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INSTRUCTIONS TO CANDIDATE:

1. This paper has THREE (3) Sections
2. Section A and B are compulsory, Answer any TWO (2) questions in Section C.




ch of the following is an example of a fixed-price contract?

* a) Cost-plus contract

b) Time and materials contract

¢) Lump sum contract

d) Incéntive-based contract

5. What is the purpose of a non-disclosure agreement (NDA) in procurement contracting?
a) To establish long-term partnerships with suppliers

b) To negotiate pricing and payment terms

¢) To protect confidential information shared during the procurement process

d) To ensure compliance with local laws and regulations




10.What is the purpose of a quality assurance plan in procurement contracting?

a) To establish long-term partnerships with suppliers

b) To negotiate pricing and payment terms

¢) To ensure compliance with local laws and regulations

d) To define the quality requirements and standards for the procured goods or services




o .l4 Wllat is the role of a procurement lawyer in negotiation and contracting?
& ;) To ensure comphance with local laws and regulations

b) To negotiate pricing and payment terms

¢) To establish long-term partnerships with suppliers

d) To provide legal advice and support in procurement contracts

15. Which of the following is an example of a cost-reimbursement contract?

a) Fixed-price contract

b) Time and materials contract

¢) Lump sum contract

d) Indefinite delivery contract




ement negotiation inZlmbabweDims
on process and provide strategies for effectively
= (30 marks)

otiators tend to display a number of common characteristics and qualities.
e generally recognised characteristics and qualities of successful integrative
(20 marks)

Explain why location is such a critical factor in the negotiation process. Illustrate your answer
with examples. (20 marks)

Question 3

Contract negotiators need to demonstrate a wide range of skills in a negotiation. Body
language, listening skills and questioning skills are just three attributes that they should focus
on. Analyse each of these attributes, illustrating their use in negotiations. (20 marks)

END OF EXAMINATION




