Attachment B

iteria Form—Judging Scales.)

Judge's Name: z W Cell # Date: %4’ /} Room #: 9/4

Team Letter Designation: ﬁ ( o~ Client Name: B /0’5

Round#2.. < “Final: = .

Negotiation judged:
(Please circle the com ion IeveI—RegzonaI National /4and mark the round observed)

Critevia -V stiould e completed Tollowiag dic eud ol the negotiation amd while the (cams

arce preparing for the xell-analy sis.

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

7 6 5 4 3 2
Very Inflexible Somewhat Neutra| Somewhat Flexible
Inflexible inflexible Flexible

I 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-tH 's goals?

7 6 5 4 3 1
Gosls not served Goals not served Goals somewhat Neutral Goals serveg 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 3 2 I
Totally lacking | scking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in tegmwork tearnwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, III, ¥, V1, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGQTIATING TEAMS

This scale focuses on word choice, al 5 d implied and explicit communications.
Did the way this team manage its rela o ith the other team ‘contribute to or detract from
achieving its client's best interests?

7 6 ~—35 4 3 2 1
Relationship  Relationship Relstionship Neatral Relationship Relationship Relationship
v
mysad ey Maneged Poorly m Somowhat Well managed we mmsed’ym“
Poorly

Criteria Vi ||u| M \Imul | In completed after both teams have completed iheir sell-

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 3 2 1

Did not Did not understand ar Did not understand or Neutral Understood And Understood and Understood and
understand OF  jogm learn much Leamned Somewhat  learned well learned

leam at all extremelv we)

VI. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professnon” For example, 1) did the team misrepresent material facts? 2)
did the team j acts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS

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.

Lhe Lovabiaion Crrerin b0 e cot Hected by e con ]|‘k[l[il‘|l JRIBTHIE SO I’ !\IUR ti \I|1L
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Attachment B

(Each judge should iteria I-‘orm—!udgns Scales,)

Judge’s Name Cell #:

Team Letter Designation: _ 312

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

Round #1 Ro

Criteria 1-V should be complered following the uui of llu pegoliation nul while th teams

are prepaing for (he 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-prep

this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2 1
Very Unprepared Somewhat Neutral Somewhat Prepared [l Highly
Unprepered Unprepered 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 1
Very Inflexible Somewhet Neutral Highly
Inflexible inflexible Flexible

ol. OUTCOME OF SESSION

7 6 b 4 3 2
Goals not gerved Goals not served Goals somewhat Neutral Goals served  Goals served well [} Goals served
ot all not served somewhat

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsnblllty 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 l, I IIl, ¥V, V1, and VII and enter that result (1o the nearest
whole number) as the teanmwork rating.



V. RELATIONSHIP BETWEEN
This scale focuses on word choice, att
Did the way this team manage its relggs
achieving its client's best interests?

E NE GOTIATING TEAMS
ine, and implied and explicit commumcatnons.
witll the other team contribute to or detract from

7 6 5 4 3 2 1

Relationship  Relationshi Relutionship _ Neutral Retationship Managed Relationship Relationship

Mmsed Very Menaged Pgody Managed % Somewhat Well managed wel] managed
Somewhat extremely well

Poorly

Criteria VEand V I! \Imuld be cennpleted after Imlll feams have unupklul their sell-

analy SN,

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
negotiation dynamics and leamed from today’s negotiation?

7 6 5 4 3 2 1
Did not Did not understand or Did not understand or Neutral Understood And Understood and ~  JUnderstood and
upderstand of  jeam learn much Learned Somewhat  fcamed well tearned
learn at ail exiremely
.

—

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 -invent se[f-?e?ving-mate\rial facts? etc. Select and circle one:
T TEAM OBSERVED ETHICAL STA‘ND;AR_]Q or TEAM VIOLATED ETHICAL STANDARDS

e me—"

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:

YBS, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

Hieivalvation Criteria Lo L be catlected by e Competition.: 21‘-Hll Lrator: "RI()R o' the

- Teedhback 1o tic Tastino weanis; -



Attachment B

ia Form—Judging Scs!a)

Judge'’s Name: ' : te: %{ Room #: 9' [é
Team Letter Designation: ﬁ 13 Client Name: ﬁ A’ < / Aga’ W /

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

Round #1 Round #2 Final:

Critevia 1-V shauld be.complesed following the end of lln uwull tlion nul while llu teims

are preparing for the self=uii; |I\\|\

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 wel]l-prepared was
this team, judging from its performance and its apparent strategy?

7 6 S 4 3 1
Vey Unprepared Somewhat Neutral Somewhat Higaly
Unprepered 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 b) 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Hi
Inflexible Inflexible Flexible Flexbte

. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did th

outcome of the session, regardless of whether agreement was reached, serve the client' 1s%
7 6 S 4 3 2 1
Goals not served Gosls not served Goals somewhat Neutral Goals served  Goals garved well SETV
at alt not served somewhat v ¢

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

7 6 S 4 2 1
Totally lacking [ acking teamwork ~ Somewhat tacking in Neutral Very Good Excelfent
in teamwork teamwork Teamwork Teamwork

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



V. RELATIONSHIP BETWEEN THE
This scale focuses on word choice, atti
Did the way this team manage its rel §j
achieving its client's best interests?

7 6 5

Relationship Relationship Relationship
Managed Very Menaged Poorly

. NEGOTIATING TEAMS

g and implied and explicit communications.
] the other team contribute to or detract from

Critevia VEand VI \Imul(l be uunpltlul |Ilu hoth teams have completed their sell-

ik |I\ SIS,

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
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 2
Did not Did not understand or Did not understand or Neutrel Understood And Understood and
understand of  |eam leam much Leamned Somewhat  leamed well

VII. NEGOTIATING ETHICS

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

TEAM OBSERVED ETHICAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled AM 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:

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

Fhe v aluatfon Cridrs HER \|H Pecobpaled by i '\'\--.|n|\l|L' n_-ulmml Hor I RIUR lev ”IL.
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Attachment B

(Each judge should receive four copies

jteria Form—Judging Scales.)
Judge’s Name: CA@_@_@_&{Q/‘{_&H #: ate: GIZZ Room #: 2/ &
Team Letter Designation: Client Name: @/%/A'/v/é’

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

Round #1 & Round#2_ Final:

Criteria 1-N shaphd be completed tullm\mu the cind of the negotiogion and while (the teams

are preparing for the sell=anzdvsis,

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 appare

7 6 5 4 2 1
Very Unprepared Somewhat Neutrai Prepared Highly
Unprepared Unprepared Prepared

II. FLEXIBILITY IN DEVIATING FROM PLANS\QR 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 ablc to adapt its strategy
to for example, to new information or to unforeseen moves by the oppoginigteam?

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

OI. OUTCOME OF SESSION

outcome of the session, regardiess of whether agreement was e client's goals?
7 6 5 4 1
Goalsnotserved  Goalsmotserved ~ Cools somewhat  Neutral Goals served
at all not served very well

IV. TEAMWORK
How effective were the negotiators in working together as ¥rtee
providing mutual backup?
7 6 5 4 3 2

Totally lacking | acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good
m teamwork teamwork teamwork Tearnwork

Excellent
Teamwork  /

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, atti e, and implied and explicit communications.
Did the way this team manage its rel4 3 the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3

Relationship  Relationship Relationship Neutral
Mwsed Very  Managed Poorly

Criteria VEand VI should be u»mpluul alter Imlh teams have ¢ umpltlul llu.n \(II- :

11K l|\ NI

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 S 4 3 1
Did not Did not understand or Did not understsnd or~ Neutral Understood And and  Understood and
understand of  eam learn much Learned Somewhd learned
learn at all exiremety well

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professnon" For example, 1) did the team misrepresent material facts? 2)
d1d the te 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:

YBS, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

the |.\.ilH|U1l| tork Forn widl he coileeiod by e o mmu.n \u\lnlll n»l._'lr-,l’.ltl()k Lo 1l
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Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—1Judging Scales.)
Judge’s Name: Frask V- b ""“"JCell _)ate: Ul Room#: 276

Team Letter D&cignation: g —g Client Name: g’m‘MJ

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

Round #1 Round #2 Final:

Crifteria 1-N shoald be completed tollowing the end of the negatiation and while the teams
' Cpreparing 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 O 4 3 2 1

Very Unprepered 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 opposing team?

7 6 5 @ 3 2 ]
Very Inflexible Somewhat eytral Somewhat Flexible Highly

Inflexible Inflexible Flexible Fiexible

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 the client's goals?

7 6 5 3 2 1
Goals notserved  Goalsnotserved  Goals somewhat  “Neutral Goalsserved  Goals scrved well  Goals served
at all not served somewhat very well

IV. TEAMWORK

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

7 6 5 @ 3 2 [

Totally lacking [ acking teamwork ~ Samewhat lacking in Neutral Somewhat good Very Good Excellent
in teemwork teamnwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, IT) 111, V, VI, and VII and enter that result (o 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 relJEiRaRPRILIghe other tedm contribute to or detract from
achieving its client’s best, interests?

Criterin VEand MV should be completed after both teams bave completed heir sell
amalvsin, ' ' '

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 leamed from today's negotiation?

7 6 5 4 3 1

Did not Did not understand or Did not understand or ~ Neutral Undersiood And Understood and ~ Understood and
understand OF  |eay leamn much Learncd Somewhst  learned wedl teamed

learn Bt all exdremelv well

V. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating teamn 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.

Fhe Laabimion Critena Lo ] b colicered by the competit st os PRIOR o the

viHI A oe ek e Taa



Attachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Eech judge should receive four copigs of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: ‘Laﬁ%ﬂtgdﬁ&&ﬂ #: : E! Room #:

Team Letter Designation: /AY - [g Client Name: WQ N

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

Round #1 Round #2 Final:

Criteria 1=V should be contpleted tollowing the end of the nezotiation il while the (cams

sre prepating for the sclt=ciivsis,

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. Ho repared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2 1

Vary Unpreparcd Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPT TRATEGY

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 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
Goals notserved  Goalsnotserved  Goslssomewhat  Neyrl
at all not served

IVv. 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 | acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good
in team work teamwork teamwaork Teamwork

NOTE: For a single-person team, average criteria 1, I, 111, V, VI, and V1I and enter that resull (to the est
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word chgie O desind Mnd 1mplxed and cxpllclt communications.
Did the way this team manage 1ts re atlonshnp 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 M Relationship Relationship
Mansaed Very Managed Poorty Memnaged Somewhat mangaged well managed
Somewhat extremely well

Poorly L
Criteriz VEand VIEshould be completed ifter both reams have completed their self-

analysis,

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

Did not Did not understand or Did not understand or ~~ Neutral Understood And Understood end
m Or  |earn learn much Leamed Somewhat  leamed well
eam

VIL. 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:

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

Fae Paabiauon Conersa Eorns widl be coilecered bohie competition: adiministnor PRIOR oy e

Sadves provieding feedhack o the s s teame



Attachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Eech judge shoukd receive four copi ion Criteria Form—Judging Scales.)
Judge’s Name: CD (oS (A‘ Cell ﬁe&: ?Z Z{  Room #: Z ?‘
Y
Team Letter Designation: [i it ! Client Name: (/\j G

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

Round #1 v Round #2 Final:

Criteria 1-V should be conipleted Iullu\\mu the end of the negotiation and while the teams

are preparing (o the self-analyvais,

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 weli-prepared was
this team, judging from its performance and its apparent strateg'y?

7 6 5 4
Very Unprepared Somewhat Neutrat Somewhm Hnﬂﬂy
Unprepared Unprepared

. 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 exarple, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 2 \ 1
Very Inflexible Somewhat Neugral Somewhat 4 Flexible / Highly
Inflexible Inflexible Flexible N Flexible

e T

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 was reached, serve the client's goals?

7 6 S 4 2 1
Gosfsnotserved  Goale not served Goals somewhat Neutral GW-L“ sefved  Goalg served well  Goals served
at alb not served 18 very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharmg respons1bﬂ1ty, and

providing mutual backup? =N

7 6 5 4 3 (—2—] 1
Totally lecking [ acking teamwork ~ Somewhat lackingin  Neutrat Somewhatgood | very Excellent
in teamwork teamwork teamwaork {Team Teamwork

NOTE: For a single-person team, average criteria I, I1, 111, V, VI, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIA’I‘IN G TEAMS
This scale focuses on word choice, 28 o, and implied and explicit communications.
Did the way this team manage its re[algnsliagrtgith the other team contribute-to or detract from

achieving its client's best interests? T A /\.‘\

7 6 5 4 3 [roRsagiesy 1

Relationship  Relasi Retationshi Neutral Relati Relati Relationship

vad Very Mma;:hPlzody m mmw rmm;:w maged
Somewhat \ extremety well

Poorly

Criteria Viand Vil \llull'(i he completed after Imth teums l| ne completed thewr sell-

analy 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 differentiy?”

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

Based on the team’s seif-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 nat Did not understand or Did not understand or ~ Netral Understood And Understood and

understand of  |egm leam much Learnod Somewhat  leamned well }

{eamn at al} 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?-Eor example, 1) did the team misrepresent material facts? 2)
pam-invent self-gserving hfacts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

If you ci ATED 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:

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

||u ] l]JiI 10 n( citerian Fopms w i [ e calicgred hyahe: unnpun " ul 144 PRIOR 1o ahe |




Attachment B

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

Judge’s Name: Q\N’S Tyl Ccll#e[)ate: Uli3 Room #: 217

Team Letter Designation: _# -\ ® Client Name: __\) &N

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

Ro@ﬂ / Round#2_______ Final:

Criteria 12V should be completed lollm\m" the unl ul he e cotindion md while the teams

ave preparing for the sell-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 Righly
Unprepared Unprepared Prepared Prepared
16 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 Flexible \ghly
Tnflexible Inflexible Flexible Flexible
[OI. 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
Goalsnotserved  Goalgnotserved — Goels somewhat  Neypral Goals served sorved wel]  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 : 5 @ 1
Totally lacking facking teamwork ~ Somewhat lacking in Neutral Som Very Good Excellent
in teamwaork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, Il1, 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, attitide apdtone, and implied and explicit communications.
Did the way this team manage its relalins ViRl c other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 @ 2 1

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship
Mmsede Managad Poorly Managed ' Somewhat Well managed well menaged
Somewhat extremety well

Criteria V) m(I NH should he completed after both teams have completed then self-

Ik |I\ NI

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

Did nat Did not understand or Did oot understand o~ Neutral Understood And Understood and ~~ Understood and
understand of  jear Jeam much Learned Somewhat  learned well learned

leamn st all extremely well

VIL. 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 OBSER HICAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

led 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 vl -i;-l( v ulni( i He codlevted l\\ e \HIH \llllwll IL|1]H1I alor IR!()R r HL
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Attachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four copies Wludsing Scales.)
Judge’s Name: LBC(A (YZD@;&S Cell #

Room #:

Team Letter Designatgn: g - lg Client Name: @ CkL\@/O&)

Negotiation judged:
(Please circle the com

~

S

level—Regional or National / and mark the round observed)

Round #1

——

Critevia -V shonld be completed foltowing (he cud of the negotation and while (he (eams

are preparving 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 Highly
Unprepared Unprepared Prepared Prepared
II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTIN RATEGY
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 theopposing team?

7 6 5 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

O 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
Goels not served Goals not served Goals somewhat Neutral
at all not served

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 [ acking teamwork  Somewhat lacking in Neutral mewhat good Very Good Excellent
in teamwork teamwork work Teamwork Teamwork
NOTE: For a single-person team, average criteria I, I, 11l V, and enter that result (1o the nearest

whole number) as the teamwork rating.



V.  RELATIONSHIP BETWE

This scale focuses on word ch01
Did the way this team managsg
achieving its client's best infere

NEGOTIATING TEAMS

7 6 4 3 2 1
Relationship  Relationship Neutrel  Relationship Managed Relationship Relationship
Manased Very  Menaged Poorly Somewhat Well managed wel| mmsed‘y &

Crtieria VI and VI shoald be conpleted after bath tcams hay e completed (heir self-

i lvsis.

VI. SELF-ANALYSIS

Students wilil 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, hbew.adequately understood the

7 6 5 4 2 1

Did not Did not understand or Did not understand o~ Neutral Understoodand ~ Understood and
understand o jeam learn much leamned well tearned

leam 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.

Fhe Bvatuation Criseri Foravs ywal Be collected by the companiion adiinistrncr PRIOR (o e

I|||\|___-,g.\ pres adime feedbaek o the st nwe seins



Attachment B

) (Eaduudgnhoummvefmm AL CnmaFom——JudgngScalu) '
Judge’s Name: C o (oS, A\' Celﬁa& Iz" Room #: 2/) 1
Team Letter Designation: & /\ g Client Name: ’(R\O\(—&LL\W,LS

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

Round #1 Round #2 Final:

Criteri 1=V shonld e complered Iullm\m tihe unl of lh( aegorition and while the teams

are prepaving foe (he self-amalyvsis,

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? ﬁ(\
7 6 5 4 3 /1 \ 1

Very Unprepared Somewhat Neutral Somewhat \  Prepared Highly
Unprepared Unprepared Prepared % s

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, this team able to adapt its strategy

to for example, to new information or to unforeseen mgves b opposing team?

7 6 5 4 2 1

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

Based on what you observed in the negotiation and the sel is, to what extent did the
outcome of the session, regardless of whether agreement/Avas reachgd, serve the client's goals?
7 6 5 4 3 2 1
Goalsnotserved  Goalsnotserved ~ Goals somewhat  Neutral Goals serfed  Goals served well | Goals served
af all not scrved m 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 A—3—\ 2 1
Totally lacking [ gckingteamwork  Somewhat lacking in Neutral sotyewhat { Very Good Excellent
in teamwork teamwork J Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I1, I1l, V, V1, and enter that result (to the nearest

whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE
This scale focuses on word choice, af

Did the way this team manage its rel 6
achieving its client's best interests?

7 6 5 4 3

Relationship  Relationship Relationship Neutml  Relationship Managsd
Managed Very Managed Poorty Somewhat Well

TIATING TEAMS
and implied and explicit communications.
yewaih the other team contribute to or detract from

Criteri \ I and \ II should I)c. completed alter both teams have u-mpluul llun selt-
amalysis,

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 un
negotiation dynamics and leamned from today's negotiation?
/“

7 6 5 4 3
Did not Did not understand or Did not understmd or ~ Neutral Understood And Understood and
understand or  |earn learn much Leamned Somewhat  leamed well

leam 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 inve f-serving material facts? etc. Select and circle one:

e
TEAM OBSERVED ETHICAL STANDARDY

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

Piease explain in detail:

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

(L T a-adinaeen Coderia Borms il becdllecseddbay dhe com T l\|1ltllll eaar | RI()R Lo
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Attachment B

(Each judge should receive four capies of the Evahiation Criteria Form—Judging Scales.)

Judge’s Namc:q-"“'3 Nerpaey Cell #gatc: (iu'\“a Room #;_ U\¥

Team Letter Designation: q)/ \QD Client Name: DAL Aoy s

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

@ #1 _/ Round #2 Final:

Criteria 1-V should he completed following the end of the negotiztion and while the teams

are prepacing for the self-analisis,

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 opposing team?

7 6 5 4 3 D) 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Fiexible

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 @ Q‘,
Goals not served  Goalsnotserved ~— Coalssomewhat  Neyra Goals served  Goals served well  Goal

atall rot 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  j scking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellem
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, Il, I, 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 re§§ #¥the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 1.,@ 2 1

Relationship  Relationship Relationship Neutrel Relatiohefi Relationshi Relationship

Managed Very Managed Poorly Managed Somewhat sllg.lmagpd mgndm»zll menaged
Poorly Somewhat extremely well

Criteria V1 and VI should In comleted trer hath teamy have compleied lllul sell-

VL. 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 nat Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand of  jeam learn much Learncd Somewhat  leamned weil teamned
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 lcgal profession? For example, 1) did the team misrepresent material facts? 2)
i self-serving material facts? etc. Select and circle one:

JCAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEA IOLATED 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:

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

Flre Padienaen ©rtiern, Formas il be cidlee e compltition admipisiraore l RI()R ln e
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Attachment B

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

Judge’s Name: Hﬂﬂ‘ V- DYVHHDJ Cell #:-ate: ll‘ull‘& Room #:; b

Team Letter Designation: __f ~ 3 Client Name: w 6N

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

Round #1 Round #2 Final:

Crnteria -Vosheuld be completed: IU”U\HII tthe end ul the negatinton and w IIIIL lh( feams

aré prep: W ing for the sell=analyy SIS,

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 pattem. 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 1ghly
Unprepared Unprepared Prepared Prepared
IT. 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

0. 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
Goalsnotserved  Goalsmotserved ~ Coalisomewhat  Neytral 8served  Goals served well  Goels served
at all not served somewhat very well

IV. TEAMWORK

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

7 6 5 4 3 @ 1

Totally lacking packing teamwork ~ Somewimt lscking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, I, I, V, V1, and VII and enter that result (10 the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 6 5 4 3 @ 1

Relmm'gv Relationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Poorl Somewhat Well I meanaged

Poorty enaged y W managed we e
Poorly

Critevia ViEiand VI ~Iluul1l he tnmpluul after both teams have completed their sell-

amihvsis,

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 seif-analysis during the review session, how adequately understood the
negotiation dynamics and leamed from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or ~~ Neutral Understood And Understoodand ~ Understood and
understand of  earn learn much Leamed Somowhat  leamned welt learncd

tearn at all exdremely 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.

\ ||I|\ (=N nu (S I (EEREN II l csolicetgd by the ‘1;:. ENAY ml A1 {0 P RI()R lu the
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Attachment B

jging Scales.)

EVALUATION CRITERIA FORMJUDGING SCALES
(Eech judge should receive four copies a Porm—.l
Judge’s Name: w&n#w sl Room#:__ (g

Team Letter Designation: 4 Client Name: é/é)"d

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

Round #1 \/ Round #2 Final:

Criteria -V shoald he completed toltosving llu cugd of llu negotiation and w 'dl'(_ the eams

are preparving for the self=amalvsis,

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. Ho |1-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 ADAPT 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

7 6 5 4 3 |
Very Inflexibte Somewhat Neutral Somewhat Highly
inflexible Inflexible Flexible Flexible

OI. 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, se client's goals?

7 6 5 4 3 2 \ 1
Goals notserved  Goals notserved  Oools somewhm  Neytral Goals served | Goals served Goals served
at all not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in shann ponsibili
providing mutual backup?

7 6 5 4 3 2
Totally lacking  § peking teamwork ~ Somewhat lacking in Neutral Somewhat good Vezy Good
in teamwork teamwork teamwork Teamwork

NOTE: For a single-person team, average criterial, I1, Ill, V, V1, and VII and enter that result (1o
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attif MYe, and implied and explicit communications.
Did the way this tearn manage its re{§i# ‘
achieving its client's best interests?

7 6 5 4 3 2 1

Rnlntionmvip Relationship Retationship Neutral Relationship Mandged Relationship Relationship
Mansged Very  Managed Poori Managed Somewhat Well | | ‘managed wel managed
Poody : Somewhat x \ extremely well

Criterta VEand V11 should be completed after 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 leamed from today's negotiation? /,,/--"—W
7

7 6 5 4 3 2 ! /

Did not Did not understand or Did not undersand or ~~ Neutral  Understood And  Understood and /7 Utdersoodand 7

understand of  |earp learn much Learned Somewhat  lcarned well - leamned

learn &t al] cm:mfv/wel/

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:

LT ™~

_or’ TEAM VIOLATED ETHICAL STANDARDS

,/
AM OBSERVED ETHICAL STAND

If yo ICAL 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.

By e compelition adiinimntar LRIOR o the
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Attachment B

WW ive MWPHW Criteria FMMM) K
Judge’s Name: LC" Cell #: Datc Room #:

—
Team Letter Designation: /47 } Chent Name: [ /i/ é N

Negotiation judged:
(Please circle the compeﬁn%vel——RegianaI or National / and mark the round observed)

Round #1 Round #2 Final: _____

Criterin BV should he completed Iullu\\m” the unl ul the negotiation and w hile llll. (eims

ave-preparing for the self-apalvsis.

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 S 4 3 1
Very Unprepared Somewhat Neutral Somewhat 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 urifergd¢en moves by the opposing team?
Very Inflexible Somewhat Nefitra Somewhat Flexible Highly
inflexible inflexible Flexible Flexiblo

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 jent's goals?
7 6 5 4 3 1
Goalsnotserved  Goalsnotserved — Goslssomewhat  Neytral Goals served Served wei|  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 3 2 1
Totally lacking [ goxing teamwork  Somewhat lacking in Neutral Somewhat good Very Excellent
in teamwork teamwork teamwork Teamn Teamwork

NOTE: For a single-person leam, average criteria 1 II, I1l, V; VI, and VIl and enter that result (to the nearest
whole number) as the teartwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitudg.&id tone, and melled and explicit communications.
Did the way this teamn manage its relationS 1 the other team contribute to or detract from
achieving its client's best interests? %‘éﬂ?"—w

7 6 5 4 1
Relationship  Refationship Relationship Neutrel Relationship

Mmeed Very Managod Poarly

Critevia VEand V1 shonld be uampl(lul |Ilu both teams bave completed their \(II

analy sis.

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

Did not Did not understand or Did not undersand o~ Neutral Understood And
;-"d“:n:f” leam learn much Leaned Somewhat carmed
cam

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal p ofesswn" For example 1) did the team nnsrepresent material facts? 2)

OBSERVED ETHICAL STANDARDS TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the tearn 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.

The | ovalueigiam Criserin 4 % 00 5 .I\L' colléeted h\ the co el YIS I | IYHEN B atr I RI()R I |}

u kL\Il‘le lel\,ii LS e, -



Attachment B

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

Judge’s Name: 'Fﬂg_ll V. D’VWD Cell#'-—)ﬂte: .ﬂ‘HJI 3 Room#:_2/b

Team Letter D&eigpaﬁbn: 0" |2 Client Name: k [ k LW‘:}

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

Round #1 _ Round #2 Final:

Criteria 1V should be completed following the omd of the negatic |(mn and \\IIIIL the feams

are prepaving For the self=nals sis.

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 6)) 1

Vay Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared

1. 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 Inflexivle Flexible Flexible
OI. 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
Goelsnotserved  Goalsnotserved ~ Goald somewhat  Neyra) Goals served  Goalg served weil  Goals served
atall not served samewhat 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 (D 2 ]

Totally lacking Lacking teamwork  Somewhat lacking in Neutrat Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria l, 11, 111, V, VI, and VII and enter that resuli (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 rel §H it srig) the other team contribute to or detract from

achieving its client's best interests?

7 6 5 4 3 ’(2) 1

Relationship  Retationship Relationship Neutral Relationship Mansged Relationship Relationship

Managed Very  Managed Poorly Menaged Somewhat Welt managed well managed

Poorty Somewhat exiremely well
Poorly

Criteria VEand Vv II \huuld be completed alter bath teams hanve completed their sellf-.

analvsis,

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 understend o~ Neutral Understood And Understood and ~ Undarstood and
understand of  jearp leamn much Leamed Somewhat  leamed well leamed
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.

S G
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Attachment B

(Each judge should receive four ¢opies of the Evaluati jteria Fo ing Scales.)

Judge's Nmezngﬁ\%atﬁ #: ate: A A l 3Room 47 [ g
Teamn Letter Designation: k —] 6 Client Name: We{ M

T -

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

E Round #2 z Final:

Critere 1-N shiosuhl he completed Tollowing the end of the negotiation amd whitfe the (eams

are preparing for the sell-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 < 3 2
Very Unprepared Somewhat Neutral Somewhat Prepared
Uaprepared Unprepared

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 2
7 6 5 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly

Inflexibie [nflexjble 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 Nentral Goals served  Goals served well  Qoals served
at all not served somewhat vagy well

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

7 6 S 4 3 2 1
Totally lacking [ acking teamwork  Somewhat lacking in Netral Somewhat good Very Good Excellent
in teamwork tearnwork teamwork Tearmnwork Teamwo

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



WaN

V.  RELATIONSHIP, .,' ETWEE N THE NEGOTIATING TEAMS
This scale focuses on wordigimEMlidEand tone, and implied and explicit communications.
Did the way this team manage lts relatioNSHIPNE the other tearn contribute to or detract from

achieving its client's best interests?

7 6 5 4 3 2
Relationship  Relationship Relationship Neutral Relationship Managed Relationship
Managed Very Managed Poorty Managed Somewhat Weil managed well

Poorly
Criteria VEaud VI should be complered atter both teams have completed their self-

aalvsas,

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 leamed from today's negotiation?

7 6 5 4 3

Did not Did not understand or Did not understand or Neutral Understood And and
:"‘dﬂm O jeamn learn much Leamed Somewhat  fleamed well
cam

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:

S —
TEAM OBSERVED ETHICAL STANDARDS r 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:

ELEASEIbe sure to complete ALL categories before turning in this form.

Fhe Fovadimtien Cricri Forme wili b eolteered By e competition adninisirmor PRIOR <o the

_ilitlf—'t‘r- |‘-1"-“-'-iki;||]';f Fecdback tethe ase two e,



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

Judge’s Name: % i’u( &mﬂ/‘ Cell uate: iéﬂj Room #: E [5)

Team Letter Designation: )4 =i Client Name: NG—/\/

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

@ E Round #2 Final:

Critevia -V shiould be mmpklui Inllm\mu the uui nl the ney ml m(m dd while the teanms

are preparving for the sell-analvis,

L NEGOTIATION PLANNING
This scale assesses whether the tearn 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 sﬁ/)
3

7 6 5 4 2 1
Very Unprepared Somewhat Neutral Somewhat Prepared Highty
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 opposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neusral Flexible Highly
inflexible Tnfexible Flexible Flexible

IoI. 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 ched, serve the client's goals?
7 6 5 4 3 2 1
Goalsnotserved  Goalsnotserved  Coels somewhat  Neytral ved  Goals served welt  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 b 4 2 1
Totally lacking [scking teamwork ~ Somewhat lacking in ~ Neutral Very Good Excellent
in teamwork teamwork Teamwork Teamwork

NOTE: For a single-person feam, average criteria I, Il, ITl, V, V1, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE N'EGOTIATING TEAMS

This scale focuses on word choice, a L{ope and implied and explicit communications.
Did the way this team manage its re IS e other team contribute to'or detract from
achieving its client's best interests?

7 6 5 4 3 2 1

Refationship  Relationship Relstionship Neutral iongh; Relationship Retationship

Mamsed Very Managed Poorly Menaged Somewhar Well mansged woll menaged
Somewhat extremely well

Criteria VI |||«I Vi \lmul I he umlpl(lul alter both teams h we completed theire 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 2 1

Did not Did not understend or Did not understand or ~ Neutral Understoodand ~ Understood and
understand of e leam much learned well learned

learn g 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 iny facts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

D ETHICAL STANDARDS, was the ethical violation so severe
that, T0 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 tumning in this form.

Ihe I._";\_:l[_l'.-.'i'ii;v.l;'_,(_'l'i.lxra:F:_z 'I'I._)i'llll i|| Treculicered by lhecor put i |u| ldmm M1 atr l RI()RI .1 i
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Attachment B

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

Judge’s Name: ‘PA' A D ﬂ%"?Cellg)awz C}fZ_} Room #: Bf E
Team Letter Designation: A’ -/ F— Client Name: U/ N

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

Round #1

Criteria 1-V shonld be completed following thie end o the negotiation nud while the (eams

are preparing for the self-analyvsis,

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~ @w @
Very Unprepared Somewhat Neutral Somewhat 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 movcsbéthe opposing team?

7 6~ 5 42, 2 17
Very [nflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Fiexible

1. 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 %
Goals not served Goals not served Goals somewhat Neutral sserved  Gaals served well  Goals served
at all ot 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 @
. 7~

Totally lacking [ acking teamwork  Somewhat tacking in Neutral Samewhat good Very Good Exe

in teamwork teamwork teamwork Teamwork Teamwork

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



V. RELATIONSHIP BETWEEN TI{E NEGOTIATING TEAMS
This scale focuses on word choice, attitude andtone, and implied and explicit communications.
Did the way this team manage its relaliid} e other team contribute tolor detract from

achieving its client's best interests? o
7 6 5 4 3 ﬁ @
Relationstip  Relationship Relationship Neutral Relationship Mansged REfafionship Relatiofidhy

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

Poorly
Criteria VI and VI should be completed after both tezoms have completed their self-

anadysis,

VI. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responsesto 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 leamned from today's negotiation?

7 6 5 4 3 2 E 1 l)
Did not Did not understand or Did not understand or ~ Neutral Understood And Understoodend ~ Und and
understend of  Joan learn much Learned Somewhat  leaned well learned

leam at all extremelv well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
sta.nda.rds of the le le, 1) did the team misrepresent material facts? 2)
invent self-serving material facts¢tc. Select and circle one:

AM OBSERVED ETHICAL STANDARDS o TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM TED 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:

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

The Pvadvanen Criteria T orms wall be cotleced byohe compenaen admimisiitos PRIOR o che

Judees providing Tecdbaeh 1o the Lost taeo e,



Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: M L@@I{%"A Cell ate: q/ U5 Room #: &

Team Letter Designation: A’ ﬂ Client Name: Wan

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

Round #1 x Round #2 Final:

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

are preparing for the sel-ainly sis,

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 Unpropared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared

L 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 Somewhsat Neutral Somewhat Flexibie Highly
Inflexible inflexible Flexible Flexible

0. 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 Goalsserved  Goalg gerved 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 3 @) 1
Totally lacking [ acking teamwork ~ Somewhat lacking in Neutra) Somewhat good Very Good Exceilent
in teamwaork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, 111, 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, attitude and tone, and implied and explicit communications.
Did the way this team manage its relJRSniFsEibe other team contribute to or detract from
achieving its client's best interests? '

7 6 5 4 3 03} 1
Relationship  Relationship Relationship Neutral Relationship Managsd Relationship Relationship
v
Managed Very Managed Poorty ghnuaed Somewhat Well managed well mms:dly =
Pooﬂy

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 )

Did not Did nat understand or Did not understand o~ Neutral Understood And Understoodand ~ Unsdersiood and
understend o \earn learn much Learned Somewhat  leamed well learned

NO, DO NOT DISQUALIFY

Please explain in detail:




N waN P - Blackhanks

Attachment B
(Each judge should receive four copies of the Ev. ing Scales.)
Judge’s Name: &L&M_Cell " Date: Room #: _&
Team Letter Designation: Client Name: W& N
Negotiation judged:

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

Round #1 _ y/ Round #2 Final:

Criteria -V should be complesed Iullm\ln" the end of the negotiation and while (he (cams

wre preparing for the sell anilysis,:

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 straiegy‘7

7 6 5 4
Very Unprepared Somewhat Newtral Somnwm Hlyﬂy
Unprepared Unprepared

. 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 actugly egotxatxon Was this tearn able to adapt its strategy

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

7 6 5 3 2 1

Very Inflexible Somewhat Neutfs 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 2 1
Goals notserved  Goals not served Goals somewhat  Neytral Goals serv Goals served well  Goals served
at all not served somewhat very well

1IV. 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
Totalty lacking | ackingteamwork  Somewhat lacking in Neatral Somewhat good Very Execllent
in teamwork teamwork tesmwork Teamwork

NOTE: For a single-person team, average criteria 1, I, 111, V, VI, and VII and enter that resull (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BE EN THE NEGOTIATING TEAMS

This scale focuses on word choice, Nsgiidiilktone, and implied and explicit communications.
Did the way this team manage its relatio f-'..-- Witighe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 13 2 1

Relationship  Rejati Rotationship Noutra) ionshi jonshi Relationship

et e SO e T S

Poorly Somewhat extremely well
Poorly

C ||lc| b VI m(l VH \ImuI(I be mmpluul |Ilu Imlh (eams have completed ilicir sell-

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 undesstand o~ Neral Understood And and  Undersiood and
understand of  |eam, learn much Leamed Somewhat  leamed welf learned

leam et al extremely well

VII. NEGOTIATING ETHICS

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

standards of the legal pr'n)fessuon'7 For example, 1) did the team misrepresent material facts? 2)
: atfacts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

If you circled TE ATED 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.

Il C. | v af |n n( ERIC" ., I G weotlegted by the competitionadninzsteaior PRIOR eghe

el S Tems -



Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scafes.)
Judge’s Name: &WQU\ &é{l}%@ Cell -atc: q/ U153 Room#:. 228

Team Letter Designation: 14’2 Client Name: Waf\}

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

Round #1 ; ; Round #2 Final:

Criteria 1-V shonld be umrplxlul followinge the unl of the negotiation and while the teams

are preparing for (the self-anak Sis.

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 Neutrst Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
0. 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 @ 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 @ 1

Goalsnotserved  Goalsmotserved ~ Coals somewhat  Neyral Goalsserved  Gogls served well  Goals served
atatl 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 [ aeking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in tearnwork teamwork teamwork Tearmnwork Teamwork

NOTE: For a single-person team, average criteria I, II, 11T, V, VI, and V1I 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, attitgde.and tone, and implied and explicit communications.
Did the way this team manage its rel R Egne other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 ' 2 @

Relsfionship  Relationship Relationship Neutral Relationship Menagrd  Relationship Relationship

Menaged Very  Managed Poorty Managed Somewhat Well managed well managed

Poorly - Somewhat extremely well
Poorly

Criteria VI and VH shiouhl be completed after both teans hay cccompleted théir self-

UIRLRIY

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 learmed from today's negotiation?

7 6 5 4 3 @ 1
Did not Did not understend or Did not understand or ~ Neutval Understood And Understood and ~ Understood and
undersiend OF  |egmp learn much Learned Somewhat  learned well learned
learn at afl extremelv well

VII. NEGOTIATING ETHICS
ased on your observation, do you believe the negotiating team observed or violated the

YES, DISQUALIFY

Please explain in detail:

e o~




Attachment B

Judge’s Name: EmNak ey Cell#: - 7.

Team Letter Designation: '7 "” Client Name:

Negotiation judged:
(Please circle the comperiﬁc\)yéel—Regiotml or National / and mark the round observed)

Round #1 Round #2 Final:

Criteria -\ should be umlpla!ul following llu cnd ul the negotiation and while llu (RIS

are preparing for (heé selt-an; vsis,

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 Neuimal Somewhat Prepared
Unprepared Unprepared 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 i gy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 p.

Very Inflexible Somewhat Neutral Somewhat Flexible

Inflexible Inflexible Flexible Flexible

IO0. 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 theé\¢lient's goals?

7 6 5 4 3 1
Goalsnotserved  Goals oot served Goals somewhat  Neytra) Goals served \ Gnals served/wel]  Goals served
ot all not served sornewhat very well

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

7 6 5 4 3 2
Totally lacking | geking teamwork  Somewhat lacking in Neutral Somewhat good Very Good
m teamwork teamwork teamwork Teamwork

NOTE: For a single-person team, average criteria I, I1, IIl, V, VI, and VIl and enter that result (1o the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN ) 0 TIATIN G TEAMS

This scale focuses on word choice, St s,

Did the way this team manage its relatiS®e p w1th the other team contribute to or detract from
achieving its client's best interests?

7 6 SRttt 4 B3+ ‘

Rolationship  Rejationship Relationship Newre) Relationship Menaged Relationship

Mmaged Very Managed Poorly Managed Somewhat Well managed well
Somewhat

Poorly
¢ ||1u| Y nul v Il shomld be u-mpk!ul aficr both teams l| e completed Iluu self-

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 adequat the
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 2 1

Did not Did not undesstand or Did notunderstand or ~ Neural Understood And Understood Understood end
understand of  |eam feamn much Learned Somewhat  \earned well learned

learn at all extremely well

VI. NEGOTIATING ETHICS

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

or TEAM VIOLATED ETHICAL STANDARDS

If youTireled ATED 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:

BLEASE be sure to complete ALL categories before tumning in this form.

-|:|‘_zu 1 Aaglmaton Criteria beiins s all e cattlectad by e conepeid l| Y glll E Uk n ‘i i I\I(DR iy l!n

: \'v'n\ u!m_l\ulf\u\. 'Llll!\ ER RO LR



Attachment B

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

Judge’s Name: prfﬁ(n Cell te: 2[2! Room #: 22&

Team Letter Designation: Iar /QY Client Name: __{4) (5 /\/

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

Round #1 Round #2 Final:

Criteria [-V should be completed following the end ol the negotiation and s hile the eams

e preparing for the sclf-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 s

7 6 5 2 3 7. 1
Very Unprepared Somewhat Neutral Som: Prepared Highty
Unprepared Unprepared Prepered

IL. FLEXIBILITY IN DEVIATING FROM PLAN 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 1
Veay Inflexible Somowhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

OI. 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
Goels not served  Goalsnotserved ~ Goalssomewhat  \ Neytral Goals served  Goals served well  Coals served
at afl 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 | scking teamwork ~ Somewhat tacking in N Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person leam, average criteria l, I, I, V, V1, and VII and enter that resull (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, atntude and tonc, and implied and expllclt communications.

Did the way this team manage its regigfitaak
achieving its client's best interests?

7 6 5

Relationship  Relationship Relationship
Mmsedvﬂy Managed Poorly

Criteria VI and Vi shoudd e completed after both feams have completed their sell-

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 leamed from today’s negotiation?

7 6 5 4 3 2 1
Did not Did not understend or Did not understand or~ Neutral Understood And Understoodand ~ Understood and
understand of  Jegm lcam much Leamed Somewhat,/ leamed 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
standm‘ds of the legal profession? For example, 1) did the team misrepresent material facts? 2)
the-tes ent self-serving material facts? etc. Select and circle one:

RDS  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

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

Please explain in detail:

instrorer PRIOR o i, |

[® HIL || ll\ ( aLHH_



Attachment B

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

Judge’s Name: :ngg( Al (2 Cell #—)atef/( Qﬂz }  Room #: 29(

Team Letter Designation: ,q — / f Client Name: L A U[ G

Negotiation judged:

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

d Final:

Criteria -V should be completed following the el of the negotiation aud swhile the (cams

arve preparing foe 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 Ni Someowhat 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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

OI. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the

outcome of the session, regar hether agreement was reached, serve the client's goals?
7 6 5 4 3 2 1
Goalsnotserved  Goalsnotserved | Ooelssomewhat / Neytrat Goals served  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 3 2 1
Totally lacking  { acking teamwork ~ Somewhat lacking in eutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, 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, attttude and tone, and implied and expllclt communications.
Did the way this teamn manage its rel SRS

achieving its client's best interests?

7 6 5 4 3 2 1

Relationship Relationship Neutral Relationship Managed Relationship Relationship
Meuaged.Very Mmsed Pocrly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Criteria V1 and M should be completed sateey hoth eeanss have u)lnpklul their sell-

analy s

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 pegotiation?

7 6 5 3 2 1
Did not Dig not understand or Dig not understand or Understood And Understood and ~ Understood and
understand 0f  jeam feam much Lcarned Somewhat  leamned 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—ser!inﬁgm\aterial facts? ete. Select and circle one:

TEAM VIOLATED ETHICAL STANDARDS

If you'et D 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.

Fhe Paatuandn Coerta Fornps agill been! '!;-\'\I by lik & ln| Wiiion |I1mm LRI I RI()R s ‘l\L
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Attachment B

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

U2
Judge’s Name: ﬂ;ﬂg&@q&s__cm #_)atc: M l%oom #$: 227

Team Letter Designation: _ ¢ ~ 3 Client Name: ’f\—(qﬂ

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

Round #1 Round #2 Final;

Criteria 1-V should be u.mpluui following (he. uul ol l'l( negotiation m(l while the teams

Are preparing for the self-an: HvRis, -

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 4 3 1
Very Inflexible Somewhat Neutral Somewhat exible Highly
Inflexible Inflexible Flexible Flexible

0. 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 @ 3 2 1

Goalsmotserved  Goals notserved ~ Coalssomewhat  Neutrs Goalsserved  Goals served weyl  Goals served
at al) 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 a 1

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

NOTE: For asingle-person team, average criteria l, II, 11I, 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, attltude and tone, and implied and explicit commumications.
Did the way this teamn tarlage its reld BRI gthe other team contribute to or detract from
achieving its client's best interests? '

7 6 5 4 3 2 @

Rolationship  Relationship Relationship Neursl  Relotionship Managed Relationship Relationship

Mmaed Very Managed Poorly Managed Somewhat Well mannaged well meanaged
Somewhat extremely well
Poorty

Criteria-VTand VH should be u»mplalul lllu Imlh teams have completed thetr self-

|n||\\|\

VL. 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 s 4 3 @ 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Undastcodand ~ Understood and
understand of  jeam leam much {eamed Somcwhat  leamned well tearned
leamn &t all extremely well

VIL 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:

@M 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 tumning in this form.

cuted ba-the crampetiipn” s '--.lil‘ll dlon, | RI()R Ltk

- L";‘\[l‘lk[ DI\L |' NI \\nl\ lIl



Attachment B

Formm—Judging Scales.)

EVALUATION CRITERIA FORMOJUDGING SCALES
(Each judge should receive four copies of the Evaluation Critegy
fudge’s Name: heah (hridengn  cen dm: $#Tw 1 Roomith 1422/

Team Letter Designation: A ~13-W N ~i-aome: . WG T\/

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

Round #1 x Round #2 Final:

Criteria -V shoald he completed tollow g the end of thie acgotiation ad wiile the teams

are prepacing (or the sel-anals NS,

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 patten. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 @ !

Very Unprepared Somewhat Neutrat 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 opposi ?

7 6 5 4 3 2 1

Very In@exible Somewhat Neutral Somewhat Flexible 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 2 |
Goals not served  Goalg not served Goals somewhat Neutra§ Goals served  Goalg 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 3 2 ©
Totally lacking [ gelgng teamwork  Somewhaz lacking in Netral Semewhay good Very Good Exeellent

1n teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, U, 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 JgHit ,and implied and explicit communications.
Did the way this team manage its wlamme other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 ( n: ?
Relationship  Refationship Relationship Neutral Relationship Managed Relationghip Relahansiip
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Criteei M and VI shoudd be completed alter both teaans has e completed theie sell-

analysis,

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

Did not Did not understand or Did not understand or Neutrat Understood And Understood and Understood and
understand or  |earp leam much Learned Somewhat  learned well leamed

learn et 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 jnvent self-serving material facts? etc. Select and circle one:

L T —

e i
@AM OBSERVED ETHICAL srANDARDs‘b 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:

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

Fhe b oaduation Cruer Fornns sl be colfeciod Dy the competinan admnistrator PRIOR o ihe

judees providing Teedback o the Tist v o ez,



Attachment B

Jjudge should receive four copies of the Evaluation Criteria Form—Tfudging Scales.)

Judge’s Name: hﬂ !4*“5 Room # j

Team Letter Designation: ‘A e, Client Name: (/L)G) N

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

Round #1 ¥ Round #2 Final:

Criteria 1-V showld be completed following the Lml ol llu nes 'uu Wion aad w hIIL the teams

are pnp rring (or the self aanalysis,

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? O
b

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

1. 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 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexjble Flexible Plexible

IOII. 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 goais?;

7 6 5 4 3 2
Goalsnotscrved  Goalsnoiserved — Coalssomewht  Neurrg Goals served  Goalg served well
et all not served somewhat very well

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

=5
7 6 5 4 3 @ 1

Totally lacking  {5cking 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, I11, 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, attltude ame-dtene:and impli
Did the way this team manage its.rel Sy
achieving its client's best interests?

7 e 5 4 A 3 2 @
Relationship  Relarionship Relationship Neutral Relationship Managed Relationship

Critevia VEand VI xlmuld he uunpltlul alter both teams have completed theie selt-
analbyvsis. : ' ' '

VL 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  Jeay team 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)
¢ team mvenf‘self-sgwng’i’mtenal facts? etc. Select and circle one:

OBSERVED ETHICAL STANDARDS T 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, DONOT DISQUALIFY

Please explain in detail:

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

N 1\\ the A F Y . .'_r_l'__.lf'l:{l_(ll{ .l:.__r_»-||‘;_'\_'
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Attachment B

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

Judge’s Name: Cﬁ '\l\}/‘ \ "4[9 Cell ute: 7/}‘[ (5Room #: ’QCK

Team Letter Designation: A -0 Client Name: lhj (x f\j

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

Round #1 Round #2 Final:

Criteria 1-V shaulkd be u»mplclul Inlln\\m" (Iu e of llu negotiz mun ||ul while the teams

are preparing for e sell- divn s, -

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 Somowhat Netral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
15 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 G) 2 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Tnflexible Flexible Flexible
OI. 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, servethe client's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neutral Goals served ed 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 Teemnwork Teamwark

NOTE: For a single-person team, average criteria I, II, I1I, 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, attitudeggndrsone,.and implied and explicit communications.
Did the way this team manage its re [ EIRIINg
achieving its client's best interests?

7 6 5 4 3 2 @

Rﬂﬁﬁmﬁgp Relationship Relatianship Neutral Relstionship Maneged Relationship Relationship
Managed Very W
Managed Poorl Menaged Somewhat Well managed well ely wel

Criteria Vi and VH should he completed alter both teams have completed their scl(-

analysis,”

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 net understend or Did not understand or ~ Neutyal Understood And Un end  Understood and
understand of  fear learn much Learned Somewhat  learned well tearncd

leamn at all : extremely well

VIL 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 ST S 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, DONOT DISQUALIFY

Please explain in detail:

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

mpeCEon adad e or PRIOR e
U Qoo SRt R
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Attachment B

(Each judge shauld receive four copies of the Evaluation Criteria Form—Judging Scalea)
sudge's Name: __Brcoer  coil (SR« /21 Room#: 123
Team Letter Designation: pl VD Client Name: W/ 6 AZ

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

Round #1 _ |~ Round #2 Final:

Criteria I-V shonld be completed followiag the end of the nezotiation and wlule the (cams

are prepacing 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 3 1
Very Unprepared Somewhat Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

. 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 oppOSiW
7 6 5 4 g §§ 2 1

Very Inflexible Somewhat Neutra} Somewhat Flexible Highty
Inflexible Inflexidle 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 ‘ { 2 1

Goalsnotserved  Goalsnotserved — Coals somewhat  Neytra| Goals served  Goqls served well  Goals served
at al not served somewhat very weli

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 lecking [ acking teamwork  Somewhat tacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, I, Il V, VI and V1 and enter that result (o the nearest
whole number) as the teantwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, attltude and tone, and implied and explicit communications.
Did the way this team manage its rel SiGHSBLWIhe other team contribute to or detract from

achieving its client's best interests?

7
: 6 s 4 @ ’ !
Retationship  Refationship Relstionship Neutral Relatiotsfip Managed Relationship Relationship
Managed Very Managed Poorty Managed Somewhat Well managed well
Poorty Somewhat i : extremely well

Criteria VEanad VI shoald be completed after both teams lave completed their seli-

anlvsis,

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 leamed from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understend or Did not understand or  Neutral Understood And Understoodand U and
understand of g learn much Leamned Somewhat  leamned well t
leamn at all extremely well

VIL. 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:

(//‘TE'A’M OBSERVED ETH]CAL STAND or TEAM VIOLATED ETHICAL STANDARDS

you ICAL 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.

Fie Bvalmnioo Creiteria Penms winil he coelleciad by die compenition admicisizuior PRIOR i ihe

Dizes providhmey Tecdivve K ihe sivo e,




Attachment B

(Each judge should receive four copi ion Criteria Form—Judging Scales.)

Judge’s Name: /1‘ W Cell #; Date: m Room #:_(2 v
Team Letter Designation: _/A~ (O Client Name: _ W €1
Negotiation judged:

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

Round #1 ‘/ Round #2 Final:

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

arc preparing for the sel-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

. 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 movcséﬁhe opposing team?

7 6 5 4 2 1
Vey Inflexible Somewhat Neutra! Somewhat Flexible Highly
Inflexible Inflexible Flexidle Flexible

IoII. OUTCOME OF SESSION

Based on what you observed in the negotiation and the self-analysis, to what extent did the

outcome of the session, regardiess of whether agreement was reached, se%he client's goals?
2

7 6 5 4 3 1
Goals notserved  Goalsnotserved  Coalssomewhat  Newl Goals served  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 D) 2 1

Totally lacking [ acking teamwork  Somewhat lacking in Neutra! Somewthat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria 1, Il, lI1, 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 Mamsed Relationship Relatianship
Msnaged Very Managed Poorly Managed Somewhat Well managed well meanaged
Poorly Somewhat extremely well

Criteria VIand VI should be completed after both temas have completed their sell-

analy sis.

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 leamed from today's negotiation?

7 6 5 4 3 1

Did not Did not understand or Did not understand or Neutrat Understood And Understood and Undersiood and
understand oF  |earn leamn much Learned Somewhat  leamed well leamed

leasn at al) extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
ion? For example, 1) did the team misrepresent material facts? 2)
talfacts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS r 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.

The Faaleation Criterz Fors wiibhe gollecied sy diccomp L dedeadingsi PRIOR (o i
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Attachment B

(Each judge should receive four copies of the EvalaNNNNNNNIPN i~ S oics )
J“dge’sN&me:m_JaMCeu#: _ QY m

Team Letter Designation: . 9 e 2‘ Client Name:

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

Round #1 Round #2 Final:

Criteria 1V should be completed |0”H\\ll] o ﬂu cnd of llzc negolic IIIUII aud v hlk the teams

are preparving for the sebf-anabsis,

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 Prepered Highly
Unprepared Unprepared 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 opposingtgam?

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

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 was reached, se frethe client's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhsat Neutral Goals served Goals served
et alt not served somewhat very well

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

7 6 5 4 2 1
Totally lacking | acking teamwork ~ Somewhat lacking i Neutral Very Good Exeellent
in teamwork g wﬂmiwrk " team T:;ynm Teamwork

NOTE: For a single-person team, average criteria I, Il, III, V, VI, and VII and enter thai result (1o the nearest et < jMM
whole number) as the teamwork rating. ﬂ' °
[V o B



V. RELATIONSHIP B¥:ESWiaedhTH NEGOTIATING TEAMS

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

7 6 5 !
Relationship  Relationship Relationship Relationship
Mmepd Very M Poor meanaged
enaged y so;‘w it
Poorty

Criteria Viand V8 should be completed atter both teamis have completed their self-

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 leamed from today’s negotiation?

7 6 5 4 3 2 1
Did not Did not undersiand or Did not understand o~ Neutral Understood And and  Understood end
understand OF  |eam learn moch Learned Somewhat  [eamed well learned
feamn at all extremely weil

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professnon? For example, 1) did the team mlsneprcsent material facts? 2)

or TEAM VIOLATED ETHICAL STANDARDS

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.

Hecicd bisihe Cu mmlm«\n sdministrner PRREOI 1o dle
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Attachment B

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

Judge’s Name:m Lm‘ﬂfﬁ/é Cell #:gatc: q/ Ef( (3 Room #:_ T3>
Team Letter Designation: 6" Z Client Name: HM/@W/J

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

Round #1 X Round #2 Final:

Critenia 1-Voshounld be unnpldul following l!u uul ui llu negotiation and while the teams

areprepacing for the scélf-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 Flexible Highly
mflexible Inflexible Flexible Flexible
OI. 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 Q)

Goals not served Goals not served Goals somewhat Neutral Goals served  Goals served well |~ Goals sarved
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 teamnwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, II, Il1, V, VI, and V1I and enter that result (to the nearest
whole number) as the teantwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 6 5 4 3 2 i)

Relationship  Refationship Relationship Neutral Relationship Managed Relationship Relstionship

Mamaed Very  Mansged Poorly Managed Somewhat Well meneged well managed
Somewhat extremely well

Critervr VEand VI shonld be u)mplclul l“(l both ety have u»mpl(lul their sell-

i vsis.

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 o~ Neutral Understood And Understoodand ~ Understood and
understand of  |eam lean much Learned Somewhat  leamed well tearned

leamn at all oxtremelv well

NEGOTIATING ETHICS
your observation, do you believe the negotiating team observed or violated the ethical

YES, DISQUALIFY O, DO NOT DISQUALIFY

Please explain in detail:

o Db
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Attachment B

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

e e

Judge’s Name: Jisd D T! "? Cell #!ate: 9 Ul Room #: 5/45
Team Letter Designation: B o { Client Name: g/ Hek /-MW &(

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

Round #1 Final:

Criteria 1-V should he completed following the end of the aczotiation and while the (eams

are prepaving for the sell-amalysis.

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~
Vety Unprepared Somewhat - Neutral Somewhat Prepared Highty
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 3 - 2 1
Very Inflexible Somewhat trs Somewhat Flexible Highty

Inflexible Inflexible Flexible Flexible

L. 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~ 3 2 1
Goals notserved  Goalsmotserved ~ Coals somewhst  "Neutral Goals served  Qgalg 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 44— 3 2~ 1—
Totlly lacking {acking teamwork  Somewhat lacking in Neatral SomewTat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, Il, I, V, VI, and VII and enler that result (to the nearest
whole number) as the teanmtwork 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 rel§&é the other team contribute to or detract from
achieving its client's best interests?

7 6 5254 4 @ s 1

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

Criteria VEamd VI should be completad after Both tcams have completed their self-

analvsis,

VL. 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
understend of  (egm leam much Leamncd Somewhat  learned well leamned

leamn at all extremely weil

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
le, 1) did the team misrepresent material facts? 2)
>gtc. 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 compiete ALL categories before turning in this form.

The Povalonton Criterea Forms serll be colteeted b the comnpeinson adomsstrates PRIOSR 1oide

puddees providioee recdhack seoahe Lst o e,




Attachment B

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

Judge’s Name: ?QIWASWW})“\ Cell _ate %2)’2/3 Room#:_< % 3! X

Team Letter Designation: B' S Client Name: Q/u/d cuks

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

@7 Round #2 Final;

Critevia [-V shauld be unupldul 1ulln\\|nﬂ llu coad of the negotistion and while Ilu wams

are prepasing for the self=anialysis,

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 pattem. How well-prepared was
this team, judging from its performance and its apparent str;

7 6 5 4 3 2 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 b pposing team?

7 6 5 3 2 1

Very Inflexible Somewhat Neutrsl ewhat Flexidle Highly
Inflexidle 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 ed, serve the client's goals?
7 6 5 4 3 2 1
Goals not served Goals not served Goals somewhat Neutral sserved  Goals served wel]l  Goals served
ot al) 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 [ aeking teamwork ~ Somewhat lacking in Neutra) Somewhat good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, I1I, V, VI, and VII and enter that resuli (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 re snShupyNne other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 - 2 1
Relationship  Rafarionship Relationship “Neutral Relationship Managed ionship Retationship
Menaged Very  Managed Poorl Managed Somewhat Well managed
Poorty 4 Somewhat extremely well

Poorly

Criteria VEand V11 should be.completed after both teams h 1we completed their sell-

g ll\ Sis,

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 sessi
negotiation dynamics and leamed from today's negotiation?

w adequately understood the

7 6 5 4 2 1
Did not Did not understand or Did not understend or Neutre) Understood and Understood and
understand Of e learn much learned wetl learned
leamn at all extremety 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:

OBSERVED ETHICAL STAND 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:

YRS, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

IIIL TS il m 1IN rm wr Ferme wild b volleeted-bhy e Cll u%mm SO I RI()R o 1]1« |
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3
Attachment B
Judge’s Name: 361\ 2 R‘E\‘Lﬁ Cell Mﬂe: P9 A/ FRoom #:_376
Team Letter Designation: f) - ﬁ Client Name: %%94

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

Round #1 / Round #2 Final:

Criteria 1-V should be completed Iulln\\m“ llu cnd. ul llu negatiadion and while the tcams

are preparing for the self-anlvsis, =

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 Neutrat Somewhat Prepared Highly
Unprepeared Unprepared Prepared Prepared

1. 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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Toftexible inflexible Flexible Flexible

ol. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the
outcorne 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 Neutsal Goals served Gmlsservedwe.ll 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 3 2 1
Totally lacking | scking teamwork ~ Somewhet lacking in Neutra! Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, I1l, 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, attitudefid'fori& and implied and explicit communications.
Did the way this team manage its rel §ioRShI mthe 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 Relationship

Managed Very  Managed Poorly Managed Somewhat Well managed well menaged

Poorly Somewhat extremely well
Poorly

Criteria Vi and VI shounld hL umlplxlul alter both-teams have unnpiuui their sclf-

Az sis,

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 Understoodand ~ Understood and
understand or  |earm learn much Leamned Somewhat  leamned well leamed
learn at all extrernelv well

VIL. 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.

LIIOK e




Attachment B

(Each judge should receive four copi jteria Form—Judging Scales.)

Judge’s Name: Cell Date: QZVZJ Room #: Z | ]Q
Team Letter Designation: J% ﬂ Client Name: __ A& H

Negotiation judged:
(Please circle the competition level—Regie Vational / and mark the round observed)
Round #1 Final:

Criterin 1-V should be completed Tollowing the unl ol the negotiation and while the teams

are prepariig for the seil-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 pattemn. How well-prepared was
this team, judging from its performance and its apparent strazegy?

7 6 5 4 @u 1
Very Unprepared Somewhet Neutral Somewhm Highly
Prepared

Unprepared Unprepared

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 unfgrgseen moves by the opposing team?

7 6 5 4 3 2 |
Very Inflexible Somewhat N Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexble

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 2 1
Goalsnotserved  Goals not served Goals somewhat  Neutrat Goals served 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 3 2 1
Totally lacking | acking teamwork ~ Somewhat lacking in Neatral rewhat Very Good Excellent
in teamwork teamwork work Teamwork Teamwork

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



V. RELATIONSHIP BETWEEN THE_N'EGOTIATING TEAMS

This scale focuses on word choice, atts ! paand implied and explicit communications.
Did the way this team manage its relatgRSBip:W: the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 1

Relationship  Relationship Relationship Neutral Managed Relationship

Mmeed Very  Menaged Poarly Managed ewhat Well managed well managed
Somewhat extremely well
Poorly

Criterta VY uul Vi should be completed |Ilu hoth reams have u»mpklul their sell-

anilvsis.

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 U And Understood and ~ Understood and
understand of  |eam learn much Learned Somewhat  fearned well learned
leam at all extremely well

VII. NEGOTIATING ETHICS
Based on your observatlon do you believe the negotiating team observed or violated the ethical

standards of the lega, 2 or example, 1) did the team mlsreprcsent material facts? 2)

If you circied TE2 OLATED 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.

NOCH TR
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Attachment B

(Each judge should receive four, copi

EVALUATION CRITERIA FORM-_JUDGING SCALES
Form—Judging Scales.)
Judge's Name: E{Eﬁlz alonzt. 11“m Iy, Room# (%

Team Letter Designation: ‘%/ 19 Client Name: EMWJN %

Negotiation judged:
(Please circle the competi

gvel—Regional or National / and mark the round observed)

Round #2 Final:

Criteria 1-V sliould be completed following the end of the aezotiation and while the (cams

ave 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 pattem. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 > 4 3 2
Very Unprepared Somewhat Neutral Somewhat Prepared
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 ?

7 6 5 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat Flexibl Highly
Inflexible Inflexible Flexible Flexible

OI. 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
Goats not served Goals not served Goals somewhat Neutral Goals served  Goals served well served
at all not served somewhat 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 llent
i teamwork teamwork teamwork Teamwork

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



W

HE NEIATING TEAMS

V. RELATIONSHIP BETWEEN.T

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

7 6 5 4 3 2 1
Reletionship  Relationship Relationship Neutral Relationship Mansged Relationship ionship
Ff.f,'.‘?f“ Very  Maneged Poorly m Somewhat Well managed well

Crineria VEand VI should be completed after both teams have completed their scif-

HITHI IR

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

Did not Did not understand or Did not understand or Neutral Understood And
;-"‘de"::";'“ lean learn much Leamned Somoewhat
camn

VIL. NEGOTIATING ETHICS

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

TEAM OBSERVED ETHICAL STAND S 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:

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

The Faalion Craerin [omms b be cndlected 'n the compenion admiistrazer PRIOR 10 1he

Juadzes providing Feedbaek o me last o e



Attachment B

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

Judge’s Name: mgﬂ\ {,Q@;OU'A‘J Cell #-ate: 0)/11 (5 Room #: 225
Team Letter Designation: @ ﬂ Client Name: W W"M

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

Round #1 ‘X Round #2 Final:

Criteria 1-V should be complered lnlluum s (I)L cnd nl the nuum THT md While the teams

ave preparing for (he sell=imbysis,

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 Highty
Unprepared Unprepared Prepared Prepared
. 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 ® 2 1
Very Inflexible Somewhat Neutra] Somewhat Flexible Highty
Inflexible Inflexible Flexible Flexible

ml. 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
Goalsnotserved  Goalgnotserved ~ Goalssomewhat  Neutral Goals served  Goalg served weli  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 lecking [ geking 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, 11, V, V1, 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, attltude and tone, and implied and explicit communications.
Did the way this team manage its rel[jfius fihe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 0
Relationship  Relationship Relationship Neutral Relationship Managed Relationshi Relationship
Managed Very Mmged Ponrly Managed Somewhals\/eu managed wfsu managed
Poorly Somewhat exzemely welt

VL. 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 Understood and ~ Understood and
understand o eam leamn much Learned Somewhat  leamed well tearned
leam st all extremely well

NEGOTIATING ETHICS
n your observation, do you believe the negotiating team observed or violated the ethical

TEAM OBSERVED ETHICAL ARDS or TEAM VIOLATED ETHICAL §

If you circled TEAM VIOLATED ETH GA%S‘;AN’DARDS w. ethical violation so severe
that, in your judgment, the team should be disqualified from theé competition? Circle one:

YES, DISQUALIFY /@NOT DISQUALIFY
.

Please explain in detail: - N
P o >

LIve 4.yt omn §arterja do (. Hegied by he conr |\l|l| o \In :' tnqrior PREIOR e e
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Attachment B

should receive four coplas
Judge’s Namer M {\7 : Cell #: iy 3 Room #: 27‘
Team Letter Designation: % j r/ Client Name: _% E ;ﬂ Qém y w 3

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

Round #1 Round #2 Final:

Criteria 1-V should be completed Iulhmlu ¢ the el of the nuum ion and while the teams

are prepairhre 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 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 teamn able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposjggteam?

7 6 5 4 3 1
Very Inflexible Somewhat Neutral Somewhat 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, rcga.rdlws of whether agreement was reached, serve the client's goals?

7 6 2 1
Goalsnotserved  Goels not served Gml-mmw Goals served  Gogls served well  Goals served
at all 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 [ acking teamwork  Somewhat lacking in Neutral Very Good Excellent
in teamwork teamwark Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, 111, V, VI, and
whole number) as the teamwork rating.

and enler that result (1o the nearest



V. RELATIONSHIP BEIWEEN THE J;lEGOTIATING TEAMS

This scale focuses on Wil ge, and implied and explicit communications.
Did the way this team manage 15 relz the other team contribute to or detract from
achieving its client's best interests?

7 6 5 s iacde 3 2 1

Relationship  Relationship Relationshi Neutral Relationship Managed Relationship Relationship

anvdVﬂv Managed Poorty Managed . Somm'{’ven managed well managed
Somewhat extremely

Poorty

Criteria VI uul VI should be completed after both teans have u»mplnlul their sell-

A1 |I\\|\

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 adequarély
negotiation dynamics and leamed from today’s negotiation?

7 6 5 4 3

Did not Did not understind or Did not understand or ~ Newtral Understood And
;.mdﬁor leamn leamn much Learned Someowhat
earmn

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 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.

lecred by |hL conipe (L) hlmnn SR | Rl()l{ RS




Attachment B

(Eadljudgedmould receive fom'copla ofthe Ev

Judge’s Name: Si&[g[cz Cell # Date: 2[ [ Room #: ‘Qzlr [

Team Letter Designation: ﬁ ~ R Client Neme: Jg} 4ae f /7é|—1.1 /C

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

Round #1 Round #2 Final:

Criteria -V should be eompleted Toilowing the. (ml ol llu pegotintion id while the (eams

HIRS gm.pnm s fof the self-an: alvsis,

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
Vary Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

I FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEG

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 theqpposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutrel Flexible Highly
Inflexible Inflexible 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?

7 6 5 3 2 1
Goalsnotserved  Goalsnotserved ~ Jogls somewhat Goalsserved  Goalg served well  Goels served
etall 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
Totelly lacking | acking teamwork ~ Somewtat lacking i~ Newtral Somewhat good Excellent
in teamwork teammwork teamwork Teamwork
NOTE: For a single-person team, average criteria I, II, III, V, V1, and VII and enter (to the nearest

whole number) as the teamwork rating.



NEGOTIATING TEAMS
bne, and implied and explicit communications.

V. RELATIONSHIP BETWEEN
This scale focuses on word choic

Did the way this team manage its relafifiiiship withithe other team contribute to or detract from

achieving its client's best interests?

7 6 5 2 ! 2 1

Relgtionship  Relationship Relationship Neutral Retationship Relationship Relationship

Managed Very  Managed Poorty Managed Somewhat Well managed well managed

Poorty Somewhat exiremety well
Poorly

Criteria VEand VI shoulid be umlpl(lul after both l( uns have uunplu ted shicir ‘\L“

am: |I\ SIS,

VL. 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 leamed from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand of  jeam Jearn mach Learned Somewhat  \ learned well learned

leam &t all extremely well

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of thc legal professxon? For example 1) did the team mlsrepresent material facts? 2)

or TEAM VIOLATED ETHICAL STANDARDS

If youret A IOLATED 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: /

i

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

' Ilun( H[L |l!uun \||Ihn"' i Al comne i
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Attachment B

(Eachjudgeahmﬂdrwuwfmneopm of the Evalustion Criteria Form—Judging Scales)

Tudge’s Name: o o/ (0 i-a %1 éﬁ Room # S—

Team Letter Designation: & ” Client Name: @lg ( =L HICN& !ts

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

Round#2  Final:

Centeria 4=\ should be completed following the end of (hé wegoti: mun and while the s

ArC 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 strate

7 6 5 4 3. 2 1
Very Unprepared Somewhst Netirel Propared Highly
Unprepared Unprepared 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 2 1
Very Inflexible Somewhat Neutral Somewhsat Flexible Highly
Inflesdble Inflexible Flextible 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, regardiess of whether agreement was reached, serve the client's goals?

7 6 5 4
Goals not served Goals not served Goals somewhat Neutral
ot all not served

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 Lacking tesmwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 1I, Iil, 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, attitudg oRg, and implied and explicit communications.
Did the way this team manage its re(§oH8 the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 1
Relationship  Relationship Refationship Neutral Retationship Menaged {Relationship Relationship
v managed
MMWM €Y Msanaged Pocrly Summm Somewhat Weil we it oh el
Poorly

Criteria \ Eand VI shounld In u»mpldul alter both teams !| e completed their \dl

apulysis,

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 Understood and ~~ Understood and
understend o |eam learn much Leerned S fearned well learned
leamn st all extremely well

VII. NEGOTIATING ETHICS

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

TEAM OBSERVED ETHICAL STAND or TEAM VIOLATED ETHICAL STANDARDS

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

YES, DISQ NO, DO NOT DISQUALIFY

Please explain in detail:

/ N
AL e

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

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

sudge’s Name: _keah Chr tren coit QR c: Sar.  Room #:. 227

Team Letter Designation: E\ 3 - Client Name: 'E%%ﬁ‘“ts

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

Round #1 X Round #2 Final:

Criteria 1=V should he completed follonving the endd of the acgotiation and while the (eions

wre preparing for (hie self=analy sis.

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 pattem. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 < 3 @ 1
Very Unprepeared Somewhat Neutrat Somewhat ' od Highty
Prepared

Unprepared Unprepared Prepared

I1. 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 e opposing team?

7 6 5 4 2 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
flexible Inflexible lexible Flexible

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

7 6 5 4 2 1
Goalsnotserved  Goalsnotserved — Goslssomewhst  Neyral sserved  Gogly 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 responsibility, and
providing mutual backup?

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

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, gttitude and tone, and implied and CxpllClt commumcatxons
Did the way this team manage its rékal Rl i
achieving its client's best interests?

7 6 5 4 3 2

Relationship  Relationship Retationship Neural Relationship Managsd Relationshi Relaticaship

Manged Very Managed Poorly Managed Somewhat Well . mansged vl managed

Poorly Somewhat extremely well
Poorly

Criteria VTand N should he completed alter botle teams have completed then sell-

analysis,

VL 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 differentiy?"

(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 nat Did not understend or Did not understand or ~ Neutral Undersiood And Understood and ~ Understood and
understend ot |eqp learn much Learned Somewhat  leamed well teamned

leam at all extremely well

VIL. NEGOTIATING ETHICS

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

AM OBSERVED ETHICAL STANDARDS Jor 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.

Fhe T eluation Criiere Fomes will be cotlecred Dy ihie compettion adminesirtor PRIOR 1o (he

picdues providing feedback 1o the s tao tems,



Attachment B
(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales )
Judge’s Name: { }Wshn Neims Cell_)ate: 4 [;u!@ Room #:_ J7+

Team Letter Designation: % - \5 Client Name: %\&é}—\’(w\%

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

Round #1 2 / Round #2 Final:

Criteria I-V shonld be completed folloswing the end ol the negotiation and while the teams

are preparing Toe the sell-analkvsis,

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 pattem. How well-prepared was
this team, judging from its performance and its apparent strategy?

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

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 1
Very Inflexible Somewhat Neutral omewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

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 was reached, serve the client's goals?

7 6 S 4 3 2 G)

Goals not served Goals not served Goals somewhat Neutral Goals served  Goals served well  Goals served
atall ot 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 Q/

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

NOTE: For a single-person team, average criteria I, II, 111, V, V1, and VII and enter thal result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude & gnd implied and explicit communications.
Did the way this team manage its rel $5&8 e other teamn contribute to or detract from
achieving its client's best interests? .

7 6 5 4 3 2 CD

Relationship  Relationship Relationship Neutral Rolationship Managed Relationship Relahonship
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely weil

Critevia V1and VI should Iu u;mpluul mu both teams hav e u»mpk ted their self-

ans |I\x|\ °

VL. 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 learmned from today’'s negotiation?

7 6 5 4 3 @ 1

Did nat Did not understand or Did not understand or ~ Neutral Understood And Understoodand ~ Understood and
understand o |eam }earn much Learned Somewhat  learned weil learned
learn at ali extremelv well

VI. 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 1 @m@al facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARD 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.

L{_ln he conyg ot n B |\im .n n Hidr I I{I()R o !l s

\\ lllk ll A l‘ e W |m




Aftachment B

(Each judge should recerve four copies of the Evauation Critcria F«m—Judgng Scales).

Judge’s Name: A'Q:lﬂamlﬁ}ﬂpzcal #—xw:ﬁ([g Room #:_22 77

Team Letter Designation: 13 ~1 3 Client Name: _R\acthar B 3

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

Round #1 Round #2 Final:

Criteria -V should Hhe completed following the unl of llu Besoll: muu nul while tlu s,

are preparing (o the self-inaly<is,

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?

7 657 5 4 3 @ 1

vay Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared

. 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 =g 6D 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Tnflexible Flexible Flexible
OI. 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 {29 1)) 2 1
Goals not served Goels not served Goals somewhat Neurtrat Goals served  Qoals served well  Goals sorved
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 ) I

Totally Jacking  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, 111, 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 rel 4I#iSHiSRSEIPhe other team contribute to-or detract from
achieving its client's best interests?

7t pAIONET 4 3l 2] 2 @

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

Crateria Vand Vil \Imui(l In Uilll[llllul mu lmth teams h: ne Lumpldul Hicir seil-

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 @ 1

Did not Did not understand or Did not understand of Neutral Understood And Understood and Understood and
understand of  Jeqrn learn mach Leamed Somewhat  leamned 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.

e Jb'“_()kq .\ 1:;;\":{.




Attachmemt B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four copies of the Evahatiog Criteria Form—hudging Scales.)
e e e WG~ et o

Team Letter Designation: B \ b Client Name: f_)? el heokb

Negotiation judged:
(Please circle the compeﬁﬁoyfel—liegional or National / and mark the round observed)

Round #1 Round #2 Final:

Criteria 1Y should be cmi||_)IL-lt(I‘fn dlowing the end of the neaotioation and whide the (canis.

are preparinge for the self-anidsis,

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 o 4 3 2
Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared 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 @ 2 1
Very Inflexible Somewhst Neutral ewhat Flexible Highly
Inflexible Inflexable Flexible Flexible

IoI. 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. ched, serve the client's goals?
7 6 5 4 2 1
Goalgnotserved  Goalsnotserved ~— Coalssomewhat  Neywal e Goals served wetl  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 3 1
Totally lscking [ acking teamwork ~ Somewhat lackingin  Neutral Somewhat good Very Good Excellent
n teamwork teamwork teamwork Teemwork Teamwork

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



V. RELATIONSHIP BETWEEN THE N'EGOT IATING TEAMS
This scale focuses on word choice, atti
Did the way this team manage its rel#

fMhe other team contribute to or detract from

achieving its client's best interests?
7. 6 5 4 3 2 / S 1 )
Relationship  Relationship Relationship Neurtral Relationship Managed Relationship Re

Mmoed Very Maneged Poorly Managed Somewhat Well managed well managed
Somewhat : exiremely well

Poorly

Cricerta VEand \ I shoald he mmplclul after both teams e mlnpldul their scll-

anialbvsis,

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 teamn's self-analysis during the review session, how adequately understood the
negotiation dynamics and leamed from today's negotiation?

7 6 5 4 3 1

Did not Did not understand or Did not undersiapd o~ Neutral Understood And Understood end ~ Understood and
understand of  jegm leam much Learned Somewhat  leamod woll learned

leam at all extremely well

VIL. 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:

N
TEAM OBSERVED ETHICAL ST. S 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.

APRIOR (0 the




Attachment B

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

Judge’s Name: Bf Ve Cell -ate: 9/)  Room #4AY
Team Letter Designation: B %) O Client Name: ’B ‘ ac L& \aw LS

Negotiation judged:
(Please circle the competition Ievel—Regiona@nd mark the round observed)

Round #1 Round #2 Final:

Critervia -V showld be completed following the end of the necotintion sid while the tens

arc prepaving For the selt-mnaly s,

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 S 3 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 movescbéthe opposing team?

3

7 6 5 4 2 1
Very Inflexible Somewhat Neustral Somewhat Flexibie 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 @ 4 3 2 1

Goals not served Goals not served Goals somewhat Neutral 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 S 4 3 2 1
Totally tacking [ aoking 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, 111, 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, atfitude and tone and implied and explicit communications.
Did the way this team manage its relaiiShoHip-williilee other team contribute to or detract from
achieving its client's best interests?

7 6 4 3 2 1
Relstionship  Reiationship (ationship Neutral Relationship Managed Relationship Relationship
Menaged Very Mgnaged Poorly Managed Somewhat Well managed well maneged
Poorty Somewhat extremely well

Criteria VIEand VI should be completed atter both (eanns have completed their self-

danaly s,

V1. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responsesto 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 leamed from today's negotiation?

7 6 5 4 3 1

Did not Did not understend or Did not understand or ~ Neutral Understood And Understood end ~ Understood and
understand or  |egry learn much Leamned Somewhat  learned well lcamed

learn &t 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 professnon7 For example, 1) did the team misrepresent material facts? 2)
material facts? etc. Select and circle one:

T T T
ﬁAM OBSERVED ETHICAL STAND

———

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.

The Bvabianen Cotera Formes will be ceHeared by the compentsse admmistrator PRIOR o e

sadees providiee feadback e the st taoo leanes,



Aftachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four W Form—TJudging Scales.)
Judge’s Name: /t 1244E% Cell #: a/2i)3 Room#:._ /< d 25

Team Letter Designation: (3 (O Client Name: _[3t % [C M S

Negotiation judged:
(Please circle the compeiiiio:fvel-—RegionaI or National / and mark the round observed)

Round #1 Round #2 Final:

Criteria 1-V shounld be completed lullm\m" the end of the negotiation nul W hIIL the geams

are preparing for the self-anahsis,

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 Neutrat 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@ the opposing team?

7 6 5 4 2 1
Very nflexible Somewhat Neotral Somewhat Flexible Highly
[nflexible [nftexible Flexible Flexible

OI. OUTCOME OF SESSION

Based on what you observed in the negotiation and the seif-analysis, to what extent did the

outcome of the session, regardiess of whether agreement vZ\reached, serve the client's goals?
3

7 6 5 4 ) 2 1

Goalsnotserved  Goalsnotserved ~ Coals somewhat  Newral Goalsserved  Goals served well  Goals served
at ail 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, I, V, V1, and VII and enter that result (1o the nearest
whole number) as the teammwork 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  Relationzhip Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poorly Mansged Somewhat Well mansged well managed

Poorly Somewhat exiremely well
Poorty

Criteriiac VEand VEH should be compteted after both iéams have completed their self-

analy NS,

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 leamed from today’s negotiation?

7 6 5 4 3 1

Did not Did not understznd or Did not understand or ~~ Neutral Understood And U and  Understood and
undersiand or g learn much Leaned Somewhat  learned well leamed

learn at all extremely well

V. 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 teanrifivent self-servin ial facts? etc. Select and circle one:
/@ TEAM VIOLATED ETHICAL STANDARDS
i 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:

BLEASE be sure to complete ALL categories before tumning in this form.

The Exatuaton Craveria b orne wilkhe coflected by, she ginapeition adatinsiaor, PRIOR 104,

G ad Sl



Afttachment B

(Each judge should receive four copies of the Evaluation Critej -Judging Scales.)

Judge’s Name: M&Il /2]  Room #: 23‘
Team Letter Designation: | 7 ’H Client Name: E‘g&hmﬁ

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

Round #1 2(: Round #2 Final:

Criteria -V should be completed Todlosying the eod ot the- munu ion and while tlu. feams.

arcpreparing for the sellzinalysiv: -

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 4 3 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, ta new information or to unforeseen moves by the opposing team?

7 5 4 3 2 1
Very wfexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

IIml. 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 calsnotserved  Coalssomewhat  Neytral Goals served  Goalg served well  Goals served
atalt 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 4 3 2 1
Totally lacking [ acking teamwork  Seméwhat lacking in Neutral Somewhst good Very Good Excellent
n teamwork teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria I, 11, II1, 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 chgi and-toaa and unphed and CXpIIClt communications.
Did tY:le way this team manage™ A

achieving its client's best interests? L

7 6 5 4 @ 298 1

Relationship  Relationship Relstionship - Neutra) Relationship Managed Relationship Relationship

Mmsed Very Managed Poorty Managed Somcwhnqv,ldl marnged well managed
Somewhat % extremely well
Phody

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 2 1

Did not Did not understand or Did not understand o Neatral Understood And Understoodand ~ Understood and
understand of  |earp learn much Learned Somewhat  leamed well learned

learn at all exiremely 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: '

BSERVED ETHICAL STANDARD 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.

dr PRIOR 10 the




Attachment B

(Bach judge should receive four copies

-

Judge’s Name: ' /Cell # v /J}»om 4 ;2 2 /
Team Letter Designation: g "/ 7 Client Name: / 2
Negotiation judged:

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

Round #1 Round #2 Final:

Criteria V-V sionld be completed fullosw g the end of the negotintion amil while e (s

arve preparing for the sebi=aonlvsis,

,Awﬁ m@ I.  NEGOTIATION PLANNING
This scale assesses whether the team was familiar with the facts and law and had a strategy and

(/L’f/ tactics reasonably designed to the situation set out in the fact pattern. How yvall-prepared was
0 this team, judging from its performance and its apparent strategy?

Z (4
W 7 6 5 4 | ) 1
Very Unprepared Somewhat Neutral | ekl Highly
Unprepared Prepared

Unprepared

éd/f M . 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 ablc 0 4

Wk 4 to for example, to new information or to unforeseen moves by the opposingiag

7 6 5 4
W Very Inflexible Somewhat Neutral
Inflexible Infiexible

at Highly
Flexible
7‘V . OUTCOME OF SESSION
- Based on what you observed in the negotiation and the self-analysis, to what extent did the
Vo, / é voutcome of the session, regardless of whether agreemen ched, serve the client's goals?
W 6 5 4 2 1

snotscrved  Goalanotserved — Goalssomewhat  Neygral sserved  Goals served well  Goals served
/ot all not served somewhat very well

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and / m
prov1dmg mutual backup? ﬂ(

6 5 4 3
Tomlly lacking [ acking teamwork  Somewhat lacking in Neutral Somewhat good Excellent —
in teamwork teamwork teamwork Teamwork <

& \7 NOTE: For a single-person team, average criteria ], 11, 111, V, V1, and V1I and enter that result (fo the nearest

@azumm?e%me teamwork rating. o Wil é/
“ et



V. RELATIONSHIP BE’I‘WEEN 'I‘HE NEGOTIATIN G TEAMS

This scale focuses on word SiESSes flle, and 1mpl1ed and eXpllCIt communications.
Did the way this team manage 15 rera
achieving its client's best interests?

b

7 6 5 4 3 2
Relationship  Relationship Relationship Neutrel Relationship Menaged Relationship
Mrnaged Very  Managed Poorly Managed Somewha Well managed well
Poorly Somewhat

Critevia V1 and VI should be completed afier both teams liave completed their sell-

szl y Sis,

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 leamed from today's negotiation?

7 6 5 4 3 1

Did not Did not understand or Did not understand or ~ Neutral Understood And d  Understwood and
understand of  |eam leam much Leamned Somewhat  leamed well learned

learn at all extremely well

VI. 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 DISQU

Please explain in detail:

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

Abe Evidoation Criterra D orms sl be collecrad by she competmion ssdimmesirator PREOR 1o the

Jrivizes pres e fecadbaci e the dose o e



Attachment B

(Each judge should receive four cop aFom—J ngScaks)

Judge’s Name: . 45%& Cell Room #: é S
~
Team Letter Designation: éé % ) Client Name:/msf—

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

Rou Ro@_ﬁnal:

Criteria [-V should be completed tollowing the ead of the negotiaton and while the teams

are preparing for the self-analy sis,

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 strateg

7 6 5 4 2 1

Very Unprepared Somewhat Neutral Prepared Highly
Unprepared Unprepared Prepared
I FLEXIBILITY IN DEVIATING FROM PLAN 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-tiregpposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutrat Flexible Highly
Inflexible Inflexible Flexible

0. 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 reacired, serve the client's goals?

7 6 5 4 2 1
Goals not served Goals not served Goals somewhat Neartral Goals served well  Goals served
gt alt not served very well

IV. TEAMWORK
How effective were the negotiators in working together as a t MY,

providing mutual backup?

7 6 5 4 2 1
Totally lacking facking teamwork  Somewhat lacking in Neutral Very Good Excellent
in tearwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria I, I, 111, V, V1, and VII and enter that result (o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, atti gEndtwaEEnd implied and eXpllCll communications.
Did the way this team manage its ref§
achieving its client's best interests?

7 6 5
Relationship  Relationship Relitionship
Menaged Very  Managed Poorly . Managed
Poorly Somewhat

Criteriae VEaad VI shouold be completed after bath ceams oy e completed their sell-

Analyvsis,

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 learngd from today's negotiation?

7 6 4 3 2 1

Did not Did not understand/or Did not understand or Neutral Understood And Understood and Understood and
understand of  |eam leamn much Learned Somewhat  learmed 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
stand. ssion? For example, 1) did the team misrepresent material facts? 2)
id the teamn invent self-serving material facts? etc. Select and circle one;:

AM OBSERVED ETHICAL STANDARDS 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 disqualifi ition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

Foe Fvalustion Craersn Fornas soall be collected by ihe competien admemesoaior PRIOR 16 the

fidzes provichoge teedback othe Tasn o emas



Attachment B

EVALUATION CRITERIA FORMJUDGING SCALES
(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
i e L

Team Letter Designation: __ B -16 Client Name: _BlacKhawks

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

Round #1 _ X Round #2 Final:

Critervia I-V shonbd be compleged tollow aug the cad of the nezotanon and while the 1eims

e preparving for the self-nnalvsis,

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 Highty
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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highty
Inflexible inflextible 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 Nautral Goals served  Gogls served well  Goals served
atall not served somewhat very weil

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 [ackingteamwork — Somewhat lackingin  Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, I, 111, V, V1, 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 & f¥9nd implied and explicit communications.
Did the way this teamn manage its relJiEhahifFEItRghe other team contribute to or detract from
achieving its client's best interests?

7 6 Il 5 4 3 (2 1

Rdmom-‘;v Relationship Relationship Neutral Relationship Managed Relationship Relationship

Pourimdy €Y Managed Poorly m Somewhat Weil managed well by wel
Poorty

Criteria Moand VH should be completed aftee hoth teams have completed their self-

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 leamed from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understoodand ~ Understood end
understand o jegrp learn much Learned Somewhat  leamed 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:

o)

7
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:

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

Acd duthe comperiion adnrinisgitos PREOR tothe

Ahackae the ke el M)t



Attachment B

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

Judge’s Name: _ KoNae, Cell -Date:g_sfgﬁa Room #: 229

Team Letter Designation: _ B8 - (& Client Name: _Rloc¥ hawkKs

Negotiation judged: o
(Please circle the competition level—Regional or &g{o_nqb/ and mark the round observed)

Round #1 X Round #2 Final:

Criceria -V should e completed folloswing the end of the negotiation and while the (cams

are prepaing loe the sell=anals sis,

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

1. 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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflaxible Inflexible Flexible Flexable

IoI. 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 — Godls 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?

2N
7 6 S 4 (-3 2 1
Totally lacking | acking teamwork ~ Somewhat lackingin ~ Neutral Somewhat good Very Good Exceltent
in teamwork teamwork teamwork Teamwork Tearnwork

NOTE: For a single-person team, average criteria I 11, JlI, V, VI, and V1! 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 agg#miiitand implied and explicit communications.

Did the way this team manage its rel affiashas e other team contribute to or detract from

achieving its client's best interests?

7 6 5 4 3 27 1

Relationship  Relarionship Relstionship Neutral Relationship Managed Rebafionshi Relationship

Menaged Very  Managed Poorly Managed Somewhat Well managed wzn menaged

Poorly Somewhat extremely well
Poorly

Criteria VEand VEL shonld be coampleted after both teams have completed their selt-

analvsisl

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 \I 3 2 1

Did not Did not understand or Did not understend or ~ Neutral Undersiood Understood ang ~~ Understoad and
understand of  |egm learn much Leamed Somewhat  leamed 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 lg’l’H}CAL 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 NGO, DO NOT DISQUALIFY

Please explain in detail:

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

e b the compeitiion admisisiriear PRIOR (e he

Acbonhie kst Bao@Eimes



Attachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four copj ion Criteria Form—Judging Scales.)
Judge’s Name: Erte S=nnre  Cell #: Date: Room #:_2-24
Team Letter Designation: __ B~ |{ Client Name: Hawkr
Negotiation judged:
(Please circle the competition level—Regional or / and mark the round observed)
Round #1 Round#2___«~  Final:

Criterta -V should be conpleted Inllm\m" ilu unl ul (lu neeotiation and while the teams

are preparing for the self-mialysis,

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

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 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 @ 1

Goals not served Goals not served Goals somewhat Neutral Goalsserved  Goalg served well  Goals served
ot 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 3 @ 1

Totally lacking [ acking teamwork  Semewhat lacking in Neatral Somewtat good Very Good Exceltent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, I1I, V, VI, and V1! and enter that result (1o the nearest
whole number) as the teantwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, at{i [fahkrnd implied and explicit communications.
Did the way this team manage its relatior§§ th 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

Mmﬂsﬂl Very Managed Poorly Managed Somewhat Well managed well managed
Somewhat extremely well
Poortly

Criteria VEind Vi shoald be uuanUuI adter both teams i e unnpltlul thewr sell-.

A |I\\|\

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?

: ° : X : r@d 1

Did not Did not understand or Did not understand o~~~ Neutral Understood And U and  Understood and
understand of  egm learn much Learned Somewhat  {earned well learned

learn at all extremetly 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 ET]-]ICA@\NDARDS 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:

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

LRIOR 1yt




Attachment B

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

Judge’s Name: | z}‘f& Zm[gn Cell # - 984  Room#: ZS[
Team Letter Designation: A’ ’\A' h Client Name: _M@j\{

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

Round #1 2 g Round #2 Final:

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

avc-preparms for the sell analvsis.

L NEGOTIATION PLANNING

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

7 6 : S 4 p 1
Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

. 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 tgam?

7 6 5 4 3 1
Very Inflexible Somewhat Netrsl 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 er:ached, serve the client's goals?
7 6 5 4 2 1

Goals not served Gosls not served Goals somewhat Neutral ssorved  Goalg gerved well  Goals served
gt 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 3 @ 1
Totally lacking [ aciing teamwork  Somewhat lacking in Neutral Somewhat gnod Vi Excellent
in teamwork teamwork teamwark Tearnwork 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 chofiesseeti @R, and implied and explicit communications.
Did the way this team mgnage its rela WP the other team contribute to or detract from
achieving its client's best interests? ‘ :

7 6 5 4 34 1
Reletionship  Rejutionshi Relationship. Neutral Relationshi i Relationship
Menzaged Very Mmpopoﬂy Managed P Smﬁfm@d magsged well mansged
Poorly Somewhat extremely well

Criteria VI uul NV shoulid Iu. u»nlpl(lul |Ilu hath (cans have umnpltlul their sclf-

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 undesstand or Did not understand or ~ Newtral Understood And Understoodand ~ Understood and
understend OF  jearn learn much Leamed Somewhet  learned well learned
learn m al) extremely well

VIL 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:

AM OBSERVED ETHICAL STANDARDS  or TEAM VIOLATED ETHICAL STANDARDS

If youcircled 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:

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

Tl A alomi




Attachment B

ive four copies o

(Each judge sh
Judge’s Name: % W%# :
Team Letter Designation ﬁ — / ’y Client Name: W/

Negotiation judged:
(Please circle the compétition

—Regional or National / and mark the round observed)

Round #1 Round #2 Final:

Criever -V should he completed tollosw g the end of the aegotiation and while the (cams

arve preparvise for the selt=nnads sis,

I NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and 4’
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was ;5%

//W this team, judging from its performance and its apparent strategy?
0} 7 6 5 4 3 1

MM Very Unprepared Somewhat Neutral Somewhat Highy A
Unprepared Unprepared Prepared Prepared M /J
M 0. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY
This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
ufﬁ\lyﬂL whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not 7%/
work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
N 2 to for example, to new information or to unforeseen moves by the opposipgteam?

I W7 6 5 4 3

'ﬂq " Vay Inflexible Somewhat Neutra Somewhat
Inflexible Inflexible Flexible

III. OUTCOME OF SESSION
I_)'Ci‘ ' Based on what you observed in the negotiation and the self-analysis, to what extent did the
%( I' outcome of the session, regardless of whether agreement Ve The
- 7 6 5 4

|

Highly
Flexible

Q)A l Goals not served Goafs not served Goals somewhat Neutral
M at all not served
IV. TEAMWORK
(&N\ How effective were the negotiators in working together as a team, in sharfip\responsibility, and
providing mutual backup?

7 6 5 4 3 2 1
{ .
Totally lacking 1 gcking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
bl in teamwork teamwork teamwork Teamwork Teamwork

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

N

ﬁ// o ) A
WMWJM%W ol n



V.  RELATIONSHIPRB
This scale focuses on wo ital
Did the way this team manage its'ré
achieving its client's best interests?

e, and implied and explicit communications.
M the other team contribute to or detract from

7 6 5 4 3 2

Relationship  Retationship Relationship Neutra) Relationship Managed Relationship Rel
Managed Very Managed Poorly Managed Somewhat Weil managed well managed
Poorty Somewhat extremely well

Critevia V1 and VI should be completed after botliteams 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
negotiation dynamics and learned from today’s negotiation?

7 6 5 4 3
Did not Did nat understand or Did not understand o~ Neutral Understood And
m of  |eam learn much Leamed Somewhst

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 ition? Circle one:

YES, DISQUALIFY @ NOT DISQUALIFY

Please explain in detail: e

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

The Evaluation Crierin Formes wall e cotlecied by ke compeation adonnsarser PIRIOR 10 1he

Indires providimye feedbae o eofie ast ceo reams



Attechment B

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

Judge’s Namc:@_m_Cell-atez Z Room #: 23/

Team Letter Designation: /4;/7% Client Name: __£ASA S

Negotiation judged:

(Please circle the c\z:&ﬂml——Regional or National / and mark the round observed)
Roufd #1 ROI‘% Final:

Critecia 1N should he completed followinge the end of the nesotiation e while the teans
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 Prepared Highly
Unprepared Unprepared Prepared
0. 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 b opposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutral Flexible Highly
Inflexible Inflexible Flexible

Il. 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 Gosls served wefl  Goals served
at all not served 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 tacking [ ackingteamwork  Somewhat lacking in Neutral Very Good Excellent
in teamwork teamwork Teamwork Teamwork
NOTE: For a single-person team, average criteria 1, II, I, V, V7, T 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, attltude it tone?

Did the way this team manage its reffl ;
achieving its client's best interests?

7 6 5
Relationship  Retatianship Relationship
Managed Very  Managed Poordy Managed
Poorly Somewhat

Criteria V1 and V1 showld he completed after hoth teams bas e completed their sell-

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 sessxon, how adequately understood the
negotiation dynamics and leamed from today's negotiatig

7 6 5 4 2 1

Did not Did not understand or Did not understand or Neutral Understood and Undersiood and
understand of  |eam learn much learned wel) learncd

leamn at all extremelv well

VIL. NEGOTIATING ETHICS
Based on your observatian, do you believe the ncgotiating team observed or violated the ethical

r CAL STANDARDS

YES, DISQUALIFY

NO, DO NOT DISQUAL.

Please explain in detail:

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

The FPyadeacion Criterna Forns wall be collected by the competiion adimiisiator PRIOR G i

Tadees providime: Teedback e rhe Lest sso teaims.



Attachment B

(Each judge should receive four copj ion Criteria Form—Judging Scales.)
Judge’s Name: Eeo &mred CeII&D& /23 Room #:_22-9
Team Letter Designation: _ 4 - {(, Client Name: W/ &
Negotiation judged:

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

Round #1 Round#2_ *_ _ Final:

Criterin 1=V should- be completed. Iul!u\\m" the uul nl the negoti: mum HN| W hlk th teams

are preparving for the sclf-an: Il\\l\

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 Unprepered 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 team?

7 6 5 4 3 O 1

Very Inflexible Somewhst Neutral Somewhat Plexible Highly
inflexible Inflexible Flexible Flexible
IIl. 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 @ 3 2 1

Goals not served Goals not served Goals somewhat Neutrat Goalsserved  Goals served well  Goels 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 2D 1

Totally tacking  § gcking teamwork  Somewhat lacking in Neutrad Somewhat good Very Good Excellent
in teamwork teasnwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, I, 111, V, VI, and VI 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, atfii wand implied and explicit communications.
Did the way this team manage its relation§ifswith the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 'Y 1

Refationship  Relationship Relationship Neutral Relationship Managed Relationship Refutionship

Managed Very  Managed Poorty Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Pooriy

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 differentiy?"

(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 CD 3 2 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Understood and Understood ard
undersiand Of  jegm lean much Learned Somewhat  learned well learned
learn at all extremety weil

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 OBSERVE@CAL 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:

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

TSI hm e || et | l\l()l\ 1oy Ty k_.'




Attachment B

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

Judge’s Name: __ ¥ 0on2e, Cell ate: 09/2/13 Room #:_ 2.2 9
Team Letter Designation: __ A —|§ Client Name: __y )34
Negotiation judged:

(Please circle the competition level—Regional or@;ﬁ;z; / and mark the round observed)

Round #1 X Round #2 Final:

—_—

Critevia 1-V should be conmpleted follos ine the end of the negoteation and s hile the te:nns

are preparing for the self-analy sis.

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 pattem. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 A 1
Very Unprepared Somewhat Neutral Somewhat Prepared Highty
Unprepared Unprepared Prepered 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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible fnflexible Flexible Flexibie

1. 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
at all not served somewhat very well

IVv. 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 | geking teamwork ~ Somewhat tacking in Neutral Somewhat good Very Good Excellent
in teamwork teamnwork teamwork Teamwork Teamwork

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attltude and tone, and implied and expllcnt communications.
Did the way this team manage its re RS TRIERE

achieving its client's best interests?

7 6 5 4 3 Ty 1
Relationship  Rejationship Relationship Neutral Relationship Managed Relationship Relationship
Managed Very  Managed Poorly Managed Somewhst'\l;lell managed well managed
Poorly Somewhat extremely well

Poodly

Criteria V) and V1 \lmulsl be uunpluul |!lu both teams have unnpluul their sell-

an: nl\ NI,

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 learmed from today's negotiation?

7 6 5 4 3 (2) 1
Did not Did not vnderstand or Did not understend or ~~ Newtral  Understood And ~ Understoodand ~ Understood and
understand of e learn much Learned Somewhat  learned well bearned
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:

o
TEAM OBSERV'EP ETHICAL STANDARDS  or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEA_M...VIOLA’IED 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

(Eech judge should receive four copies of the Eveluation Criteria Form—Judging Scales.)

Judge’s Name: _ Konze) Cel-Date: Qﬂéﬁﬁ Room #:_ 229

Team Letter Designation: __A_-\6 Client Name: ___ &) (»Al

Negotiation judged: P smec]
(Please circle the competition level—Regional oﬁNaﬁor;aF/ and mark the round observed)

Round #1 __ X Round #2 Final:

Criterin I-V shoakl be completed following the el of the neeottation and while the teams

are preparving o e sell-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?

P

7 6 5 4 3 2 1
Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared 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 o 4 3 2 |
Very Inflexible Somewhat Neutral Somewhat Flexible Highty
Inflexible Inflexible Flexible Flexible

OI. 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 ~ Oogls somewhat  Neutral Goalsserved  Goals served well  Goals served
at atl not served somewhat very wel

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 y 2 1
Totally lacking | acking teamwork ~ Somewhat lacking in Neutral Somewnat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, IIl, 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 an@ene=gnd implied and explicit communications.
Did the way this team manage its relat{iBSEHAWIEEIe other team contribute to or detract from
achieving its client's best interests?

-

7 6 5 4 3 (2 1

Relationship  Rolationship Relationship Neutral Relationship Managed Relationship Relationahip

Managed Very Managed Poorly Menaged Somewhat Well managed well

Poorly Somewhat extremely well
Poorly

Criteria MV oand N l| ~hould Iu uunpl(lul dafter both teams have completed their self-

A lvsis.

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

7 6 S 4 3 [\ 1

Did nat Did not understand or Did not understand or ~ Neutral Understood And Understood and ~ Understood and
understand o |egm learn much Leamod Somowhat  learned well keamned

learn at all extremelv well

VIL. 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:

3

TEAM OBSERVE ETI-HC/AL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation 50 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.

o PRIOR to vhe |




Attachment B

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

Judge’s Name: _Konz¢, cell #{D=t=: 0.9/21/3R00m #: 229
Team Letter Designation: __ A ~ 3 Client Name: __ \¢) GA!

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

Round #1 __ X Round #2 Final:

Criterea -V shonld be completed follosing the end o thic negoteation ind while the teams

are prepacing fov the scll=anals sis,

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. Bow well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 2, 1

Very Unprepared = Somewhat Neutrat Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepered

J1 6 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 1

—
Very Inflexible Somewhat Neutrat Somewhat Flexible Highly
Inflexibte Inflexible Flexible Flexible

IOI. 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 Neutrel Godls served Goals served weil Goels 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 1
Totally lacking  {acking teamwork ~ Somewhat lackingin ~ Neutral Somewhat good Very Good Exceltent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, Il, Ill, 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 expllclt communications.
Did the way this team manage its rel (g e

achieving its client's best interests?

7 6 5 4 3 2 (1)
Relationship  Retptionship Relationship Neutral Relationship Managed Retationship Relatianship
Managed Very  Managed Poorly Mzanaged Somewhat Well managed well managed
Poorty Somewhat extremely well

Poorly
Criteria \ Land \: II \llﬂll'({ he completed after both (s have completed their sell-

annuis,

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 different!

(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?

P

7 6 b} 4 3 { 2] 1
NS
Did not Did not understand or Did not understand or ~ Neutzel Undarstood And Understoodand ~ Understood and
understand of  |eam, learn much Learned Somewhat  leamed well kearned
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 mvent self—servmg material facts? etc. Select and circle one:

TEAM OB SE’RV’ED ET CAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

\.J

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.

cuted by theocii e ciinisirgior PRIOR teil




Attachment B

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

Judge’s Name: _Konze, Cell # D :te: 094143 Room #: 2B A0 7]

Team Letter Designation: _ A - 7 Client Name: __|JJ OGN

Negotiation judged: _
(Please circle the competition level—Regional or(I_\{ation_tD / and mark the round observed)

Round #1 _ X Round #2 Final:

Critevia -V should he completed follow iy the cmd of the negotiation and while the teams

are prepacing for the self-analy sis.

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 Preparsd Highly
Unprepared Unprepared Prepared Prepared

118 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 2 way that did not
work effectively in the context of the actual negotiation. Was this teamn 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 Flexible Highly
Inflexible Inflexible Flexible Flexible

ImI. 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  Goals not served Goals somewhat Neutra! Goalsserved  Goals sarved well  Gotls 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 1
Totally lacking [ acking teamwork ~ Somewhst lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork tearnwork Teamwork Tearnwork

NOTE: For a single-person team, average criteria I, 11, lll, V, V1, and V1I 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 expllclt communications.
Did the way this team manage its rel @iDRSREw TR

achieving its client's best interests?

4 e
7 6 5 4 3 2 L\l /,'
Relationship  Relationship Relationship Neutral Relationship Managed Relationship Retationship
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

¢ IIILZI'I'I‘ Vi m(l NH \Iluulql Iu mmphlu! alter both (cams have completed their sell-

VL. 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 tearn's self-analysis during the review session, how adequately understood the
negotiation dynamics and leamed from today's negotiation?

AN

7 6 5 4 3 &5 1
&
Did not Did not understand or Did not understand or ~~ Neutral Understood And Understood and ~ Understood and
inderstand or  jeam leamn much Learned Somewhat  learned well learned
leam at all extremety 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 OB SERVED@CAL 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.

IR TI i o PRIOR i fhe,




Attachment B

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

Judge’s Name: _ Ko2 0, Cell #:gate: _Qaé[h} Room #:_229
Team Letter Designation: __ B~ 3 Client Name: _ BlacK h QW KS
Negotiation judged: :,

(Please circle the competition level—Regional o@g:;@ / and mark the round observed)

Round #1 _X Round #2 Final:

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

arce 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 (2) 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 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

OI.. 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 b 4 3 2 1
Goalsnot served  Goals notserved ~ Coalssomewhat  Neytral Goals served  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 3 2 1
Totally lacking 1 ackingteamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, I, 111, V, V1, 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 rel# filithe 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 Retationship
Managed Very  Managed Poordy Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Poorly

Criterie VEand VI should be completed alter both teams have completed (heir sell-

anidvsis,

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?

A Y

7 6 5 4 3 3 I 1
Did not Did not understand or Did not understand or ~ Newtral Understood And Understood end ~ Understood and
understand of  |egm learn much Leamed Somewhat  learned well learned
feamn 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 OBSEFVED 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 copies of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: _¥-0nze, Cell#:—)atc: 09A/13 Room #:_229
Team Letter Designation: __ & - 3 Client Name: _3loc KhawK s
Negotiation judged:

(Please circle the competition level—Regional or@ﬁiiénél_)and mark the round observed)

Round #1 X Round #2 Final:

Criteria I-N sliomld be completed Tollow ing the cud of the necobation and while the (cams

arce preparmg for (he selt-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) 1
Very Unprepared Somewhat Neutral Somewhat Preparad Highly
Unprepared Unprepared Prepared Prepared

. 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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inftexible Flexible Flexble

I1. 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  Goals notserved ~ Oovalzsomewhat  Neytral Goals served  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 responsibility, and
providing mutual backup?

7 6 5 4 3 2 1
Totally lacking Lacking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamworic teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, l11, V, VI, and VI and enter that resull (to the nearest
whole number) as the teanwork 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 rel#& Wil the other team contribute to or detract from
achieving its client's best interests?

7 =lealg 5 4 3 2 o
Relationship  Refationship Relationship Neutral Relationship Managed Relationship Retationship
Managed Very  Menaged Poorly Managed Somewhas Well managed well

Poorly Somewhat exiremely well

Poorly
Criteria VT and V II \Imul(l |)L u»mpldul after Imlll (eams have unmpltlul their self-

anadyvsis,

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 Neutrat Understood And Understood and Understood and
understand of  jeqrn lean much Leamned Somewhat  leamned well leaned
leam ax 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.

\_\Hl NOICEE l..glul '\\ tl L ll‘\(ll A T l:mm Aty | l\l()R Hyihe




Attachment B

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

Judge’s Name: e /’,’7‘44\:6( Cell #: Date; ﬂié._( A3 Room #:_ 224
Team Letter Designation: _ A-7 Client Name: _v&N
Negotiation judged:

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

Round #1 vV Round #2 Final:

Criteria 1V shoald be complered Folow ing llu uul nl the nu-nu Illuu nul \\Ink the teams

are preparing oy the sebl-am ll\\l\ D

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 pattem. 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
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 tearn able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 @ 2 1

Very Inflexible Somewhat Neuiral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

oI, 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 ~— Coelssomewhat  Neyral 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 @ 3 2 1

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

NOTE: For a single-person team, average criteria I, II, III, ¥, V1, and VII and enter that resull (o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, attitglg §fe, and implied and explicit communications.
gith the other team contribute to or detract from

Did the way this team manage its relatid
achieving its client's best interests?

7 —i6 5 @ 3 2 1

Relationship  Retationship Relationship Neutral Relationship Managed Relationship Retationship

Mmsbde Mznagedl’oody Managed Somewhat Well managed well managed
Somewhat extremely weil
Poorly

Criterin VI lll(| Vil \Imul(l be completed after Imlll Leams h e Lulllp](lul thair self-

|n|l\~|~

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 leamned 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 o e learn much Leamed Somewhat  feamed wel leamed
|earn 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 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:

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

petition gdnmisireior PRIOR
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Attachment B

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

Judge’s Name: Eew éAVC( Cell #:-Datc: fZﬂB Room #:_ =21

Team Letter Designation: $ ~7 Client Name: _B -{ = &/

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

Roind#1 27 |+ Round#2 Final:

Criterian -\ should be completed (allowing. !Iu uul ol.the nwull rtion sund \\hll( tlu (cams,

are preparing for the self=analvsise -«

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 patten. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 4 3 & 1

Very Unprcpmﬂ 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 opposing team?

7 6 5 /@/ 6) 2 I
Very Inflexible Somewhat Neutral Somewhst Flexible Highly

Inflexible Inflexible Flexible Flexible

1. 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 G@ 1
Goalsnotserved  Goalsnotserved ~— Goalssomewhat  Neytral Goals served served wel] | Goals served
ateall not served somewhat very well
IV. TEAMWORK

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

p?
7 @}k‘i 5 @ 3 2 1

Totally lacking [ 4eking teamwork ~ Somewhas lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Tesmwork

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, atifise il toge, and 1mpl;ed and exphcnt communications.
Did the way this team manage its relafiqsnIpWIRE

achieving its client's best interests?

7 6 5 @ 3 2 1

Relationship  Reclationship Relationship Neutral Relationship Managed Relstionship Relationship
mw Very Managed Poorly Managed Somewhat Well managed well

Critevia V1 uul \ II should I)L u»mplalui nllu bath teams hay e u.lnpluul their \L“—

analyvaas,

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 leamed from today's negotiation?

7 6 5 4 3 @ 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand Of e learn much Learned Somewhat  leamned well learned
leam at all extremelv well

VIL. 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 E@L 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 e i
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Aftachment B

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

Judge’s Name: _ALMM Mgﬂg Cell #: ‘Date: Room #:_ X X 71
Team Letter Designation: _jJi§ — 6 Client Name: _ M &7 13

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

Round #1 Round #2 Final;

Criterig 1-V should be completed following the cid of the negotiation and while the tcams

arc prepaiiive for Gre self-apalisis,

L NEGOTIATION PLANNING .

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

7 6 5 4 3 ) 1

Very Unprepered Somowhat Neutral Somewhat Prepared Highly
Unprepared Unprepered 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 - A 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highty
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?

7 6 5 4 @ 2 ]
Goalsnotserved  Goalsnotserved ~ Godls somewhat  Neusral sserved  Goalg served well  Gols 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 €D, 2 1

Totally lacking [ acking teamwork ~ Somewhat lacking in Neutrel Somewhat good Very Good Excellent
in teamwaork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, 111, 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 38 @y 1

Relationship  Retationship Relationship Newrsl  Relationship Managed Relationship Retationship
Managed Very  Managed Poorty Managed Somewhat Well managed well
Poarly Somewhat extremely well

Poorly
Criteria VIEzond V11 shoold be competed atter hoth teams Tave completed their self-

analvsis.,

VL  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 teamn'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 Understood and Understood and
understand of  |eam learn much Leamed Somewhat  leamed 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 E’I‘H.ICAL@ 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:

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

LHIOD A bl '-"""“.‘"'.-. PRAOR tovghe
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Attachment B

(Each judge should receive four copies of the E i ot -Judging Scales.)

Judge’s Name: M‘%&ll # Date: SAT:  Room #:_ 22 2

Team Letter Designation: _A-(, Client Name: __ W 6 N

Negotiation judged:
(Please circle the competition I?el—-RegionaI or National / and mark the round observed)

Round #1 Round #2 Final:

Criteri -V shionld be completed folfowiny the end of the negotation amd swhile (he teims

are prepacing for the sell-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 mov%thc opposing team?

7 6 5 4 2 1
Very Inflexibte Somewhat Neutral Somewhat Flexible Highly
Inflexibte Inflexible Flexible Flexible

OI. 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 Goals served  Goals sarved wefl  Goals served
atall not served samewhat 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> 1
Totally lacking [ acking teamwork  Somewhat lecking in Neutral Somewhat good Very Good Excellent
(r teamwork teamwork teamwark Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 1I, 111, V, VI, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN HE NEGOTIATING TEAMS

This scale focuses on word cha HElIBHE and implied and explicit communications.
Did the way this team manage its relatnonsh;p wi h the other team contribute.to or detract from
achieving its client’s best interests?

7 6 5 @ 3 2 1

Refationship  Re|ation ship Relationship Neutral Relationship Managed Relationship Reletionship

Managed Very  Managed Poorly Mennged Somewhat Weil managed wefl managed

Poorly Somewhat extremely well
Poorly

Criteria VEand VI should be completed after both teams have completed cheir sebl-

analysis,

VL. 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
negotiation dynamics and learned from todagy

eview session, how adequately understood the
egotiation?

7 6 5 3 2 1

Did not Did not understand or Did not understand or Understood And Understoodand ~ Understood and
undersiend of  jeam leamn much ' Learned Somewhat  |eamed well leamed

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 ED 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:

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

[he Pxaloation Critena Forms il e collected B dhie competiman adminisoeasior PRUOR o il
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Attachment B

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

Judge’ sNameL oshn g‘*“’k Cel-)ate:a(@l!b Room #: ;23?

Team Letter Designation: A (0 Client Name; LQCJ N

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

Round #1 X Round #2 Final:

Cuiteria -V showld he competed Inilmuuu th unl ul the negotk |t|u|| unl while the teams |

ave preparing for the sell=analvais;-

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 1
Very Inflexidle Somewhat Neutral ewhat 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  Goals not served Goals somewhat  Neytral Goals served fved wel] Goals served
atal) not served somewhar 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
Tolly lacking [ aciing teamwork  Somewhat lacking in Neutral Somewhat good \Y Excellent
in teamwork teamwork teamwaork T Teamwork

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 6 5 4 3 @ &

Critevia V1 and VI shonld be completed after bath teams I| woecompleted their self-
analvsis. : - '

VL. 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 Understoad And Understood and ~ Understood and
understand of  Jepm leern much Learned Somewhat  learncd weil tearned

learn at all extremely well

VI. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal pmfession‘7 For example, 1) did the team misrepresent material facts? 2)
did the-team"invent self-serving mnt.e\aljacts? etc. Select and circle one:

( TEAM OBSERVED ETHICAL STANDARDS ) TEAM VIOLATED ETHICAL STANDARDS

It 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 tuming in this form.

The L




Attachment B

M-JUL ALLS

"~ (Each judgs should recsive four co meEvahmnm Criteria om—Judgmg Scales.)

Judge’s Name: 74 W Cell # ate: 27'[: Room #; (2&

Team Letter Designation: /4' - Client Name; W 6 \\-)

l

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

Round #1 Round #2 Final:

Criterra -V shonld be completed Tollowing the end of the negotiation nnl while the tesms

are preparing for the self-anah sis,

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 stmtegf?

7 6 5 4 2 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 opposing team?

7 6 5 4 3 @ 1

Very [nflexible Somewhat Neutrai Somewhat Flexible Highly
inflexible Inflexible Flexible Flexible

OI. 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
Goalsnotserved  Goals notserved  Coalssomewhat  Neytral Goals served  Goglyserved 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 [ 3eking tearwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwosk Teamwork Teamwork

NOTE: For a single-person team, average criteria I, Il, IIl, 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 othér team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 @— 1

Relationship  Relarionship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very Managed Poody Mansged Somewhat Well managed well managed

Poorly Somewhat exremely weil
Poorly

Criteria VEand VI should be completed after both teams have completed their self-

il Sis,

VL. 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 understend or Did not understand or ~ Neutzal Understood And Understood and ~ Understood and
understend or | eaqm lean much Learned Somewhat  learned well learmed

leamn at afl extrernelv well

VI. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professnon‘? For example, 1) did the team misrepresent material facts? 2)
did the ? 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:

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

(Bach judge should recesve four copies of the Evaluation Criteria Form-—Judging Scales)

Judge’s Name: @dm_&hit&_&ll #-)ate: ZQHB Room #: lag

Team Letter Designation: pf "} Client Name: LO ("M

Negotiation judged:

(Please circle the competition level—Regional or National / and mark the round observed)
Round #2 Final:

Criteria -V stiogld be wmphlul Iu,l!m\mu Ilu end ot lie negotiationand w hile l!u feirms

are preparing for (he sélfanalvsis, -

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?

o

7 6 L 4 3 2 1

Vay 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?

/_ a
7 6 5 4 3 2 1
Very Inflexdble Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

OI. 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  Goalynotserved ~— Goalssomewhat  Nagyyg) Goals served  \Goala 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 responsibility, and
providing mutual backup?

7 6 5 4 3 2 1
Totally lacking . ing i Somewhat good v Excellent
Bl ke Smoiingn N\ GO Esy)  ymo B

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



V. RELATIONSHIP BETWEEN THE NEGO’I'IATING TEAMS
ke ; e, and implied and explicit communications.
the other team contribute to or detract from

achieving its client's best interests?

7 6 5 4 3
Relationship  Reiationship Retationship Neutral Relationship
W Very  Managed Poorty Managed Somewhat Well
Somewhat
Poorly

anahyNis, e

VL. 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
Did not Did not understand or Did not understend ar Neutral Understood And
m“ \earn leam much Learned Somewhat

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professwn? For example, 1) did the team misrepresent material facts? 2)
did the team in ial 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.

Lalor PRIOR 1o 1




Attachment B

(Each judge should reeeive four copics of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: B wner Cell #_Daﬁe:qﬁfl/,i Room #; [:-78

Team Letter Designation: A’ i CI Client Name: WGJ\J

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

Round #1 _j/ Round #2 Final:

Criteria I-V sliould be completed following the end ol the negotiation and while the teams

ave preparimy for the sell-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
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 € 2 I

Very Inflexible Somewhat Neutrsl Somewhat Flexible Highly
Inflexible Inflexible Flexibie Flexible

IILL. 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?
( 1)

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neuwtral Goalsserved  Gogls served well ed
atall not served somcwhat very well

1IV. 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 ~ Somewhet fackingin ~ Neutral Somewhas good Very Good Excellent
in teamwork tearnwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, 111, V, VI, and VII and enter that result (1o the nearest
whole number) as the teantwork 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 relaiiisRipaviithe other team contribute to or detract from
achieving its client's best interests? :

7 6 5 4 c@ 2 9.y

Relationship  Rejatjonghip Relationship Neutral Relationship Managed Relationship Relationship
Mﬂﬂﬁd Very  Managed Poorly Managed Somewhat Well managed well ~~  managed
Somewhat extremely well

Criteria V1 and VT should he completed alter both teams hayve completed their self-

aanlysis,

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 Understoodand =~ U and
understand of  jearm leam much Learned Somewhat  leamned well leaned

leamn at alf extremely weil

VIL 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:

e

AM OBSERVED ETHICAL STANDARDS

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

TEAM VIOLATED ETHICAL STANDARDS

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

The Featizion Critevia L ormes wall be colfected by the compantion adinmisteater PRIOR 1o the

podees prosvding: fecdback to the List twe s,
JHdiles ) -



Aftachment B

(Each judge should recsive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: DAvID T!ﬂ:*'ﬂ Cell'- Date:_ 7" Room#:_ 3¥

Team Letter Designation: ‘@' w1 Client Name: WweHn

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

Round #1 Round #2 Final:

Criteriae -V should be compleced following the end of the negotiation and winle the teams

are preparing for the self-anualy sis,

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 & , B -

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?

7 6 5 4 3 2 D

Goals not served Goals not served Goals somewhat Neutral Goals served  Goals served well  Goals served
at afl 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 ;s 4 » 3 o Q@ 1
Totally lecking  { acking teamwork  Somewhat facking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, I1l, V, VI, and VIl 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 relatme other team contribute to or detract from

achieving its client's best interests? '

7 6 5 4 4 3— '~ @ 1

Relationship  Refationshi Refgtionship Neutral Relationship Managed Relationship Relationship

Mamged Very Meam@ed F"zody Managed “ S:meudmla'ell menaged well managed
Somewhat extremely well

Criteria VEand VL shonld he compleced after both teams have conmpleted theirv self-

aralvsis,

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 dynamlcs and learned from today's negotiation?

7 6 w5 4 3 2

Did not Did not understand or Did not understand or ~ Neutral Understood And Understood end and
understand o feam leam much Leaned Somewhat  learned well '“m’d

leam at alf extremelv well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professnon9 For example, 1) did the team misrepresent material facts? 2)
d;d the team mven - material facts? etc. Select and circle one:

TEAM OBSERVED 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:

T TEAM VIOLATED ETHICAL STANDARDS

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

The Evalacoen Crieria Forms el be collecred by the competiiion admimisteo:s CRIOR il

tlecs provihinge Scedbaeh eohe Bt o o,
. L | -



Attachment B

(Each judge should receive four

Judge’s Name:R'Ebm\Ja l&ﬂz%e%g , : Room #: El é
=59

Team Letter Designation: Client Name:

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

Round #1 Round #2 Final:

—_—

Criteria -V slhould be completed following the el of the necolianon amd while the teams

are peeparing foe the sell-analy sis,

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 pattem. 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 Highly
Unprepared Unprepared Prepared Prepared

1I. 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 feam?

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

1. 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 oals?

7 6 5 4 3 2 1
Goals notserved  Goalsnotserved ~ Coalssomewhat  Neytral Goals serve  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 1
Totally lacking L acking teamwork ~ Somewhat lacking in Neutral Exceflent
in teamwork teamwork Teamwork
NOTE: For a single-person team, average criteria I, 11, ITl, V, V1, and V1I and ente. (1o the nearest

whole number) as the teamwork rating.



V. RELATIONSHIP BE
This scale focuses on wordiGRO RIS
Did the way this team managc its rel: ‘
achieving its client's best interests?

N THE NEGOTIATING TEAMS
iadeanelita- and implied and explicit communications.
e other team contribute to or detract from

7 6 5 4 3 2

Reiationship  Relationshi Relationshi Neutral Relationship Managed Relationship Relationshi

Managed Very  Managed Plgody Managed P Somewhst Well managed well managed

Poorly Somewhat fy yrell
Poorty

Coiteria V1and V1 shonld be completed atter both (eams hay ¢ 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 3
Did not Did not understand or Did not understand or Neutral Understood And
mw leam learn much Learned Somewhat

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:

AM OBSERVED ETHICAL STAND S or TEAM VIOLATED ETHICAL STANDARDS

If youciF 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.

Fhe Fovabantion Crieria Fesins soll e cotleered e the compeniion admimisirator PRIOR 10 the

pnelees providime Fecdback teole s rawo ciuns




Attachment B

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

Judge’s Name: T!rarluf Stdh cen #—me  9/2/[13 Room #: 3L

Team Letter Designation: A il S_ Client Name: nJ G/\j

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

Round #1 74 Round #2 Final:

“shauld-be campleted toltowing the cud ol the segotintion aod whiile the teams

avine for theself-iadvsis, -

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 S 4 2 1
Very Unprepared Somewhat Neutral Prepared Highly
Unprepared Unprepared Prepared Prepared

. 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 1
Very nflexible Somewhat Neutral ewhst Flexible Highly
Inflexible Inflexible Flexible Flexibie

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 > 1

Goals not served Goals not served Goals somewhat Neutral Goalssorved  Goalg served well  Goals sarved
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 ( 3 ) 2 1
Totlly lacking [ acking tcamwork  Somewhat lacking in Netral Som Very Good Excellent

in teamwork teamwork teamwork Teamwork Teamwark

NOTE: For a single-person team, average criteria I, II, III, 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, atumde and tone, and implied and explicit communications.
Did the way this team manage its rel RSN i

achieving its client's best interests? ’

7 6 5

Rﬁ]lﬁmﬁlp’ Relati hi Relati hi N \ Rllﬂm‘ﬂﬂim‘p

Managed Very Managed Poorly Managed TaYmped managed

Poorly Somewhat extremely well
Poorly

Criteria VEand VI shouald Iu unup!&lui |Ih| bath teimms have completed their selt-

s 1|\ NTH

VL. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the judges, responsesto 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 And Understoodand ~ Undoerstood aed
understend O )epm learn much Leamod Somewhat  learned wel) learned

learn at all extremely well

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical

§ or TEAM VIOLATED ETHICAL STANDARDS

If you c1 D 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.

bl valiaron Certs e, Colicetediby the gy ul\lm il :wn.im':»n i -.I'RI( )R [n 1he,

IU lht || b \nlL Il.-



Attachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four copies ustion Criteria Form—Judging Scales.)
Judge’s Name: Q,D\ OSSN0 Cell #hDahe: ] 1 21 Room #: 2 —}
Team Letter Designation: 'D( /U‘ Client Name: N (fN

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

Round #1 Round #2 Final:

Criteria 1-V should be completed Following the end of (he negotiation and while the teans

are preparing for the sell=iaalvsis, -

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 pattem. 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 Highly
Unprepared Unprepered 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 moveg,by the.opposing team?

7 6 5 4 2 1
Very Inflexible Somewhsat Neutral Flexible Highly
Inflexible Inftexdble Flexible

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 was reached, serve.the client's goals?

7 6 5 4 3 e N
Goalsnotserved  Goalsnotserved ~ Goalssomewhet  Neutral Goals served | Goals served wejl  Goals served
at alt not served somewhat \ very well

IVv. TEAMWORK

How effective were the negotiators in worki.rig together as a team, in sharing Wility, and

providing mutual backup?

7 6 S 4 y 3

Totally lacking {acking teamwork ~ Somewhat lackingin,  WNeytral || X Somewhat good Very Good Excellent
in teamwork teamwork \\\ teamwork Teamwork Teamwork
NOTE: For a single-person team, average criterig I, I}, I, 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, atfi - B

Did the way this team manage its rela
achieving its client's best interests?

7 6 5 4 3 2

Relagionship  Rejationship Relationship Noutral Relationship Managed Relationship

Mﬂnﬂsﬂd Very Msanaged Poorly Managed Somewhat Well managed well
Somewhat

Poorly

Criteria VEasd VI shoulkd Iu u-mpldul altér Imlh (eavrs have completed thawr et

ang |I\ SN,

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

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

understand O jeprn learn mach Leamned Somewhat  leamed well L

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 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 tuming in this form.

isstor PRUOR inL» he




Attachment B

(Esch judge should rective four eopits of the Evauation Criteria Form—Hudging Seales)

Judge’s Name: Res  tacawp cell (D=t |21 13 Room #: 2\%

Team Letter Designation: A - L( Client Name: W (A N

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

R 1 Round #2 Final:

Criteria 1-V shouhl be completed Iullm\m.. ||“ cird ,,| ”,( e .‘,“ Wion i “I“k the teams
are preparing Tor the self an: |I\\|\ i : - .

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 Neutrat Somewhat Prepared Highty
Unpropared 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 opposing team?

7 6 5 4 3 2 )
Very Inflexible Somewhat Neutral Somewhast 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
Goalsnotserved  Goalsnoiserved ~ Goalssomewhat  Neutra) Goalgserved  Goals served well  Goala served
arall 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? o\@
AN

7 6 5 4 3 2]

Totelly lacking | acking teamwork ~ Somewhat lacking i~ Neutral Somewhat good Very Good Excellent 32‘632

in teamwork teamwork teamwork Teamwork Teamwork G

NOTE: For a single-person team, average criteria I, 11, Ill, V, VI, and VII and enter that result (to the neares!t
whole mumber) 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 rel {ihalipsi the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 €D
Relationship  Relationship Relationship Neutral Reletionship Managed Relationship Reletionship
Managed Very Managed Poorly Managed Somewhat Weil managed well managed
Poorly Somewhat extremely well

Poorty

« u'urn VEand M sbonld be uunpk el mu Bt teans hanv e uxlnphlul lh(n sl t-

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 leamed from today's negotiation?

7 6 5 4 3 2

Did not Did not understand or Did not understand or  Newstra) Understood And Undasioodand U and
understand OF  |egem learn much Leamned 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 s ing material facts? etc. Select and circle one:
TEAM O@ﬁ 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.

UI"_ PR I( )R l’_i i .";'I.i._-‘ -




Attachment B

Judge’s Name: L C%Wﬁ% Cell g'__ Room#: X [/
Team Letter Designatign: A' L’J Client Name: w@? /[/
Negotiation judged:

(Please circle

Round #1

eéition level—Regional or National / and mark the round observed)

Round #2 Final:

Critevia 1N should be completed following the cnd 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 3 2 @
Very Unprepared Somewhat Neutral Somewhat Prepared ighly
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 opposj ?

7 6 5 4 3 1

Very Inflexible Somewhat Neutral Somewhat ble Highly
inflexible Inflexible Flexible Flexible

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

7 6 5 4 3
Goalsnotserved  Goalsnotserved ~— Coaldsomewhat  Neygral Goals served well
at all not served somewhat

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 \ (;ef 507
Totally lacking [ acking teamwork  Somewhat lacking i Neutral Somewhat good Verv Good Excellent
in teamwork congiesmy w:.Tntwrk e - teamwaork T:ymwk Teamwork '\'P,@'m

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



V. RELATIONSHIP BET e
This scale focuses on word chiSe NG @9, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribuite to or detract from

achieving its client's best interests? '

7 6 5 4 1
Relationship  Relasionship Relationship Neutral Relationship
m@d Very Managed Poorly Managed managed

y Somewhat extremely well

Crieria VEand VI shoald be completed atter both teiims have completed their sell-

analy sis,

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
Did not Did not understand or Did not understand or ~~ Neutral Understood And Understood and
m Of  |earn learn much Leamned Somewhat  leamed 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 teamn 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.

T valuacy Crier Forms sl be collected Baolic competitiomn adnsistzabor PRIOR 1o 1l

vrdues providing feedback o e st tooo e



Attachment B

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

Judge’s Name: é_é@ﬁ_&ll #-ate: ?éz Room #: 234

Team Letter Designation: 4/ Client Name: £JSA/

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

Round #1 l/ Round #2 Final:

Coiterna 1-V shoulil be completed follow ing the end of the nesotiation aad wlile the teams

are preparing Fov the sell-anadvsis,

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

1. 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 le Highly
Inflexible Inflexible Flexible Flewuble

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 was reached, serve the client's

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neutral Goalsserved  Goals served well  Goala 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 3 @ 1
Totally lacking | acking teamwork ~ Somewhat lacking in Neutral Somewhat good v Exceifent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, Ill, 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, atti W%, and implied and explicit commumcatlons
Did the way this team manage its rel§§ ¥ the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 :

Relationship  Relationship Relationshi Neutrel  Relationship Managed Rel i Relationship

Managed Very Managed Poorty Managed £ Somclwha?\/ell managed w'e)ll managed

Poorly Somewhat extremely well
Poorly

Criteria VEand VI shoull be completed after both teams have completed gheir sell-

ansvsis,

VL 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 leamned 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
undersiand of e leam much learned well learned

learn at all extremely well

VIL. 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 r 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:

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

Phe Taadvatien Craena Fonns wodl be colleeted by the competition adomes i PRIOR 1o the

.iH:,i?:'L_‘*- [ RLERAN i(iill'__' seedidneh tothe Tast o teains,



Attachment B

(Each judgs should receivo four copies of the Evaluation Criteria Judging Scales.)
- Judge’s Name: Claire ZDVFO Cel Date: _‘Ug_ Room #: 1-3‘
Team Letter Designation: A - ‘ Client Name: _ W & N
Negotiation judged:

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

Round #1 2; Round #2 Final:

Criteria bV should be completed Iullmuuu theend of lln numu Hion nul while the teams:

are preparing for thie self-apalivsis. ™ 7

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 pattemn. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 5 s 3 2 @
Very Unprepared Somewhat Neutral Somewhat Prepared ighly
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‘tdam?

7 6 5 4 3 1
Very Inflexible Somewhat Neutral Somewhat ible 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; serva.the client's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neutrat Goals served served wel)  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?
: : s ‘ ; @ @
Totally lacking | acking teamwork ~ Somewhat lackingin ~ Neutral f;mmmt good Very Good Excell

in teamwork tearnwork . Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, 111, V, V1, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BET
This scale focuses on word cifii
Did the way this team manage its relz

EN ’I‘HE NEGOTIAT]NG TEAMS
ge,and implied and explicit communications.
Bl other team contribute to or detract from

achieving its client's best Erasts? s

. ; > 4 374 2 Q
LS pime, | mamee o e | ueesbiedEeghl,
o mm J extremely well

Criteri NV and VIEStiowld In completeld after Imlh teams have uunpluui |hu: \(II—

anrlvxis,

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 teamn’s self-analysis during the review session, how adequately understood the

negotiation dynamics and learned from today's negotiaﬁOn?
T e e 4 ._Q
Did not Did not understand or Did not understand or ~ Neutral Understood And

understand of  yepmp \earn much Leamned Somewhat  leamed welt

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:

AM OBSERVED ETHICAL STANDARD 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:

BLEASE be sure to complete ALL categories before turmning in this form.

tty Catter HEhe colbedted B iheLompeiion penvinmtriror BRIOR Wi 1he
oo Az & 85 50 % - - i Do Be 70




Attachment B
{(Each judge should receive four copies of the Evaluation Criteria Form—Judgmg Scales.)

Judge’s NamWCell ‘Dateﬂ 2 %/ "%{oom #: _____L
Team Letter Dcsignation:ﬁ: "’ ient Name: / // :6/1 / ‘@

Negotiation judged:
(Please circle the

I—Regional or National / and mark the round observed)
ound#2___ Final:

%fj Yot

Criteria -V should he completed Tollowing the end of the negotiation and while die (caims
are prepaving fov the sell=amalyvsis,

L NEGOTIATION PLANNING
% s scale assesses whether the team was familiar with the facts and law and had a strategy and
tics reasonably designed to the situation set out in the fact pattem. How well-prepa.red was
this team, judging from its performance and its apparent strategy? @Zﬂf

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

18 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 /{/Wé{
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 4 3 2

{ Nery Inflexible Somewhat Neutral Somewhat Floxible
inflexible Inflexible Flexible
+III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to what extent did the roe_
outcome of the session, regardless of whether agreement was reached, se client's goals" ﬁ‘/ ‘
7 6 5 2 3 %
Goalsnotserved  Goalsmotserved ~ Coals somewhat  Neytrs) Goals served ed well G«ﬂs med M A
at all not served somewhat

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 lbeking [ acking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excel
in teamwork teamwork teamwork Team work Teamwork

NOTE: For a single-person team, average criteria I, 11, 111, V, VI, and VII and enter that resull (to the nearest
whole number) as the teamwork rating,

~3



*do /9]5{/;‘;‘2?@4 Char-,

V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attityde.and.tong, and implied and explicit communications.
Did the way this team manage its relati Fthe other team contribute to or detract from
-achieving its client's best interests? '

7 6 5 4 3 2 i 1 !

Rdatmd\‘;p Relationship Relationship Neutra Relationship Managed Relationship Rel :

Managed Very P managed

Poorly Mangged Poorty msagd Somewhat Well managed well dy gt
Poorly

Crueria VEand VI should be completed after both (cams have completed their sell-

iz sis,

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 leamed from today's negotiation?

7 6 5 4 3 2

Did not Did not understand or Did not understand or Neutral Understood And Understood and u

understand or  |earn learn much Leamned Somewhat  learned well ]

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 disqualiﬁeq__fm mpetition? Circle one:

YES, DISQUALIFY NO, DO NOT DISQU.

Please explain in detail:

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

The Fovahiadron Crieren o il be collectad by ibe compretizon adcimsarger PRIOR o ihe

judeos provihme Svodbocl g e last ivw o teumes,
Ui .



Attachment B

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

7
Judge’s Name: MCCH #.Datc: 2[21 Room #: 35[ [/

Team Letter Designation: A 5 Client Name: W A/

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

Round #1 Round #2 Final:

Cimeenn -V shoald be completed Tollosing the end of the pegotintion and while (he teams

are preparing for the self=imalvsis, ©

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 @ !

Very Unprepared Somowhat Neutral Somewhat Prepared Highly
Unprepared Unprepared 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 opposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutral 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?
g 2 )

7 5 4 3 1
Goals not served Goals not served Goals somewhst Neutral Goals served ed well  Coals served
atall not served samewhat 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 ~ Somewhst lacking in Neutral Somewhat good Very Good Excellent
in teamwork tearmwork tegmwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, Il, 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, (% ,and implied and explicit communications.
Did the way this team manage its relatl 5 ‘ ek e other téam contribute to or detract from

achieving its client's best in ?

7 6 4 3 1
Relationship  Relationship Relationiship Neutral Relationshi Mmpd Rel Rsletionahip
Menaged Very  Managed Poorly Managed 2 Somewlm’sVell mamaed well managed
Poorty Somewhat extremely well

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 leamed £om today's negotiation?

7 6 4 2 1

Did not Did not understand or or  Neutrsl Understood And Understoodand ~ Understood and
understand of  Jeam 1éam much Learned Somewhat  leamed well keamed

leamn at all extremelv weil

VIL. NEGOTIATING ETHICS
Based on your observatlon do you believe the negotiating team observed or violated the ethical
standards of the legal-p Or example, l) did the team mlsrepresent material facts? 2)

that, in your judgment, the teamn should be disqualified from thc 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.




Aftachment B

EVALUATION CRITERIA FORMAOJUDGING SCALES
(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name‘@*k ’R’e s Cell‘ate 27 -2/ Room #:_ 2/

Team Letter Designation: A& Client Name: _{) &1/

Negotiation judged:
(Please circle the competiﬁor%kegfona] or National / and mark the round observed)

Round #1 Round #2 Final:

Criteria 1V should be umlpluul lnllu\\m“ lht uul ui llu nesoti lllllll andd w hile llu Leams

¢ preparing for theself-an: s,

_ GZ; NEGOTIATION PLANNING
is 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 G) 2 1
Very Unprepared Somewhat Neutral Somewha! Prepared Highly
Unprepared Unprepared Prepared Prepared

— @ 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 Flexibie Flexibie
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

Goalsnotserved  Goelsnotserved ~ Coalssomewhat  Neygrel Goalsserved  Goals served well  Goals served
etnll 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 Lacking 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 IL 11 V, VI, and V11 and enter that result (to the nearest
whole number) as the teamwork rating,

/6



@ RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
s

is scale focuses on word choice, atfitude "‘\wr"m a@snd implied and explicit communications.
Did the way this team manage its rel #aship with¥the other team contribute to or detract from
achieving its client's best interests?
7 6 5 4 3 2 1
Relationship  Rejationshi Relationship Neutral Relationship Managed Relationship Relationship
Mmﬂaed Very Managed onrty Managed - Somewhat Weil managed well managed
Somewhat extremely well

Criteria VEad VI showdd In Ullll'l’(l((l |I|u botlr teams have completed their \dl

AHR :I\ SIS,

SELF-ANALYSIS
dents 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?

h
7 6 5 4 3) 2 I
Did not Did not understand or Did not understand or ~~ Newsral Understood And ~ Understoodand ~ Understood and
of  learn leam much Learned Somewhat leamed well leamed
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-servmg material facts? etc. Select and circle one:

e

TEAM OBSERVED ETHICAL STANDAREDS\D TEAM VIOLATED ETHICAL STANDARDS

5k Dk

If you cu-cled 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
(Each judge should receive four copies of the Evalustion Criteria Form—Judging Scales.)
Judge’s Name: Mﬂ“ﬂl@ 0&{“3 Cell i“a&e: m Room #:; 2 AT
Team Letter Designation: ®-6 Client Name: Elé[/\’- W¥ 5

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

Round #1 _\/ Round #2 Final:

Criteria 1V should be completed - following l}u uul ol the wegotiation and \\hll( the te: b

e preparing for the Self-analvsis,

1.  NEGOTIATION PLANNING . il
This scale assesses whether the team was familiar with the facts and law and had a strategy and W(‘*j)
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was ow‘,\

this team, judging from its performance and its apparent strategy?

[/
7 6 5 4 3 &) r "
Very Unprepered Somcwhat Neutral Somewhat Prepared Highly
Unprepared Unpsepared

This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or = \¥

I FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY o, \ﬁfvr
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not v> ,\Jkﬁ
o

work effectively in the context of the actual negotiation. Was this team able to adapt its strategy 3 \

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

7 6 @ 4 3 2 1 '

Very Inflexible Somewhat Neutral Somewhat Flexible Highly

Inflexible Inflexible Flexible 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 the client's goals?

7 6 5 4 @ 2 1
Goals notserved  Goalsnotserved — Coalssomewhat  Neytra) als served  Goals served welt  Goals served
atall not served samewhat very well

IV. TEAMWORK

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

7 6 @ 4 3 2 1

Totally lacking Lacking teamwork ~ Somewhat lackingin ~ Neutral ~ Somewhatgood  very Good Exccllent
in teamwork teamwork teamwark Teamwork Teamwork

NOTE: For asingle-person team, average criteria 1, 11, IIl, 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, agh idtane, and implied and explicit communications.
Did the way this tearn manage its rel2¥reHsNaWRNne other team contribute to or detract from

achieving its client's best interests?

7 6 ® 4 3 2 1

Relationship  Relationshi Relationshi Neutral Relationship Msnaged Relationship Relationship

Managed Very Mmaged?guﬂy Managed F Somewhat Well managed well managed

Poorly Somewhat extremely well
Poorly

Crieria VEand V1 should be conmpleted altér hoth tcams have completed (heir scelf-

analises.

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 woutd
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 undersand or  Neutral Understood And Understoodand ~ Understood and
understend or e 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:

M OBSERVED ETHICAL STANDARD 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 tuming in this form.




Attachment B

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

Judge’s Name: ‘Lg&;bﬁhﬂkkmgcell#:.Date:_Sﬁ‘:; Room #:_2-_7-"2_
=tz

e orm-%“ Team Letter Designation: Tﬂﬂm B-—L Client Name: Binc.l(_.hﬂ.}k‘l,

Goer ;\f?e

h)

S apin

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

Round #1 __X Round#2__ Final:

Criteria -V shonbd be completed tollowing the end of the negotiation and while the teams

arce preparing for the 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 @ 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(b;the opposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutrsl 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 1
Goals not served  Goals not served Goals somewhat  Newtrs) Goals served  Gog well  Goals served
ar 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 3 1
Totally lankms Laclang 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, 111, V, V1, and VII and enter that result (to the nearest
whole number) as the teamwork rating,



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
itpdmand;toge, and implied and explicit communications.

i the other team contribute to or detract from

Did the way this team manage its rel A
achieving its client's best interests?

7 6 5 (E 4 Z 3 2 1
;dmw;? Relationship Relationship Relationship Menaged Relationship Relationship
Pmdwsedy ey  Managed Poorly Menaged Somewhat Well managed well ety well

Criteria VEand VI shonld be completed alter both (cams have completed their self-

amalvsis,

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 Un and  Understood and
understand of  Jeam learn much Leamned Somewhat  learned well learned

Jeamn 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 professmn? For example, 1) did the team misrepresent material facts? 2)

did the | facts? etc. Select and circle one;
OBSER‘&THICAL STAND

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:

S or TEAM VIOLATED ETHICAL STANDARDS

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

Fhe Paabuaten Criterar Forms sall be collected by e compenoen sdsscvstrator PRUOR 10 e

Jodees providme feedback o e sk e o,



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

EVALUATION CRITERIA FORM-JUDGING SCALES
Judge’s Name: LSU&(M “UM Ce_Date: 4f)>  Room #: 22 F

Team Letter Designation: ?}’ Cﬁ Client Name: C Luca,sa Bla_c \L\/\au-)!f_}

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

Round #1 £ Round#2_ Final:

Criteria 1-V should be uunpluul Iu“n\\m“ th LII(I ol lh( negotintion uul \\ hll( lh( teams

are preparing oy the self-apaissis,

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 pattem. 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 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

I1. 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  Goalspotserved ~— Goals somewhat  Neyera) sserved  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 responsibility, and
providing mutual backup?

7 6 5 4 3 2 QD
Totally lacking 1 geking teamwork  Somewhat lacking in Neutra} Somewhat good Very Good Ent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, IIl, 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 SEEESRG
Did the way this team manage its relafJSin
achieving its client's best interests?

7 6 5 4 3 @ 1

Relationship  Relationshi Relationship Neutral Relationship Managed onship Relationship

Mﬂmvd Very  Managed Popoﬂy Managed Somewhat Well managed well managed
Somewhat extremely well
Poorly

Criteria \ l and \ i \llunld be u»luplulul alter bath beans Tave completed their sell-

an: |I\\|\

VL. 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 understend or Did not understand or ~ Neutral Understood And nderstoodand ~ Understood and
understand o |egry learn much Learned Somewhat  learned 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)
dld the team invent self-s er-vmgmatenal facts? etc. Select and circle one:

\

TEAM OBSERVED ETHICAL STANDARDS Cor TEAM VIOLATED ETHICAL STANDARDS

If you Cchled TEAM VIOLX 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:

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

":_.I’RI()R i IIL-.-




Attachment B

(Each Judge should receive four oopncs of meEvaJuauon Cntena Form—-——Jl.rdgng Sca.lm) T

Judge’s Name: }4: Elat TS Cell # 'Date:? Z/13 Room#: [ 2&
Team Letter Designation: ?2 cf Client Name: 8l4d¢!‘('l‘\'\0\c S

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

Round #1 Round #2 Final:

Criterin 1-V xhonld be completed Inllm\m" Iht enil of llu nu'uu llmn HITYIRNS lnh. 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 2 |
Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared

. 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 G3) 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible 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 the client's goals?

7 6 5 4 3 1
Goalsnotserved  Goalsnotserved — Coalssomewhat  Neygra( Goalsserved  Goals served well  Goals served
at ail 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 [ acking teamwork ~ Somewhat lackingin ~ Neutral Somewhat good Very Good Exceltent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, Il1, V, VI, and V1! and enter that result (to the nearest
whole mumber) 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 Relstionship Mansged Relationship Retationship
Managed Very  Managed Poorly Managed Somewhat Well menaged wel} managed
Poorly Somewhat extremely well

Criteria VEand VI should he complered atter both teams have completed their sell-

anulvsis,

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 learmned 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 ~ Undorstood and
understand OT  |oarp learn much Learned Somewhat  learned wel teamed

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 profcssmn') For example, 1) did the team misrepresent material facts? 2)
did the team j rial facts? etc. Select and circle one:

‘AM OBSERVED ETHICAL STANDARDS o 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.

IR l( ).R_~=[-n vl !,‘.g'_L‘_-_




Attachment B

{Ench judge should recetve four copies of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: Bf‘u N\o.~ Cell #:-)ate: Y21 Room #: [B=Y;

Team Letter Designation: B - ? Client Name: Blgg IS hq 1 [k 3

Negotiation judged:
(Please circle the competition level—Regional of NationalY and mark the round observed)

Round #1 l/ Round #2 Final:

Criterin 1-V shoalid be completed folloyw ing the end ol the negottion sid s bile the teams

ave preparme 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 @m 1
Very Unprepared Somewhat Neutral Somewhat Highly
Unprepared Unprepared Prepared Prepared
. 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 Neutra! Somewhat Flexible Highly
Inflexible Inftexible Flexible Flexible

OI. 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©mched, serve the client's goals?

7 6 5 4 2 1
Goals not served Goals not served Goals somewhat Neutrat Goalsserved  Gopls 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 1
Towlly lackiog | acking teamwork ~ Somewhat lackingjn ~ Neustral Somewhat good Very Good Exceilent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria I, II, IlI, V, VI, and V1I 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 tope, and implied and explicit communications.
Did the way this team manage jts rel§§Tofsti j#¥ the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 @ 2 1
Relationship  Reletionship Relationship Neutral Relationship Managed Refationship Relationship

Managed Very  Managed Poorl Managed Somewhat Well managed well managed

Criterie VEand VI should be completed atter both teams v e completed theiv self-

analysis,

VL. 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 @

Did not Did not understand or Did not understend or  Neutral Understood And Understoodand ~ Understood and
understand of e learn much Leamed Somewhat  leamed 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:

""_'.'-';';"""_'_\\\
MSERVED ETHICAL STANDARDS ™, or TEAM VIOLATED ETHICAL STANDARDS
If you circled FEAMVIOTATED 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 tuming in this form.

Ahe Pxaloaieen Cruerra Forms well be collecied by the cosmpenimon adovnisirzior PRIOR 1o the

e providime feedback e ihe Last o emmis,



Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: édbﬂ Uﬂ”’c(s Cell -atc: 1R105 Room #: lgg

Team Letter Designation: %-1 Client Name: 2l haws ks

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

Round #2 Final:

Criteria 1V shoald he completed !nllm\m“ I!u LII(I ot (the nwulrltmu |m| M hile llu Leimy

are jiveparing for the sédanubwise

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 £ 3 2 1
Very Unprepered Somewhat Neutral Somewhat Prepered 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 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible lexible Flexible

OI. 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 agreemnent was reached, serve the client's goals?

7 6 5 4 3 2 1
Goalsnotserved  Goals not served Goals somewhat Neutrat Goals served  {Gnats served well ) Goals scrved
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 1

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

NOTE: For a single-person team, average criterial I, Il V, VI, a; 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, ajgitiide.and topg and implied and explicit communications.
Did the way this team manage its re JEIISTOPWRIERNe other team contribute to or detract from
achieving its client's best interests?

7. 6 5 4 3 2 1
Relationship  Rejationshi Relationship Neutral Relationship Managed Relationshi Relationship
Managed Very Mm%y Menaged Somcwhum%ell e menaged
Poorly : Somewhat extremely well

¢ ||lu1:| \i uul VI should be uunplxlul 1Ilu hath teams hiave unnpluul teir scff-

VL. 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 ~ Neoutral Understood And Understood and { Understood
m Of  jeamn learn much Learned Somewhat  learned well learned <

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:

or TEAM VIOLATED ETHICAL STANDARDS

TEAM OBSERVED ETHICAL STANDARDS

If you circled D 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.

T PRIOR




Attachment B

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

Tudge’s Name: Deeal Tffary  Cel R - Room# 5/
Team Letter Designation: __ R -5 Client Name: B IACK Hf k=S

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

@ Round #2 Final:

Criteria -V should he completed follosing the end of the negotintion imd while the teams

are prepaoring foe the sell-unaly sis,

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 @;‘a 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 @, I 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 @ 1

Goals not served Goals not served Goals somewhat Neutral Goals served  Goaly 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 3——(5) 1

Totally lacking [ gciing 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, Il, I, ¥, V1, 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 thé way this team manage its relBgmshipavithithe other team contribute to‘or detract from

achieving its client's best interests?

7 6 5 4 3 -, @ 1
Relationship  Relationship Relationship . Neumal Relationship Managed Relationship Relatinship
Managed Vory  Managed Poorly Managed Somewhat Wil managed welf managed
Poorly Somewhat, extremely well

Criteria V1Eand VIEshoukl be completed atter both teams have completed their self-

anrly sis.

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 leared from today's negotiation?

7 6 5 4 3 2

Did not Did not understand or Did not inderstand or ~~ Neutral Understood And Understoodand U and
understand of  jegm learn much Leamed Somewhat  learned well

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 ir_1vent 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.

The vloation Criera Formgs ol he coileciod by the competinen admimestes PIRIOIR wo i
\ | UNAS ALY

e provadie leadheek tothe Tt tee s,



Attachment B

EVALUATION CRITERIA FORMJUDGING SCALES
(Each judge should recsivs four copiesof the Evaluation Criteria Form—Judaing Scales.)
u 3
Judge’s Name::Rebecq ,\Ial’eﬂzﬁllw Room #: ’7( ?
Team Letter Designation: B i 5 %Hcm Name: _H_m

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

Round #1 Round #2 Final:

Criteria 1-V shoald be completed following thie cad of the negotiation aad wlife the teams

e preparing foe thie seli=malvsis.

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

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 2 1
Very Inflexible Somewhat Neutral Somewhat Flexibl Highly

Inflexible Inflextsble Flexible Flexible

1. 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, semxe the client's goals?

7 6 5 4 3 l
Goalsnotserved  Goalsnotserved ~ Coals somewhat  Npargl Goals served of well ~ Goals served
at alt 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 { acking teamwork  Somewhat lacking in Neutral Somewhat good Very Good
in teamwork tearmwork teamwaork Teamwork

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



V. RELATIONSHIE BETWEEN THE NEGOTIATING TEAMS
This scale focuses on wordiiiid fikirizaand tone, and lmphed and expllont communications.
Did the. way this team manage its relat o shifpsawh

achieving its client's best interests? :
7 6 -5 4 3 2

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

Poorly

Cruera Vand Vil should he completed after both teams hav e completed thewr seli-

aldvsis,

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 undesstend or Did notunderstandor ~ Neutral Understood And Un and  Understood and
understand leamn learn 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:

MOBSERVED ETHICAL STANDARDS

or TEAM VIOLATED ETHICAL STANDARDS

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

YI:I.S, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail

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

Fhe Faadianen Croerce Formes wall be colicored by the compeniion adminesoator PRIOR o the

prdues peovidme Seadbacko o the Tast o e



Attachrment B

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

Judge’s Name:?affr&/ (gm?% Cell ~atcﬁ ﬂm[r’i Room #: 3/ Y

Team Letter Designation: B -5 Client Name: g/ ﬁLc/<L\; wks

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

ound # é' Round#2_ Final:

Criteria -V should he completed Iulln\\uw the unl of the negotiation and while the teams

ard prep: nm s v (hic sell=atah sis.

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 Samewhat Neutral Somewhat Highly
Unprepared Unprepared Prepared Preparod

1. 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 e 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 S 4 3 2 1
Goalsnotserved  Goalsnotserved — Goals somewhat  Neypsi Goala served od wel] 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 Q
Tomally lacking 1 acking teamwork ~ Somewhat lacking in Neutral Excellent

in teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria 1, 11, 111, V, V1, and VI and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS i
This scale focuses on word choice, attitude and.tone and implied and explicit commumcatlons.

Did the way this team manage its re Iriz. DG he other team contribute to or detract

achieving its client's best interests? g

7 6 5 - 4 3 2 1

Relationship  Relationship Relationship Neutral Relationship Mansged Relationship i

Managed Very managed
Menaged Poorly !;.:nsed Somewhat Well msnaged well by well

*Poorly

CritcriaNTand v ll \hnul(l be unmpldul alter Imlh teams have. unmpluul thew \(II

anadvsis,

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 U and  Understood and
understend oF  Jeam learn much Leamned Somewhat  learned well learned

bearn 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 pmfessnon? For example, 1) did the team misrepresent material facts? 2)
did the team inve - material facts? etc. Select and circle one:

TEAM OBSERVED 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:

or TEAM VIOLATED ETHICAL STANDARDS

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

;.a.mm\ il




Attachment B

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

-Date:aq?" Room #: &\ i

Judge’s Name: C‘b 1{2‘3 1A Cell #:
Team Letter Designation: 8 _L’t Client Name: (?)l 04:,@\0&'—"(/5

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

Round #1 Round #2 Final:

C u!u it LV shonld he completed Iu"u\\m“ llu e of the negotiation and \\h:l« the teams

are preparing Tor (he self-analvix, ™ 50

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

7 6 5 4 3 2 1

Very Unprepared Somowhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Preparod i Prepared

1I. FLEXIBILITY IN DEVIATING FROM PLANS 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-feam?

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

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 was-reachad, serve the client's goals?

7 6 5 4 2 ]
Goals not served Goals not served Goals somewhat Neutral Goals served /  Goals served well  Goals served
atall no served 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 ing i Somewhat good Excellent
in teamwork TARKIG T St::-:::rh? ok b i teamwork ¥:;ym$kod / Teamwork

P

NOTE: For a single-person team, average criteria 1, II, 111, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN _THE N'EGOTIATING TEAMS

Did the way this team manage its relat 3'—'—7 ';
achieving its client's best interests?

7 6 5 4 3 2
Refationship  Relationship Relationship Neutral Relationship Mansged Relationship
Mmaed Very Managed Poorly Managed Somewhat Well managed well

Criteria VEand VIT should be mmphlul after both teanes have u»lll]iltll(l their sell-

angedvsis, -

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

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

leamn at ail 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.




Attachment B

(Each judge should receive four copies of the Evahuation Critena Form—Judging Scales.)

Judge’s Name: s Macady Cell # ate: UL\\3 Room#_ 2V T
Team Letter Designation: Y- A Client Name: € LAck Virury
Negotiation judged:

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

{@ Round #2 Final:

Critervia 1-N should he completed Inllm\m u llu unl ul llu negoli: |lm|| uui W, lnh the teams

arepreparing (or e sebf-nmalvsis, o

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 2 /@
Very Inflexible Somewhat Neutral Somewhat Flexdible ighly
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 @ 1

Goals not served  Goals not served Goals somewhat Neutral Goalsserved  Goals served weli  Goals served
at al} 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 D)
Totally lecking [ aciing teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excallent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, 111, 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, attitude and tone, and implied and explicit communications.
Did the way this team manage its rel QG MIRREMhe other team contribute to or detract from
achieving its client's best interests?

7 et somalmeiD 4 3 2 D)

Relationship  Relationship Relationship Neutral Relationship Managod Relationship Relationship
Managed Very  Managed Poorly Managed Somewhat Well managed well menaged
Poorty Somewhat extremely well

Critevia Viand v H should be completed mu Dboth teams have u»mplctul their self-

LN ll\ SN,

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 Understood and Understood end
understand of  jearn learn much Learned Somewhat  leamned 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)

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.

e PRIOR Lo thic




Attachment B
(Bach juigsshould recive four coiesofthe Evabiation Crteria Form—Jucging Scalen
Judge’s Name: QL S cell ‘te' Room #: A {
Team Letter Designation: 6 -L Client Name: g I éCkL\@th

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

( Round #2 Final:

Criteenn 1-V shonld be completed tollowmg the end of the necotiation aind while the teams

are prepaning for the sell-oalysis,

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 4 3 2 1
Very Unprepared 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 Infiexible 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 gessjon, regardless of whether agreement was reached, serve the client's goals?
7 5 4 3 2 1
Goals not served Godfs not served Goals somewha Neutral Goalyserved  Goalg served well G°°15 gerved
at all not served somewhat cry well
IV. TEAMWORK

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

7 6 5 4 @ 2 1
Totally lacking [ acking teamwork  Somewhat lacking in Neutral So t good Very Good Excellent

in teamwork teamwork tsamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, III, V, V1, and VII and enter that result (1o the nearest
whole number) as the teamwork rating,



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
Th15 scale focuses on word choice, aititifiie.a: e, and implied and explicit communications.
Did the way this team manage its rdi e other team contribute to or detract from

achieving its client'sibest interests? RS Vi
7 6 s : 3 |
Reletionship  Relationship Relationship Neutral Relationship M fg ;_ .
Mamged Very Managed Poorly Managed Sommm;tfv dlm"“ i Wm'l’n

Somewhat m"’““”

Criteria VEand VU shonld be completed after both (eams have compleed their selt-

wnaly 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 leamed from today's negotiation

7 6 5 4 2 1

Did not Did not understand or Did not understand or ~ Neutral U And Understoodand ~ Understood end
understend OF  |eam learn much Learned Somewhet  leamned well leamed

|eam 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.

Fhe T vabietien Conera Fores sall be cotfecred hwothe competitien adodnistessor PRIOR 6 the

tadecs providing Teedback G the st twoo teams.




Aftachment B

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

Judge’s Nm@ézﬁmLCexl-hw: Yo Room# 23/ b
Team Letter Designation: é/ Client Name: M

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

Round #1 _ ~ ' Round #2 Final:

Criteria -V shonld be completed Tolloswing the end of the negotiation and while the (o

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 1
Very Unprepared Somewhat Neutrat Somewhat 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 opposin

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

IOI. 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 goal

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neutral Goals served  Gaals served well | Goals served
at all not served somewhat

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
Totlly lacking | gcking teamwork ~ Somewhat tacking in Neutral Somewhat good Very Good Excelfent
i teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, I1, 11, V, VI, and VI and enter that result (o the riearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude gndtonepand implied and explicit communications.
Did the way this team manage its re(d§ Witly the other team contribute to or detract from
achieving its client's best interests?

7 6 5
Relationship Relationship Relationshi
Menaged Very Managed Poorly Mangged #
Poorly Somewhat
Poorty

Critevia VEand VI shonld be completed atter both teams iy e completed their sell'-

analy 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 leamed from today's negotiation?

7 6 5 4

Did not Did not understand or Did not understand or ~ Neutral
understand of e learn much

leamn at all

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 mlsrepresent material facts? 2)

that, in your judgment, the team should be disqualifiedfrom the compe Circle one:

YES, DISQUALIFY

NO, DO NOT DISQUALIFY

Please explain in detail:

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

The Pvalanon Cozeven Formes ol bhe collecred by the competmion adenmisirtor PRIOR 16he

elees providnee teedback v the s o ieanis.




Attachment B

(Each judge should receive four copies of the B! iteria Form—Judging Scales.)

Judge’s Name: _c{lMY'QJ 73\[% Cell #: te: fl[ 2{  Room#: L?Jl
Tea‘m Letter Designation: E - ‘ Client Name: MN

Negotiation judged:
(Please circle the competition level—Regional or National / and mark the round observed)
Round #1 x Round #2 Final:

Criteria 1V should be mmpluul Iulln\\m“ theend ot lh( s ’Ull ion ||ul \\Inlm the teams

are prep. ulw for the seli-an: alvsis,

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 @ I
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 infopmation 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

Iol. 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, se e client's goals?
7 6 5 4 3 1
Goalsnotserved  Goalsnotserved ~— Goals somewhat  Neyiral 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 1
Totelly lacking [ gcking (camwork  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, I, V, VI, and VII and enter that resull (fo the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word chalg&satiiis PR and implied and explicit communications.
Did the way this team manage its relaty #) the other team contributé'to or detract from
achieving its client's best interests?

7 6 5 4 3 2 MQ

Refationship  Refationship Relationship Neutral Relationship Managed Relationship i

Managed Very Poorl managed

Poorly Managed y Swomwhm Somewhat Well managed well el
Poorly

Criteria Viand-VH should In uuuphlul after both teams have completed their sell-

analyvsis.

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 leamed from today’s negotiation?

7 6 5 4 3 @ﬂ 1

Did not Did not understand or Did not undersiand o~ Neutral Understood And Un and  Understood and
understand or  jearn leern 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:

AM OBSERVED Emc@r 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:

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

ngpetiteasadpiaiserator PRIOR o di -




Attachment B

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

Judge’s Name:/zf/ %43/ MI Date: Zé/l?koom #: 2 5/
Team Letter Designation: g ""! 1en mew

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

Criteria -V shondd be completed ollowing the ead of the nesotiation znd while the tems ‘%
are preparing for the self-analvis, _

L.  NEGOTIATION PLANNING 8

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 /; 1>

this team, judging from its performance and its apparent

7 6 5 4 3 2 1 W/ﬂ{

Very Unprepared Somewhat Neutral Prepared Highly
Unprepared Unprepared Prepared Prepared

1. 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;C_Sam?

2

Vi Inflexible Somewhat Neutral xibl Hight
Lr;}yexible g Inflexible = le t ’ Fll:uh'g;e }QV? %

/
L. OUTCOME OF SESSION K
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 ched, serve the client's goals?

7 6 5 4 2 1

Goals not served Goals not served Goals somewhat Neutrai served  Goals served woll  Goals served

atall not served somewhat very welt W

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing responsibility, and_y

providing mutual backup?

7 6 5 4 @ 2 1
Totally lecking [ acking teamwork ~ Somewhat {acking in Neutral Som Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria 1, 11, 111, V. VI, and VI and enter that result (10 the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE (
This scale focuses on word choice, attig 2003
Did the way this team manage its relat]

achieving its client's best interests? i I.~.
4

&%nf

2 1@"}

7 6 5 J 7

Reletionship  Relationship Relationship Neutral | tidnghip”Managed Relationship Relstionship M

Mamsbdvcw Managed Poorly Managed managed well managed T
Somewhat exiremely well _@ -
Poorly -

Criteria VEand VI should be completed after hoth teams have completed ther 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

7 6 5 4 2 1

Did not Did net understand or Did not understand or ~ Neutral Understood pnd ~ Understood and
understand of 1o learn much Somcwlm leamed well leamed

learn at all extremely well

VII. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiatin team ob rved or v1olawd the ethical
standards of the legal profession? For example, 1) did the tearn 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 v1ola110n SO severe

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

The Fyvalncion Criteria Formes aerll be collected b ihe conperttion admmisteaior PRIOR o the

peelaes provichnge feedback vo the st twe feis,



/1
Attachment B

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

Judge’s Name: ’Q\AA/« ?‘P« Cellh;te: ¢ D/ FRoom #: 5/ 4
Team Letter Designation: T)) - Client Name: %M

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

Round #1 _// Round #2 Final:

Criteria 1V should be completed IUHH\\III" lh( (n(l nl llu negotiation nul W hllL the teamis

AFEpreparing lor (he self=pnalvsis,

/T, NEGOTIATION PLANNING

i ’ﬁmis 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 &) 3 3 1

Vay Unprepared Somewhat Neutral Somewhat Prepared Highly

Unprepared Unprepared Prepared Prepared
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 o) 1

Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible
C OUTCOME OF SESSION
ed 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 ot served Goals not served Goals somewhat Neutral Goalsserved  Goalg 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 @ 3 2 1

Totally lacking [ gcking tesmwork  Somewhat lacking i Neutrel Somowhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I I III V, VI and V1] and enter that resull (to the nearest
whole number) as the teamwork rating.



RELATIONSHIP BETWEEN THE NEGOTIATIN G TEAMS
is scale focuses on word choice, attitude giei 6 1A d implied and explicit communications.
Did the way this team manage its. re,]% 210 Pithe 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 Relationship
Mmsed Very Mansged Poorly Managed Somewhat Well managed well managoed
Somewhat extremely well

Criteria VIEand II shiould he. u.mp[LIuI |Ilu Dath teams bave completed thear self-

ainlyvsis,

@ SELF-ANALYSIS

dents 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 Understoodand ~ Understood and
understand of  jaam leam much Learncd Somewhat  learned well learned
learn at all extremely well

\VIL 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:

o e ———

\- TEAM OBSERVED ETHICAL STANDARDS TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the tearn 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

judge should receive four oopm of th: Bva]uanon Criteria Form-dmgmg Scalu)

/
Judge’s Name: é%f(g; { 'Z Cell #._Date QZILI Room #: 8/

Team Letter Designation: HA Client Name: _&LMAAAZKA__

Negotiation judged:

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

Round #2 Final:

Criteria -V should be completed folowing the end of llu uwnn ition uul while the tenms

are prep: ring for the self-an: A vsis :

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 3 4 @ 1

Very Unprepared Somewhat Neutral Somewtun 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 2 1
vay Inflexible Somowhat Neutral Flexible Highly
Infiexible Tnflexible Flexible : Flexible

OI. OUTCOME OF SESSION

Based on what you observed in the negotiation and the self-analysis, to what extent d:d the
outcome of the session, regardless of whether agreement was reached, serve the client's goals?
7 @ 5 4 3 2 I

Gotlsnotserved  Goals notserved  Goals somewhat  Neytral Goalsserved  Goalg gerved 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 Q 2 1
Totlly lacking | geking tcamwork  Somewhat lacking in Neutrel Somewkit good Very Good Exoelleat
in teamwork teamwork teamwark Teamwork Teamwork

NOTE: For asingle-person team, average criteria l, I, 1II, V, VI, and VII and enter that resull (to the neares!
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attit i@ and implied and explicit communications.
Did the way this team manage its relatio§f§ with the other team contribute to or detract from
achieving its client's best interests?

7 6 @ 4 3 2 g

Relationship  Refationship ionship Neutral  Reletionship Managed Relatianshi Relationship

Mmapquy Managed Peorly Managed Some\mnlfv:ll mpd“:n managed
Somewhat extremely well

Poorly
i VEand VI should be completed after both teams have completéd their sell-

VL 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 leamed from today’s negotiation?

7 6 5 4 2 1

Did not Did not undersmod or Did not understand or ~~ Neutral U And Understood and ~ Understood and
understand o |egr leam much Learned Somewhat  leamed well leamned

leamn at all extremelv well

VII. NEGOTIATING ETHICS
Based on your observanon, do you believe the negonatmg team observed or vnolatcd the ethical

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.

PREOR oidhy -




Attachment B

(Each judge should receive four jteria Form—Iudging Scales.)
Judge’s Name: Y j\/\ W ?‘eﬁ?@ll # te: 03'A/ Y >Room #:_ >/ &
Team Letter Designation: /’?‘ ~( (-? Client Name: / l) 6 A

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

Round #1 Round #2 Final:

Criteria 1-V should be completed, Iullm\ g llu el ul the nu-nll muu nul \\Ink th teims,

are preparing (or the sell=amalvsis”

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?

P

7 6 5 “ 3 2 1
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 opposing team?

7 6 5 4 3 20 1
Very nflexible Somewhet Neutrat Somewhat Flexible Highly
Inflexibte Inflexible Plexible 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 @ 5 4 3 2 1

Goals not served Goals not served Goals somewhat Neutrat Goalsserved  GGoals 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/ 1
S

Totally lacking [ acking teamwork ~ Somewhat lecking in Neutrat Somewhat good Very Good Excellent

in teamnwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, 111, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN NEGOTIATING TEAMS

Did the way this team manage its rel R SEST
achieving its client's best interests?

7 6 5 4 3 2 1
Relationship  Rejationship Relationship Neutral Relationship Managed Relationship Relationship
Managed Very  Managed Poorty Managed Somevﬂmqv)lell managed well managed
Poorly Somewhat extremely well

Criteria VEand \ n \ImuI(l be L(blll])itlul alter both e TP 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 (&) 3 2 1
Did not Did not understend or Did not understand or ~ Newral Understood And Understoodand ~ Understood and
understand of ey leamn much Learned Somewhat  leamed 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:

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

fed by the eommpetizon b aisiialor PRIOR i
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Attachment B

(Eech judge should receive four copies of the Evatuation Criteria Form—Judging Scales.)

Judge’s Name: ﬁnﬁ DWHH‘”D Cell #-a'te: !‘H}U Room #:_216

Team Letter Designation: A-1% Client Name: wén

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

Round #1 Round #2 Final:

Critevia I-Voshouolil he completed following the end of the negotiation and wbile the teims

are preparving foe theSel-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 Preparcd Highly
Unprepared Unprepared Prepared Prepared
IT. 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 D) 4 3 2 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Taflexibte 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 @ 3 2 1

Goalsnotserved  Goalsnotserved ~— (oals somewhat  Neypra Goalsserved  Goalg 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 @ 4 3 2 1

Totally lacking Lacking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Exceltent
in teamwork teamwork teagrwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, III, V, VI, and VII and enter that result (o 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 reIBRRINBERSENEhe other team contribute to:or detract from
achieving its client's best interests?

7 6 5 4 3 @ 1

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

Critevia Vand VH showld be completed after hoth ceams have umlplxlul their \L“

an: s

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 G) 1

Did not Did not understand or Did not understand or  Neutral Understood And Understpod and ~ Understood and
understand of g, leam much Learned Somewha  leamned well learned
learn at all extremely weli

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:

GBAM OBSERVED ETHICAL STAN@ 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:

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

Fhe v aigation Criteria Fomms wall? : i wlor PRIOR o the




Attachment B

(%a«/w G

EYALHAIIQN_CRIIERIA.EQRM:E!ILGIEG.SCALES
ive four copies of the E teria Form~—Judging Scales.)
Cell #ﬂﬂ 7// Room #: z-/ (9

Judge’s Name:

Team Letter Designation: g ~/ 2 Client Name: LG AJ

Negotiation judged: 2"\
(Please circle the competition level-<Regional or National / and mark the round observed)
Round #1 ‘/

Final:

Critevia -V should be completed Inlhmnw thecud ul llu muun viom . nul while llu (IS
are preparine Tor the sell-an: alvsis, :

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
Very Unprepared Somewhat Neutral Somewhat
Unprepared Unprepared Prepared

I8 FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTIN

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 effectlvely in the context of the actual negotiation. Was this team able to adapt its strategy

7 6 5 4 3 1
Very Inflexible Somewhat Neutrst Somewhat Highty
Inflexidle Inflexible Flexible Flexible

o. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysis, to w tent did the
outcorne of the session, regardless of whether agreement was reached, sgrve the dlient's goals?

7 6 5 4 3 / 2 1
Goalsnotserved  Goalsnotserved — Coalssomewhat  Neytra) Gualsserved!| Gaals served weif| Goels served
at ail not served somewhat ll very well

\

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

7 6 5 4 2 1
Totally lacking [ acking teamwork ~ Somewhat lacking in Neutral Very Good Excellent
in teamwork teamwork Teamnwork Teamwork

NOTE: For a single-person team, average criterial I, 111, ¥,
whole number) as the teamwork rating.

Nand VII angénter that resull (1o the nearest



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, att# e, and lmplled and expllclt communications.
Did the way this team manage its relg 166

achieving its client's best interests?

7 6 5 4 3 0 1

Relationship  Relarionship Relationship putrg Relationship Managed Relatignshiy Relationship
V i1 RO

W &Y Managed Poorly Mannged [/  Somewhat Well ghi well  mansged

Creiteria Vd VH should Iu. u»mpiulul |Ilu Loth teams have co mpluul lhul selt-
analvsis., o . )

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 und
negotiation dynamics and learned from today's negotiation?

7 6 5 4 3 2 ;

Did not Did not ynderstand or Did pot understand or ~ Neutral Understood And Understood and /
understand of  |eary learn much Learned Somewhat  learned well

leam & all 1
VII. NEGOTIATING ETHICS iy

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal pl‘OfCSSlOIﬂ For example, 1) did the team misrepresent material facts? 2)

did the team inven ial facts? etc. Select and circle one:
i
/TEAM OBSERVED ETHICAL STAND 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:

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

Lz Bcalsinnn Gritese T (ad he e o I - '._' apctigon adiniaeratsr PRIOR i




Attachment B

~ showld docip@fiour copies of the Eva anmForm—Judgmg) Q Y
bh/7 — 7‘21/1 /
Judge’s Name: ”Z T Cell #:iate: / Room #:

Team Letter Designation: /4' / — Client Name: M/g /(/

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

Round #1 2 Round #2 Final:

Criteria 8-V shanld be complercd, IulluumH (he end ol th negotiation i w Iuk the tcamy .

ave |nq> iioy for the selfanalvsid,

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 pattem. How well-prepared was

this team, judging from its performance and its apparent strategy?

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

. 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 informatjonQr to unforeseen moves by the opposing team?

7 6 4 3 . 1
Very Inflexible Neutral Somewhat Flexible Highly
Inflexible Flexible Flexible

oI1. 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, servg l

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neartral Goals served | Goals sorved yell  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 mutua

7 5 4 3 2 1
Totally lecking Somewhat lscking in Neartral Somewhat good Very Good Excelient
in teamwork teamwork teamwork Teamwark Teamwork

NOTE: For a single-person team, average criteria I, II, II1, V, VI, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE N'EGOTIATING TEAMS

Did the way this team manage its ref
achieving its client's best interests?

7 6 5 3 2 1
Relationship  Relationship Relationship Relationship Managed Relationship Retationship
Somewhat Well managed

Msnaged Very Poori
Poorty T Y

Ceiteria V1aud VI \Iumlql be completed |Itu Hoth te: s have completed (heir self-

atlvsis.

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 negotjation?

7 6 5 3 2 1

Did not Did net understand or Did not understand d Understood And Understood end ~ Understood and
understand of  jegm learn much Learned Somcwhat  leaned 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 examnple, 1) did the team misrepresent material facts? 2)
did the tearn invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS  or VIOLATED ETHICAL STANDARDS

If you circled TEAM VIOLATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your judgment, the tearn 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.

|I1\ I v 11 ahon Cone lI.!:l" s wilh e collecrgd by Ahecampetition i Ilmnr'"';_z.l'(;\r_-i.'_R.I()_R o e
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