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Instructions:

1) All questions are compulsory.

2) Figures to the right indicate maximum marks to the questions.
3) Start each question on a fresh page.

Q.1) Answer any four questions from the following: - (4x4=10)
a) Explain the concept of collective bargaining.
b) Highlight any four characteristics of collective bargaining.
¢) Distinguish between distributive bargaining and integrative bargaining.
d) Explain the different levels of collective bargaining.
e) Describe the coverage of collective bargaining agreements.

f) Explain the major provisions of the Payment of Bonus Act, 1965

Q.2) Answer any four questions from the following:- (4x4=106)
a) Summarize the major objectives of the Industrial Disputes Act, 1947
b) Explain the scope and coverage of Worker’s Compensation Act, 1923
¢) Enumerate the key areas of preparation for successful negotiations.
d) Discuss the significance of effective negotiations.

e) Explain how you can improve your BATNA in negotiations.

) Discuss the role of trade unions in collective bargaining.

Q.3) A. Discuss in detail the ‘Hick’s Theory of Wage Setting’ in collective bargaining.

(12)
OR
X. State some common issues that arise during the process of collective bargaining and
discuss how these issues can be resolved? (12)
Q.4) A. List out and explain the pre-requisites for successful collective bargaining. (12)
OR

X. Describe the difficulties faced in the bargaining process and administration of

collective bargaining agreements.

(12)
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Q.5) A. Explain in detail the key stages involved in the process of Negotiation. (12)
OR

X. Identify and discuss the crucial elements of effective negotiations. (12)

Q.6) A. Explain Behavioral Theory of Labour Negotiation under collective bargaining. ~ (12)
OR

X. Explain integrative negotiation agreement. Discuss some of the tactics or strategies for

negotiating integrative agreements citing relevant examples. (12)
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