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L4M5: Commercial Negotiation 
APCL mapping document 

When completing this mapping document, you should refer to and be guided by, the detail in the CIPS module content. The guide for each level is available at: https://www.cips.org/qualifications 
M4: Systems Technology
	CIPS Learning outcomes  
	Qualification and awarding institution 
	Relevant module(s) 
	Relevant section* 
	Assessment methods
	Year of study
	Learning hours

	1. Understand key approaches in the negotiation of commercial agreements with external organisations	

	1.1 Analyse the application of commercial negotiations in the work of procurement and supply
	
	
	
	
	
	

	1.2 Differentiate between the types of approaches that can be pursued in commercial negotiations
	
	
	
	
	
	

	1.3 Explain how the balance of power in commercial negotiations can affect outcomes
	
	
	
	
	
	

	1.4 Identify the different types of relationships that impact on commercial negotiations
	
	
	
	
	
	


* i.e. learning outcome and/ or from your programme, week no, subject heading. 

	CIPS Learning outcomes  
	Qualification and awarding institution 
	Relevant module(s) 
	Relevant section* 
	Assessment methods
	Year of study
	Learning hours

	2. Know how to prepare for negotiations with external organisations

	2.1 Describe the types of costs and prices in commercial negotiations
	
	
	
	
	
	

	2.2 Contrast the economic factors that impact on commercial negotiations
	
	
	
	
	
	

	2.3 Analyse criteria that can be used in a commercial negotiation
	
	
	
	
	
	

	2.4 Identify the resources required for a negotiation
	
	
	
	
	
	


* i.e. learning outcome and/ or from your programme, week no, subject heading. 


	CIPS Learning outcomes  
	Qualification and awarding institution 
	Relevant module(s) 
	Relevant section* 
	Assessment methods
	Year of study
	Learning hours

	3.  Understand how commercial negotiations should be undertaken		

	3.1 Identify the stages of a commercial negotiation
	
	
	
	
	
	

	3.2 Assess negotiation approaches that can influence the achievement of desired outcomes
	
	
	
	
	
	

	3.3 Compare the key communication skills that help achieve desired outcomes
	
	
	
	
	
	

	3.4 Analyse methods and assess outcomes of negotiations to improve future practice
	
	
	
	
	
	


* i.e. learning outcome and/ or from your programme, week no, subject heading. 
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