifls

C. Equilibrium price

D. Supply curve

E. Barganing power of supplier

Answer: A,.B

Explanation:

Explanation

There are many macro economic factors that could influence procurement in general andcommercial negotiation in particular. Below
are six factors that are agreed to be fairly significant:
* Economy growth rate

* Inflation rates

* Interest rates

* Currency exchange rate

* Unemployment rate

* Protectionism

LO2,AC22

NEW QUESTION # 164

CIPS LAMS study material of "RealVCE" is available in three different formats: PDF, desktop-based practice test software, and a
browser-based practice L4AMS exam questions. Commercial Negotiation (LAMS) practice tests are a great way to gauge your
progress and identify weak areas for further study. Check out features of these formats.
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