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C Accommadation () Is aceapting the other slee’™ case without neguiring it ta
mitke concessions. Copncion (B) is instting that the othor dide masts your
demands, with an elemant of threat if they 4o 1ot Proviom-saldng (D) i
warking together te remeve the divargence in gaals of internests {seaking a
win-win salution), so that there is ne need to negotiate.

C fasouree eonflict arives whare groups compete for resources such as
space and aquipment. Dption A arses whien separate instiwutions, such as
trade unlons and management, are in conflict. Option B arises betwoen
opperational functions suth as production of sales and suppor functions Luch
25 HR or finance. Optlon D arises whirg intetest groups exerce whatever
power thoy can amass to influsnce the goals, criterla o processes uged [n
organisational decidon-making to advance thelr own interest (Miles)

C According 1o Mendelow's stakeholder mapping matrix, when a stakeholder
currently has ftthe interest n the matter in hand but wields a great deal of
aawen, the key 15 to koep them satisfied so they da not develep J greater

| interest and therefore become a key player,

D A& win-win outeomi is likely to b achieved by means of an Integrative,
collaborative negotiation where ‘the ple’ of benefits in anfargad by the joint
elfforts of both partios. Options A, B and C are 2l ways of describing the
negatiating stybo that tends £ result in & win-lose SUteome il ane party
gets more of ‘the ple’ which is not thereby enlarged.

A fn accommaodating negatiatar ks co-operative abowt satisfying athers’
concerns but unassertive aleut thidr own concerng: they concede the Bive
without a Kght, 1o preserve harmaery. This Is effectively a lose-win outcome.
In 8, an avolding regotiator i both unco-operativi and unassertive. In G,
a compromising negotiator treads the micds ground in selation to beth
eo-pporationfassertiveness and the other party’s/thelr gwn congerns, bn %

0, 3 colflabarating nepotiatar is both asserthve and co-operathe, seeking 3
walualie win-win deal,

B Integrative, coflabosative negotiathon i tha most corstrective and
sustinable appraach if the key otjective (s to maintan ongoing positive
werking roations between the parties after the negetiation. In A, If one party
nas high bargalning power then 1t % ussally that party’s duty (o stakeholdirs
b ensure that this advantage Is not thrown away. In C, i the item bs everyday
and can easity be procurad from a range of suppliers then the redatianship
i ot Impertant and a distributive style (s appropriate. In Oy if an eutcome
such as health and safety (o manufacturing i not up for negotiation then 3
distributive approach to at least that aspect is appropriate.
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ZR#319
Which of'the following can help both parties to break the vicious cycle of blame when a relationship needs repairing? Select TWO

that apply.

A. Focusing onpositions

B. Conflict management skills

C. Constant shadowing and oversights

D. Both parties understand each other's goals
E. Enmotional-based assessment

IEf@#: B. D
R B«

In order to break vicious cycle of blame, procurement will need to use their negotiation and conflict management skills,adopting a
collaborative and integrative approach. Your first action should be to establish the facts that led to the situation where the relationship
broke down. Most day-to-day relationship between buying organisations and suppliers do not of course involve procurement staff,
so you will need to consult with your business partners internally to establish their point of view of where the issue and sources of
conflict are. You should also contact the supplier and get their side of the story - this is particularly to when you have previously
identified the supplier as critical or otherwise important to your operations. Ideally you will be able to apply principled negotiation
here, separating the people from the issue, focusing on interests and not positions,and then looking for options of mutual benefits.

M #320
‘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 Insurance for production machinery

¢ B. Metal used in the product

o (. Wages for the supplier’s sales department
¢ D. Rent for the supplier's premises

IEf#: B

TR

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

HM #321
A skilled negotiator will use a range of questioning techniques in a negotiation. If they wished to explore options with the other party
without making any formal commitment, which type of question style would they use?

A. Reflective
B. Mutiple

C. Hypothetical
D. Leading

Ef#: C



M #322
In general, which of the following is the consequence of a flatter demand curve?

A. Unit price elastic
B. Price elastic
C. Price inelastic

D. Quantity elastic
E&: B

fE -

Elasticity refers to the responsiveness of quantity demanded or quantity supplied to a change in price or another factor.

In microeconomic graphs, elasticity and inelasticity can be shown by the slope of the demand curve. If a demand curve is almost
horizontal, then the product pricing can be described as very elastic. Ifa demand curve is almost vertical, then the product pricing
can be described as very inelastic.

The formulae of elasticity:

Text Description automatically generated with low confidence
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Table Description automatically generated with medium confidence
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H #323
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. Yes, characteristics include risk management and strategic planning

B. Yes, characteristics include arm's length transactions and minimal commumnication
C. No, collaboration does not require commitments from either side

D. No, this can be classified as adversarial

EfE: A

TR
Reference: CIPS LAMS Study Guide, Section 1.1 - Types of Commercial Relationships
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