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QUESTION ONE (COMPULSORY)

(a) Compare and contrast the Characteristics of distributive and interactive negotiation ~ [10 marks]
(b) Elaborate the needs and importance of Negotiation in business organization [10 marks]

(c) Highlight the factors that facilitates negotiation integration [5 marks]

QUESTION TWO

(a) Describe several tactics that may be used to create value in negotiation [10 marks]

(b) Define the term BATNA and why is it important to the negotiator [5 marks]

QUESTION THREE

(&) A successful negotiator has certain outstanding qualities. Discuss five such qualities  [5 marks]

(b) Discus main element or Considerations when preparing for negation [10 marks]

QUESTION FOUR

(a) Differentiate between Strategy and Tactics application in negation [5 marks]
(b) Dispute arises between buyer and Supplier. Describe the negotiation process to be followed in

order to settle the matter [10 marks]

QUESTION FIVE

(a) Discuss the RADPAC model of negotiation and its Significance for Negotiation [10 marks]
(b) Describe the impact of internet on Purchasing Negotiation [5 marks]
QUESTION SIX
(a) Outline the following terms as applied in Negotiation [8 marks]
i.  Needs
ii.  Negotiator position
iii.  Interest
iv. Want
(b) Explain the sources of Power in Negotiation [7 marks]
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