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COURSE CODE: BAB 1344

COURSE TITLE: RELATIONSHIPANDNEGOTIATIONSMANAGEMENT

EXAM VENUE: STREAM: (BLSM)

DATE: 9/12/2022 EXAM SESSION: 15.00-17.00PM

TIME: 2 HOURS

Instructions:

1. Answer Question ONE (COMPULSORY) and ANY other 2 questions

2. Candidates are advised not to write on the question paper.

3. Candidates must hand in their answer booklets to the invigilator while in the

gxamination room.



QUESTIONONE(COMPULSORY) (25MARKS)

a) Explain the strategic reasons for maintaining a good relationship with the supplier.

(8Marks)
b) Describe the supplier relationship models (10Marks)
c) Discuss the steps in supplier development (7Marks)
QUESTIONTWO (15MARKYS)

a) “Norelationshipshouldorcanbeexpectedtolastforeverasorganizationsoperateinadynamicenvi
ronment.Theendingofarelationshipmaynotnecessarilymeanfailureandtheremaybepositiveas
wellasnegativeoutcomesforoneorbothoftheparties involved.”Highlight the various reasons
for termination of a supplier relationship. (10Marks)

b) BrieflydiscusstheseveralconsiderationstomakebeforeterminatingaSupplierRelationshi
p. (5Marks)

QUESTIONTHREE (15MARKYS)

a) “Effective SRM requires not only institutionalizing new ways of collaborating with key
suppliers, but also actively dismantling existing policies and practices that can impede
collaboration and limit the potential value that can be derived from key supplier
relationships. At the same time, SRM should entail reciprocal changes in processes and

policies at suppliers.” Briefly describe the various components of Supplier Relationship

Management. (12Marks)
b) Highlight the three important factors in a negotiation (8Marks)
QUESTIONFOUR (15MARKYS)

a) “SuppliersegmentationisoneofthestrategiesusedineffectiveSupplierRelations

hipManagement.”Discuss. (6Marks)
b) DiscusssomeoftheBenefitsofaGoodSupplyChainRelationshipManagementtothesupplier.
(9Marks)
QUESTIONFIVE (15MARKS)

a) Discussthestagesinthenegotiationprocessesandhowbuyerscanensurethattheynegotiate
effectivelyateachstageofanegotiation. (9Marks)
b) “Organizationincreasinglymovingfromtransactionaltorelationshippurchasing.”

Discuss. (6Marks)



QUESTIONSIX (15MARKYS)

a) Highlight five key differences to consider when negotiating.
(5Marks)
b) “If developing assertiveness is your aim then here are some suggestions for
things you can do to help improve your negotiation capability.”Discuss
(5Marks)
c) ldentify five dimensions to personality to consider in negotiations
(5Marks)



