Attachment B

(Each judge should receive e four copm of the Evaluation Criteria Form—JudEmS Scala ) =

Judge’s Name: Cell#: ___ Date: 112 2’Room #:
Team Letter Designation: /¢ / Client Name: S —( é <

Negotiation judged:
(Please circle the competition level—Regional or National / and mark th.p’round observed)

Round #1 Round #2 Final:

‘e -V should:be u:mphlul Iullemruu !Iu. <nd nl the numi: rtion and hiit the teams.

are preparing for the self=analvsis,

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2 1
Very Unprepared Somewhat Neutral Somewhat Prepared ' ighly
Unprepared Unprepared Prepared Prepared

II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY

This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy

to for example, to new information or to unforeseen moves by the opposing ?

7 6 5 4 3 2 1

Very Inflexible Somewhat Neutral Somewhat xible Highly
Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 5 4 3 2 @
Goalsnotserved  Goals not served Goals somewhat Neutral Goals served  Goals served well GO ed
atall not served somewhat very well
IV. TEAMWORK

How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 1
Totally lacking [ acking teamwork ~ Somewhat lacking in Neutral Somewhat good ood Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, 111, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 @

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Re i

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Criteria V9 and MiEshould !n completed l”l..! both teanrs have completed thut sd!

ancilysis,

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or Neutral Understood And d and Understood and
understand or  jearn learn much Learned Somewhat  learned well learned

leamn at all extremely well

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the ne gotlatmg team observed or v1olated the ethical

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.

GPRIOR 10 1li¢




Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: Sﬂfﬁ? Celi #‘aﬁe: 2&’2 Room #: ijm

Team Letter Designation: A - Client Name: 5' SPC

Negotiation judged:
(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final:

Criteria 1=V shoukd: be completed Following the ¢nd of the negotiation ad while the teams: |

are preparing for the self-a

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2 <,

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared

II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 @ 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serv% the client's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neutral Goalsserved  Goals served well Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 1

Totally lacking [ ackingteamwork ~ Somewhat lacking in Neutral Somewhat good ery Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, Ill, V, V1, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, giiitudes #e, and implied and explicit communications.
Did the way this team manage its relatjciisitipusin the other team contribute to or detract from
achieving its client's best interests? i

7 6 5 4 3 @ 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Criteria VI and VIH \[liiil!li he u;mpluul after both teams have unupluul their self-

analvsis,

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 2 1

Did not Did not understand or Did not understand or  Neutral Understood And Understoodand ~ Understood and
understand or  jeamn learn much Learned Somewhat  learned well learned

leam at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS  or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.

PRIOR 1o 1he




Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
¢

Judge’s Name: _@u-cr/\ Se .y Cell #: _Date: ”(Zf# /3 Room #:
/

Team Letter Designation: _ 4~ | Client Name: _ S >®¢

Negotiation judged:
(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final: _ 1~

Criteria 1=V should be completed following the end of the negotiation and while the teams

are preparving for the self-analysis.

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 @ 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
IL FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 @ 1
Very Inflexible Somewhat Neutral Somewhat exible Highly

Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neutral Goals served  Goais served well =~ Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 2 @

Totally lacking 1 acking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, 11, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 @ |

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Criteria V1 and VI should bé completed atter both teams have completed their self-

analysis,

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 23) 2 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Understood and ~ Understood and
understand of  Jeam learn much Learned Somewhat  learned well learned
learn at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

et ,___,__...-—""'-—__
@ OBSERVED ETHICAL STANDARD or TEAM VIOLATED ETHICAL STANDARDS

e S

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.




Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: Gueras ey Cell #: Date: 4 I 22/13 Room #: &V @A
Team Letter Designation: © - v\~ Client Name: _ 2B
Negotiation judged:

(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final: v~

Criteria I-V should be completed following the end of the negotintion and while the teams

are preparing for the self-analysis.

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 @ 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
1L FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 (3) 3 2 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible
III. OUTCOME OF SESSION

Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 (5 4 3 2 1

Goalsnotserved  Goalsnotserved ~ Goalssomewhat  Neutral Goals served  Goals served well ~ Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

V.
7 6 5 4 3 (2) 1
Totally lacking | ackingteamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, II, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 ©) 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Criteria VI and VI shotild be completed after both teams have completed their self-

amalvsis;

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 2 1

Did not Did not understand or Did not understand or ~ Neutral Und And Understoodand ~ Understood and
understand or  |eam leam much Learned Somewhat  leamed well learned

leamn at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

(TEAM OBSERVED ETHICAL srm or  TEAM VIOLATED ETHICAL STANDARDS
S A RN e

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

ELEASE be sure to complete ALL categories before turning in this form.




Attachment B

Judge’s Name: g/’)ﬂ‘% CehDate: ZZZ& Room #:_ CHr50%s

Team Letter Designation: Bz Client Name: 5 S5pC

Negotiation judged:
(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final:

owing the end of the negotiation and while the teams

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 @
Prepared

Very Unprepared Somewhat Neutral Somewhat Highly
Unprepared Unprepared Prepared Prepared
IL FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

1 6 5 4 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

{/ 6 5 4 @ 2 1

Goals not served Goals not served Goals somewhat Neutral Goalsserved  Goals served well Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 @ 1

Totally lacking [ ackingteamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, II, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIAT]NG TEAMS
ThlS scale focuses on word ch01ce, g e

achieving its client's best interests?
7 6 5 4 @ 2 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Criteria VI and VI should be completed i!iu both.teams have completed their selt-

analvsis,

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 @ 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Understoodand ~ Understood and
understand or  jegm learn much Learned Somewhat  learned well learned
leamn at all extremelv well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.

tratir PRIOR 1o the




Attachment B

Judge’s Name: 1/4 "/év(/( Cell #: . i i ébate: f( 2 “Room #:
Team Letter Designation: ﬁ = / /Z Client Name: C_«i’éc

Negotiation judged:
(Please circle the competition level—Regional or National / and mar‘ktyound observed)

Round #1 Round #2 Final:

i 1=V should be completed foll ¢ end ot the negotiation and while the teams .

are prepaving for the self-analysis,

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2
Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

IL FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY

This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 2
Very Inflexible Somewhat Neutral Somewhat Flexibie
Inflexible Inflexible Flexible

Ol. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve theclient's goals?

7 6 5 4 3 2 1
Goals notserved  Goals not served Goals somewhat Neutral Goals served Served well  Goals served
atail not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 2 1
Totally lacking 1 acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good cellg
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, I1I, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship latiopstiip

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Criteria VEand VI should be completed after both tcans have completed their selt-

an: lvsis.

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or ~ Neutral Understood And and  Understood and
understand of  jeamq leamn much Leamned Somewhat  leamed well learned

leam at all extremely well

VII. NEGOTIATING ETHICS

Based on your observatlon do you belleve the negotiating team observed or violated the ethical

standards of the lega example, 1) did the team misrepresent material facts? 2)
o acts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

If you citcled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.

e




Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: Q-»oerns:j Cell #: Date: q!gﬂ-l 13 Room #: Chr en
Team Letter Designation: _ &= {71 Client Name: U KT &
Negotiation judged:

(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final: v

Criteria 1-V should be completed followine the end of the negotiation and while the teams

are preparing for the self=analysis.

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 @ 2 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
IL. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

)] 6 5 ) 3 2 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible
IIl. OUTCOME OF SESSION

Based on what you observed in the negotiation and the seif-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 @ 4 3 2 1

Goalsnotserved  Goalsnotserved ~ Coalssomewhat  Neytral Goalsserved  Goals served well Goals served
at all not served somewhat very well
IV. TEAMWORK

How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 @ 2 1

Totally lacking 1 acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, III, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 ) 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poorly Managed Somewhat Well managed well

Poorly Somewhat extremely well
Poorly

Criteria VL and VI should:he completed after both teams have completed their self-

analvsis,

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 @ 2 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Understoodand ~ Understood and
understand or  jearp leamn much Learned Somewhat  learned well learned
learn at all extremelv well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS ) or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.




Attachment B

A\ ,.' \

" (Eachj ve four copies of the Evahiation Criteria Form—Judging Scales)
Judge’s Name: 6, h }'% Cell #!te: z@/ Room #: Ql’4
Team Letter Designation: _5 =i/, ? Client Name: A/ 'R‘CE
Negotiation judged:

(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final:

‘i 1=V should be ecompleted following the end of the nesotiation and whike.the teams,

arcpreparving for-the self-analvsis. - -

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 @ 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
I FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposi’gm?
2

7 6 5 4 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexibie

M. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement w;}i feached, serve the client's goals?

7/ 6 S5 4 2 1

Goalsnotserved  Goals not served Goals somewhat Neutral Goals served  Goals served weil  Goals served
atall not served somewhat very well
IV. TEAMWORK

How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7/ 6 5 4 3 @ 1

Totally lacking |acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, III, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choicefia Ae, and implied and explicit communications.
Did the way this team manage its rel the other team contribute to or detract from
achieving its client's best interests?

A0S
7 6 5 4 @ 2 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Poorly

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 @ 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand of  jeamn learn much Leamned Somewhat  leamed well leamned
learn at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.
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Attachment B

‘ (Each judge should receive four copnw of the Evaluatlon Cntena Form——Judgmg Scalu )

Judge’s Name: 4 /Lle Tad ([\ Cell #: Date: 7( ¢ YRoom #:

Team Letter Designation: 4 — / 7 Clierllt Name: /V / 2 ¢ €

Negotiation judged:
(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round#2_ Final: _r/

C H!UM I- \ showld he umlpiuul lti“tl\\lll” [ht end nl lht nenoti |tmn m(l » hllt the !t Hlls

are prepaving for'the seHanalyvsis,

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 @ 1
Very Unprepared Somewhat Neutral Somewhat Highly

Unprepared Unprepared Prepared Prepared
IL FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 1
Very Inflexible Somewhat Neutral Somewhat ble Highly
Inflexible Inflexible Flexible Flexible

II. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neutral Goals served wel}  Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing r¢sponsibility, and
providing mutual backup?

7 6 5 4 3 2 1
Totally lacking | acking teamwork ~ Somewhat lacking in Neutral Somewhat good A Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, III, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 { 1 Z
Relationship  Relationship Relationship Neutral Relationship Managed Relationship Reldtionstii
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Criteria VI and VI should ln unnph ted after both teams have completed their sell-

uu[\w\

V1. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or ~ Neutral Understood And U and  Understood and
understand or  |eamm learn much Learned Somewhat  learned well learned

leam at all extremelv well

VII. NEGOTIATING ETHICS

Based on your observation, do you beheve the negotiating team observed or violated the ethical

standards of the leg o3 aple, 1) did the team misrepresent material facts? 2)
a) . Select and circle one:

TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.




Attachment B

; h Judge should receive four copm of the Evaluatlon Cntena Form—Judgmg Scalw ) 5 £ 2
Judge’s Name

(& Cell#:_  pate: 7/ Z LRoom #:
Team Letter Designation: A’ =L / d Client Name: //[ leg
Negotiation judged:

(Please circle the competition level—Regional or National / and mar‘kthfund observed)

Round #1 Round #2 Final:

Criteria I-V should be compléted. !ulltmm" !]u uu! of IhL m'm!l mun md white the teams

are preparing forthe setf=malysis;

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 (2 1
Very Unprepared Somewhat Neutral Somewhat repared Highly
Unprepared Unprepared Prepared

II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 1
Very Inflexible Somewhat Neutral Somewhat exible Highly
Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 5 4 2 1
Goals not served Goals not served Goals somewhat Neutral served  Goals served well  Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 @ 1
Totally lacking [ acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, III, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2

Relationship  Relationship Relationship Neutral Relationship Managed Relationship ip

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

V1. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 1

Did not Did not understand or Did not understand or Neutral Understood And Undefstoodand ~ Understood and
understand of  jeam learn much Learned Somewhat  learned well leamed

learn at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do ieve the negotiating team observed or violated the ethical
standards of profession? For examples 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? gtc. Select and circle one:

TEAM OBSERVED ETHICAL STAND TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.
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Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: Guernse Cell #: Date: /2%(3 Room #:
Team Letter Designation: _ A4 - / & Client Name: /K C&
Negotiation judged:

(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final: l/

Criteria 1-V should be completed following the end of the negotiation and while the teams

arce preparing for the self-analvsis.

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 9 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
IL. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

2% JeY
7 6 5 4 3 2/ 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 5 4 3 2 1
Goals not served Goals not served Goals somewhat Neutral Goals served  Goals served well = Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 ) 1

Totally lacking [ acking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, II, V, VI, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 @ 1

Relationship  Rejationship Relationship Neutral Relationship Managed Relationship Relationship
Managed Vety Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Criteria VI and \ Ii \Imui:[ he tnmlmlul after both teams have mmph!ul their sclf-

Atz tlvsis.

V1. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 @ 3 2 1

Did not Did not understand or Did not understand or  Neutral Understood And Understoodand ~ Understood and

understand of  jearn learn much Learned Somewhat  leamned well learned
learn at ali extremelv well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professxon" For example, 1) did the team misrepresent material facts? 2)
did the team invent self- aterial facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STAND S or TEAM VIOLATED ETHICAL STANDARDS

ircled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.




Attachment B

(Each judge should receive four copies valuation Criteria Form—Judging Scales.)

Judge’s Name: 5&'7‘"4 Cell Date:g}[Zk Room #:_{ %&t
Team Letter Designation: A st (2 Client Name: /d RLEE
Negotiation judged:

(Please circle the competition level—Regional or National / and mark the round observed)

Round #1 Round #2 Final:

Criteria I-V should be completed follewing the end of the negotiation and while the teams

are preparing forsthe self-analysis, =~

I NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2 @

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy

to for example, to new information or to unforeseen moves by the opposin ?

7 6 5 4 3 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?

7 6 5 4 3 v 1
Goals not served Goals not served Goals somewhat Neutral Goalsserved  Goals served well Goals served
atall not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and
providing mutual backup?

7 6 5 4 3 @ 1

Totally lacking L acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, III, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choicefsttig R, and implied and explicit communications.
Did the way this team manage its relagiegs stithe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 @ 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Criteria \ I nni Vil shemld he Lumj}ltlui after Imlh teams have usmpluul mul selt-

iy Sis.

V1. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responses to the
following questions:

(1) "In reflecting on the entire negotiation, if you faced a similar situation tomorrow, what would
you do the same and what would you do differently?"

(2) "How well did your strategy work in relation to the outcome?"

Based on the team's self-analysis during the review session, how adequately understood the
negotiation dynamics and learned from today's negotiation?

7 6 5 3 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand or  jeamn learn much Learned Somewhat  learned well learned

learn at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profession? For example, 1) did the team misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the team should be disqualified from the competition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

PLEASE be sure to complete ALL categories before turning in this form.
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