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COURSE OBJECTIVES:

o To enable students to know about the general concepts of contract.
o To impart knowledge on various approaches for business negotiations.
o To help the students to understand the importance of purchasing in supply chain

LEARNING OUTCOMES:

o Legal consultants with regard to logistical contracts

o Students will learn to approach each business negotiation in a strategic and systematic
way.

o Students will enhance their commercial negotiation skills

UNIT 1: 10 HRS

Introduction to contracts & commercial negotiation

Contracts for supply of goods or services & their documentation. Invitation to tender and
quotations. Key performance indicators (KPIs). Contractual terms. Pricing and Other
Schedules. Commercial negotiations — sources of personal power, organizational power,
comparison of powers of suppliers and purchasers

UNIT 2: 16 HRS
Sale of Goods Act

Introduction-meaning and definition of contract of sale, Essentials of contract of sale,
conditions and warranties, Rights of an un paidseller.The Vienna Convention on the
International Sale of Goods. Types of agreements — One-off purchases, framework
agreements, mini competitions, call offs, service contracts, contracts for hire and leasing of
assets

UNIT 3: 12 HRS
Commercial negotiation in relation to supply chain

Sources of conflict in relation to commercial negotiation. Team management in commercial
negotiation. Approaches for commercial negotiations — Win-win integrative approach, Win-
lose approach, Lose-lose approach.



UNIT 4: 12 HRS
Costs and prices in commercial negotiations

Types of costs — Direct & Indirect, Fixed & Variable. Break-Even-Analysis, CVP Analysis,
Costing Methods — Absorption costing, Marginal Costing & Activity Based Costing.
Volumes, Margins and Mark-ups and their impact on pricing. Influence of Micro and Macro
economic factors on commercial negotiation.

UNIT 5: 10 HRS
Communication aids to undertaking commercial negotiations

Stages of Commercial Negotiations — Preparation, Opening, Testing, Proposing, Bargaining,
Agreement & Closure. Influence of behavior on commercial negotiation. Methods of
commercial negotiations — Persuasion method, use of tactics, communication skills. Influence
of culture on commercial negotiations. Resources required for commercial negotiations.

Skill Development:

o Preparing Marginal Costing Income statement and analysing Cost VVolume and Profit
relationship of any Supply chain unit for a current period.
o Preparing a report on recent approaches on Commercial negotiations.
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