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INSTRUCTIONS

| Section A Question ONE(O1) s compulsory from this section. ] his section has a total of
40 marks.
Sections 13 Answer Any three (3) questions from this section. This section has a total of
60 marks.

CThis examination paper carries a total of 100 marks.

4 Please do not turn this page until the invigilator tells you to do so.
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Using Thomas Kilmann Model of negotiation explain the > (five) sty
(15 Ma rks)

eootiations in business

(10 Marks)

ant 10 make SMART ¢ woals when setting n

ing of SM: ART goals.
ng negotiations and the three (03) ways

It is always import

With examples explain the mean

Explain the five (03) causes of conflict in duri
of how the conflicts can be managed.
(12 Marks)

‘necotiation’ in relation to contracting and
(3 Marks)

Fxplain the meaning of the term

procurement.

(Total: 40 Marks)
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(Total: 20 Marks)
QUESTION THREE
from 7.CAS University and

After ac 1 ) . T )
acquiring knowledge in ncgotiations and contracting
your bachelor’s degree. You have been engaged as the contract

ia. In

fira in the Copperbelt Province of 7Zamb

subsequently being awarded

zation

I imited of Muft
| make your organi:

manaver for New Copper Company
the first week on your role, you {ind that suppliers are proposing lerms wil
not realise the best value for money as you can. It is thus necessary that you engage in negotiations

with them.



. A \\ AAARAR  REEE T
(12 Mark)

procurement
“ . o . T p cess the
A\ Refore vou COMMENKCE the negott vou realize ha u ha 1S <
f  ment and
ncgni'.ﬂ'«‘l\ onvar ynmemnt B wndir L the
3 } vitl jpplers il e
‘h(\ nature ol ‘h‘\ \‘(““‘\“‘“4“‘ ‘\‘d' i  how n,w_ww'!,l'lnﬂ -
undertaken in a competitine opyvironment and 2 gestricty
cm n‘.\'\”\‘!\' (ﬂ m"*.’
(Taotal: 20 Marks)
Ql'FSTI()‘,\' FOUR
the eler of a vahd

. Explain the meaning of the term contract and list and explain

contract. (12 marks)

II. List and explain four 04 remedies 10 breach of contract that an organization may take.
(8 marks)

QUESTION FIVE
In order to produce the desired results required by an organization and maximize the pro fus. It
¢ negotiations in all contractual obligations. 1t is important

1t that there is effectiv

is importar
that procurement and supply chain experts have the necessary ckills for undeTiaRitio
negotiations.

(20 Marks)

ess as outlined by the RADPAC model.

Explain the negotiation proc
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