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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
(@)  Describe FIVE resources required to facilitate a commercial negotiation exercise. (5 marks)
(b)  State FIVE characteristics of an integrative (win/win) negotiator. (5 marks)
(Total: 10 marks)
QUESTION TWO
(@  State FIVE obstacles that may hinder effective negotiations between a buyer and a supplier. (5 marks)

(b)  Describe FIVE behavioural tactics the lead negotiator may use to achieve competitive advantage during commercial
negotiations. (5 marks)
(Total: 10 marks)

QUESTION THREE

@ Identify FIVE benefits of using mediation in resolving buyer-supplier conflicts. (5 marks)
(b)  Outline FIVE unethical practices that can be displayed by parties during contract negotiation. (5 marks)
(Total: 10 marks)

QUESTION FOUR
@ Identify FIVE factors that require review by parties during the pre-negotiation planning phase. (5 marks)
(b)  Outline FIVE sources of supplier bargaining power during commercial negotiation. (5 marks)

(Total: 10 marks)
SECTION B

QUESTION FIVE

(@  Explain FIVE ways by which information and communication technology can add value to the negotiation process.
(10 marks)
(b)  Outline FIVE factors you would pay special attention to when selecting a negotiation venue. (10 marks)

(Total: 20 marks)
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QUESTION SIX

(@  Discuss FIVE importance of buyers having a clear understanding of the supplier’s cost prior to a negotiation. (10 marks)

(b)  Explain FIVE benefits of virtual negotiations. (10 marks)
(Total: 20 marks)

QUESTION SEVEN

(@)  Explain FIVE circumstances under which collaborative relationships may be more beneficial to an organization.
(10 marks)

(b)  Suggest FIVE measures an organization may put in place to mitigate against negotiation risks. (10 marks)

(Total: 20 marks)

DL 2.02 Page 2
Out of 2



