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Negotiation 

1. What is a distributive negotiation? 
a. A type of negotiation which the parties compete for the distribution of a 

fixed pool of value, and any gain by one party represents a loss to the 
other.  

b. A type of negotiation in which the parties cooperate to achieve maximum 
mutual benefit in an agreement.  

c. A type of negotiation that involves more than two parties. 
 

2. Which of the following would be an example of an integrative negotiation? 
a. The sale of a car 
b. A wage negotiation between a business owner and a union of employees 
c. The structuring of a long-term partnership for a corporation 

 
3. You are seeking to purchase a new home and have set a reservation price of 

$300,000. The seller of the home you are interested in has a reservation price 
of $325,000. What is the ZOPA (zone of possible agreement)? 
a. There is no ZOPA in this example 
b. $300,000 to $325,000 
c. Any number less than $300,000 

 
4. Why is it important to know your BATNA before walking into a negotiation? 

a. Your BATNA enables you to create value through trades. 
b. Your BATNA determines the point at which you can say “no” to an 

unfavorable proposal. 
c. Your BATNA helps you identify when it is advantageous to form a 

coalition. 
 

5. In which type of negotiation should you reveal information about your 
interest, preferences, and business constraints? 
a. You should never reveal information about your circumstances. 
b. Distributive negotiations  
c. Integrative negotiations 

 
6. What strategy should you implement if you don’t trust the other party? 

a. Identify potential saboteurs 
b. Suggest alternative packages or options 
c. Insist on enforcement mechanisms 

 
7. Which of the following is a strategy you can use to avoid partisan 

perceptions? 
a. Imagine yourself in the other side’s position. 
b. Before negotiations, work with your team to set a reasonable reservation 

price. 
c. Set clear breakpoints. 
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Negotiation 
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8. What is the first step you should take in preparing for a negotiation? 
a. Identify your BATNA 
b. Determine satisfactory outcomes 
c. Study the other side 

 
9. How should you react when the other side opens the negotiation with an 

unreasonable offer? 
a. Ask questions that make the other negotiator justify the offer. 
b. Counter with a similarly unreasonable offer to put the other side on the 

defensive. 
c. Get up from the table and begin to leave the room so that the other party 

changes the offer. 
 


	Question 5: Off
	Question 4: Off
	Question 3: Off
	Question 2: Off
	Question 1: Off
	Question 8: Off
	Question 9: Off
	PRINT: 
	RESET: 
	Name: 
	Question 6: Off
	Question 7: Off


