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RIARA SCHOOL OF INTERNATIONAL RELATIONS & DIPLOMACY

NURTURING INNOVATORS
SEPTEMBER –DECEMBER, 2022 TRIMESTER

EXAMINATIONS FOR CERTIFICATE IN CORPORATE DIPLOMACY

 EVENING ONLINEPROGRAMME

RIR 011: NEGOTIATION SKILLS ACROSS CULTURES


DATE: DECEMBER, 2022 						          TIME: 2 HOURS

SPECIAL INSTRUCTIONS
1. Write your REGISTRATION NO. Clearly on the answer booklet(s).
1.  Answer Question One and ANY other TWO questions.
1. Questions in all sections should be answered in answer booklet(s). 
1. PLEASE start the answer to EACH question on a NEW PAGE. 
1. For the questions, write the number of the question on the answer booklet(s) in the order you answered. 
1. Write on both sides of each leaf and indicate number of each question at the top of each page.
1. Write the answers in paragraph form unless stated otherwise. 
1. Marks allocated to each question are shown at the end of the question.
1. All rough work must be done on the answer booklet and crossed through! 
1. Use supplementary pages only when you have exhausted those in this booklet.
1. Fasten the supplementary pages to the inside back cover of this booklet. 




SECTION A- COMPULSORY    - ANSWER ALL QUESTIONS (30Marks)

QUESTION ONE

a) List at least four characteristics of culture(4 Marks)
b) Distinguish between distributive negotiation and Integrative negotiation (6Marks)
c) Highlight the stages in the negotiation process (6 Marks)
d) Using the Iceberg Analogy, discuss the challenges associated with negotiations across cultures. (14 Marks)
SECTION B- ANSWER ANY TWO QUESTIONS (40 MARKS)
QUESTION TWO
a) Identify five communication skills and discuss why each one of them is important when negotiating across cultures.(10 Marks)
b) Identify and discuss differences in a recent negotiation in terms of; 
1. Interests
2.Judgments about the future
3.risk tolerance
4.time preferences(10 marks)
QUESTION THREE
When negotiating across cultures, we should focus on the WHY and not the WHAT question. Criticallyanalysesthis statement with reference to Position based and Interest based negotiations. (20 Marks)
QUESTION FOUR
 a) How can we grow and support women in Dialogue,Negotiation and Mediation in conflict situations?(10 Marks)
    b) Explore mechanisms that can be put in place to connect Track 2and 3 Diplomacy, where women are more frequent leaders of peace processes, to the Track 1 diplomatic level.(10 Marks)
QUESTION FIVE
a) Using relevant examples, discuss five challenges of cross-cultural negotiations (10 Marks)
      b)  Highlight five ways we can deal with cross-cultural problems in negotiations (10 Marks)
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