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Section A (20 Marks) 

 

 

Q1. What is International Negotiation? ( 2 marks) 

 

Q2. State if the following is True or false 

a) Negotiations Are Fixed-Sum 

b) You Need to Be Either Tough or Soft 

c) Good negotiators are born 

d) Experience in the absence of feedback is largely ineffective in improving negotiation 

skills.    ( 4 marks) 

Q3. What are monolithic parties? ( 2 marks) 

Q4. What is 

a) Consensus Conflict 

b) Conflict over scarce resource ( 2 marks) 

Q5. What is bargaining surplus? ( 2 marks) 

Q6. What are concessions during negotiation? ( 2 marks) 

Q7. What is the fixed – pie perception? ( 2 marks) 

Q8. What is the principle of reciprocity? ( 2 marks) 

Q9. What is the difference between distributive and Integrative bargaining? (2 marks) 

 

 

 



 

Section B 

Attempt all 4 questions 

All questions carry equal marks (5marks each) 

 

Q1. Discuss the following four fundamental biasness of negotiation 

 

Q2.Discuss the steps to reach a reservation point. 

 

Q3. “ Negotiator who lacks a well-formed reservation point risks agreeing to a settlement that is 

worse than what he or she could do by following another course of action” What is your opinion 

. What advise you give to negotiators? 

 

Q4. What is motivational Orientation? Why is it important for negotiators to know their 

motivational orientation? What are the basic motivational styles? 

 

 

 

 

 

 

 

Section C 

Attempt Following questions 

All questions carry equal marks (15 marks each) 

Q1. Why is culture important in International negotiation? Discuss the Hofstede cultural 

dimension. 

Q2. What is win – win negotiation? Integrative potential exists in just about every negotiation 

situation. However, people often fail to see it because they do not believe that win-win is 

possible. How can we know that a situation can be a win-  win  while  assessing the potential of a 

negotiation situation.    

 

Section D 

Attempt all questions (the marks are mentioned against the Questions) 

Please go through the case study below and answer the questions that follow 

Gunter Slobovic, Financial Director at Ivory Press Plc, has a formidable reputation as a ‘hard 

nosed’ negotiator. He does not agree to anything easily, especially if it costs money and he does 

not normally indulge in social pleasantries, unless it gets him concessions from whatever is 

proposed to him by suppliers unlucky enough to have him on their ‘slow paying’ clients’ list and 

due for a ‘motivational’ visit.  



While occasionally affable, Gunter is unfriendly. He is always in a hurry to finish a meeting with 

a supplier and go somewhere else. He gives the impression that time is so scarce for a busy man 

like him that whatever time he spends with you, the people who should be benefiting from his 

presence that very moment are making a supreme sacrifice in him stopping long enough to say 

‘hello’. So he doesn’t say much more, except ‘good bye’.  

Most visitors are intimidated by Slobovic's manner and usually drop on his desk the paperwork 

about their visit and get out as fast as they can. Those (few) brave enough to stay and conduct 

their business suffer indignities, including being kept waiting well beyond their appointed 

interview time, having to endure constant interruptions while in his presence, having to ignore 

obvious signs that he is not listening very attentively, having to put up with sneers about their 

company or its services and suffer being threatened with outrageous consequences if they do not 

‘sharpen their pencils’.  

In short, Gunter Slobovic is a difficult person with whom to deal. Only his firm's growth and 

profitability as a customer saves it from being dropped by suppliers as ‘more trouble than it is 

worth’ (though over the years, several firms have done just that, because they cannot endure the 

personal costs of trying to deal with Gunter).  

He is also abusive, given to ‘bad language’, highly prejudiced about ‘foreigners’ (and not too 

fond of younger people) and can be outright rude when challenged over his statements during a 

debate. He also theatrically switches off his hearing aid when he doesn't want to listen to 

anything he disapproves of, such as a complaint about a late payment, an announcement of a 

price increase, or a refusal of a concession that he thinks he is justified in (rudely) demanding.  

A new account manager has joined the finance and investment team of your merchant bank 

recently and she is about to visit Gunter to discuss his requirement for a stand-by finance 

package to cover a proposed acquisition programme his firm is putting in place, with a view to 

some rapid acquisitions in their business sector. Your company wants to be involved in this 

acquisition programme because Ivory Press's plans are sound and likely to be profitable and 

Gunter's firm could grow from a $170 million turnover to $400 million in three years.  

This could become a major first account for your new manager and you want her to do well (you 

recruited her from a rival merchant bank). She has come to you for some advice in handling 

Gunter – she has heard of his reputation on the ‘grapevine’ – and asks you the following 

questions:  

1. How should I respond to Slobovic's bad behaviour?  

(6 marks)  

 



2. Is it better for me to go in pretty close to our ‘best price’ or should I go in ‘high’ and leave 

room to negotiate?  

(6 marks)  

3. Should I let him know what I think of his expected rude behaviour or should I ignore it and 

stick close to the business in hand?  

(6 marks)  

4. Should I match or contrast Slobovic's behaviour?  

(6 marks)  

5 How would you make the case for Principled Negotiation?  

(6 marks)  

  


