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Module One: Review Questions A5 Bas gl daa) pa

1) How many basic types of negotiations are
there?
a) Two
b) Four
c) Three
d) Five

2) What are the two approaches to
negotiation?
a) Initial and final
b) Integrative and recessive
c) Distributive and integrative
d) General and broad

3) Integrative negotiations are based on

a) Corporations
b) Corruption

c) Cooperation
d) Cohesiveness

4) The ___
negotiations is problem solving.

_____approach in integrative
a) Final

b) Dominant

¢) Crucial

d) Easiest
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5)

Distributive negotiations involvea ___

a) Fixed pie

b) Baked good
c) Peach cobbler
d) Flat pancake

Which of these is involved in distributive
negotiations?

a) Multiple issues

b) Keeping information confidential

c) Information sharing

d) Bridge building

Which of these is not an example of

integrative negotiations?

a) Information sharing

b) Bridge building

c) Trying to extract information from the
other party

d) Allowing each party to make
concessions

How many phases of negotiation are
there?
a) Three
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b) Nine ol (2
c) Seven
d) Two

9) Which of these is not one of the phases of ol dal e (e dla jo o 028 (16 Lﬁi‘ 9
negotiation? 2’”"‘?““}\ (
a) Bargaining ).L,J\i:j ((&_,
b) Closing e lad di—,\; (f
c) Revisiting
d) Exchanging information

10) Which of these is not one of the skills Sl (oa glaill o 30 < jlgall (o Cansd 038 (30 ] (10
needed for successful negotiation? dw‘fi’hﬂ‘ (
a) Effective speaking chjfj ((Z
b) Likeability ' JEY (e

c) Sense of humor
d) Respect
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Module Two: Review Questions

1)

Negotiation requires
a) Whining
b) Preparation

c) Cash reserves
d) Gumption

What are two things you must have in
order to approach negotiation
successfully?

a) Law and order

b) Coffee and treats

c) Self-confidence and positive attitude
d) Fear and loathing

Getting the best deal for yourself relies on
you being ready to go into negotiations
with the strongest ______ position
you can.

a) Bargaining

b) Bullying

¢) Intimidating
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d) Unrelenting

4) In most negotiations, the parties are

by their assumptions about what
they think are the alternatives to a
negotiated agreement.

a) Intimidated

b) Inundated

¢) Influenced

d) Incorporated

What does the acronym WATNA stand for?

a) With a treaty nothing advances

b) Without a talk nobody agrees

c) Worst alternative to a negotiated
agreement

d) Wrong alternative to a negotiated
agreement

What does the acronym BATNA stand for?

a) Better alternative to a negotiated
agreement

b) Best alternative to a negotiated
agreement

¢) Bargaining alternative to a negotiated
agreement

d) Blissful alternative to a negotiated
agreement
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7)

8)

What is a 'blue sky' scenario?

a) Nice day for a friendly debate
b) Easy negotiation experience
¢) Ideal situation

d) Rainy day

What does the acronym WAP stand for?
a) Will approach privately

b) Walk away proud

c) Walk away price

d) Walk away penniless

In a car buying negotiation scenario, what
is the final price will sit referred to?

a) Zorro

b) Zopa

c¢) Zola

d) Zoli

10) What does the acronym ZOPA stand for?

a) Zero or put away

b) Zone of possible action

c) Zone of possible agreement
d) Zone of passable agreements
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Module Three: Review Questions AN Bas gl) dxal e
1) Setting the time and place, establishing DUl Bl s ¢ A jide Al AWl 5 ¢ GlSall 5 lal) s (1
common ground, and creating a 08 A il u‘“’ﬁ“" d“"
negotiating framework are other aspects of ;T:j (g
o et (2
a) Negotiation Jial (=
b) Initiation
C) Preparation
d) Celebration
2) Setting the time and place can give you an = OISl y 2 gl st iy of (K (2
___in a negotiation. o=l
a) Advantége ‘::ﬁ (g
b) Absolution wadl (z
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c) Abstraction
d) Absence

Where do people feel the most
comfortable conducting a negotiation?
a) In a restaurant

b) Over the phone

¢) On their home turf

d) In a dark alley

__factors can interfere with
negotiations.
a) Financial
b) Environmental
¢) Educational
d) Probable

Which of these is not an example of an
environmental factor?

a) Noisy setting

b) Frequent interruptions

c) Low wages

d) Lack of privacy

Human beings are always in some part at

the mercy of their __
a) Attitudes
b) Biorhythms
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¢) Environment
d) Boss

7) Both sides in a negotiation bring their own

__of reference based on their
experience, values, and goals.
a) Food
b) Ideas
¢) Frame
d) Books

8) For a negotiation to proceed, the two sides

have to agree to a
a) Predetermined outcome
b) Preset limit

c¢) Common framework

d) Common problem

9) What is it essential to agree on before
negotiations?
a) Who will win
b) Breakfast and lunch
c) Which issues are up for negotiation
d) Where to meet for golf

10) Without establishing a ___
negotiations can be extremely
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disorganized and lack direction. G (]
a) Level deadl ) (@
3 yla
b) Framework (e
c) Prize
d) Loser
Module Four: Review Questions day) 1) Bas gl) daal ja
1) The first phase in negotiation involves a (n) (e (0) sastll & Y Als el peati (1
___of information. -‘L'L‘ﬁ{""”
A3 (
a) Overload JUS ((
- ot (@
b) Undercutting S (z
c) Exchange el (3

d) Withdrawal
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2)

Both sides state their positions on the
issues being addressed in a
way.

a) Upfront

b) Non-confrontational
c) Absurd

d) Non-committed

At the start of a negotiation, you don't

want to give a ___ ___statement

about your position on specific issues.
a) Cordial

b) Pleasant

c) Detailed

d) Initial

In negotiations, one party's opinion on
what should constitute the agenda will

___from the other at least in terms of

how the issues should be framed.
a) Match

b) Differ

¢) Undermine

d) Emphasize

By dealings with matters of agenda first,

both parties get an opportunity to
their counterpart and think
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about what they want to get from the
negotiation and what they can get.

a) Meet

b) Discover

c) Size-up

d) Intimidate

6) At the beginning of a negotiation, what
should you not do?
a) Smile and shake hands
b) Make pleasantries
c) Give away details of your bargaining
position
d) Be cordial and respectful

7) In a negotiation, you don't want to appear
a) Secretive
b) Intelligent
c) Confident
d) Late

8) The major benefit of these early
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discussions is that the first tentative
negotiations can be made without making

a) Avoiding

the whole process.

b) Breaking
¢) Ruining
d) Disowning

9) Agreeing on the topics for discussion is
something that allows both parties to find

a) Common ground
b) New jobs

c) Old friends

d) Lost items

10) Projecting an image of relaxed friendliness
with an element of is your best

way to introduce yourself.

a) Surprise

b) Charity

¢) Restraint

d) Fear
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Module Five: Review Questions Aualid) 3 gl) daa] e
1) What is considered the heart of the foasill ddae ja g ey Al Lo (1
negotiation process? Lodny caxy (1

da glua
a) After “J:Jﬂ\ ((‘-"
. 2 <
b) Bargaining i (o
c) Winning
d) Hand shaking
2) In addition to learning about the pressures, ¢ bguall ool ALl (2
, and needs that might B Ll e i ¢ dlagead e yigi 8 Al dlabiaYl
o gl Slinall pgngd (e 5 S8 sanll A slaa
influence your opponents, you might also St M 02 B8 e 5
want to try to get some idea of their usual U (w
negotiating approach. SwY (z
a) Wants bl (2
b) Places
c) Targets
d) Hobbies
3) What does the term 'scout your opponent’ daad )" mlhias a3k (3
mean? padin (I
a) Recruit them o Al o il Sl padls e deaal (@
prbibal (2

b) Get a rundown on their negotiation .. »
) Geta 9 o b ) el (2
techniques

¢) Hunt them down
d) Join a team together
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4)

By remaining ________on your bargaining
position you will be able to place pressure
on them to get the deal done on your
terms.

a) Loyal

b) Firm

c) Frightened

d) Unaware

Findingout—and ___ —your
opponent's pressure, targets and needs is
something that should be done if possible
prior to your negotiations with them.

a) Destroying

b) Fabricating

¢) Analyzing

d) Equalizing

Complete this sentence. The more

information you can find out in advance,
the
a
b
C
d

_ foryou.
Harder
Better
Lesser

—_ — T ~

Simpler
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7) What technique is typically made in the full ol &l o sl e Bale agh ) oy Al A o8 Le (7
awareness that the offer will not be met? N T iuﬁj' o U""J’J‘
a) The ridiculous first offer .id{‘!\ o= (
b) The failed first off ol gt (=
) The failed first o e.r 4 A I G pal (z
c) The exaggerated first offer Dl I el (s
d) The rejected first offer

8) How many negotiation techniques are FASaal) (aglal) s axe oS (8
there possible? st (!
a) Five ‘L""“ ((‘f’
D‘)A.ALC G
b) Seven ) (o
¢ Ten
d) Four
9) Which is an example of a negotiation ol Clud e Jia 58 L (9
LS il Lhasal (@

a) Prepare, prepare, prepare
b) Set it and forget it
¢) Annihilate your component

b el § = e (2
Sty IS pmsel (2

d) Show all your cards

10) There are a number of ways to break a (n) o (0) S okl e 2ae @lia (10
____in negotiations. _au.j}m\
G ogall ala
a) Sound barrier sall mla (
e Bk (@
b) Impasse s (o
c) Finger e (5
d) Record
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Module Six; Review Questions

1) There are three ways to see your options

when you are
a) Negotiating
b) Agreeing
c) Shopping
d) Walking

The key to makinga ___

work is to focus on interests, not positions.

a) Residual
b) Intellectual
¢) Mutual
d) Intentional

Creating a mutual ____ solution

requires some activities not usually
associated with negotiations.

a) Pain

b) Gain

¢) Strain

d) Rain

approach
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4)

One of the problems that arise in
negotiations is that parties can feel they

are being ___ in terms of what they

can do and what they can get.
a) Compartmentalized

b) Dramatized

c) Marginalized

d) Industrialized

The difficulty in any negotiation arises
when there are issues where both parties
which is too

have a philosophical
far from that of the other.
a) MOP
b) WAP
c) RAIC
d) STOP

What's the danger of ignoring the
‘elephant in the room"?

a) It'll eat everything

b) It'll get sick

C) Itwon't go away

d) It'll break furniture

Identify what the person you are in conflict
with
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Wants
Needs
Sees
Dislikes

a
b
C
d

_ T ~

Once you have identified the wants and
needs of both sides, look for areas of

a) Fun

b) Weaknesses

¢) Disdain

d) Overlap

Overlap is the starting point for

c) Disjointed
d) Permeable

10) Which is not part of a framing question

you should ask when determining what is

wanted?

a) What's most important

b) What's least important

c) What's the path of least resistance
d) What does my opponent need
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Module Seven: Review Questions dajlal) Bas g1l daa) e
1) The final phase of a negotiation is a time S Jsmasl) iy oa il laall (g 3R Y1 s el (1
forreaching__ and building an A el :
agreement. e 3‘; (g
a) Consensus s (2
b) Impasse il (s

¢) Destination
d) Success
2) Closing a negotiation can mean two O gl (@Dl ) ey 8 (2
___things. .QJJ (I
a) Initial uh“ (<
b) Different dﬁ ((E

c) Complete
d) Impossible
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3)

When applied to negotiations, consensus

usually involves agreement

on key issues.
a) Extensive
b) Substantive
c) Essential
d) Mutual

Everyone needs to feel that the outcome of

the negotiation is something they can
_ with.

a) Live

b) Pass

¢) Land

d) Agree

What is a special skill that it takes to build
an agreement?

a) Create more problems

b) Translate generalities into specifics

c) Create language barriers

d) Generalize the problems

Sometimes in negotiations, there can be a

tendency to arrive at certain principle
__and think that the job has been

done.

a) Meridians

b) Collaborators
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L sl pal (2
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c) Agreements

d) Theories
7) There is more to negotiation than offering 2 sl Gasldil e ST e Ledllia (7
a concession here and ___ a limit . ém
sl (]
here.
t e;e. Iati el (@
a) tIpL.I atmg Sl (z
b) Manipulating il (3
¢) Indoctrinating
d) Evaluating
8) For an agreement to be successful, all the L) Ja g il e (9585 O cangy ¢ AEEY) i K1 (8
essential terms must be _ stated in A S S
e G |
writing. i ds“" (
. el ISy (@
a) Suitably " ,
. cr=n (2
b) Collaboratively Cedal (3
c) Clearly
d) Wholeheartedly
9) It may help to think of the negotiation el o sl ddae 8 5Sal) adall (e 5S0 8 (9
process as a :
(& |
a) Thankless job Jeal JS d“' (
DLANIELE (@
b) News broadcast iale Ll (z
c) Breaking news fad Jal (3
d) Old news
10) A good negotiations team will have at least uall Gl glaall 358 e oS (10
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a) Good shot A g0 dga ) (I
b) Last chance wap Al (<
O/ da ) doslis (g

¢) Details person )
) P BECNNE
d) Last resort

Module Eight: Review Questions ALalll) Bas gl daa) e

1) Most people are willing to in A et e ol (Jéum‘ (1
good faith. amy (!
a) Laugh d*: ((«.—1

uas z

b) Work L (s
c) Negotiate
d) Relate

2) You need to be prepared to deal with Y 0al) (alai¥) s Jalacill P (555 o) ang (2

oplale
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peoplewhodon't______ fair.
a) Play

b) Try

c) Seem

d) Fight

tactics to gain an

advantage in a negotiation doesn't happen

that often, but negotiators need to be
prepared for it.

a) Governmental

b) Integral

¢) Environmental

d) Instrumental

The _ of the negotiations is in a
position of power.

a) Host

b) Last

c¢) Winner

d) Loser

Any negotiation will be more productive if

you are ableto
and not personalities.
a) Harp

b) Linger

¢) Focus

d) Speak

on problems
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6) Recognizing and controlling emotions is an

aspect of
a) Common sense

b) Redeeming qualities
c) Emotional intelligence
d) Delayed gratification

7) In a negotiation, emotional intelligence
involves how you and the
other party are responding emotionally to
the discussion.

a) Enjoying

b) Recognizing
c) Discussing
d) Discovering

8) By their very nature, negotiations involve a
kindof relationship.
a) Complicated
b) Individual
c) Adversarial

d) Angry

9) Which would be an example of when to
walk away from a negotiation?
a) When things are going well
b) When the other party threatens you
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c) When the other party agrees with you
d) When you have succeeded

10) Sometimes factors unrelated to the topic of & s<ase dlxiall e Jal gall Jrad 28 ¢ Glall (any (3 (10

a negotiation may make it too to e DR ey S
continue.

a) Easy

b) Difficult

c) Engrossing

d) Fascinating

Module Nine: Review Questions

ila glaall

e (I
Qua (@
& (2

s (2

daldl) 5as gl) daal sa

1) Some of the principles of negotiation can (8 Bda L i) foale s ()5S3 Of (Say (1
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be usefulin __ sjtuations.
a) Everyday

b) Unusual

¢) Common

d) Unhealthy

______ get in the way of
negotiating.

a) People

b) Personalities

¢) Food

d) Money

Focuson
a) Clothing

b) Lunch

C) Interests

d) Sports

__, not positions.

Don't let adherence to a particular
___narrow the range of options you

are willing to consider.

a) Situation

b) Position

¢) Point

d) Premise

il sall
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5)

Expand the range of
a) Distances

b) Languages

c) Options

d) Barriers

State the terms of an in
specific, clear terms.

a) Arrangement

b) Agreement

c) Argument

d) Advertisement

Use the principles of __ to bring
you a positive outcome in everyday life.

a) Negotiation

b) Enunciation

¢) Pronunciation

d) Procrastination

You can reach a positive outcome by
taking into accountsome __, decent
principles.

a) Loud

b) Sound

¢) Quiet

d) Whispered
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9) In a negotiation via telephone, it can be el oa) el e (58 3 ¢ ailell e Jaslall 4 (9
difficult to makean __ assessment LAY ikl et S oyl ‘
of how the other party is responding. M‘ (!

a) Advisable i: ((;
b) Actual Jpasll (e (3
¢) Accurate

d) Accessible

10)_____ negotiations make it difficult to Ls b G858 mall (e lia glaal) Jaas (10
document the terms of an agreement. ““"w
a) Honest édﬁ: (!
b) Phone R 2\;:;1\ ((;
) Home dee (2
d) Work
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Module Ten: Review Questions
T _ on behalf of someone else
presents some special challenges.
a) Settling
b) Dreaming
c) Negotiating
d) Working

2) Have aclearideaofwhat _ ~ you
have permission to make.
a) Exceptions
b) Concessions
¢) Accusations
d) Calculations

3) You need to select people who have the
___and the temperament to move

the negotiation forward.

a) Expertise

b) Attitude

c¢) Vehicle

d) Script
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4) What is an essential part of leading a team

5 Teamsneed

8)

of any kind?

a) Sharing vehicles

b) Sharing problems
c) Sharing information
d) Sharing dislikes

___in order to thrive.
a) Coaches

b) Water

¢) Information

d) Food

Create a for the

negotiation.

a) Team leader

b) Game plan

c) Group consensus
d) Talking point

Some negotiations are so complex that it is
difficult for one person to all the
Issues.

a) Master

b) Manipulate

¢) Maneuver

d) Maintain

There is a need for in situations.
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a) Leaders sadl
b) Balance wall (@
c) Moods Qf\ij: ((f
d) Attitudes

9) When negotiating for someone else make agd bl o (e 8B ¢ AT Gads Jal (e il e (9
sure you have a _______ understanding of et aend ‘
all the issues. d‘m‘ (!

. Juls (‘?1

a) Little —
b) Thorough Al ol s (5
c) Relative
d) Minor

10) ____ateam of specialists will help & Oparadial e (G 8 2e Luw (10
ensure that you have all the bases covered. el 8l gas Apkaids ULM'
a) Negotiating u"’ﬁuﬂj (!
b) Assembling &_’UC:-:;‘\ ((:
c) Alienating Sod (s

d) Involving
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