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This is much alike our LAMS5 exam with the only difference of providing services to our desktop users. It is compatible with
Windows computers. Candidates find it easy to do self-assessment and they get maximum benefit by practicing Commercial
Negotiation (LAMS) test available only here. The Commercial Negotiation (LAMS) questions provided here are compiled by over
90,000 competent professionals who handpicked all of these questions for your evaluation and concept-building.

CIPS LAMS certification exam is an excellent opportunity for individuals to enhance their knowledge and skills in commercial
negotiation. Whether you are looking to advance your career or simply improve your negotiating abilities, this certification exam can
provide you with the tools and knowledge you need to succeed.

CIPS LAMS (Commercial Negotiation) Certification Exam is a professional qualification designed to provide individuals with the
knowledge and skills needed to become effective negotiators in the commercial world. L4MS5 Exam is offered by the Chartered
Institute of Procurement and Supply (CIPS), a globally recognized professional body for procurement and supply chain
managenment.
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Maybe you are determined to pass the L4MS exam, but if you want to study by yourself, the efficiency of going it alone is very low,
and it is easy to go to a dead end. You really need a helper. Take a look at the development of LTAMS5 Guide quiz and you will
certainly be attracted to it. And you can just free download the demos to try it out. The advantages of LAMS5 study materials are
numerous and they are all you need!

CIPS Commercial Negotiation Sample Questions (Q292-Q297):

NEW QUESTION # 292
Neville is a senior procurement specialist in a automaker. He has good relationship with his team mates and other departments
because of his amazing purchasing skills and kindness. Which of the following sources of power is Neville likely to possess?

A. Reward

B. Legitimate
C. Referent

D. Coercive

Answer: C
Explanation:

In 1959, French and Raven described five bases of power:

1. Legitimate - This comes fiom the belief that a person has the formal right to make demands, and to expect others to be compliant
and obedient.

2. Reward - This results from one person's ability to compensate another for compliance.

3. Expert - This is based on a person's high levels of skill and knowledge.

4. Referent - This is the result of a person's perceived attractiveness, worthiness and right to others' respect.

5. Coercive - This comes from the belief that a person can punish others for noncompliance.

Six years later, Raven added an extra power base:

6. Informational - This results from a person's ability to control the information that others need to accomplish something,

In the scenario, Neville attracts and keeps good relationship with his colleagues not because of neither position nor reward nor
coercion. He has good skills and kindness, which increase his charisma. His source of power is referent power.

NEW QUESTION # 293
"A negotiation ends once the meeting finishes." s this statement true?

A. No, terms should continue after the meeting until signed by the supplier only
B. Yes, because both parties have the emotional intelligence to proceed

C. Yes, provided the meeting results in a win-win outcome

D. No, best practice includes reflection after the meeting as part of the process

Answer: D

Explanation:

Negotiations do not end at the meeting; they continue through reflection, documentation, and post-negotiation review. Best practice
involves assessing whether objectives were met, capturing lessons learned, and ensuring written confirmation of terms. Without this,
misunderstandings or missed improvements can occur. Reflection allows organisations to continuously strengthen negotiation
strategies and build learning cycles.

Reference: CIPS LAMS (2nd ed.), LO 2.2 - Post-negotiation review and reflection as part of the negotiation process.

NEW QUESTION # 294

An experienced procurement professional is developing strategies for forthcoming negotiations with her key supplier. To avoid
negotiation deadlocks, she identifies the reasons whynegotiations could fail. Which of the following are most likely to be reasons for
negotiation failures? Select TWO that apply.

A. Both parties focus on common interests

B. Unachievable objectives were set up

C. Underlying interests of TOP are overlooked

D. Buyer helps to create a co-operative atmosphere
E. MIL objectives are well established
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Answer: B,C

Explanation:

It has been said that most negotiations are won (or lost) at the preparation stage. Success in a negotiation cannot be claimed unless
you can refer back to your objectives and show how you have achieve them In broad terms, negotiation plans/strategies involve 4
key activities:

1. Developing and prioritising your objectives and limits

2. Seeking to understand TOP's objectives

3. Developing concession plans

4. Planning the resources and logistics required and agreeing teamroles.

Questions to gain an understanding of why a negotiation failed

Did we collect and make effective use of all information available when preparing for the negotiation?

Did we set objectives for the negotiation that were stretching and achievable and established MIL objectives?
Did we determine a strategy for the negotiation?

Did the other party understand our needs correctly?

Were we aware of the underlying interests of the other party?

Were our proposals convincing enough for acceptance by the other party?

Did we explore different variables in the negotiation?

Did we fully understand all proposals?

Did we give any unplanned concessions and did we check the importance of these?

Did we focus on common interests?

Did we ask a range of questions?

Did we get answers to all our questions?

Could we answer all the questions addressed to us in a proper and positive way?

Did we summarise effectively?

Did we use different methods of persuasion in the negotiations?

Which tactics did we use and what effect did they have?

Did our negotiating team work well as a team?

Did we help to create a co-operative atmosphere

NEW QUESTION # 295
Macroecononics can have an impact on commercial negotiations. Is this statement correct?

A. No, because these considerations only affect the buyer

B. Yes, because sales volumes are a key factor in the discussions

C. Yes, because factors such as nflation might influence pricing decisions

D. No, because these macroeconomics can be discussed and addressed with a WIN/WIN (integrative) strategy

Answer: C

Explanation:

Macroeconomic factors like inflation, interest rates, and currency fluctuations can significantly affect pricing and contractual terms.
Buyers and suppliers must account for these factors during negotiations, particularly in long-term or high-value contracts.
Reference: L4AMS Commercial Negotiation 2nd edition (CORE), Section 2.2 - Economic Environment in Commercial Negotiation

NEW QUESTION # 296

Leitax is a consumer electronics firm with headquarters in the US and with a global sales presence. The company maintains seven to
nine models i its product portfolio, each of which has multiple SKUSs. Product life ranges from fifteen to nine months and is getting
shorter. The demand planning and master planning processes at the company were ill-defined. Data relevant to forecasting were
usually maccurate, incomplete, or unavailable and the lack of objectives and monitoring mechanisns for the demand planning process
meant that process improvement could not be managed. Support for supply management was equally ill-defined, as master
production schedules were sporadic and unreliable and suppliers had learned to mistrust them. Leitax's newly appointed Supply
chain director, Jessica realises that the "buy-in" of different fimctional groups was critical to the improvement of demand planning,
She mnvites relevant stakeholders to a meeting so that they can express their opinions openly. What tactic is Jessica using?

A. Pressure

B. Coalition

C. Consultation
D. Persuasion



Answer: B

Explanation:

There are nine commonly used influence tactic:

1. Rational persuasion includes using facts, data, and logical arguments to try to convince others that your point of view is the best
alternative. This is the most commonly applied influence tactic.

2. Legitimating

3. Personal appeals

4. Exchange

5. Ingratiation

6. Pressure refers to exerting undue influence on someone to do what you want or else something undesirable will occur.

7. Coalitions refer to a group of individuals working together toward a common goal to nfluence others.

8. Inspirational appeals

9. Consultation refers to the influence agent's asking others for help in directly mfluencing or planning to influence another person or
group.

In the scenario, there is a problem with demand forecasting and supply chain planning in Leitax. The new Supply chain director
mvites the stakeholders to a meeting to find the solution. She is using coalition tactics.

Reference:

- CIPS study guide page 163-168

- Cross-Functional Alignment in Supply Chain Planning: A Case Study of Sales and Operations Planning

- 13.3 The Power to Influence - Organizational Behavior (unmn.edu)
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NEW QUESTION # 297

The desktop Commercial Negotiation (LAMS) practice exam software helps its valued customer to be well aware of the pattern of
the real LAMS exam You can try a fiee Commercial Negotiation (LAMS5) demo too. This Commercial Negotiation (LAMS) practice
test is customizable and you can adjust its time and CIPS PDF Questions. Prep4sures helps you in doing self-assessment so that you
reduce your chances of failure in the examination of Commercial Negotiation (L4MS5) certification.
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