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                     ASSOCIATE IN PROCUREMENT AND SUPPLY (APS) 
 

                    LEVEL II 
 

                    NEGOTIATION IN SUPPLY CHAIN 
 

 
 
 
 

MONDAY:  1 August 2022. Afternoon paper.      Time Allowed: 3 hours. 
 
Answer ALL questions.  Marks allocated to each question are shown at the end of the question. Do NOT write anything 
on this paper. 
 

SECTION A 
 

QUESTION ONE 
(a) Identify FIVE circumstances under which integrative approach to negotiation may be more appropriate for 

commercial negotiation. (5 marks) 
 

(b) Highlight FIVE benefits of good communication skills in commercial negotiations. (5 marks) 
  (Total: 10 marks) 

 
QUESTION TWO 
(a) Outline FIVE factors that may influence the outcome of a commercial negotiation. (5 marks) 

 
(b) Describe FIVE ethical principles and practices that should guide the behaviour of negotiators during a commercial 

negotiation. (5 marks) 
  (Total: 10 marks) 
 

 
QUESTION THREE 
(a) Identify FIVE techniques and tactics a buying organisation may use to influence negotiation outcome in its favour. 

  (5 marks) 
 
(b) State FIVE issues lead negotiators for the buying organisation must consider for deliberation during a commercial 

negotiation. (5 marks) 
    (Total: 10 marks) 

 
QUESTION FOUR 
(a) Outline FIVE limitations of using litigation as a dispute resolution mechanism. (5 marks) 

 
(b) Highlight FIVE ways cultural differences may negatively impact a commercial negotiation. (5 marks) 
  (Total: 10 marks)  
 

 

SECTION B 
 

QUESTION FIVE 
(a) Describe FIVE benefits of a long-term supplier relationship. (10 marks) 

 
(b) Outline FIVE limitations of using web-conferencing platform for negotiations. (10 marks) 
   (Total: 20 marks) 
 
QUESTION SIX 
(a) Give FIVE reasons negotiators should have high levels of emotional intelligence. (10 marks) 
 
(b) Explain FIVE advantages of negotiating at the organisation’s own premise/site. (10 marks) 
  (Total: 20 marks) 

 
QUESTION SEVEN 
(a) Evaluate FIVE tools an organisation can use to conduct price analysis. (10 marks) 

 
(b) Analyse FIVE factors that would enhance a buyer’s negotiation power. (10 marks) 

  (Total: 20 marks) 
……………………………………………………………….. 

 


