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CIPS Commercial Negotiation 58 X L4M5 &4 5% [ 7 (Q258-Q263):

M #258
A good negotiator invests time in understanding the needs of the individuals in a negotiation. Is this statement true?

e A. Yes, because individual needs largely influence the outcomes of the negotiation

¢ B. No, because negotiator should attempt to satisfy the needs of the other organisation only

e C. Yes, because individuals' needs always unify with their own organisation's needs and wants
¢ D. No, because satisfying individual needs will lead to conflict of interest and unethical practices
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Skilled negotiators seek to understand the needs of the other parties, as well as their own. In doing so, it allows them to determine a
strategy that their own needs are met. Failing to understand the other party's needs is one of the most common reason for an
unsuccessful negotiation. In the commercial negotiation, procurement team does not negotiate with organisation, they negotiate with
individuals. It is therefore important to recognise that there are two levels of needs:

The organisation - What the organisation wants to achieve. This is generally well stated and understood The individual - what is in it
for the individual? This is generally not stated, rarely discussed, but very motivational. It is vitally important therefore that time is
invested in understanding the needs of the individual Skilled negotiators are aware of the needs that occur at both levels, and develop
creative options and strategies that attempt to satisfy these needs.

R #259
Which of'the following will shift the supply curve to the right?

¢ A. New disruptive technology

¢ B. Changes in customer taste

¢ (. Increased customers' disposable income

¢ D. Decreased market price of substitute products

EfE: A

R -
The following graph shows the factors that shift the supply curve to the left and to the right.

R #260
Which of'the following are the most typical characteristics of integrative approach to negotiation? Select TWO that apply.

A. Posttional-based

B. Claiming value

C. Interest-based

D. Creating more value
E. Short-term wins

IEf#E: C. D
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Integrative approach to negotiation used when the interested parties are attempting to create more of something of value to share,
also known as collaborative approach or win-win. Integrative, interest-based negotiation can facilitate constructive, positive
relationship and establishes contracts between parties on a foundation of goodwill. In integrative bargaining, both parties seek to
'expand the pie' by creating more value for both the buyer and the seller. Integrative negotiation 'shares thepie' and is interest rather
than positional based.

In distributive bargaining, the focus is on claiming value and getting as much of the pie as parties can.

Table Description automatically generated

LO1,AC1.2

E Y #261
Which of the following types of questions should be used most often in the proposing phase?

A. Hypothetical questions
B. Open questions

C. Probing questions

D. Closed questions

Ef#: A

A -

Explanation

At the proposing phase either side may start making tentative proposals regarding their offering. In the case of negotiation where
TOP has already submitted a tender or proposal, this stage may provide an opportunity for them to make proposals to improve on



their initial offers in general or in areas highlighted by the buying side in advance.

The word 'if is very useful at this stage andallows you to test tentative proposals without committing yourself
Skilled negotiators use language very carefully. The questions with 'if’ are hypothetical ones.

LO3,AC3.1

E R #262

Rose is a senior buyer from a skiing equipment retailer. Rose is concerned about the current ski boot shortage and the number of
mnvoicing problems froma key supplier. She has decided to have a video conference with Victor, CEO of the supplier. Initially, she
intends to threaten Victor with contract termination unless he can improve the situation. However, she is a little wary of doing this as
the switching costs are high. Eventually, she decides to seek solutions by encouraging the other party to offer their views and ideas.
Rose also prepares some ideas to discuss with Victor. Which of the following is the persuasion method that Rose intends to use in
the forthcoming conference?

e A Collaborative (pull)

e B. Visionary (pull)

e C. Directive (push)

e D. Persuasive reasoning (push)

IEf#E: A
R e«

There are two major persuasion methods: "push’ and "pull .

Persuasion can be defined as encouraging someone to do something that you want themto do for you.

Persuasion is reasoning with someone so that they will believe or do something they might not otherwise do.

Persuasion can be considered as "pushing on TOP so that they can accept the change in attitude or behaviour as a result of your
actions.

Influence is the ability to affect the manner of thinking of another. Influence can be considered as pulling on TOP so that you achieve
the same result, but TOP feels they have changed their attitude or behaviour as a result of their reflection and thinking, and not your
direct actions.

There are muiltiple variables to consider when choosing between "push’ and 'pull. Professor Fiona Dent of Ashridge Business School
proposes situations when each style might be most appropriate, breaking down push into 'directive' and 'reasoning and 'pull' into
'collaborative' and 'visionary':

Table Description automatically generated

In the scenario, Rose intends to let both parties exchange their views and ideas so that solutions to current problems can be found.
This is the typical characteristic of collaborative (pull) method.
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