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CIPS Commercial Negotiation 58 X L4M5 34 5k 572 (Q165-Q170):
H R #165

Which type of power is considered the opposite of coercive power?

A. Referent power

B. Reward power

C. Informational power
D. Expert power

IEf#: B
fEE -

The coercive power comes from the beliefthat a person can punish others for non-compliance. It can be considered as opposite to
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reward power, which results from one person's ability to compensate or reward another for compliance.
LO1,AC13

I #166

Rose is a senior buyer from a skiing equipment retailer. Rose is concerned about the current ski boot shortage and the number of
invoicing problems froma key supplier. Shehas 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 sone ideas to discuss with Victor. Which of the following is the persuasion method that Rose intends to use in
the forthcoming conference?

A. Visionary (pull)

B. Directive (push)

C. Persuasive reasoning (push)
D. Collaborative (pull)

EM: D
i

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

Persuasion can be defined as encouraging someone to dosomething that you want them to 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 i 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 multiple 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':
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An individual-driven persuasion A team-oriented persuasion style in
style in which the person seeking to which the person seeking to influence
influence another declares their own | another involves the other party in the
view/idea in the expectation that it decision-making process. All parties
will be accepted and followed by the are encouraged to offer views and
other. This style is particularly effective | ideas about the issue. This style is

in the following situations. particularly effective in the following

: \ _ TR,
« The influencer is an expert while | StU2tions

the followers are not ¢ The influenc commitment
p o i, i s i 3@2 0 . s

N S{Zte The influencer is actively seeking

_ b JjECessitates very innovative ideas from others
speedyactionnt & Supply * There is no clear solution to the
* The situation involves a safety- or Issue at hand
security-critical issue or a strict If this persuasion style is not
deadline. used effectively or is overused,

the influencer risks developing a
reputation for being indecisive and
weak.

If this persuasion style is not

used effectively or appropriately,
the influencer risks developing a
reputation for being heavy handed
and dictatorial.
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Persuasive reasoning (push)

visionary (pull)

An issue-driven persuasion style in
which the person seeking to influence
another gets other parties to buy into
the influence’s ideas by presenting
them in an impartial, objective,
logical, and rational way. This style is
particularly effective in the following
situations.

» The influencer has a great deal of
knowledge about the issue and a
high credibility with others

* The situation demands that the
influencer gets others to bdy-in to
an unpopular decision

* Research has identified a ‘best’
answer

If this persuasion style is not used
appropriately or is overused,

the influencer risks developing a
reputation for being inflexible and
stubborn.

In the scenario, Rose intends to let both parties exchange their views and ideas so that solutions to current problems can be found.

A persuasion style in which the
person seeking to influence another
does so by understanding the other
party'semotions, and stimulating that
party’s imagination to visualise the

desired futug
| in

This styleds p
Chartered Institute of

followingsituau

» ~The organisation hé‘éz_jﬁgfncnt & Supply
embarked on a complex change
process

* Theinfluencer’s goal is to attract
others' attention and stimulate
future debate

* The current situation demands
innovative thinking

If this persuasion style is not
used effectively or is overused,
the influencer risks developing a
reputation for being idealistic or
egotistical.

This is the typical characteristic of collaborative (pull) method.

B #167

Colin Smith is preparing for a negotiation with a supplier that provides a chemical for grass fertiliser. Colin has been given an action
to secure a commercial deal that achieves his organisation's objective of 'ethical and sustainable procurement.' As part of his
negotiation plan, Colin is using the 'must, intend, like (MIL)' framework to prepare for the negotiation. Colin would categorise his
organisation's objective within the negotiation plan as ...

A. Must have

B. Intend to have
C. Likely to have
D. Like to have

Ef#: A

fiE L.

In the MIL framework, "Must have" refers to non-negotiable elements. For Colin's organisation, ethical and sustainable
procurementis a core, uncompromisable value, making it a "Must have" in negotiations.

Reference: LAMS Commercial Negotiation 2nd edition (CORE), Section 3.1 - Using the MIL Framework for Negotiation
Objectives

] #168

‘When considering a new supply source for a product, a procurement professional will review the suppliers' quotations before a
supplier negotiation. Which of'the following is a direct cost associated with the product within a potential supplier's quotation?

A. Metal used in the product

B. Wages for the supplier's sales department
C. Rent for the supplier's premises

D. Insurance for production machinery

Ef: A



R -

Direct costs are those costs that can be directly attributed to the production of specific goods or services. They typically include raw
materials and labor directly involved in production. Metal used in the product is a raw material that becomes part of the final
product, making it a direct cost.

Reference: LAMS Commercial Negotiation 2nd edition (CORE), Section 2.1 - Types of Costs and Prices

HH #169
Tony is undertaking a negotiation with a strategic supplier and is frustrated by the lack of progress. He proposes using threats to get
what he wants from the negotiations. Is this the correct course of action?

¢ A. No, it does not guarantee Tony will get what he requires from the negotiations
¢ B. Yes, a long-term relationship is not required with the supplier

¢ C. No, a long-term relationship built on trust is required with the supplier

e D. Yes, Tony will get what he requires from the negotiations

Ef: C

A -

Using threats is generally inappropriate in strategic supplier negotiations where a long-term, trust-based relationship is required (C).
Threatening tactics can damage the relationship and may result in resistance from the supplier. CIPS advocates for collaborative
approaches in strategic relationships to foster mutual trust and achieve sustainable agreements.

] #170
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