**Answer: d. Denial**

3. What is a BATNA in negotiation?
a. Best Alternative To a Negotiated Agreement
b. Bi-lateral Agreement To Negotiate Amicably
c. Bargaining Agreement Through Neutral Arbitration

d. Business-Appropriate Terms for Negotiation Agreements
**Answer: a. Best Alternative To a Negotiated Agreement**

4. Conflict resolution strategies that involve both parties giving up something to reach a
solution are known as:

a. Compromise
b. Collaboration

c. Avoidance

d. Competition u\(

**Answer: a. Compromise** N O

5. Which of the follo W aﬁ&gmf a ngu-\@) I cr%wmunication cue that can
impact ne oé@\% ge

a. Ageig o terms P a

b. Maintaining eye contact

c. Using clear language

d. Ignoring the other party

**Answer: b. Maintaining eye contact™*

**Section B: Short Answer (30 points)**



**Answer: A passive-aggressive communicator indirectly expresses their displeasure
or resistance. Example: A team member agrees to take on a task in a group project but
consistently fails to complete it without explanation.**

**Section C: Essay Questions (50 points)**

9. Discuss the concept of power in negotiations. How can parties leverage and balance
power dynamics to achieve successful outcomes?

**Answer: In negotiations, power refers to the ability to influence the other party's
decisions or actions. It can be based on various factors such as resources, expertise, or
alternative options. Parties can leverage power by understanding the other party's
sources of power and using negotiation tactics accordingly. To balance power
dynamics, parties should focus on their BATNA, build trust, and create value through
creative solutions that benefit both sides. Successful negotiation outcomes often involve
a dynamic interplay of power, where parties strive for mutual gain.** \(

10. Conflict is a natural part of any organlzatlon W\@Of a mediator in
uld

resolving workplace conflicts and the key 0SSess.

**Answer: Me{ﬁs ru0|al I 5Iv workplace conflicts by facilitating
com elping p mon ground. Key skills include active
listenirg, n utrallty, empathy, and pro em-solving. Mediators must also be proficient in
conflict resolutlon techniques, maintain confidentiality, and create a safe and supportive
environment for the involved parties to express their concerns. By guiding the process
and empowering parties to find their own solutions, mediators contribute to a
harmonious workplace.**



PAPER # 3

Sample Complete Exam Paper for Negotiation and Conflict Resolution in BBA (With
Answers)
Multiple Choice Questions

1. Which of the following is NOT a step in the negotiation process?

o Preparation
o Discussion
o Agreement

o Conflict
2. Which of the following is NOT a type of negotiation?

o Distributive
o Integrative

Competitive
¢ UK

o Collaborative

3. Which of the following is NOT a strategy for, r %og&\%c't’?
o Avoidance m NO 2
frot oo

P S %ompromlse a‘ge

o Force
4. Which of the following is NOT a benefit of negotiation?

o Can lead to mutually beneficial solutions
o Can help to build relationships
o Can save time and money

o Can guarantee a win-win outcome
5. Which of the following is NOT a challenge of negotiation?

o Can be time-consuming

10
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Explain the five steps of the negotiation process. The five steps of the negotiation
process are:

Preparation: This involves gathering information about the other party, their
interests, and their needs. It also involves developing your own negotiation
strategy.

. Planning: This involves deciding what you are willing to give up and what you are

not willing to give up. It also involves developing a fallback plan in case the
negotiations fail.

Execution: This is where you actually sit down and negotiate with the other party.
It is important to be assertive and to communicate your needs clearly.

Evaluation: Once you have reached an agreement, it is important to evaluate it to
make sure that it is fair and that it meets your needs.

Follow-up: Once you have reached an agreement, it is |mportan6f I Mﬁp with
the other party to make sure that it is being |mplement\

Discuss the different negotiatig ‘b&&“lowt @ n be used effectively.
There are many differ: “ iation ta% ?b sed. Some of the most
commor\i\e ge ’L

?ard bargaining: This Is a type of negotiation where the parties are very
competitive and try to get the best deal possible.

Soft bargaining: This is a type of negotiation where the parties are more
cooperative and try to find a solution that works for both of them.

Principled negotiation:



