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FIRE #39
When is the best time in procurement process in which procurement should get involved so that the cost-saving opportunities are the
greatest?

e A Specification stage
e B. Market consult stage
e (. Post-tender stage

e D. Post-contract stage

ZE: A
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Explanation

The earlier procurement get involved in the procurement processes, the better. If procurement are involved in design at the
specification stage they can feed in prices and costs to designer so they know the likely budget implication of choices made. Sending
in a procurement team to negotiate at or close to the end ofthe procurement process effectively ties their hands and limits their
negotiation leverage. This is illustrated in the graph below:
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& #40
Which of'the following are recognised techniques in contract negotiation? Select THREE that apply.

A. Framing and reframing
B. Role ethics

C. Validation

D. Anchoring

E. Pacing and leading

F. Ratification

%%: ADE

fB R A -

The question asks about negotiation techniques which are not present in the book. In this question, there are only 3 recognised
techniques:

- Framing and reframing: A frame is an assumption, or set of assumptions, that guides our attention and behavior. Reframing is the
ability to identify and significantly change assumptions or perspectives. Framing has a significant impact on the effectiveness of
negotiation outcomes and negotiator working relationships.

You can read more on framing and reframing here.

- Anchoring: Anchoring bias is well-known cognitive bias in negotiation and in other contexts. The anchoring bias describes the
common tendency to give too much weight to the first number put forth in a discussion and then inadequately adjust from that starting
point, or the "anchor." We even fixate on anchors when we know they are irrelevant to the discussion at hand. You can read more
on anchoring here.

- Pacing and leading: Pacing and leading is a two-step lever of persuasion. First - You "match your pace" to the person you want to
influence in as many ways as possible. You can do this by mimicking the way the person talks, stands, their appearance, etc. You
can also mimic less tangible aspects like the way they act, or their emotional state. Second - Once you've set your pace with
someone, lead them to whatever decision or behavior you want themto take! You can read more on pacing and leading here.
Reference: CIPS study guide page 163-165
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P& #41
Distributive approach in negotiation is typified by which of the following?

A. Distributive approaches are inherently inferior to integrative approaches in commercial negotiation
B. Both parties understand each other's goals

C. Both parties share 50:50 of the 'pie'

D. Each party attempts to maximise the value obtained at other's expense

ZEX: D

it BB -

Distributive approach to negotiation used when the interested parties are attempting to divide something up or distribute something of
value, also known as zero-sum approach or win-lose. Commercial situations often demand a distributive bargaining approach, if the
'pie’ is inherently of a fixed size. In this case, any conflicts must be resolved by sharing it.

In win-lose approach, a negotiator wants to maximise the value obtained in a single deal, the relationship with the other party is not
important. Therefore, a strong party may win more than 50% of the metaphorical "pie'.

It should not be assumed that win-win can be applied to all commercial negotiations, or that win-lose approaches are inherently
mferior.

P8 #42
Where there are high levels of commitment to relationships between both the buyer and supplier, this is seen as collaborative and
beneficial to negotiations. Is this statement correct?

A. No, this can be classified as adversarial

B. No, collaboration does not require commitments from either side

C. Yes, characteristics include risk management and strategic planning

D. Yes, characteristics include arm's length transactions and minimal communication

ER: C

i EER

A collaborative relationship is characterized by mutual commitment, which enhances risk management and strategic planning between
buyer and supplier. High levels of trust and commitment enable both parties to work closely to achieve shared objectives, creating a
beneficial negotiation environment. This approach aligns with CIPS's principles of collaborative procurement relationships.

FIRE #43
A building firm has been awarded a contract to construct an office block. Which is a direct cost?

A. Cost of nsurance
B. Cost of materials

C. Cost of legal fees
D. Cost of office space

£%: B

fE R A -

Direct costs are attributable to a specific project - in construction, this includes materials and on-site labour.

Legal fees, insurance, and office space are indirect costs, as they support the business overall but are not tied to one project. For
buyers, distinguishing direct from indirect costs ensures pricing transparency and helps challenge excessive overhead allocations. This
knowledge strengthens cost breakdown negotiations in project contracts.

Reference: CIPS LAMS (2nd ed.), LO 2.2 - Direct vs indirect costs in supplier pricing.
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