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	Semester: IV – November 2025
Maximum Marks: 25        Examination: End Sem Exam     Date: 19/11/25    Duration: 1.5 Hours

	Programme code: 19
Programme: PGDM-Executive (OPS & SCM)
	Class: FY
	Semester: IV

	College:  K. J. Somaiya Institute of Management
	Name of the department/Section/Center: OB & HR

	Course Code: 117I19C405           
	Name of the Course: Negotiation Skills

	Instructions: 
1. Attempt any two questions from Q1 to Q3
2. Question 4 is compulsory
3. Make suitable assumptions if required and state them.



	Question No.
	
	 Max.
Marks

	Q1
	You are observing a peer from your sales team conducting a negotiation with a procurement manager for a bulk purchase. During the discussion, the procurement manager insists on a sharp discount, citing budget constraints and threatens to shift to a competitor’s product if the demand is not met.

Your colleague responds by offering a modest discount, then quickly pivots the conversation to emphasize the long-term value of your product—including superior efficacy, after-sales support, and training for their staff (especially given their high attrition rates).
(a) Identify the bargaining strategy (integrative vs. distributive bargaining) that the procurement manager and your colleague are using, respectively. Justify your answer. (5 marks)
(b) Based on the dynamics so far, what would you recommend your colleague do next to strengthen their position and move towards a mutually beneficial agreement? (5 marks)

	10















	Q2
	You are tasked with negotiating a year-long exclusive stocking agreement with a high-potential large retail chain that also deals with competitor brands. Prepare a negotiation plan for the first meeting with their category head. 
(a) Suggest two possible strategies or tactics you would use to create value and build the case for exclusivity (5 marks)
(b) Identify one scenario where you may need to claim value assertively.                                How would you balance assertiveness and empathy given the stakes and relationship (5 marks)
	10

	Q3
	Godrej Enterprises Group is planning to expand its presence in the Southeast Asian market and is exploring a strategic partnership with a leading distributor in Indonesia. While the distributor shows clear interest, they also express concerns about pricing, regulatory approvals, and marketing support.
(a) Which two influencing styles (BRAIN) would you use in this context? Explain why they are particularly relevant. (5 marks)
(b) Suggest ways to build a long-term relationship with the distributor beyond this initial negotiation. (5 marks)
	10

	Q4
	Think of a real-world negotiation scenario that Godrej Enterprises Group is or could be involved in. This could be with a customer, vendor, distributor, channel partner, or even an internal stakeholder.

Illustrate the importance of knowing your BATNA (Best Alternative to a Negotiated Agreement) with an example of how it can strengthen your position or decision-making during the negotiation. (5 marks)

	5
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