Aftachment B

(Each judge should receive four copies o!‘the Evalum’m Criteria F Judging Scales.)

Judge’s Name: (Zlam !& l 2) Room#: 2&3'
Team Letter Designation: A’ -—‘D Client Name: M&m_m_

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

Round #1 Round #2 Final:

Criteria I-V should be compleied Iullmun ¢ llu end ol the negotiation and w 'Hlt llu teams

ae prreparing for the self-nnalysis;

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

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 tearmn?

7 6 5 — . 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 v@xhcd, serve the client's goals?

7 6 5 4 2 1
Gosls notserved  Goalspotserved — Goals somewhet  Neytral alsserved  Goalg served well  Coals 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?
Totwlly lacking  Lacking tesmwork ~ Somewhat lacking in Neutral Som 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 (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN TIIE NEGOTIATING TEAMS

This scale focuses on word choZ8 : g and implied and explicit communications.
Did the way this team manage its relat@ ki e other team contribute to or detract from
achieving its client's best interests? '

Relationship  Relationship Relationship Neutral Relationship Mansged Relationship Relationship
Menaged Very  Managed Poorly Managed Somewhat We|l managed well managed
Poorly Somewhat exiremely well

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 m@a 1
Did not Did not undesstand or Did oot understend o~ Neatral Understood And U and  Undersiood and
understand or e learn much Leaned 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 professnon’) For example, 1) did the team misrepresent material facts? 2)
did the t rial facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS TEAM VIOLATED ETHICAL STANDARDS

If ybu 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.

Hm I A% I|i L ny ||mu Fornpswill be Lul' el P hie ¢ \mpum Hy |Imm| Artor PRIOR o the

".'T'_"_,f_;;k priovidin. !Lullwui el R Do e A



Attachment B

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

~

Judge’s Name: ﬁm‘n ZWFO Cell}m qlﬁ Room #: 1%

Team Letter Designation: B“ ol Client Name: \AS C

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

Round #1 Round #2 X _/\____ Final:

Criteria 1=V shonld -be.completed Iullu\\m s the unl ul tlu ncgotiation and while the (eams

are preparcios (or W sell-an: s 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 pattern. How well-prepared was
this teamn, judging from its performance and its apparent strategy?

7 6 4 3 2 1
Very Unprepared omewhat Neutral Somewhat Prepared Highly
Unprepared Unpsepared Prepared Prepeared

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 @ 5 4 3 2 1

Very [nflexible Somewhat Neutral Somewhat Flexible Highty
Inflexible inflexible Fledable 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 (s’ 5 4 3 2 I

Goals notserved  Goals not served Goals somewhat  Neutral Goals served  Goals served well  Gotls 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 S 4 @ 2 1

Totally lecking  { 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 1, II, IIl, ¥, VI, and V1I and enter 1hat resull (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIAT]N G TEAMS

Did the way this teamn manage 1ts relatf}
achieving its client's best interests?

7 6 4 3 2 1

Refationship  Refationship Iationship Neutral Relationship Managed Relationship Reletionship

Mnnag:d Vety Managed Poorly Mznaged Semewhat Well managed well managed
Somewhat extremely well

Criteria VEand Vi should be u»mpltlul after both teams hive completed their seif-

A |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 t@@oﬁmon?
4

7 6 5 3 2 1

Did not Did not understand or Did not understand or tral Understood And Understood and Understood end
understand oF  Jeam leam much Learned Somewhat  leamed 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 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 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.

[he Eoxcaluska Criterne o i e collected by lhkl VGLE ui,mm g for I Rl(iR fov= M

e el ik R A uddiing



Attachment B

(Bach judge shouid receive four copies of the Evaluation Criteria Form—Jud /ng Scales.)

Datj }/ Room #: 9 "?/
lent Nme&m/

Judge’s Name: dﬁ Cell
Team Letter Designation: / ; / 0

Negotiation judged:

Round #1

Criteria 1-V shounld he completed following the end of the negotiation aud while the teamns
are preparing foy 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
Very Unprepared Somewhat Neutral 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 aclapt its strategy
to for example, to new information or to unforeseen moves by the opp031 ; ?

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 w 835G ched, serve the client's goals?

7 6 5 4 2 |
Goalsnotserved  Goalsnotscrved ~ Cosls somewhat  Newral e Goals served wel]  Goals served
ot ald not served v 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 [acking in Neutral Somewhat good Very Good
in teamwork teamwork teamnwork Teamwork

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



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 6 5 3 1
Relationship  Relationship Relationship Neutral Relationship Managed Re i Relationship
Meoaged Very  Managed Poorly Managed Somewhat Well menaged well

Poorly Somewhat extremely well

Criteria VEand VI should be completed after hoth teams have completed (heir sell-

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 learned from today's negotiation?

7 6 5 4 3 2

Did not Did not understand or Did not understand or ~ Neutral Understood And Understoodand U and
understand of  jeam learn much Leamned Somewhat  leamed 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 disqualified from the competition? Circle one:

YES, DISQUALIFY

NO, DO NOT DISQUALJEA

Please explain in detail:

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

Phe Dvalaauon Criterin Forms will e collectad By dhe compenea adimmmisaortor PRIOR @ e

e providing Tecdbac e he Tast oo e,



Aftachment B

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

Judge’s Name:, ; %ell _7[ 9%/ JRoom ﬂm
Team Letter Designation: g — i Client Name: //6@

Negotiation judged:
(Please circle the competition level—Regional

ional / and mark the round observed)

Round #1 Sand $2 L% A\ Final

Criteria 1=V showld be completed following the eond of the aceotiantion and while the tenns
ave prepaving foe the scif-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 1
Very Unprepared Somewhat Neutral Somewhat Prapsirtd 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 teer '

7 6 S 4 3 1
Very Inflexible Somewhat Neutral Somewhat Highly
Inflexible Inftexible Fleuble 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 agrccmc@hed, serve the client's goals?

7 6 S 4 2 1
Goalsnotserved  Goalsnotserved — Coalssomewhat  Neyral served  (oals 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 2 l
Totally lacking [ acking teamwork ~ Somewhat tacking in Neutrat So od Very Good Excellent
in teamwork teamwork team 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 choigesttitg Ltone

Did the way this team manage itS relREERSHETY Mithe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 @ 1
Relationship  Relstionship Relationship Neutral Relationship Managed tp Relatianship
Managed Very Mansged Poorly Mzanaged Somewhat Weil menaged well managed
Poorly Somewhat extremely well

Poorly

Criteria VEand VI shonhl be completed aftee both (cams has e completed their self-

antlvsis,

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 U and Understood and
understend of  |earp learn much Learned Somewhat | \ learned

learn ar all exremety 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 iolation 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 Tostoanon Criceria Forms sl bhe coblecred e che comper ton admmestrater PRIOR

e providimeg lealh ack Lo (he bast e o reems



Attachment B

(Each judge should receive four copi - i i :
Judge’s Namc:g 5{4@)&_ Cell te: Room #: Z}C

Team Letter Designation: ,/4‘,/ o

Client Name:

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

Round #1 Rox Final:

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

arve 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 strategy?

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 tearn able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing tes

7 6 5 4 3 1
Very Inflexible Sonmtewhat Neutral Somewhat 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, serye-thecireqt's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neutral Goals served (1 / 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 [ aciing teamwork ~ Somewhat lacking in ~ Neutrsl Somewhat good Very Good
in teamwork teamwork tearnwork Teamwork

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



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

E NEGOTIATING TEAMS
pand implied and explicit communications.
thie other team contribute to or detract from

7 6 5 4
Relationship Relationship Relationship Newiral
Managed Very Managed Poorly Menaged

Poorly Somewhat

Poorty

Criteria VI and VI should be completed after both teams have completed their selt-

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 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Understood and ) Understood and
understand of  jeam leamn much Learned Somewhat [ learned well learned

learn at all p extremelv well

VI. NEGOTIATING ETHICS
Based on your observatlon, do you believe the negotlatmg team observed or v1olated the ethical

YES, DISQUALIFY

Please explain in detail:

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

Fhe BEvalacton Croaevin borms will be collected by the compennon sclmmstrntonr PRIOR e :he

Jodees providine Tecdhaelo o the T ive temms,



Attachment B

(Each judge should receive four copics g B0 Citeria Form—Judging Scales )

Judge’s Nam JRFE Cell# Room #: 23 /[
Team Letter Designation: Ié 9 Client Name: de: e
Negotiation judged:

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

Round #1 R Final:

Criterin 1=V <hould he completed following the end of the negotiation and while the teanis

are preparing (or the selt-analy 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 o) | 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 o:
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 thig team able to adapt its strategy
to for example, to new information or to unforeseen moves by the-adpposing team?

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

II. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-anal
outcome of the session, regardless of whether agreement was1€z

sis, 10 what extent did the
3erve the client's goals?

7 6 5 4 2 1
Goals not served Goals not served Goals somewhat Neutral gals served well  Goals served
at al) not served very welt
V. TEAMWORK S

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

ibility, and

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

NOTE: For a single-person team, average criteria l, 1, I11, ¥, VI, and VIl and e
whole number) as the teamwork rating.

It (1o the nearest



V. RELATIONSHIP BETWEEN TH!
This scale focuses on word choice, attitud
Did the way this team manage its rel i
achieving its client's best interests?

RGOTIATING TEAMS
one, and implied and explicit communications.
ifthe other team contribute to or detract from

my Relationship Reistionship Neutral Relationship Mahaged Relationship Retationship
: oy Managed Poor Managed Somewhat Wel managed well menaged
{ Somewhat I " extremely weil
Poorly

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

danalyvsis,

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

7 6 5 3 2 1

Did not Did not understand or Did not understand p Understood And Understood and ~ Understood and
understand o Jepm leamn much Leamod Somewhat  learned well learned

learn at all extremely well

VI. NEGOTIATING ETHICS 5

Based on your ob ervation do you believe th otiating team observed or violated the ethical

Y
If you circled TEAM-VYTOLATED ETHICAL S e ethcal violation so severe
that, in your judgment, the team should be di i

YES, DISQUALIFY NO, DO NOT DISQU

Please explain in detail:

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

Fhe Bvalunion Crieers Forms aall be codlecied By the conpeinian admmisirator PRIOR (o the

pidees pricvicims feechack tohe st o e,



Attachment B

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

Judge’s Name: EWaltes Cell-)atc: R1[15 Room #: {)‘%

Team Letter Designation: ﬂ/\ % Client Name: Siron

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

Round #1 Round #2 / Final:

Criteria I-V shoald be completed folloswing the end of Ill( negotiation and while the teams

are preparing for the sell-un; 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 ce and its apparent strategy?

7 6 4 3 2 1
Very Unprepared ewhat 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 ) 4 2 1
Very Inflexible Somewhat Neutral mewhat Flexible Highly
Inftexible tnflexible 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 4 3 2 1
Goals notserved  Goals not served ssomewhat  Neytral Goalsserved  Goalg served welt  Joals 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 Butral Somewhat good Very Good Excellent
in teamwark teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, Ill, 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, agtita wtoetf) and implied and explicit communications.

Did the way this team manage its re[{ERSAY PI%he other team contribute to or detract from

achieving its client's best interests?

7 6 5 4 2 1

Relationship  Relatienship Relationship Neutrel ip Managed Relationship Reletionship

Manused Very Managed Poorly Managed Somewhat Well managed well g
Somewhat extremely }wl.l
Poorly

Criteria Yand VI should be completed after bot teans hay e 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 learned from today'gaegotiation?
Did not Did not understand or Did not understand or NGtre Undesstood And Understood and Understood and
undersiend

of  leamn learn much Learned Somewhat  leamed well leamed
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 teamn invent self-serving material facts? etc. Select and circle one:

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:

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

5 ‘_n( nlu:llnun \~|I : ' '\,Ilu. cor iPLiIllUII ullmll bl |l i) I'I’I()Rl the

shto ihelpsFdwiehns, 2 o7



Attachment B

(Each judge should r

clitirer el b

EVALUATION CRITERIA FORM—JUDGING SCALES
ies of iterie Form—Judging Scales.)
Judge’s Name: Cell #“ﬂte: 7/7'/ Room #;_C1&

Team Letter Designation: A-¥ Client Name: S‘;ﬁ\cﬂ-

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

Round #1 Final:

Criteria 1-V should he completed Tollowing the uul of the negotianion and while the teams

ard preparins for the sed-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? 4

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

. 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 move opposing team?

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

oI. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-analysxs to what extent did the
outcome of the session, regardless of whether agreement was reached, serve-the-sli g

7 6 5 4 3
Goals not served Goals not served Goals somewhat Neutral Goals served [ Goals 5
at alt not served somewhat

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharifig

providing mutual backup?

7 6 5 4 3 1
Tom]ly lacking Lacking teamwork  Somewhat lacking in Neutral Somewhat good Exceltent
in teamwork teamwork teamwork Teamwork

NOTE: For a single-person team, average criterial, II, I, V, VI, and VII and enté
whole number) as the teamwork rating.

atrestilt (to the nearest



V. RELATIONSHIP BETWEEN HEN GOTIATING TEAMS
This scale focuses on word choice, attif Be, and implied and explicit communications.
Did the way this team manage its rels e other team contribute to or detract from

achieving its client's best interests?

7 6 5 4 3 2
Relotionship  Relationship Relationship Neutral Relationship Managed Relationship
Maneged Very Menaged Poorly Managed Somewhat Well managed well
Poorly Somowhat

Poorly

Criteria VI and ViEshonld be completed after bot teams have completed their selte

ainadvsis.

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 3 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
indesstend of  |eqrp leamn much Leamed 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:

e

==

GEAM OBSERVED ETHICAL STAND S or TEAM VIOLATED ETHICAL STANDARDS
\4

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:

e

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

Fhe T shuacon Critcn i wall e coleered by diecompeintion adnimsiator PRIOR o cthe
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Attachment B

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

Judge’s Name: %KV DNHHMD Ce]_[#-)ate ’uli; Room #: ;]‘

Team Letter Designation: A-) ‘{ Client Name: Sl Mom

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

Round #1 Round #2__ [~ Final:

Criteria I-V should be completed | lulln\\lll" the Lml ul the nevotiation Illll whife the teams

arc prepacing forihe 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 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 @ 2 1
Very Inflexable Somewhat eutral Somewhat Flexdble Highly
Inflexible [nflexible 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 E@ 1
Goalsnotserved  Goalsnotserved  Goals somewhat  Neytral Goals served Served well  Goals served
a 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) |

Totally lacking | scking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Exceltent
in teamwork teamwork leamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, 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, atg
Did the'way this team manage its rel}
achieving its client's best interests?

7 6 4 3 ﬁ 1
Relationshid  Relationship @mm Neutral Relationship Managed Rel ip Reletionship

Mmmdvﬂv M Poorl Somewhat Well 1l maraged
anagad y w e managed we well
Poorly

Critevia V1 and VI should he completed after both tcams hav e campleted their self-

anahy s,

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 Understood and ~ Understood and
understand of e learn much Learned Somewhat  learned well learned

learn at all extremelv well

VII. NEGOTIATING ETHICS

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

G‘EAM 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.

aion Gt | os ‘ T ot I_|l|\ n |Um|r LT l RI()RI Nk ncg
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Attachment B
Judge’s Name: ﬁﬂ%ﬂ_a@ %ﬁ] Room #: Q'/ [
Team Letter Designation: //——/ ¥ Client Name: ﬁy: g
Negotiation judged:

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

Round #1 Round #2 ‘/ Final:

Criteria -V should he completed following the end of the negotiation and schile the teims -

are preparing for the self-imalysis,

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 Neautral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

1. FLEXIBILITY IN DEVIATING FROM PLLANS 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 S 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat Plexible 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.o ether agreement was reached, serve the client’s goals?

7 6 3 2 1
Goals not served  Goals not served Neutral Goalsserved  Goals 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 3 2 1
Totally lacking [ acking teamwodk  Somewhat lacking in Neutral Somewhat g Very Good Excellent
in teamwork teamwork eamwo Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, Il, 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, attitnde and tone, and mghed 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? A

7 6 5 4 3
Relationship  Redgrionship Relationship Neutral Relationship Managed
Mmsﬂ"ﬂv Mansged Poordy Managed Somewhat We[l

Criteria Vand VI \'Iulilll In u»mpl( ted |Iu| hotle (eams |l ne unnphlul their \(II

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 understand o~~~ Neutral Understood And Understood and]
]undumdw of  leam fearn rouch Leamed Somewhat  leamned well
earn at

VI. NEGOTIATING ETHICS

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

of TEAM VIOLATED ETHICAL STANDARDS

If you cixcled TEZ 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.




Aftachment B

[ERIA FORM-_JUDGING SCALES
v (Each judge should ive Criteria Form—Judging Scales.)
& ﬁm |
Judge’s Name: ~ Cell Z/ _ Room #: 2/[ (0

t Name: 5‘\‘1'»\.@'

Team Letter Designation: ;Q— - ?L!

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

_ ‘/ Final:

Round #1

Ceneria -V shoald be completed foltowing the end of the negotiation and while llu. (cams

are preparcing for the selZamadvsis,

L NEGOTIATION PLANNING

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

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

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

~.

7 6 5 4 > 2 1
Very Inflexible Somewhat Neutra! om Flexible Highly
Inflexible tnflexible exible 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 not served Goals not served Goals somewhat Neutral Goals served wely  Goals served
at all not served very well

Iv. TEAMWORK
How effective were the negotiators in working together as a team, tnshari
providing mutual backup?

7 6 5 4 3 1
Totally lacking | aeling teamwork  Somewhiat lacking in Neutra! Somewhat good Excellent
in teamwork teamwork teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, IIl, V, V1, and VII and enter resujt (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, attjt! he

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

7 6 5 4 3 JL. - 1

Rolationship  Relationshi Relationship Neutml  Relationship Managed Refationship

Mannged Very Managed Pgorly Managrd Somewhat Well managed
Somewhat extremely well

Poorly

Criteria VIEand VI shoald |)L completed after hoth teims hasve t“lll]llt'(il their sell-

anielvsis.

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 understandor ~ Neutral Understood And Understood and @
understand o |earn learn much Leamed Somewhat  leamed well |/ learned
leamn a all exiremely weil
VIL. NEGOTIATING ETHICS i
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:
PR
TEAM OBSERVED ETHICAL STANDARDS TEAM VIOLATED ETHICAL STANDARDS
S
If youc “TEANM 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.

||n l o I|'1n||( |\1|| |<-.-1:..'-';::_~\ il 1\ U llu.dli\ lfg_k APCEEton ninmn s, IRI()R Lo ilL_
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Aftachment B

ia Form—Judging Smlu )
Judge’s Name: te: ?4 /13 Room #:
Team Letter Designation: _/ i - /? Client Name: ,,;_,Z b 9/(/

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

Round #1 Round #2 / Final:

Criteria 1\ shoald be completed Tollawing the end ol the negotiation. and whife the teams

are preparing for (he 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 perfemmance and its apparent strategy?

7 6 4 3 2 1
Very Unprepared Neutral Somewhat Prepared Righly
Unprepared Prepared Prepared

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 4 3 2 1
Very Inflexible Neutral Somewhat Flexible Highly
Inflexibte Flexible Flexible

NI. 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 o ether agreement was reached, serve the client's goals?

7 6 3 2 1
Gosls not served  Goals not served Neutrat Goals served  Goalg served welf  Goals served
at all somewhat very well

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

nsibility, and

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

NOTE: For a single-person team, average criteria I, 11, Il, ¥, VI, and VII and enter
whole number) as the teamwork rating.

t result (1o the nearest



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, at H,_L and implied and explicit communications.
Did the way this team manage its rel i withghe other team confribute to or detract from
achieving its client's best interests? ‘
7 6 5 4
Relationship  Relgtionship Relstionship Neutral Relationship Managed R/lationship Relationship
Managechry Managed Poorly hanaged

Criteria Vaml Fl shoutd be completed wlter both teass ll e umlp!uul their sell-
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 learngd-frgm.today's negotiation?

7 6 4 3 2 1

Did not Did not understand gf Did not undersipdd o Neutral Understood And Understood and ~ Understood and
understand of  jegm Learned Somewhst  leamed well learned

learn at all extremely well

Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal professmn’? Ot examplc, 1) did the team misrepresent material facts? 2)

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 turning in this form.

ko Ol s w il b colleared by the u»||1|1\'l7il_i.: vioadn e PRIOR ol
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Attachment B

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

=

sudge’s Name: Fruae. Dromuerd _ ceit # (- 7&'[’3 Room #;_ 21k

Team Letter Designation: A’ -9 Client Name: Sinen

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

Round #1 Round#2. L~ Final:

Criteria [-V ahould He completed (ollowing the énd of the negotition and while the teams

are preparving for the sell-analysis. -

L NEGOTIATION PLANNING

This scale assesses whether the teamn 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 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 actnal 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 Czj 1

Very Infiexdble Somewhat Neutral Somewhat Flexible Highly
[nflexible Inflexible Flexible Flexible

BI. 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
Goalsnotserved  Goals not served als somewhat  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 ©) 1

Totally lacking [ aoking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellem
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 1l, 11l, 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, attjtude and tone and implied and explicit communications.
Did the way this team manage its rela o . ) the other team-contribute:to or detract from
achieving its client's best interests? !

Criteria VEand VI should be completed after both 1o HN have complesed their sell-
analyix, '

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 understend or Did not undersiand or ~ Neutral Understood And Understood end ~ Understood end
understend of  {eamq learn much Learned Somewhat  learned well learned
learn at atl 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 invcnt-sc{f—serving material facts? etc. Select and circle one:

@ OBSERVED ETHICAL ST@ 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.

Thedvilusion Criter:s | IE_Im coletted dy-ahece mpunu N s NI I RI()R tathe
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Attachment B

EVALUATION CRITERIA FORM—JUDGING SCALES
(Each ju shoulw copies ion Criteria Form—Judging Scales.)
Judge’s Name: 24 Cell #: te: D21/13 Room #:

©
Team Letter Designation: p // / Client Name: w C

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

Round #1 Round #2 l/ Final:

Critevia 1-V should be completed tollowing the end of the negotiation and while the teams

are preparing for the selt-aaalysis,

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 2
Very Unprepared Somewhat Neutral Somewhat Prepared
Unprepeared 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

whetber 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— %/ﬂ’"
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 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
Goals not served  Goals not served Goals somewhal  Neytral Goalsserved  Goalg served
atall 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 lacking | acking teamwork ~ Somewhat lacking in Neutral Somewbat 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 result (to the nearest
whole number) as the teamwork rating.



This scale focuses on word choice, attjtua £, and implied and explicit communications
Did the way this team manage its reldis¥shipisntitl ‘ ibutgaqondetract from
achieving its client's best interests?
7 6 5 1
Relationship  Relgtionship Relationship Neutral Relationship Relationship
Mmaed Very Menaged Poorty Managed Somewhat Well m

Somewhat extremely well

Poorly
Criteria VEand MEshould he completed adier hoth eams have completed lhun self-

wnalvsisg

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 und the
negotiation dynamics and leamed from today's negotiation?

7 6 5 4 3 1

Did nat Did not undesstand or Did not understand o~ Neutral Understood And Understood and
understand of  jegrn learn much Leamed Somewhat | well learned

learn ag all extremely well

? tc. Select and circle one:

If you circled TEAM-Y 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:

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

et
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Attachment B

Jadge ive four copies iog Criteria Form—-Jodging Scales.)

4 / Ccll,#: ate: %/’ } Room #: 9 /g
Teamn Letter Designation: /3_ Client Name: [; / ; C

Judge’s Name: _

Negotiation judged:
(Please circle the competition level—Regional or National / and mark the round observed)
Round #1 Round #2__ )~  Fioal:

Criteria 1=V should be completed tollowing the end ol the negotiation and while the teams?

are preparing 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 2 1
Very Unprepared Somewhat Nearal 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 jeamn?

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

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

7 6 5 4 3 2
Gosls not served  Goals not served Goals somewhat  Neyeral Gosls served  Goals served
at all not served somewhat

IV. TEAMWORK
How effective were the negotiators in working together as a team, in sharing res
providing mutual backnp?

7 6 5 4 3 1
Totslly lscking [ acking teamwork  Somewhat lacking in Neutral Somewhat good Excelleat
in teamwark teamwork teamwork Teamwork

NOTE: For a single-person team, average criteria I, IL, Il1, 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 relationship with the other team contribute to or detract-fre

achieving its client’s best interests?

7 6 5 4 3 2
Relationship  Relafionship Relationship Neutral Relstionship Managed Relationship
Mnnmd\/cw Mzansged Poorly Managed Somewhat Well managed well
Somewhat
Poorly

Criteria VEand 'V lI shoald be mmpl«lul alter lmlh teams have uunph (ed theie seli-

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 imderstard or Did not understand o~ Neotrat Understood And Understood and oderstood and
ondermand or  fogy leam much Leamed Somewhat  learned well learmed

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 professmn? For example, 1) did the team misrepresent material facts? 2)
did the team in ig] facts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

OBSERVED ETHICAL STANDARD

—

K you circled TEAM VIOLATED CAL STANDARDS, was the ethical violation so severe
that, in your judgment, the hould 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.




Attachment B

L Jjudge should receiv@four copies of the Evalustion Criteria Form—Judging Scales.)
Judge’s Name: Cell #: Date: 4 2/ Room#: ‘ b
Team Letter Designation: _73—-5 Client Name: gsa
Negotiation judged:

| - R
(Please circle the competition level-{Regional or National /

mark the round observed)

Final:

Round #1

Criteria -V shoald be completed followinge.the a.ml of the negotiation and while the teams

are preparing for the sel=rilysis.

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 welleprepared was
this teamn, judging from its performance and its apparent strategy?

7 6 5 4 2 1
Very Unprepared Somewhat Neutrat ' Highly
Unprepared Unprepared o Prepared
1L 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

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

III. OUTCOME OF SESSION
Based on what you observed in the negotiation and the self-

ysis, to what extent did the
outcome of the session, regardless of whether agreement

ached, serve the client's goals?

7 6 5 2 1
Goalsnotserved  Goalsnotserved ~— Coels somewhat | Goals served well  Goals servod
at all not served very well
IV. TEAMWORK ;

How effective were the negotiators in workijng eallT, In sharing responsibility, and
providing mutual backup?

7 6 S 2 1
Totally lacking § g¢| rk wha ing i Vi Excellent

in teamwork king teamwo mewmk’ tocking in T;ymG“;o: Teamwork

NOTE: For a single-person team, average criterial 11, III, V, VI, and VII and enter that result (10 the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE N'EGOTIATING TEAMS

This scale focuses on word choice, attj e, and implied and explicit communications.
Did the way this team manage its rela§gg Wl the othegpteamcontribute to or detract from
achieving its client's best interests?

7 6 5 4

Relationship  Relationship Relationship Neutral
Manaaed\'uy Managed Poorty

Criteria VEand V1 shouald be completed atter hoth waams fav e completed their self-
anabvsis, '

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 o~ Neutral Undgorstood And Understood and 4/ Understood and
understand o |egr leam much Learned Somewhat  leamned well learned
leamn at all extremely well

VIL. NEGOTIATING ETHICS :

AM 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.

Iy vl inmun( rifere o aatl 1“.‘“ lected by dlie competien sdmintstptor LRIOR ko Ilu_

el |\| AL M |'rnl (ol s i



Attachment B

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

Judge’s Name: f{ﬂM" 0Nﬁmﬂi Cell —Date: #ulﬂ Room #: 276

Team Letter Designation: &=/ Client Name: vuse

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

Round #1 Round #2 2 Final:

Criteria 1-Voshould be completed follos ing the endd of the negotiation and while (the teams

are preparving for thé 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 pattemn. 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 Highty
Unprepared Unprepered Prepared Prepered
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 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 5 4 @ 2 1
Goals not served Goals not served Goals somewhat Neutral alsserved  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 @ 1

Totally lacking [ gcking eamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
ip teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, I, III, 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, attitude and tone, and implied and explicit commumcatlons
Did the way this team manage'its rel ol satihe other team contribute to.or detract from
achieving its client’s best interests? ' _

7 6 5 DA .. ¢ ¢) 1

Relationship  Refationship Relationship Neutral Relationship Managed Relationship Relationship

“”“9"‘ Very Managod Poorty Managed Somewhat Well mansged well mansged
Somswhat extremely well
Poorly

Crieria VI and VI xhnuld be uunpl« ted alter-both teans tiive unnlplclul their selt-

snalvsis,

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 noe understand or ~ Neutrel Understood And Understood end ~ Understood and

understand o \egm learn much Learned 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:

— .
@AM OBSERVED ETHICAL ST@ 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.

borme Wy E 'u';[u adl I lliL L\DI lp\u'u I asavisiraior PRIOR v the |

oo i TeedBack 10 The Tisd W0EES



Attachment B

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

Judge’s Name: Mt” 09(1.!,49 Cell #: ‘w ﬁ[zl[t} Room #: El 2

Team Letter Designation: ﬁ\r\ Client Name: __ O} #A.©A

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

Round #1 Round #2 ﬁ Final:

Criveria 1=V shogld De compleced tollowing the end of the negotiation aind while the teams
are 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 teamn, judging from its performance and its apparent strategy?

7 6 5 4 @ 2 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
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 teamn 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 Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible
[NI. 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 ED, 2 1

Goalsnotserved  Goalsnotserved ~ Coelssomewhat  Newra Goalsserved  Goals served well  Goals served
atall not served somewhat very well
IV. TEAMWORK

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

7 6 5 @ 3 2 1

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

NOTE: For asingle-person team, average criteria l, 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 giititide and tone, and implied and C)(ptht communications.
Did the way this teamn manage its retag}
achieving its client's best interests?

7 6 5 4 S &) 3 1

Relationship  Refationship Relstionship Neutral Relationship Managed Relstionship Relationship
Managed Very  Mangged Poorly Managed Somewhat Well managed well managed
Poorly Somewhat extremely well

Criteria VI and VIEshould be'completed alter both teams have u:mp[dul their seltf-
analysis. '

VI. SELF-ANALYSIS
Students will begin this 10-minute period by answermg
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?"

5és, responses to the

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 understand or Did not understand or Neutral Undersiood And Understood and ~ Understood and
understend of  Jegm learn much Leamned Somewhat  learned well learned

learn at all 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:

@B SERVED 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.

e boiduatien Cratcrn | oenis s Alectad I\ Ale conzpiet it i ';.l.l XS l Rl()R L lil\, |
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Attachment B

Judge’s Name: LCAfr\ Cl\ s : ater SAT. P Algoam # L2 2

ient Name: ﬂ—w\{-&& S(\Mdf}_

Team Letter Designation:

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

Round #1 Round #2 g Final:

Criterm 1-N shonld be completed tollow g the end of the nesotiaton and while (he (coms

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

7 6 5 4 @ 2 1

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

7 6 5 4 @ 2 1

Very Inflexible Somewhat Neutmal Somewhat Flexible Highly
Inflexible {nflexible Flexibie 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 1
Goals not served Goals not served Goals somewhat Goalsserved  (Goals served wefl  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 [ ackingteamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwark Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, I1l, V, VI, and VII and enter that result (o the neares!
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word chgi tone, and implied and explicit communications.
Did the way this team manage its relé Wthe other team contribute to or detract from
achieving its client’s best interests? 7k B

7 6 5 2 1
Reletionshid  Relationshi Relationship ip Managed Relationshi Relationship
Menaged Very  Managed l;zorly Managed pmewhat %ell mmvi’u managed
Poorly Somewhat extremely well

Poorly
Cyitevio VEand VI should be completed alter both (cns hase completed dhicie 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 learn m today's negotiation?

7 6 4 3 2 1

Did not Did not understand or Did d or Neurral Understood And Understoodamd ~ Understood and
understand or  |egm leamn ¥nuch Learned Somewhat  leamned well fearned

fearn st 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)
i the feam invent self-serv rial facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS \ or TEAM VIOLATED ETHICAL STANDARDS

If you circl 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:

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

Fhe Fovaheren Ceaerr Fonns sall be collecred by e comvpenoon adnmsteaee PRIOR o thie

guddees previdizre teedback o the List e e,



Attachment B

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

Judge’s Name: (__ Ué"‘\“ \\U“'Cclhte:i/azg Room #: 23

Team Letter Designation: A _ K\ Client Name: ukm e Sr-w.wx

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

Round #1 Round #2 Final:

Coteria -V shonkd he contpletid foflowing the uul ol the negotiation uul W Iuk e teanms

arc preparing Tor the self-ivsis, -

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 Neutraf 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 unf n moves by the opposing team?

7 6 5 4 3 2 1

Very Inflexible Somewhat Soraewhat 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 3 2 1
Goalsnotserved  Goals notserved ~ Cosls somewhal  Neutral Goals served s sefved welt  Goals served
at at) not served somewhat very wetl

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

7 6 5 4 3 1
Totally lacking L acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Excclient
in teemwork teamwork teamwork Teamwork

NOTE: For asingle-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

This scale focuses on word choice, attltude' Ay .H‘*_- mnd implied and explicit communications.
Did the way this team manage its ref R L Wthe other team contribute to or detract from
achieving its client's best interggts? e

Critervia Vand VI should Iu u»mpldul after bothr gewins bay e completed (heir sell-

arly 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 g 3 ! 2 )
Did not Did not understand or Did rot understand or Neutral Ui Understood and ~ Understood and
understand

O  learn learn much Leamed Samewhat  learned well learned
learn &t 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 prof&e31on?Torexmple 1) did the team misrepresent material facts? 2)
dWm invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STAND 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, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

a by the compariion o mm dier PRIOR 1o the,

j il -l:\‘ |IIL ] RUREYES Ik AL



Attachment B

EYALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four copies i iteo ing Scales.)
Judge’s Name: rd:ell #:mpmoom R 2

Client Name: { lS C/

Team Letter Designation:

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

Round #1 Round #2 2 : Final:

Critera BV shoutd be completed following the end of the ncgotiation and while the teams

ace prepaecing Tor the sell=aomalvsis,

L NEGOTIATION PLANNING

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

7 6 5 4 @ 2 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highty
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 3 4 @ 2 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Fiexible

. 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 — Coslssomewhat  Neygal Goals served rved wel] 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 4 @ 2 1

Totally lacking Lacking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excelient
in teamwork teasnwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, 111, 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 relationship w1th thc other team contribute to or detract from
achieving its client's best interests? T

7 6 5 2 1
Relationship  Refationship Relationshi B ip M Relatio Relationship
Managed Very  Managed Poorly Managed i Somewlw Wellamw mmpdnm\w‘zll managed
Poorly Somewhat extremely well

Criteria VI and VI shontd he completed alter both teams has e completed their self-

analyss,

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?
NQ

7 6 5 4 2 1

Did not Did not understand or Did not understand or Neutral Und Understood and Undorstood and
understand o (aarp learn much Leamned Somewhat  leamed well learned

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 thc legal profwsnon? For example, 1) did the team misrepresent material facts? 2)
aterial facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS  or VIOLATED ETHICAL STANDARDS

If you circled ANDARDS, 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 Fvaloanon Cricerea Fornes sall be collected by che ecompentons adiministrator PRIOR o the

Juclees providiee Feedback i the s s teanis



Attachment B

(Each judgs should receive four copics of the Evaluation Criteria Form—Judging Sceles )
Judge’s Name: (\_&US*‘V\ j1’\TCAW\ Celh)ate: 1 El 13 Room #:;_ I

Team Letter Designation: B- D Client Name: __ U c

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

Round #1 Round #2 »f Final:

Critera I-V showld be completed totltow g the end of the negotization and while the teams

are prepaving for the sell-amalvsis,

L NEGOTIATION PLANNING

This scale assesses whether the teamn 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
Veay Unprepared Somewhat Neutru! cwhat 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 team?

7 6 5 4 3 2 1
Very Inflexdble Somewhat Neutral Somewhet o Highly
Inflexible Infiexible Flexible Flexible

Im. 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 3 2 1
Goals not served Goals not served Goals somewhat  Neytra) served  Goals served well  Gosls served
atal) not served ewhat 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 2 1
Totally lacking [ goking teamwork ~ Somewhat lacking in Neutra) Very Good Exeellent
in teamwork teamwork Teamwork Teamwork

NOTE: For a single-person ieam, average criteria ], Il, I, V, VI, and VI 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, atgitu pand implied and explicit communications.
Did the way this team manage its rel i #ge other teamn contribute to or detract from
achieving its client's best interests? :

7 6 5 4 2 1

Relationthip  Relgtionship Relstionship Neutral Reletionstip Managed Relationship Relationship

Menaged Very  Managed Poorly Managed @%&u managed well menaged

Poorty Somewhat extremely well
Poorty

Critevia Vaad V1 shuuld be anphlul alter both tems have completed their seli-

analvsis, o

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 undersiand or Did not understand or ~ Neartral Understood and ~ Undersiood and
understand of  jeam leam much leamed well learmed

learn et all extremelv well

VII. NEGOTIATING ETHICS
Based on your observation, doyou believe the negotiating team observed or violated the ethical
standards of the legal profession? For ple, 1) did the team misrepresent material facts? 2)

did invent self—servin\g‘maéerial facts? ete. Select and circle one:
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:

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

Aluaiion Crieria ey




Attachment B

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

Judge’s Name: M{gﬂ {M‘Qﬁ Cel-)ate: qp‘[BRoom #_Q & ]

Team Letter Designation: s Client Name: LsC

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

Round #1 Round #2_ . Final:

Criteria -V shauld be u»mpldul Iu!lu\nml the uul of the nepotiation nul while the teams

are preparing for the seif-nnalysis, -0

L NEGOTIATION PLANNING

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

7 6 5 4 ) 2 1

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

7 6 5 4 3 @ 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highty
Infexible 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 D 3 2 1

Goals not served Goals not served Goals somewha Neanral Goals served  Goalg served well  Goals served
at ait 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 k) 3 2 i

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

NOTE: For a single-person team, average criteria I, II, 11, 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 exphclt communications.
Did the way this team manage its relg5iBg

achieving its client's best interests?

7 6 - 5

Relationship - Relatiouship Relationship Neurel  Relationship Managed Relationship Relationship

Managed Very Somewhat Well §n managed

Poorly Managed Poorty m managed we et gall
Poorly

Criteria V1and V II should be completed after hulh teams have completed their seff-

andvsis,

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 <y, 3 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand of  Jeap learn much Leaned Somewhat  leamed well leamed
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 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.

oo by e e it IIE uhn s ll - iRI()R et E|I

‘..'nl Ik il e \w N n:



Attachment B

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

Judge’s Name: Eﬂﬂk V- D’JHHMD Cell #:—)ate: i""]n Room #: Hé

Team Letter Designation: g-s Client Name: w 219

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

Round #1 Round #2 l/ Final:

Criteria 1-V shonld be completed folfowing the end of the negoteation and w hile (he teams

ave prepeiring 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 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
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&thc opposing team?

7 6 5 4 1
Very {nflexible Somewhat Neutral Somewhat 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
Goals not served Goals not served Goals somewhat Neutrat Goals served served well  Goals served
atall not served somewhat very well
IV. TEAMWORK

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

7 6 5 4 3 @ 1

Totally lacking 1 acking teamwork  Somewhat tacking in Neutrat Somewhat good Very Good Excellent
in teamwork tearnwork teamwork Teamwork Teamwork

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



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 b 5 4 3 @ 1
Relationship  Retationship Relationship Neutral Relationship Managed Reslationshi Relationship
Managed Very Managed Poorly Managrd Somewimra'eu managed wzu managed
Poorly Somewhat extremely well

Poody

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 ~ Neutra) Understood And Understood end ~ Understood and
understand of s leam 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:

J——
@AM OBSERVED ETHICAL ST@ 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.

Fhig s liarion Ceitenin oines willhecollocied I\\ Fu Col; )[klill H1 1 m*m s alor PRIOR o (he

-'\':_kll\lkl Tihe s fu



Attachment B

(Euch judg: should receive four COpil iteria Form—Judgmg Scala )

Judge’s Name: A/ % Cell te: ql’”lf Room# 12Y
Team Letter Designation: T} -\ Client Name: __ USC
Negotiation judged:

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

Round #1 Final:

Criteria -V should be completed follswing tlu end of the negotiantion and while the teams

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 S 3 2 1
Very Unprepared Somewhat Neutrat 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 @ 3 2 1

Very Inflexible Somewhat fural Somewhat Flexible Highly
{nflexible 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 5 3 2 1
Goals notserved  Goals not served Goals somewhat utral Goalsserved  Goals served 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 2 1
Totally lacking  § 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 1, 11, 1Il, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



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

achieving its client's best interests?

7 6 5 @ 3 2 1
Relationship  Relationship Relationship Neutraf Relationship Managed Relstionship Relationship
Managed Very  Mangged Poorly Managed Somewhat Well managed woll

Poorly Samewhat extremety well

Criteria V1 and VH should be completed after hoth teams I| we u»mpluul theiv self-

analvas,

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 tearn'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 Und And Understood and Understood and
understend of  (eam leam much Learned Somewhat  learned well learned

learn at all extremelv well

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

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.

The laaluarion Criterza ) will- . A Lo i I’RI()R tio th-..




Attachment B

(Each judge should receive four cop jon Criterta Form—Judging Scales.)
Judge’s Name: /r W Cell #: Date: M Room #; [2¢
Team Letter Designation: A’ - Y Client Name: 81 AA OR)
Negotiation judged:

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

Round #1 ; Final:

Criteria 1-V <heuld he complesed Tollowing the end of the negatiation aad white the teams

ae 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 4 3 2 1
Very Unprepared Somewhat Neutral Somewhat Prepered Highly
Unprepared Unprepared Prepared 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
to for example, to new information or to unforeseen moves by the opposing team?

7 6 5 > 3 2 1

Very Infiexible Somewhat Neural Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexsble

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 whethgeement was reached, serve the client's goals?

7 6 5 3 2 )
Goals not served Goals not served Goels somewhat Newnral Goals secved  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 4 3 2 I
Totally backing | acking teamwork ~ Somewhat lacking in Neutrsl Somewhat good Very Good Excellent
in eamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, Il1, V, VI, and V1l and enter that result (1o the nearest
whole number) as the leamwork 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 cther team contribute to or detract from
achieving its client's best interests?

7 6 5 3 2 1

Relationship R ejationship Relationship Neutmi Relstionship Managed Relationship Relationship

Menaged Yoy Managed Poorly Managed Somewhat Welt managed well managed

Poosly Somewhat extremely well
Poorly

Criteria V1 and VI shoukl be completed after both teams have completad their selt-

analy Nis,

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 toda gotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did not understand or eutral Underatood And Understood and ~ Urnderstood and
understand OF  |ear; tearn much Leamned Somewhat  \earned wetl learned

legrn et all extremely 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:

TE ERVED ETHICAL STANDARDS T TEAM VIOLATED ETHICAL STANDARDS

i A
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.

Jhe Pxeloipion-Critesiac Formis aw il be callécred by ihe contpetaticin adizn 1

o
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Attachment B

{Each judge shouid receive four ¢

EVALUATION CRITERIA FORMJUDGING SCALES
j { i e Evaluation Criteria Form—Judging Scales.)
Judge’s Name:.Ehc,é’Awm Cehtc: _f*.[g_ Room #:_ 22
Team Letter Designation: A -1% Client Name: _ %5z ‘1/ cpntor

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

Round #1 Round #2__ Final:

Criteri 1V shoukd be completed following the end ol the negotzinion uul W IlllL the leams

are preparing for the sell=anlysis. R

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 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 @ 4 3 2 1
Very inflexible Somewhat Neutral Somewhat Flexible Highly
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 @ 4 3 2 1
Goals notserved  Goals not served ssomewhat  Neutral Goals served  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 g’ [O) 2 1
Totally tacking | acking teamwork  Somewat lacking in Neutral Somewhat good Very Good Exceflent

in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, II, 111, V, VI, and V1! and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGO'I‘IAT]N G TEAMS
This scale focuses on word choice, §ifiHE? e.and implied and explicit communications.
Did the way this team manage its relatiorggii i thg other team contribute to or detract from

achieving its client's best interests?

7 5 4 - 3 ; 2 1
Relationship  Relatonshi Relationship Neutral Retationship Managed Relationship Relationship
Menaged Vety  Managed Pgorly Managed Somewhat \!pVelI managed wolt managed
Poorty Somewhat extremely well

Poorly
Criteria VI and VI \Ium!(l he u;mplu((l after Imlh teams have uunph(ul their sclf

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 ~ Neatral Understood And Understoodand ~ Understood and
understand of  Jeam learn much Leamed Somewhat  leamed well tearned
learn 8¢ 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 tearmn misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED BTI-]ITANDARDS 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.

ur PREOR 10 the




Attachment B

Judge’s Name: FR\e Ezanec  Cell *‘:te: _%/20 Room#:_229
Team Letter Designation: B- é Client Name: _ U S<
Negotiation judged:

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

Round #1 Round#2__ Final:

Criteria 1-V should be completed tnllu\\mn llu cnilof the negotintion |m| while (flt (e

are preparing 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 @ 5 4 3 2 1

Very Unprepared Somewhst Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
O. 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 @ 4 3 2 1

Very inflexible Somewhat Neutral Somewhat Flexible Highly

Inflexible Inflexible Flexible Flexible

III. OUTCOME OF SESSION

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

outcome of the session, regardless of wheth;g;zcmcm was reached, serve the client's goals?
eutra)

7 6 @ 3 2 1
Gealsnot served  Goels ot served somewhat Goals served  Goals served well  Goals served

a 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 /@/ @ 2 1

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

NOTE: For a single-person team, average criteria 1, I, Ill, ¥, 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, 4 ¢ and implied and explicit communications.
Did the way this tearn manage its relati the other team contribute to or detract from
achieving its client’s best interests?

7 @ 5 4 : 3 2 1
Relationship  Retationshi Relstionship Neutral Relationship Managed Relationship Relaticnship
Managed Very Managed Pgm‘ly Mrnaged Somewhat Well managed well managed

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 or ~ Neutre Understood And Understoodand ~ Understood and
understand of  |egpy learn much Learned Somewhat  learned well leamned
lean 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 @ ANDARDS 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: __ Kon®es Ccll-ate: 98'/21 Room #: 229

Team Letter Designation: _ X & Client Name: _0SC

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

Round #1 Round #2_ X Final:

Criteria -V should be completed fallow ing the emd ol the negotiation and while the (einms

are preparing for the self-analy sis.

1. 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 Neartral 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 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 session, regardiess of whether agreement was reached, serve the client's goals?

7 6 5 4 3 2 l
Goals not served Godls not served Goals somewhat Neutral 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 lecking 1 acking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, 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 relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 {2/ 1

Relationship  Relationship Relationship Neurtral Relationship Managed Relationship Relationship

Menaged Very Somewhat Well mangged

Poorty Managed Poorly angﬁdm at W managed well well
Poorly

Criteria VEand VI should be completed alter ot teions have compteted then 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 /2) 1

Did not Did not understand or Did not understand or ~ Neutral Understood And Understopd and ~ Understood and
understand of  jegpy learn much Learned Somewhat  learned 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:

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

e bovir oy Crieria oot he colicotad B the comvpettor cdmomi<sates PRIOR (e e

Taeipes oz foedhack To e st teane s
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Attachment B

(Each judge should reoelvs fonr coples of the Bvaluation Criteria Form—Judging Scales.)
Judge’s Name: __K-0nze, Cell @at& 09/2/i3 Room#:_229
Team Letter Designation: ___ A - 13 Client Name: _l:L_y_D_‘}ﬁr_&m@D__

Negotiation judged: s
(Please circle the competition level—Regional or I\@ional&nd mark the round observed)

Round #1 Round #2 X Final:

Criterin 1=V shoadd be completed following the end of ithe negotiation and while the teams

are preparing for the sell=amalysis,

I NEGOTIATION PLANNING

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

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

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

7 6 5 4 3 2 1
Goals not served Godls not served Goals somewhat Neutral Goals served  Goalg scrved well  Gouls 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 Iacking [ cking teamwork ~ Somewhat leckingin ~ Neuwnl Sormewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwark 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 reamwork rating.



«

V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 6 5 4 3 (2) 1

Relationship  Relationship Relationship Nentral Relationship Managed Relationship Reletionship

Managed Very  Managed Poody Managed Somewhat Well managed well mansged

Poorly Somewhat extremely well
Poorty

Criteria VI
aanrbyvsis,

and N should be completed aftee both e have completed their selt- 0 =

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 12) 1
Did not Did not snderstand or’ Did not inderstand or ~ Neatral Understood And Understood apd ~~ Understood and
understand Or  fpgry learn moch Learned Somewhat  learned well leamned
learn at al} extrernely 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 tearn invent self-serving material facts? etc. Select and circle one:

TEAM OBSERV'EDl

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:

ETHICAL STANDARDS  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.




Attachment B

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

Judge’sName%r ltar Spith Cell_)ate:_‘;égé_} Room #: é/é

Team Letter Designation: 9 o Client Name: (A5 C

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

Round #1 Round #2__1S  Final:

Crrteria 1-V should he completed followigie the cnrd ol the negotiation and w IIIIL the tens |

aré preparing for the self=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 s

7 6 5 4 2 1
Very Unprepared Somewhat Neutral 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 posing team?

7 6 5 4 2 1

Very Inflexible Somewhat Neutral ewhat Flexible Highly
inflexible Inflexible Flexible Flexible

O0I. 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 wasfeached, serve the client's goals?

7 6 5 4 2 1
Goals not served Goals not served Goels somewhet Neutral algserved  Goalg 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 2 !
Totally lacking [ aoking teamwork  Somewhat lacking in Neutral Somewhat good Excellent
in teamwork king teamwork teamwork Tery Teamwork

NOTE: For a single-person team, m'*erage criteria I, IT 111, V, VI, and VII and enter that resullt (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 expllmt comrmunications.
Did the way this team manage its rel J IR

achieving its client's best interests?

7— 6 5
Relationship  Relationship Relationship
MmsadVery Managed Poorly Managed
Poorly Somewhat
Poorly

¢ nlul vV and VI \ImuI(I he u»mpl(lul alter hoth (eams have completed their self-

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 understang or Did not undersiand or Neutral Understood And Understood and end
undersand of  jegm learn moch Learned Somewhat  leamned well

leam at all extremely well

VII. NEGOTIATING ETHICS

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

TEAM OBSERVED ETHICAL STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

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

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

Adiuntion O TUERS ettt b e Lo i straton BERIOR toahe |




Attachment B

(Bach judge should receive Tour copies of the Evaluation Criteria Form—Judging Scales )
- BT

Judge’s Name: Davip T;'(‘C"’;Z Cell #:“Date: Sl Room #: 3/ 6:
-2 Client Name;___ (/5 C_

Team Letter Designation:

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

Round #1 Round #2 Z-B Final:

Critevia 1-V should be completed followmy the end of the uecoGaton and while the teams

ave preparing (or the 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 4 2 1
Very Unprepared Neutral 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 opposin ?
2
ble

7 6 5 1
Very Inflexible Somewhat Somewhat Highly
Inflexible Inflexible Flexible Flexable

oml. 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, serye the client's goals?

7 6 5 4 3 2 |
Goalsnotserved  Goalsnotserveg ~ Joals somewhst  Neutral Goals served rved well  Goals served
at all not served somewhai 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 tesmwork ~ Somewhat tacking in~~ Neural Somuwlrt good Very Good Exceilent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, I1I, 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, atguds fope, and implied and explicit communications.
Did the way this team manage ts rels s it .the other teani contriblte to or detract from
achieving its client's best interests?

7 6 5 4 é 2 1

Reletionship  Relationship Relationsti Neutral ip Managed jonshi Relationship

Manwdvﬂ Managed Poorly Managed ° Somewﬁstzslell menagedvzll menaged
Somewhat extremely well
Poorly

Criteria VEand V1 shiould be completed alter both icams 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 leamed from today's negotiation?

7 6 5 . 4 3 2

Did net Did not understand or Did not understand or Neutral Understood And Understood and

understand or  |eam leam much Leamed Somewhat  learned well aTEd

learn 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 professwn? For example, 1) did the team mlsrepresent material facts? 2)

If you ci 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 oatmmon Crer Formes awall e cellected by the competisen admmstrnor PRIOR o (he

andges prosidime feedhacl e the Lt teo eams.



Aftachment B

(Each judge should receive four capies ion Critéria Form—Judging Scales.)

Rebeer, Cell #:  pate:1 2 (2 Room #:_??‘_g_

Judge’s Name:
Team Letter Desigmtion: %"’9‘\ Client Name: __ W SQ)

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

Round #1 Round #2 :B

Criteria -V shoald he completed tollowing the cud of the negotiation and swhile the tens

are preparing for the sell=analy sis.

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law arnd 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

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 lexib,

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 1
Goalsnotserved  Goalsnotserved ~ GCoalssomewhat  Neymal Goals served It Goals served
at il not served somewhst 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
Totatly lacking [ acking teamwork  Somewhat lacking in Neutral Somewhat good Excellent
in teamwork teamwork teamwork Teamwork

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



V. RELATIONSHIP BETWEEN
This scale focuses on word ch01ce attitudef
Did the* way this team manage its relation

achieving its client's best interests? o

7 6 5 4 3

OTIATING TEAMS
#8, and implied and explicit communications.

1
Relationship  Relationship Relationship Neutral Relationship Managed Ralatighg ationship
Managed Very  Managed Poorly Managed Somewhat Well hlged m
Poorly Somewhat
Poorly

Criteria VEand VI shouald be completed after boh teams hase completed ther self-

aalysis,

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 undersmandor ~ Neutval Understood And Understood and nderstood and
m o Jeam learn much Learned Somewhat  leamned weil u

\4

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 rial 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:

r 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.

Fhe Fovaluatiien Crerny Forms wall be colleored by tiie compaetition sdmmiseeaior PRUIOR 1o the

Judees providime feedhach e the List e tcions,



Attachment B

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

q{z Vi

. g b
’I/‘eal;l Letter Designation: P\" _@ r} Client Name: 34\\\15\/&4

Negotiation judged:
(Please circle the competition level—Regional or Na

jonal / and mark the round observed)

Round #1 Round #2 Final:

Critermy -V shoulit he completed follosw e the end of the nceotiation and while the teams

are preparing foc 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 Somewhst Neutral Somewhat Prepered Highly
Unprepared Unprepared Prepared

IL FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATE

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 Somewhat Neutral Highly
Inflexible Inflexible Flexible

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

7 6 5 4
Goals not served Goals not served Goals somewhet 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
Totally lacking | acking teamwork  Somewhat lackingin ~ Neutral Somewhat good
in teamwork tearnwork tesmwork

NOTE: For a single-person team, average criteria I, 11, III, V, V1, and VIl and enter ot (to the t

whole number) as the teamwork rating.



V. RELATIONSHIP BETWEE N THE NEGOTIATING TEAMS
This scale focuses on word choncc, att il

Did the way this team manage'its relaf ith ‘the other teamn contribute to or detract fmm
achieving its client's best interests? gk .
7 6 5 3
Relationship  Relationship Relationship Neutral Relationship Managed
Mmri?d Very Managed Poorty Managed Somewhat Well
Somewhat

Crutera VEond VH should be completed after hoth fe: ams has e completed their selt-

anzlvsis,

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 understend or Did not understend or ~ Neutral Understood And
tm‘iﬂm o Jeam learn much Learned Somewhat
earm 1

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 tea aterial facts? etc. Select and circle one:

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 expllain in detail:

—

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

e I vabiivon Criieria Locms will e collecred by the competiimn admmisiener PRIOR o thce

andees providiie Seedback to the Lt two teams



Attachment B

(Ennh)udgeshwldrwmvefwmplmofﬂmeﬁvahmonCHMnch—IudpngScd«) 17

Judge’s Name: 69@)/‘ (,QQZ)['QW Cell #-Date: 9/?.‘ / E Room #:__Z_Zé_

Team Letter Designation: 6 g Client Name: (/(SC

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

Round #1 Round #2 § Final:

Criteria 1=V should he completed following, lho. ¢ud of the ne 'tlll Hon mcl while the teams

ared prepaiving for the seli-inalvsis, ©

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 strategy?

7 6 5 4 3 2 @
Very Unprrepared Somewhat Neutral 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 3 2 @

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflaxible 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 ~ Goals somewhat  Neygral Goalsserved  Goals served well  Goals served
at al) not served somewhat vory 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 @ 1

Totally lacking | aeking teamwork  Somewhat lacking in Neuts! Somewhat good Very Good Excellent
in teamwork tearnwork teaqvwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, I, 111, V, V1, 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, atutude and tone and implied and explicit communications.
Did the way this team manage its rel gRsEMsuNthe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 0

Relationship  Relationshi Relationship Neutrat Relationship Managed Relationshi Relationship

Mﬂ-ﬂﬂsﬂd Very Managed Pgorly Managed Somewhat Well managed \:epll managed
Somewhat extremely well
Poorly

Criteria Vand V Il xhuuld he u;mpklul alter both (eams I| e u»m]ih(ul flreir selt-

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 2 6

Did not Did not understand or Did not understand or ~ Neutral Understood And Understood and ~ Understood and
understerd of  |egm learn much Leamned Somowhat  lesrned well keamned
learn at all extremely well

NEGOTIATING ETHICS
n your observation, do you believe the negotiating team observed or violated the ethical
standards .
did the team ifrvent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED CAL STANDARDS  or TEAM VIOLATED ETHIC

If you circled TEAM VIOLATED" ETHICAL STANDARDS, was th¢ ethical violation so severe
that, in your judgment, the team shouldbe dlsquall fied from the‘competition? Circle one:

YES, DISQUALIFY \NO DO NOT DISQUALIFY

l - - - : y /.-"
Please explain in detail o

-~
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Aftachment B

(Ea&pdpshmhdrmuvefomcoplmofdusv

Judge’s Name: %m /Lffm& 41 e S DMe: = &aj—_
Team Letter Designation: —-\ /) Client Name: 8) m m

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

Round #1 Round #2 Final:

Criteria -V should be campleted following th end of |Iu negotation-and while the teams '

ATC prep: nm" for Hie self-amailysis,

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 Somecwhat Neutral Prepared Highly
Unprepared Unprepeared Prepared
I FLEXIBILITY IN DEVIATING FROM PLA 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 Flexibie Highly
Inflexible Inflexible 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 wgefeache

7 6 5 4 2 1
Goals not served  Goalsnot served  Coalssomewhat  Neyer) Goals served welt  Goals served
atall not served very well

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

7 6 5 4 2 1
Totally lacking [acking tesmwork  Somewhat lacking in Neutral Very Good Excellent
in teamwork teamwork Tearnwork Teamwork

NOTE: For a single-person leam, average criterta ], I, 111, V, V1, and VII and enter that result (lo the nearest
whole number) as the leamwork rating.



V. RELATIONSHIRR
This scale focuses on woreHh A

Did the way this team manage its relanonshlp w1 i
achieving its client's l;iest interests?

HE NEGOTIATING TEAMS

7 6 5 4
Relationship  Relationship Relationshs Neutral
MmasedVew Mansaged Poorly Mmg::hm

Somewhat

Poorly

Criteria V1 and VIE \Imnl(l be u»m{)ltlu! mu both teams have completad their 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 differently?"

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

Based on the team's self-analysis during the review sessigx
negotiation dynamics and learned from today's negotiatign?

adequately understood the

7 6 5 4 2 1
Did not Did not understand or Did not understand.or  Neutral Understoodand ~ Understood and
wderstand of  Jearn learn much learned well leamed
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 the lege ession? For exa.mple 1) did the team mlsrepresent material facts? 2)

or TEAM VIOLATED ETHICAL STANDARDS

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 Tl mn (lalull I' N N e corliec Lo g eive ¢ 'J:_-':- e




Attachment B

(Each judge should recelve four copig

maréé‘l S .
—/5 Client Name: US C/
Negotiation judged:

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

Judge’s Name:

Team Letter Designation:

Round #1 Round #2 Final:

Criteri: ! I-N showld he completed iulln\\m ; th uld ul llu et SO0 u-ul W e the teams

aie prepuaring for the self-nmalvsis, - -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 pattern. How well-prepared was

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

7 6 5 4 3 2
Very Unprepared Somewhat Neurtral Somewhat Prepared
Unprepared Unprepared Prepared

. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATE
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 [nflexible Flexible Flexibls

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'sfoa

7 6 5 4 3 2
Goals not served Gosls not served Goals somewhat Neutral Goalsserved  (Goqls served well
at all not served somewhat

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

7 6 5 4 3 2
Totally lacking  § goling teamwork  Somewhat lacking in Neutral Somewhat good Very Good
in teamwork teamwori teamwork Teamwork

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.



TIATING TEAMS

V. RELATIONSHIP B TWEE H
- gand, implied and exphcrt communications.

This scale focuses on word chigiRfiGEN . 3
Did the way this team manage its rel atlons p ‘Wi i
achieving its client's best interests?

7 H—= 5 4 -3 o IID 1

Relationship  Relationship Refationship Neumal  Relationship Manafed Relationship Relationship

Managed Very  Managed Poorly Managed Somewhst Well | managedwpli ~ mansged

Poorly Somewhat : extremely well
Poorly

Criteria VEand VA1 shonld Iu umlpluul after both teams have uunpiuul their self--

anahy Nis.

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 ot understand or Did not understand or Neutral Understood And
;ﬂ@%« fean learn much Learned Somewhat
eamn

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

LATED 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.

riafor PRIOR o the”
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Attachment B

h jg:receivefo the Evaluation Cn Form—JudmgScala)
Judge’s Name: gwofo Chate %2 l Room #: ;2% ;

Team Letter Designation: @) = 3 Client Name:

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, hsllm\m g I!u cnd of llu negoti ilmn and while !|1L teams,

arc preparing for the self=an: Il\\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 < 3 2 1

Vay Unprepared Somewhst Neutral Somewhat Prepared Highly
Unprepered Unprepared Prepared Prepared
IL FLEXIBILITY IN DEVIATING FROM PLANS OR AD 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 Somewhet Neutral Somewhat Flexible Highty
Inftexible 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 2 1
Goals not served  Goals not served ~ (oals somewhat | Neytral 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 2 1
Totally lecking [ acking teamwork  Somewhat tacking in Neutral Very Good Excellent
in teamwork tearnwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, 111, V, V1, and VII and enter that result (1o the nearest

whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGO TING TEAMS
This scale focuses on word choice, i implied and explicit communications.

Did the way this team manage its rel SUoR Sit] sasghe 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 Relationship “eistionship

Managed Vi managed

Poorty ey Managed Poorly WM Somewhat Well managed well s el
Poorty

Criteria- V1 and V II shoutld be completed after both teams by e completed their self-

||||I\\|\

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 ot~ Neutral Undastood And Understood and |  Understood and
understand OF  Jeam 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 t ent self-servin rial facts? etc. Select and circle one:

S or TEAM VIOLATED ETHICAL STANDARDS

If youei D 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: \ /
X
/N

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

Wiy thy compitition adiiiissraio PRIOR 1o th

‘;M\ [HHI;




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

Judge’s Name: %f ANRC Cell #

Team Letter Designation: ﬁ)[ “l ?{

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

Round #1 Round #2__/~ Final:

Criteria 1=V shonld e completed folloswing the endd of tlhie necociation and winle the eeams

ave preparing 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. How well-prepared was

this team, judging from its performance an pparent strategy?

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

IL FLEXJIBILITY 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 Neutral Somewhat Flexible Highly
Inflexidble nflexible 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, regardiess of whether agreement was reached, serve the client's goals?

7 6 ) 4 3 2 ]
Goalsmotserved  Goalsmotserved ~ Goalssomewhat — Neutral Goals served  Goals served wel  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 @ 2 ]

Totally lacking Lacking teamwork ~ Somewhat lackingin ~ Neutral Somewhat good Very Good Exceilent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, IIl, 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, attjtu :
Did the way this team manage its relafiiie
achieving its client's best intergsgs?

7 6 4 3 2 1
Relationship  Refationship fationship Neutral Relationship Menaged Relationship Refatignship
Mansged Very Managed Poorty Managed Somewhat Well managed well managed
Poody Somewhat extremely well

Crieria V9Eand VL shiould be completed after both (ens have completed their sell-

atalvais,

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?(o
3

7 6 5 4 2 1

Did not Did not understand or Did not understand o~ Neutral Understood And Understcod and ~ Undersiood and
understand or  |eqm learn much Leamned 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 professmn? For example 1) did the team mlsrepresent material facts? 2)

or TEAM VIOLATED ETRICAL 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:

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

The b vadianon Ceoere T ovoes will be collecied baoabe compesition clminisizior PRIOR io the

Juidees pravidhine feedback ol asi iw s,



Attachment B

(Each judge should recsive four copies of the Evahuation Criteria Forrm—Judging Scales.)

Judge’s Name: Bf A Ner Cell EDate:qlgl Room #: I:_)B

Team Letter Designation: R -1 Client Name: U A) C-

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

Round #1 Round #2__ .~ Final;

Criveria 1-V shonhil he completed following the end ol ihe negotiation and while the teinms

are preparing lor (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 pattem. How well-prepared was

this team, judging from its performance and its gpparent strategy?
7 6 5 3 2 1
Unprepared Somewhat Neutral Somewhat Prepared Highly
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 tearn able to adapt its strategy
to for example, to new information or to unforeseen moves bf the opposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutral Somewhsat 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 whethment was reached, serve the client's goals?

7 6 5 3 2 ]
Goalsnot served  Goalsnotserved ~— Goals somewhat  Neyprg) Goalsserved  Gaals served well  Goals scrved
atall not served somewhat very welf

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 ]
Totelly lacking Lacking teamwork ~ Samewhat lacking in cutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwaork

NOTE: For a single-person team, average criteria I, II, I1I, 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.relafoRSHip@the other team contribute to or detract from
achieving its client's best interests? '

7 6 @ 4. 3 2 1

Relationship  Refationship clationship Neutral Relationship Managed Relationship Relationship

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

Criteria Vi VI stiould be completed afier hoth tcams laive completed their selt-

aialvsis,

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 nat Did not undersmnd ar Did not understand or Neutral Understood And Understood and Understood and
understand o |egm \ean much Leamned Somewhat  leamed welt 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 ing 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, DONOT DISQUALIFY

Please explain in detail:

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

Fhe Pvatiamon Craena anns sl be collecied by the compeiion admmnsteaor PRIOIR 1+ the

odues prevchog tecdback e he T nviciums,




Attachment B

(Each judge should receive four copies obte Evihiation Criteria Form—Judging Sceles.)
Judge's Name: ('; Walecs Cell te: Zl?l “ { Room #: I&X

Team Letter Designation: %- \ Client Name: %Q

Negotiation judged: )
(Please circle the competition level—Regional or Na\t7ﬁal / and mark the round observed)

Round #1 Round #2 Final: et

C ||lu i 8-V should he completed. !nlln\\m« the cnd of the negotisdion and \\Inh the teams

are preparing (e 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

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 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 ewhat Flexible Highly
Inflexible Tnflexible 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 6 3 2 1
Goals somewhat St

Goals not served Goals ot served Goals served  Goaly served well  Goals served
atall not served somewhat very well

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

7 6 5 4 3 1
Totally lacking [ acking teamwork ~ Somewhet lacking in Neutral Somewhat good v Excellent
in teamwork teamwork kg teamwork T:ymm 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 TIIE NEGOTIATING TEAMS

This scale focuses on word choice, ¢ anddones and implied and explicit communications.
Did the way this team manage its r& S c other team contribute to or detract from
achieving its client's best interests? “'"“‘

7 6 5 4 2 I

Relationship  Relationshi Relationship Neutral  Relationship Managed Relationship Relztionship

Mamaad Very Munaged Pgody Managed Somewhst Well managed well managed
Somewhat exremely well

Criteria V1 nnl VI should be unmpluul alter Im(h dcams I| e unnpluul their sell-

analvsis,

VI. SELF-ANALYSIS

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

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

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

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

7 6 5 4 @ 2 1
Did not Did not understand or Did not understand of Neutral U And Understood and Understood and

o Jeam leam much Learned Somewhat  learned well tearned
leam 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 tuming in this form.

w PRIOR 1o the |




Attachment B
(Each judge should receive four copies ofﬂu Evahmtmn Criteria Form—Judging Scales.)

Judge’sName:%(,ﬂ@m Ccll_Date OM&) (3 Room #: ZZS

Team Letter Designation: 414 : { 6 Client Name: S NOA

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

Round #1 Round #2 éﬂ g Final:

Criteria 1=V should be completed Iullm\m Lthe end of llu negotiion uul while tho. feams

ardé preparide oy the seff-nn: II\ Nis.

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 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
Inflexable Inflexible Flexitle 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 @ 1

Goals not served Goals not served Goals somewhat Neutral Goalsserved  Gonls 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?

7 6 5 4 2 1
Totally lacking  § acking teamwork  Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, IlI, V, V1, and V1l and enler 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 exphclt communications,
Did the way this team manage its rel aERERHITINIRA
achieving its client's best interests? .

7 6 5 4 3 ® 1

Relstionship  Relationship Relationshi Neutral Relationship Managed Relationship Relationship

MmsedV«y Managed Poorly Managed P Somewhat Well managed well managed
Somewhat exremely well
Poorly

Critevia V1 and \ Il slmuhl hg completed lll(t Imlh teams h; e um:pluui ther \L“

ancdy il

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 Understood and
understind of  jeam leamn much Leamned Somewhat  learned well learned

leamn at all exiremelv well

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

stan f the legal profession? For example, 1) did the team misrepresent material facts?2)
did the team nt self-serving material facts? etc. Select and circle one:
TEAM OBSERVED ETHI STANDARDS or TEAM VIOLATED ETHICAL ARDS
If you circled TEAM VIOLATED CAL STANDARDS, was the€thical violation so severe
that, in your judgment, the team should \mqual\lﬁed from the competition? Circle one:
YES, DISQUALIFY B G,\I__)_O NOT DISQUALIFY
Please explain in detail: - el ey _

/ =

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

aor PRIOR T the




Attachment B

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

Judge's Name: (901\,0&/(5 Catc: Z}Zé z Room #: &&f
Team Letter Designation: r}/’)}’ ~] //) Client Name: I“L\A/v}—(i -

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

Round #1 Round #2 Final:

Criteria 1\ shoald be completed Iulln\\m" (Iu unl of llu nu‘u(I TURTRTIEY I1|h the (cims.

areprep: mn" For the self-aa: II\\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 strateg

7 6 5 4 2 l

Very Unprepered Somewhat Neutral Prepared Highly
Unprepared Unprepared Prepared
IL. FLEXIBILITY IN DEVIATING FROM PL 2 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 opposin ?

7 6 5 4 3 2 |

Very Inflexible Somewhat Neutra} Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

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

7 6 5 4 3 2 I
Goala not served Goals not served Goals somewhat Neutral Goals served | Goals served wall  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 I
Totally lecking [ acking teamwork ~ Somewhat lackingin ~ Neanral Somewhat good Very Good Excellent
in teamwork teamwork 'wark Teamwork Teamwork

NOTE: For a single-person leam, average criteria 1, II, lil, 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, atfifude agehtenssmiid implied and explicit communications.
Did the way this team manage its rel diSRSPIIREHe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 1
Refationship  Relationship Relationship Neutral Relgtionship Managed Relationship Relationship
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly extremely weil

Crideriog VI ed VI shoubd be completed atter hoah teams lase completed theare self-

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 leamed from today’s negotiation?

7 6 5 4 3 2 1
Did not Did net understend or Did not understand o~ Neutzal Understood And Understoodand | Understood and
understand O fearn learn much Learned Somewhat  leamed well learned
leam at all extremely 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-servin terial 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:

TEAM VIOLATED ETHICAL STANDARDS

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

A

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

1
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Attachment B

EVALUATION CRITERIA FORMJUDGING SCALES
(Each judge should receive four copi Criteria Form—Judging Scales.)
Judge’s Name: L ell “Datc: ﬁ/ Z( Room #: z‘ b

’” ame; USC’

Team Letter Designation:

Negotiation judged: .
(Please circle the competition level—

Round #1 ___

Criteria - V shoold becompleted | Iullu\\m" the end of th ne sotsiion and w hlll llu teatny,

are preparing for the sedl-annlysis, -

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
Unprepared Unprepared Prepared

II. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATE
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 opposin ?

7 6 5 4 3 2z 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 /g6als?

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neutrat Goals served  Goals served we Goa!s 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
Totally lacking 1 acking teamwork ~ Samewhat lacking in Neutrat Somewhat good Very Good
in teamwark teamwork teamwork Teamwork

NOTE: For a single-person team, average criteria l, II, 111, V, VI, and VII 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, attjituleRIShlg, and implied and explicit communications.
Did the way this team manage its relafig ioreh the other team contribute to or detract from
achieving its client's best interests?

7 —-6 5 4 3 2 1

Relationship  Rpfationshi Relationship Neutral Relationship Mansged Relationship Relationship

Maneged Very Mmmgcd?goﬂy Managed Somowhat Well menaged well /[ managed

Poorly Somewhat || exremely vl
Poorty

Crortevie VEand VIEshoudd be compileted afier bory teams have completed theivsell-

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 learmed from today's negotiation?

7 6 5 4 3 2 1

Did not Did not understund or Did not understand or ~ Neutral Understood And Understoodand ~ Understood and
undorstind OF  jegn learn much Leamed Somewhat  lcamed well tearned

fearn st 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 thw = i erial facts? etc. Select and circle one:
e
<’I‘E&9BSERV’ED 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:

ELEASE 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: & { ﬂdém It J, Cell#:-)ate: : ZZ‘ Room #:_3 | (g

Team Letter Designation: ﬁ' / 7 Client Name: _ﬁ[/p/&/

Negotiation judged:
(Please circle the competition level—Regie

jonal / and mark the round observed)

YL OEING

Round #1

Criteria 1-V shonld be completed. Iullm\m“ the end ol the negotr: o amd while the (cams |

are preparing foe e seif-amilisis,

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 ance and its apparent strategy?

7 6 4 3 - 1

Very Unprepared Neutral Somewhat Prepared Highly
Unprepared Unprepared Propared 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 unfopeseen moves by the opposing team?

7 6 5 3 2 1
Very Inflexible Somewhat N 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 ' 5 4 3 2 1
Goals not served CBils not served Goals somewhat  Neutra] Goalsserved  Gouls served well  Goals served
at al} 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 2 1
Totally tacking [acking teamwork ~ Somewhat lacking in Neutral Very Good Excellem
in teamwark teammwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria I, 11, IlI, V, V1, and VII and enter ihat result (to the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, atjifass @ind implied and explicit communications.

Did the way this team manage its rela 0 : jthe other team contribute to or detract from
achieving its clieat's best interests? LR

7 5 4 3 2 1
Retationship ionab Relationship Neutral Relationship Menaged Relationship Rélationship
Menaged Very Poorly Managed Somewhat glell managed well managed
Poorly Somewhat extremely well

Criteria VI and VI shonld be uunpluul aflter Imlll feams h e uuuphlul their selt-

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 leamed from today's negotiation?

4 3 2 1
Neutral Understood And Understood and ~ Understood and
Learned Somewhat  learned well learned
extremely well

ple, 1) did the team misrepresent material facts? 2)
xts? etc. Select and circle one:

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

(E2ch judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)

Judge’s Name: W(Smlﬂ- Cell #g)ate: 92!/1% Room #:_ 3t &

Team Letter Designation: A- /7 Client Name: __( §7/2167)

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

Round #1 S Final:

Criterin -V should be completed, Inl!u\\mu the (ml ol the m"ull 1tion lml While the teams

arc’preparing for the sclf=amilysis, @ et

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

7 6 5 4 3 2 1
Very Unprepared Somewhat Neutral 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 unf; n moves by the opposing team?

7 6 5 4 3 2 1

Very Inflexible Somewhat N Somewhat 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 2 1
Goals not served Goals not served Goals somewhat Newtral Goalsderved  Goals served wetl  Goels served
at all not served rha 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 !
Totally lacking { acking teamwork ~ Somewhat lacking in Excellent
in teamwaork teamwork Teamnwork Team work

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



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitude pe, and implied and explicit communications.
Did the way this team managefis Tel 4uHe Bi¥ghe other team contribute to or detract from
achieving its client's best ingerésts

Criterir \ Fand VI should he compleied after hath e L have completed thewr \dl
Wiy 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 th sessnon, how adequately understood the

7 6 5 3 2 1
Did not Did not understand or Did not understand or nderstood And Understoodand ~ Understood and
understand of  |eg leam much Leamed Somcwhat  learned wall 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 tearn misrepresent material facts? 2)
invent se aeerial facts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

that, in your Judgment, the team should be disqualified from the competltwn? 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 Eva.lmﬁm Criteria Porm—Judging Scales.)

Judge’s Name: PAVID TI‘CL"’ZCeII#-)ate: 9-2) Room #: E'Z

Team Letter Designation: A/ Q‘ Client Name: S i OM

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

Round #1 Round#2 2-R  Final:

Critera 1-V sliould bhe completed following the cwd of the negatiantion aad while the teams

are preparing (o the seH=-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 pattem. How well-prepared was

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

7 6 5 4 O @
Very Unprepared Somewhat Neutral Somawim

Unprepared Unprepared

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 @
ghly

Very Inflexible Somewhat Neutral Somewhat Flexible
Inflexible Inflexible Flexibte Flexible

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

outcome of the session, regardiess of whether agreement was reached, serye the client's

7 6 5 4

Goalsnotserved  Goals not served Goals somewhat Neutral Goals served served well

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 @ @
Totally lacking Lacking teamwork ~ Somewhat lacking in Neutral Smwh“ good

in teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, II, 111, ¥, 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, atti deand tone, and implied and explicit communications.
Did the way this team manage its relat@SaIWaghe other team contribute to or detract from

achieving its client's best interests? - o
7 6 5 4 3 g 2 2 1
Relationship  Relationship Relationship Neutral Relationship Menaged R i Relationship

Manaeed Very Managed Poorly Managed Somewhat Well menaged well menaged
Somewhat extremely well

Cruern VIand VI shoald be completad after botl teams have completed theiv self-

aalvsas,

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 durmg the review session, how adequately understood the
negotlatlon 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 Understoodand U and
understand ar  jegrn learn much Leamed Somewhat  learned well leamed

learn at afl 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)

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.

The I valvation Criteren Fovins wilb be collected by the competition adiminisizgor PREOB to the

] . .. -
(RSN H
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Attachment B

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

Judge’s Name: Ras Aucant  cell #—)ate: QL3 Room #: 3

Team Letter Designation: % — % Client Name: AJ C_z

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

Round #1 Re(uwfg__r-im:

Criterie 12V should be completed Iulln\\m" llu vnd ol II.u. nu-un llmn m(l \\hlIL (IIL teanns

arc e N for 1he sell-wn: ysis, -

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
Unprepeared Unprepered 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 '@

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 (D

Goals notserved  Goals not served Goals somewhat Neutrat Goals served  Goalg served well  Goals served
at alt not seTved 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 10,

Totally lecking [ gcking teamwork  Somewhat lacking in Neutrat Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

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



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, af 1tude and tone, and implied and exphcnt communications.

achieving its client's best interests?

7 6 5 4 3 . oiy ‘ @

Rnl-ﬂomh‘llv Relationship Relationship Neutral Relationship Managed Relationship Relationship

Mansged Very  Managed Poorty Maneged Somewhat Well managed well managed

Poorty Somewhat extremely weil
Poorly

Criter NV and VT \Iluuhl be completed aftar-both teams have completed their sell-

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 understand or Did not understand or  Neutrel Understood And Understood and ~ Understood and
understand of  |earp learn much Learned Somewhat  learned well learned
leamn 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:

HICAL STANDARDS  or TEAM VIOLATED ETHICAL STANDARDS

If you circledTEAM 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

(Eech judge should receive four copi 1 iteria Form—Judging Scales.)
N N s A [ =i
Judge’s Name: LOLDS A cell Mﬁte:

":.”;;"f J ) F
Team Letter Designation: E) e Client Name: ,S

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

Round #1 Round #2_ / Final:

Criteria 1=\ should be completed follosing the end of: llu m"oll 1ion aind » Ink the teams

are jrreparing fue the self-an: |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-prcpared was__
this team, judging from its performance and its apparent strategy? \

7 6 5 4 3 2 1
Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprapamd 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 opposfia‘f;g-t__é“am‘g

A

p

7 6 5 4 3 i 2} 1
Very Inflexible Somewhat Neutral Somewhat | Flexible/ / Highly
tnfioxible Inflexible Flexible s Flexible

S

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

7 6 5 4 3 2 1
Goals not served Goals not served Goals somewhat Neutral Goals served  Goals served well pls served
atall not served somewhat ell

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 / 11—}
|

Totally tacking  Lacking teamwork ~ Somewhat lacking in Nentral 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 result (1o théw.eare.ﬂ
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, attfilide and t

Did the way this team manage its reldRmsH

achieving its client's best interests?

7 6 5

Rolationship  Relationship Relationship

MmsedVew Managod Poorly Managed
Somewhat
Poorly

Criteria V9Eand V11 shuult! he mmphlul after both teams hayve LumplLIuI their scli=

anslysis,

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? P -
7 6 5 4 3 2

Did not Did not understand or Did not understand or ~~ Newtral Understood And Understood and /

lm‘m:?;‘: of  leamn learn much Leaned Somewhat  learned well \

cam Al AT A 09 "YIETVIT AdT 4 83 040 12V FASGET AT A TUSIT Wi 2 FEol g o aatem

VIL. NEGOTIATING ETHICS

Based on your observation, do you believe the negotiating team obsderved or violated the ethical
standards of the-lega ; sswn’? For example, 1) did the teamn misrepresent material facts? 2)
did the team inventse ving Treateriat-facts? ete. Select and circle one:

r TEAM VIOLATED ETHICAL STANDARDS

¢ 4 ' ATED ETHICAL STANDARDS, was the ethical violation so severe
that, in your _]udgment, 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.

uaten Crineria Fapns IR be coliceted by Hie co mpglll dnadministracia” PREOR 6 the
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Attachment B

(Bach judge should receive four copics j iteria Form—Judging Scales.)
Judge’s Name: Qﬁ W&~ Cell #:“Date: 1 & Room#:_ &7 ¢

Team Letter Designation: ! Client Name:

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

Round #1 Round#2 7 Final:

Criteria 1=V should be mmpl(lul following the end of the H("(III ation and \\Inl( lh( (s,

are preparing for the sell-an. 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”m\@wpm 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 L 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 dapt 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

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 goa!s"
; , ; 4 ; .
Goals not served Goals not served Goals somewhat Neutral Goslsserved  Goals served well Cc’{h served

at all not served somewhat vcry 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 tcamwork ~ Somewhatlackingin  Neutrsl Somewhat good Very Good  Excellent
in teamwark teamwork teamwotk Teamwork | Teamwork

NOTE: For a single-person team, average criteria l, Il, 111, V, VI, and VIl and enter that result (to the-netirest
whole number) as the tearmwork rating.



. . .

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

achieving its client’s best interests?

7 6 5 4 3 2 7 1N
Relafionshlp  Relationship Relstionship Neotral Relationship Managed Relationship | / Relationship |
Managed Very  Mansged Poordy Managed Somewhat Well managed well [/ managed
Poorly Somewhat | extremely yell
Poarly N /

Criteria VI nnl v II \Imuld he mmpl( lul |I|u !mlh {eams I| e mmplu((l llnu s(II

G nl\\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 unders
negotiation dynamics and learned from today’s negotiation?

7 6 5 4 3 2 1

Did not Did not understand or Did notundersendor ~~ Neuwal Understood And Understood Understood

m“ leam Jearn much Leamned Somewhat  Jearmed well | learned ol
ex W

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 tearn misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

or TEAM VIOLATED ETHICAL STANDARDS

-
OBSERVED ETHICAL STANDARDS

If you 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

EVALUATION CRITERIA FORMAJUDGING SCALES
(Each judgs should receivé four WWMM Sceles)
Judge’s Name: L@ C "(\J,MC\CCU #: ate:  Room #: é ( l

Team Letter Designation: A \n/‘)\ Client Name: }/U'/Hrﬁ/[

Negotiation judged:
(Please circle the competition level—Regiongler—Nuntiengl / and mark the round observed)
Round #1 Round #2 al:

Creiteria 1=V shonkld be completed tollowing the end of the wegotiation and s hite 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 3 2 1
Very Unprepared Somewhat Neutral Somewhat Prepared Righly
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 otherwi e-planned in a way that did not
work effectively in the context of the actual negotiation. Ws this téam able to adapt its strategy

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

. 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. hed, serve the client's goals?

7 6 5 4 2 1
Goals not served Goals not served Goals somewhat Neutral Goals served | Goals served well  Goals served
atall 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 1
Totally lacking | acking teamwork  Somewhat lacking in Neutral Excellent
in teamwork teamwork Teamwork

NOTE: For a single-person team, average criteria I, Il, 1l1, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



achieving its client's best interests?

7 6 5 4 3 2

Relationship  Relstionship Relationship Neutral Reiationship Managed Relationship
M;n:’?ed Very Managed Poorly Somewhat Well

Craeria VEad VEH should e completed alter bath teams b e complecad their sell-
ety xis,

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 tomomow, 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 adequate derstood 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 Understoed and
understand of  |eamn leam much Lesrmed Somewhat learned

leam at all exiremely well

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 the tearn inve ial facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS  of 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 Ivaduation Cracina Fonns will be coliceted I\ the compaetinon admstrnor PRIOGR 1 the

pdees providine icedback o the Tast neoocams,



Aftachment B

(Eech judge shoukd ¢

EVALUATION CRITERIA FORMSJUDGING SCALES
wfmuoop*—mdpngsm)
% €S cenn # Room #: (| (

Judge’s Name: La(«q
Client Name: U S C

Team Letter D&elgnatlon

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

Round #1

Critert 1-V shoubd he compteted followiny die end of the negotiation ad swhile the teams

ace preparing for the seli=aaahvsis,

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

7 6 5 4 3 2
Very [nflextible Somewhat Neutral Somewhat Flexible
Inftexible Inflexible 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 goa

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neutral Goals served  Goalg served well  f00als 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
Totally lecking | acking teamwork ~ Somewhst lackingin ~ Neatral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

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.THENEGOTIATING TEAMS
This scale focuses on word chojiiEhsittisdd-and tonédand implied and explicit communications.

Did the way this team manage its felatio Siﬁp “ﬁth the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2
Relationship  Relationship Relationship Neutral Relationship Mamaged Relationship
Managed Very Managed Poorty Managed Somewhat Well managed well
Poorly Somewhat

Poorly

C ||l(~| e MV and VU shiondd be completed after both teams laise 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 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 Undsratood end
'lmdﬂzmi o leam learn much Learned Somewhat  leamed well
{-:Vyi]

VIL. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical
standards of the legal profess10n? For example, 1) did the team misrepresent material facts? 2)
did the te terial facts? etc. Select and circle one:

mms

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:

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 Bvaluwanon Cotersy Forimg walfl be collected bhyothe competitmon adimmisirzig PRIOR (o the

3|ui»m| rovidine Teedl ack te the Bast (o ez,



Attachment B

(wmmmmmmofmﬁmom’ﬁmmusmm

te: (7 1P Room# W

Team Letter Designation: 4 - L Client Name: k\\x"jwm S \\oN

Judge’s Name: Q—K3 M‘K‘ANQ Cell

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

Round #1 Round #2 Final:

Crderia -V should be UIIII|)|((U| lullu\\m" the unl ol the s ool mun dndd \\hIIL the (ed s

arc prepeiring for the self-an: |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 2 aD

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared

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

7 6 5 4 3 2 @

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Infiexdble 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 2
Gozls not served Goals not served Goals somewhat Neural Goals served  Goalg served well ~ Goald 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  Lacking teamwork  Somewhat lacking in Neutrat Somewhat good Very Good Excel
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, 111, V, VI, and VI 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, attxtu Ang impli

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

7 6 5 4 3= ol D,

Relationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship
Meneged Very  Menaged Poorly Managed Somewhat Well managed well

Criteria V1 uul AL \houltl b uunpklul after both teams have completed their sell-

anahvsis,

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 2 @

Did not Did not understand or Did not understand or Neutrat Understood And Understood and Understood and
understend of  |eqm leamn much Leamned Somewhat  learned well learned
|earn 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 OBSER ETHICAL SEFANDARDS  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.

D thecompetitnom ad mm |_|.'w|'.I"R.I()I'{;:_.-s B

[qrytn !nl W (N



Attachment B

Judge’s Name:

¢ should recaive four ia Form—-]udgms Sca.lm) T1E
ﬂ 92 rom# 3Ll

A /S Client Name: gz/mm

Team Letter Designation:

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

Round #1

Criteria 1-V xhoald be uunpluul Iu-llu\\mu the end ot the negotiation and while the teams

are preparing for the selfZnh 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 S 4 3 2 1
Very Unprepared Somewhet Neutral Somewheat Prepared Highly
Unprepared Unprepared Prepared Prepered

1I. 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 the opposing team?

7 6 5 4 3 2 1
Very Inflexible 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 4 3 2 1
Gealsnotserved  Goals not served Neutral Goals served  Goalg served well  Goals served
atall 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 1
Totally lacking [ acking teamwork  Somewhat lacking in Neutral Somewhat good Excellent
in teamwork teamwork teamwork Teamwork

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



V. RELATIONSHIP BETWEE
This scale focuses on word choice, atti
Did the way this team manage its rela
achieving its client's best interests? -

GOTIATING TEAMS
4 implied and explicit communications.
e other team contribute to or detract from

7 6 5 4 3 2 1

Relationship  Relationship Relationship Neutral Relationship Mensged Relationship Relationship

Mm#d Very Mansged Poorly Managsd Somewhat Well managed well managed
Somewhat extremely well
Poorly

Cruevia VEand VI shesild be u»mpldul atter both teams have completed their selt-

Aty s,

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 todaysaegotiation?

7 6 5 3 2 1

Did not Did not understand or Did not understand 4 Understood And Understood and ~ Understood and
understand O |eap learn much Leamed Somewhat  learned well tearned

learn at all extremelv well

VII. NEGOTIATING ETHICS
Based on your observation, do you believe the negotiating team observed or violated the ethical
smndards of the lega rofession‘7 For example, 1) did the team misrepresent material facts? 2)

r TEAM VIOLATED ETHICAL STANDARDS

S AL STANDARDS, was the ethical violation so severe
that, in your Judgment, t.he team should be disqualified from the competition? Circle one:

YES, DISQUALIRY NO, DO NOT DISQUALIFY

Please explain in detail:

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




Attachment B

P 2 -9
Form—Judging Scales.)

EVALUATION CRITERIA FORM_JUDGING SCALES
(Each judge should receive four copi i iteri 2
Judge’s Namc:ﬁ'a;u K R Cell# ate:0F &3 Room #:_ 3%

— - _
Team Letter Designation: A’ ~15 Client Name: _ctian

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

Round #1 Round #2 Final:

Critera BV oshoukd be completed Tollow g, llu end of the negotiation and while (ln. teins

are peeparing for the self-an: v six.

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 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 opposing team?

7 6 5 4 3 2 1)

Very Inflexible Somewhat Neutral Somewhat Flexible Highty
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?

T

7 6 5 4 3 (2) 1
Goals not served Goals act served Goals somewhat Neutral Goals served  Goals sarved wel(  (oals served
at ali not served somowhat 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 RY
Totally lacking 1 acking teamwork  Somewhat lacking in Nentral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria I, 11, 111, V, V1, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATIN G TEAMS

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

7 6 5 4 3 2

Relationship  Relationahi Relationship Neutral Relationship Managed Relationship Relationship

Mmaed Very Meneged Pgorly Mznaged Somewhat Well managed well managed
Somewhat extremely well
Poorly

Criteria V1 and \ II \Inuuhl he. uunpluul I“(.l both (GO hany e complered lhc.n sell-

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?

N
7 6 5 4 3 (2) 1
Did not Did not understand or Did not understend or ~ Neutral Understood And Understoodand ~ Understood and
understand of e leam much Leaned Somewhat  leamed well learned
leamn at all extremely well

VII. NEGOTIATING ETHICS

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

TEAM OBSERVED ETHICAL 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.

'.:_Zm.iilil;_l:".i_l.:;r PRIOR 1vhe




Attachment B

| (Each Judge should receive four copies of ths valuation Criteria Fom_h.dgmg Scales)
Judge’s Name: -Date ‘A‘L Room #: 3 / Z/

Team Letter Designdtion: l?) Z{ Client Name: ___ [/ / S C/

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

Round #1

Criteria -V should be completed following the uul of the negotiation and while the e

are |\up iring for the self-aiady siks

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 teamn, 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

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

7 6 ¢ 3 4 3 2 1

Very Inflexible Somewhat Neutral Somewhsat 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 ched, serve the client's goals?
7 6 5 4 3\ 2 |
Goals not served Goals not served Goals somewhat Neutrat Goalsseryed  Goals served welt  Goals served
at all not served SO very well

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

o
7 6 5 4 3 2 1
Totally lacking | aeking 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, II, 111, V, VI, and VII and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attimad ‘. jand implied and explicit communications.
Did the way this tearn manage its relalTi SRR he other team contribute to or detract from
achieving its client's best interests? '

7 6 S 4

Relationship  Relationship Relationghip Neutral
medvﬂ? Managed Poorly

Criteria V9 and VI shnuI(I e comple Iul atter Imlh teams. s have Lumphlul !Iun self-

an: II\\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 leamed from today's.negotiation?

7 6 5 3 2 1

Did not Did not understand or Did not understand Understood And Understood and ~ Understood and
understnd or o5y leam much Leamed Somewhat  learned well learned

learn at all extremely well

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

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.

Wlecte Eln llu EN lIIIUH n.mm ll ll.\r I I\I()R 11\ l’IL

: I\l-‘\'».\'-l'tl-lll TEedhich e i ISE 1S \' FIERIIIR



Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name:;!\o{’t A rR € ¢S Ce ate: o7 4/+(> Room #: 2/ &

Team Letter Designation: p) - (/ Client Name: _ U S -

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

Round #1 Round #2 Final:

Criteria -V shoald be complered following the end of the negedimtion amld while the teams

are pireparing Tor 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?

AT
7 6 5 4 3 2 Y
Very Unprepered 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 2 (1)
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Infiexible 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 (R 1
Goalsnotserved ~ Goalsnotserved ~ Goals somewhal  Neutral Goalsserved  Goalg served well - Gosls 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?

i)
7 6 S 4 3 2 D
Totally lacking  § 5cking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamnwark Teamwork Teamwork

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

7 6 5 4 3 2 €}

Relationship  Relationship Relationship Neutral Relationship Mansged Rsiationship Relationship

Mmgnd Very Managed Poorly Managed Somewhat Well managed well managed
Somewhat extremely weil
Poorty

Criteria VI and V II should. be wmpltlul alter Imlll teims have completed their \L“

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 learned from today's negotiation?

7 6 5 4 3 () 1
Did not Did not understand or Did not understand or Neuiral Understood And Understood and Understood and
understand of  |earn leam mech Learned Somewhat  learned well learned
learn at all extremely well

VII. NEGOTIATING ETHICS

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

TEAM OBSERVED ETHICAL STANDARDS  or TEAM VIOLATED ETHICAL STANDARDS

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

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

Al Conyg ‘L( o s mnl Al I RI()R i 'u

i the i Ty D)



Attachment B

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

Judge’s Name: Mg&u&_&%ﬂl’_ ~Date é‘[ \3> Room#:_22a7]

Team Letter Designation: _{> - \/ Client Name: _U-5-C.

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

Round #1 Round #2 & Final:

Criceria J-V should be completed follovwiug llu uul of the negotiation and w Ink the feams
arc.peeparing for the self-amalvsin, = '

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 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 opposing team?

7 6 5 4 3 ¥ 1

Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexible

Im. 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  Goslsnotserved ~— Goalssomewhat  Neutral Goals served  Goals served well Goals served
et all not served somewhat very well
IV. TEAMWORK

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

7 6 5 4 @ 2 1

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

NOTE: For a single-person team, average criteria 1, 11, IlI, ¥, 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, atigh aienegand implied and explicit communications.

Did the way this team manage its rela¥ Sk 1th fle other team contribute to or detract from
achieving its client's best interests?

7 A 5 4 A 2 1

Rﬂmﬂﬂh‘y Relationship Relationship Neutral Relationship Managed Relationship Relationship
Msanaged Very meanaged
P Managed Poorly w Somewhat Well managed well =

Poorly
Criteria MV and VI \hﬂlll(l be completed lllu hath teams have completed thew self-

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 @ 2 1

Did not Did not understand or Did not understand o~ Neutral Understood And Understood and Understood and
understand of  \earp Jearn much Leamned 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 teamn 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.

L haee conyg ‘t,llll ' u'ml 1 N I RI()I\ 1 IJ\
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Attachment B

EVALUATION CRITERIA FORMSJUDGING SCALES
(Each judge should receive four copi i jteria Form—Judging Scales.)
Judge’s Name: _lah C%n?ﬁ'{m Cell g&gﬂ— . Room#; ZZ 2
Team Letter Designation: L{ 7 \J" Client Name: ’_l/ §C .5

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

Round #1 Round #2 Final:

Criter 1-V ~hould be completed following the end of the acgotiation and while the teams

are preparing for the self-ly 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 b@“ @

Very Unprepared Somewhat Neutral Somewhat ghly
Prepared 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 unforeseen move e opposin /4

7 6 5 4 l

Very Inflexible Somewhat Neutral ewhat fe 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, se@ client's goals?
2

7 6 5 4 3 1
Goalsnotserved  Goslsnotserved ~ Cosls somewhat  Neugal Goals served  Goals 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 @ 1
Totally lacking [ acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Excellent
in regmwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 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, a8 meyand implied and explicit communications.
Did the way this team manage its relatigisitsassth the other team contribute to or detract from
achieving its client's best interests?

7 6 S. 4 3 1
Reletionship  Relationship Kelationsnp Neutral Reiateonship Menaged Relationship Relationship
Managed Very Managed Poorty Managed Somewhat Welt managed well menaged
Poorly Somewhat extremely well

Criterea VI and VIH shoull be completed atter both teams hasy e completed their 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 seif-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 ~ Unde
understand of  jeamp leam much Leamed Somewhst  learned wetl

feamn 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 professnon‘? For example, 1) did the team misrepresent material facts? 2)
did the te material facts? etc. Select and circle one:

AM OBSERVED ETHICAL STANDARDSB 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 Vo adhuanion Criersn Fornis will be cotlecred by the competinion administator PRIOR 1o the

puclecs prosidime Teadback o the List iy o e,



Attachment B

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

Judge's Name: \SL&\V’\ \XUW\ Celu)ate: J~\ hﬁ Room #: 9 a

Team Letter Designation: B’ l? Client Name: Uéﬁ

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

Round #1 Round #2 Final:

Critevia 1.V should be completed Iulln\nu" the cod of the negotiation and while the 1eams

aré preparing for the sélf=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 Righly
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 tearn able to adapt its strategy

to for example, to new information or to unforeseen mov opposing team?

7 6 5 4 3 2 1

Very Inflexible Somewhat Neutrsl what Flexible 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 goals?

7 6 5 4 3 2 @
Goalsnotserved  Goalsnotserved ~— Coglssomewhat  Neytral Gosls served  Goals served well § served
st 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?

: ; ; ; D
Totally lacking [ ackingteamwork  Somewhat lacking in Neutra! Somewhat good Very Good Excellent
in teamwork teamwork teamnwork Teamwork Teamwork

NOTE: For asingle-person team, average criteria I, 11, 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, atfitude arpidtong-and implied and explicit communications.
Did the way this team manage its reldi MR other team contribute to or deétract from
achieving its client's best interests?

7 6 5 4 3 @ !

Reiationship  Relationship Relationship Neutral Relationship Managed Relationship Relationship

Mmﬂﬂd Very  Managed Poorly Managed Somewhat Weil raanaged well managed
Somewhat extremely weil
Poorly

Crueria VEaend VI shonld be completed after both teams have completed their seti-

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 Understoodand ~ Understood and
understend of  jegm learn much Learned Somewhat  learned well learned
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?. ﬁr example, 1) did the team misrepresent material facts? 2)

did mvent self-servin i 2 etc. Select and circle one:
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 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.

Thedan aluation & sreril kb cofleeied bl e s o sk _I-Z’-Rl_():l.{- L thy




Attachment B

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

Judge’s Name: Md«a@ (%!_/Lé Cell _)atc UY2/12 Room #:__ 2277

Team Letter Designation: _f} = N Client Name: 'l'\\J\A_‘L"'\ Stviem

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

Round #1 Round#2__ A  Final:

Criteria 1V shoatd he complesed- Inllm\m" the end of ¢he negodi: llmu uul w hile ||IL Acams

are preparing for the self-analy sis!

1. 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 teamn, judging from its performance and its apparent strategy?

7 6 5 4 D) 2 1

Very Unprepared Somewhet Neutral Somewhet 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 1

Vey Inflexible Somewhat Neutrat 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 not served Goals not served Goals somewhat Neutral Goalsserved  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 @ 2 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 l, 11, Ill, V, V1, and VII and enter that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BE’I’WEEN 'I'HE NEGOTIATING TEAMS

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

7 6 5 4 @ 2 1

Retationship  Relationship Relationship Neutral Relationship Menaged Relationship Relationship
Managed Very  Managed Poorly Managed Somewhat Well managed well menaged
Poorly Somewhat extremely well
Poorly

Criteria VEand M should be completed aftey both teams hayve unnplulul thenr 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 learned from today's negotiation?

7 6 5 4 ® 2 1

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood and
understand of  |eary learn much Leamed 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:

@ OBSERVED ETHIC@ 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.

! :|l_u lll-lll Louened o will becinllected by the compelition JdI‘HIM\li mu I RI()R lu the
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Attachment B

(Each judge should receive fous copies of the Eveluation Criteria Form—Judging Scales.)
Judge’s Name: _L.eah 0‘ Y “S!Lﬂg/@:ell } Sat ¢4 Room #:_2-Z 2
Team Letter Designation: Af 7= ient Name: HU"\ JC-E—__S’ 1#o n/

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

Round #1 Round #2 X _Z~ N Final:

Criteria [-V siould be completed following the cad of the nevotiation and whife the teinms

are preparing for the self-analy sis,

L NEGOTIATION PLANNING

This scale assesses whether the teamn 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 Q 1
Very Unprepared Somewhat Neutral Somewhat Highly
Prepared

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 moveséhe opposing team?

7 6 5 4 2 1

Very Inflexible Somewhat Neutral ewhat 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 agmcment W, hed, se e client's goals?
7 6 5

Goslgnotserved  Goalsnotserved  Goals somewhat ed well  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 3 @ 1
Totally lacking [ acking teamwork ~ Somewhat Jacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwark

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



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choilimttitude and tane, and implied and explmt communications.
Did the way this team manage its re Qe {
achieving its client's best interests?

7 6 5 4 3 @ 1

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

Poorly
Critera VEand VI should be completded after both tcamx have completed theqe seli-

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 leamned 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 ard
understand of (e fearn 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 profcssmn? For example, 1) did the team misrepresent material facts? 2)
2¢tc. Select and circle one:

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, DONOT DISQUALIFY

Please explain in detail:

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

The I valnation Criteria Forms wili he collecred by the competiaen adminisirator PRIOR 1o the

Frtlees provoding feedback to the Tast two teanis,



Attachment B

sh judge should recelve four copies of the Evaluation Critesia Form—Judging Scales.)
Judge’s Name

g 5
Us\\n \\aw\ Cell-ﬂtc: Q/4)>  Room #: ol

Team Letter Designation: LA -2 Client Name: L\um)r-u’ S\"\cm

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 folfowing the.end of llu negotition and while the 1eams

0 prep wing Tor the self-an; vhvaas,

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 é/ 1

Very Unprepared Somewhat Neatral 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 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexible Flexibie

Iml. 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  Goalsnotserved  Goalssomewhat  Nejpral served  Goals served well  Ooals served
atall not served somewhat very welt

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

7 6 5 2 1
Totally lacking  1acking teamwork ~ Somewhat tacking in Som good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 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 a fePnd implied and explicit communications.
Did the way this team manage its rel [Nt aMhe other team contribute to or detract from

achieving its client's best interests? e
7 : 6 5 4 3 G 1

R‘M",F Retstionship Relationship Neutral Relationship Managed iendhi Relationship

Managed Very Managed Poorly Managed Somewhat Well managed well menaged 4

Poorly Somewhat ! extremely well
Poorty

Criteria V9 and \ I should he u»mpluui |Ilu bhoth teans bave completed their self

AN II\ 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 leamed 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
understemd of  jepem leam much Lcamod Somewhst  learned well learned

leamn at all axdremely well

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 te . -material facts? etc. Select and circle one:

r TEAM VIOLATED ETHICAL STANDARDS

If you circ 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.

“the ¢ nu1|\l I " uIn |:1le| Hhr IRI()R iu ||L_
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Attachment B

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

Judge’s Name: ?A//‘/) Tf‘(‘(“‘ﬂ‘? Cell#-)ate:7'?’, Room #: 3/ 5

Team Letter Designation: @ 2~ Client Name: vse

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

Round #1 Round #2 = i Final:

Criteria -V should be completed following (he cad of the acgotiation and while the (eams

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 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 ghly
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 2 1
Very Inflexible Somewhat Neutrat Somewhat Fiexibte i
inflexible Inflexibte Flexible lexible

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\
Goalsnot served  Goalsnotserved ~ Goelssomewbat  Neyral Goals served  Gogals served well sepved
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 4w 3 2 /s
Totally lacking 1 acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good
in teamwork teamnwork teamwork Teamwork Teamwork

NOTE: For a single-person leam, average criferia l, 11, 111, ¥, V1, and VII and enter thaf result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitu {ong and 1mp11ed and explncnt communications.
Did the way this team manage its relasé: the other team confribite to or detract from
achieving its client's best interests?

7 6 5 4 3 2 1
:::m Relstionship Relationship Neutral Rolationship Menaged Relationship Relyg
ery m
Managed Poorly m Somewhat Well managed well by wel
Poorty

Criteria VI and Vi should be completed alter oty teaoms have completed their sell-

analyvsis,

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 n@
Did not Did not understand or Did not understand or ~ Neutral Understood And

understand

o eamn learn much Leamed Somewhat  leamed wdl
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:

i =

TEAM OBSERVED ETHICAL STANDARDS  or

TEAM VIOLATED ETHICAL STANDARDS

If you circled TEAM L 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.

The Lvalenien Cenerae b onms will be collected by he compatiton adonioestiracer PRIOR 16 the

gl provadinge fecdhack o he st teamas,



Attachment B

Judge’s Name:
Team Letter Designation: B"’LQ—- Client Name: ﬁ MS C/

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

Round #1 Round #2

Critevia 1-\ stiould be completed following the end of the nesotiation and swhile the teams

arve preparing for the self-uwna by 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 Prepered
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 tea

7 6 5 4 3 |
Very Inflexible Somewhat Neutral Somewhat Highly
Inflexibie Inflaxible 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, servg the ¢|i :

7 6 5 4 3
Goalsnotserved  Goalsnotserved ~ Goals somewhat  Neurral Goals served
at alt 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 S 4 3 2
Totally lacking 1 acking teamwork ~ Somewhat lacking in Neuiral Somewhat good Very Good
in teamwork teamnwork teamwork Teamwork

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



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on wolrd choice, attitud@Bh@ittneand implied and explicit communications.
Did the way this teamn manage 'its relationJEHgR Wi the other team contnbute to or detract from
achieving its client's best interests? R

7 6 b5 4 3 ' 2

Relationship  Relationship Relationship Neutral Relationship Menaged Relationship
Manageﬁ €Y Managed Poorly Managed Somewhat Well managed well
Somewhat
Poorly

Criteria VEawd VI should be campleted alter both teanes have completed their self-

analvsis.

VI. SELF-ANALYSIS

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

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

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

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

7 6 5 4 3 2

Did not Did not understand or Did not understand or Neutral Understood And Understood and Understood
;"14“‘::3;';1 o eam leam much Leaned Somewhat  learned well me?;el i
eam v,

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:

EAM 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 turning in this form.

The Bvaheanien Ceeera Fenas sl e collcered s ihe compention sdmmestzzor PRUOR 1o tlic

Judzes peovedine Fecdback o the L o s



Atachment B
(Each judgo should recoive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: @rw Sﬂ""’ﬂf\Cell #:_)ate: 2&4['5 Room #_ 3 (¥

Team Letter Designation: @ -1 Client Name: __ LA SC

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

Round #1

¢ ulu i -V should Lie complegest Iulln\\ul ' ll\L end o! the negotation and. \\|Il|(. the (cams

are preparing for the self-anivsis,

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

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 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 Infiexible 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, serv lient's goals?
7 6 5 4 3 2 1
Goalsnot served  Goals not served Goals somewhat Neutrat Goals served Served well G°‘1‘ served
af alt not served somewhat ery 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 v Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, 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 exphcxt communications.
Did the way this tearn manage its rel SRS SR
achieving its client's best interests?

7 6 5 X 4 3 2
Relationship  Relationship Relationship Neutral Reiationship Managed Relationship
Managed Very Managed Poorly Managed Somewhat Well managed well

Poarly Somewhat

Critevia MV and VI should be Lt)lnph!((l alter, Imlh teams have Uilllpltlul their \«I!

an; ri\ 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

Did not Did not understand or Did not understand or Neutral Understood And

tmdcr:ttagw learn learn much Learned Somewhat  feamned 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)

or TEAM VIOLATED ETHICAL STANDARDS

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.

el by I.L u n,\ H I h Illllll __)l;u.»,r_?"l'R-l()R (o the

e fecdhy 1wl (o the Fasih i



Attachment B

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

PRTH

Judge’s Name: "@ft‘-‘f (.S\TV\:PL Cell #-)ate: ?ZJIZD Room #:_ 3 i

Team Letter Designation: A‘“ E; Client Name: &"V'O”\

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

Round #1 2 A" Final:

Criteria 1-V should be completed:-Tollowing the end of the negotiation apd w hile the teams

are preparing for the sélf-anevsisg

I NEGOTIATION PLANNING

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

7 6 5 4 3 2 @
Very Unprepared Somewhsat Neutraf Somewhat Prepared

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
Very Inflexible Somewhat Neutral Somewhat Flexible
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 1
Goals notserved  Goalsnotscrved ~ Goals somewhat  Neyral Goals served ed well  Goals served
atall 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 [ 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, Il, IIl, 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, a 'tude and tope, and implied and explicit communications.

Did the way this tearn manage its rel4 508 the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2

Relationship  Relationshi Relationship Newtral  Relstionship Managed Relationship Reletl

M.ampd Very Managed Pgoﬂy Managed Somewhat Well managed well managed’
Somewhat extremely well

Poorly .
Criterta VIl \ H should hL completed after hatle (cams hase unmphlul their sell-

nntlvsis,

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 negotiatlon'7

7 6 5 4

Did not Did not understand or Did not understand or ~ Neutral Understood And Ummodmd
understand ar  fagm learn much Learned Somewhat Ieamedwcll

{eam at all umdeu

VII. NEGOTIATING ETHICS

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

standards of e legal jion2_Fo example, 1) did the team misrepresent material facts? 2)
id thete acts? etc. Select and circle one:

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.

fle D vatageion reriy
vt P S ;




Aftachment B

(Each judge should receive four copiea
Judge’s Name: V& i‘eﬂz“dq Cell

Team Letter Designation: ‘P\ ....'7

iteria Form—Judging Scales.)

hc:‘\lz\l \3Room #: 3\ g

Client Name: QAW

Negotiation judged:
(Please circle the competition level—Regional o

ational / and mark the round observed)

Round #2 PC Final:

Round #1

Criteri 1-V should be completed following (e eod of e aceotiation and wlinde the teams

arce prepaving for the self-analy 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 > 4 3 2 I ™
Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared

II. 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 the opposing team?

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

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, seqve thaglient's goals?

7 6 5 4 3 3 1
Goals not served Goals not served Goals somewhat Neutral Goals served bals sofved well Is 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 [ gcking teamwork  Somewhat tacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork seamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, 11, V, V1, and V1] and enter that result (to the nearest
whole number) as the teanmwork rating.



V.  RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, attituEEaAGiOAB, and implied and explicit communications.

Did the way this team maniage its relatid the other team contribute to of detract from
achieving its client's best interests? Be&s 2
|

7 6 5 4 3 2

Relationship  Relarionship Relationship Neutral Relstionship Managed Relationship
mnmd Very Managed Poorly Mznaged Somewhat Well managed well
Somewhat
Poorly

Crierian VIEand VI shonlil be completed after hoth teams have completed their sell-

ancalvsis.,

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 leamed from today's negotiation?

7 6 5 4 3 ' I

Didnot '  Dijd not understand or Did not understand or  Neutra! Understood And Understood and ), Understood and

understand of  jegm leamn much Learned Somewhat [ leammed well learned

lesm 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:

EAM 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:

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

The Baaluatien Creicene Forns wall be collectad baoabe competitn cahmimstvazor PIRIOR o1he

prelees provading fecdback tothe st two rciame



Attachment B

(Each judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
& ¢.1) 21y
Judge’s Name: MviD T 77 Cell # Date: Room #:

Team Letter Designation: A- ‘:YL Client Name: Stmon

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

Round #1 Round #2’144‘ Final:

Criteria 1-V should be completed tollow ing the end of the negotation and while the teams

are preparing 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

7 6 57 4 2 1
Very Unprepared Somewhat Neutral what 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 unfprgseen moves bythe opposmg team?
7 6 1
Very Inflexible Somewhat Flexible Highly

Inflexible Inflexible Ficx.lble Flexible

III. OUTCOME OF SESSION "
Based on what you observed in the negotiation and the seif-analysis, to what extent did the

outcome of the session, regardicss of whether a ent w. ched, serve the client's goals?
7 6 1
Goals not served Goals not served Goals some sserved  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 tacking in Neutra! Somewhat good Exceltent
in tearnwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, lIT, 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 }I,‘_', oge, and implied and explicit communications.
Did the way this team manage its relaffihship:witi¥the other team contribute to or detract from
achieving its client's best interests?

Relationship  Relatiansh Relationship Neural  Relationship M ionshi Re
ManagedVay Managed P:oriy Managed “ Somewhntrsvdl managed well mansged
Somewhat extremely well

Crueria VEand VEH shoald he completed atter both tcams have completed their selfl

aalvsis,

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 leared 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  |og learn much Learned Somewhat  lesrned 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)

dld invent self-servi aterial facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS TEAM VIOLATED ETHICAL STANDARDS

If you circled TE 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.

Fhe Povalaacion Crneeza Foreas st e cetleered by the competiiton admipisiates PRIOR 1o the

Judees provadie feedback tothe Gist iso 1enms,



Attachment B

EVALUATION CRITERIA FORMAJUDGING SCALES
h judge should receive four copies of the Evaluation Criteria Form—Judging Scales.)
Judge’s Name: K:: (\/Rb‘m‘m W#: -« ==+ Date: Room#‘: 2 : ;j

Team Letter Designation: _ 6'—] - Client Name: ” /Q:‘_, /

|V, %

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

Round #1 Round #2 Final:

Criteria 1-V shanld he unnplclwl follosing the cnd of tre negotiationzand while the teams.

are preparving for the sell-an: Hvsi,

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 stra

7 § 5 4 2 1
Veay / Unpropered Somewhat Neutral Prepared Highly
Unprepared Unprepared Prepared

O.  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 oppoyifig te

7 6 . 4 3 1
Very Inflexible Somewhat Neutral Somewhat Highly
inflexible Inflexible Flexible Flexible

oII. 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 2 [
Goalsnotserved  Goalsnotserved ~— Coelssomewhat  Neytral Goalsserved \ Goals sorvpd weli  Codls served
atall not served somewhat very wall
IV. TEAMWORK

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

7 6 5 4 3 2 1
Totally lacking omewhat Excellent

i t&:‘m Lacking teamwork ts:;ncwv:h: lacking in Neutral _\I{;yn 3::): s \::rk

NOTE: For a single-person team, average criteria I, II, IlI, ¥, 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, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3
Relationship  Relationship Relationship Neutre Relationship Mansggd
Managed Very  Mansged Poorly Managed Somewhat Well
Poorly Somewhat

Poorly

Criteria VEand VI should be u;mphlul :Ilu Imlll teams have umlpluul their \(Il

i l!\\l\

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

Did not Did not understand or Did not understand or Neutral Understood And and
1-""1“3‘;}?01' learn learn much Learned Somewhat \ learned well
€A

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:

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.

g bvadaiion Criag

I,\.-.\.'ll’n I s ( l e s



Attachment B

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

Judge’s Name: M uggoww Cell _Date: a'&/i/ [3 Room #: U

Team Letter Designation: 6' ’@ Client Name: L(.SC

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

Round #1 Round #2 Final:

Criteria 1V should he completed !nllu\\m" the end of the negobiz muu uui while the teams

are preeparing Tor the self-plvsis.

L NEGOTIATION PLANNING

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

7 6 5 4 @ 2 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared Prepared
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 team?

7 6 5 4 3 > 1

Very Inflexible Somewhat Neutral Somewhat Flexible 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 goals?

7 6 5 4 @ 2 |

Goats not served Goals not served Goals somewhat Neutral Goalsserved  Goals 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 3 2 1

Totally lecking [ acking teamwork ~ Somewhat lacking in Netral Somewhat good Very Good Excellent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 11, I, V, VI, 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, attitude and tone, and implied and explicit communications.

Did the way this team manage its reladl Biitighe 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 Relstionship Relationship
Managed Very Managed Poorly Menaged Somewhat Well managed well mansaged )
Poorty extremely

Crivevia V1 and V1 shoulid be completed atter both tcams havecompleted their sclf-

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 leamed from today's negotiation?

7 6 5 4 3 ©) 1

Did not Did not updersmnd or Did not understand or  Neutrs) Understood And Understood and ~ Understood and
understond of  jegm learn much Leamed Somewhat  learned well learned
learn at all odremely well

2)

ical violation so severe
ition? Circle one:

YES, DISQUALIFY

Please explain in detail:

—

pinisaitor PRIOR enthe



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

Judge’s Name: g@./v*@/er Cel!#:gate: 2[:2[ Room #: é 83/

Team Letter Designation: @ — W Client Name: U*S C

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

Round #1 Final:

Criteria |-V shauld be Uilnpluul inlim\mu 111& Lml of the negotis lll(lll andl \\h!lt the teims

are preparing for the self-analysis, ©

L NEGOTIATION PLANNING

This scale assesses whether the teamn 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 strajeg

7 6 5 4 2 1
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 information or to unforeseen moves by the opposing team?

7 6 5 4 3 2 1
Vey Inflexible Somewhat Neutral Somewhat Flexible Highly
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 4 3 2 1
Goals not served Goels not served Goals somewhat N 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 Neutral Somewhat good Very Good 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

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

7 6 5 4 3 2 1

Relationship  Refationshi Refationship Neurtrat {mionship Relationship Relationship

Mamsui Very Managed Pgody Managed ewhat Well managed well managed
Somewhat extremely well

Criteria Vand v H <hould Iu u»lnpldul alter Imlll teams have completed theiv selt-

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 or Did not understand o Neutral Understood And Understood and / Undersiood and
understeand of  eam learn much Leamned Somowhat  \ learned well learned
learn at all extremelv 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 inv ia] facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STAI*LIDARDS 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:
N =

S
R
=

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

EXALHAIIQNERIIERIAWIN.G.SEALES
(Each judge ghould receive four copi Cmma F
Judge’s Name: K g }Q‘ Ccll # Date: Zﬁ Room
Team Letter Designation: ﬂ’ 5— Client Name: ‘S) m a ;

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

Round #1 Round #2 Final:

Criteria 1-V should he completed. Inllm\lu" llu unl nI |Iu necotizntion and w Iuk the teams

arc preparing 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 2 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 moves By s¢ opposing team?

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

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

7 6 5 4 3 1
Goalsnotserved  Goalsnotserved ~— Goaldsomewhat  Neygral Goals served | Goals served Guals served
at all not served somewhat very well
IV. TEAMWORK

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

7 6 5 4 3 2 1
Totally lecking [ acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Excellent

in teamwork teamwork teamwork eamn Teamwork

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, attitfié i, and implied and explicit communications.
Did the way this team manage its relag h the other team contribute to or detract from

achieving its client's best interests?

7 6 5 4
Relationship  Relatienship Relationship Neutral
Mnmscde Maneged Poorly " Managed

Somewhat

Poorly

Critevia VEand VI \Imuiql be um;pkiu[ altér both teams have u»mphtul lhur 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 differentty?”

(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?

D
7 6 5 4 3
Did not Did not understand or Did not understand or Neutral Understood And
:mdel:&:;:!or learn learn much Leamned Somewhat
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:

or TEAM VIOLATED ETHICAL STANDARDS

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.

1 LRIOR to .
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Aftachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should recsive four copies of the Evahuation Criteria Form—Judging Scales,)
Judge’s Name: SWO\ /0 Cell -Date: q ’z( Room #: ;2 A j'

Team Letter Designation: pr - §/ Client Name:

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

Round #1 ound Final:

Craceria -V shaabd be completed Iullcmm" the end ot the ncgotiation and w |Illl llu feams

ard preparing for (e self=anabyis..

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
Unprepered 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 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
inflexibte Inflexible Flexdible 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 a, ent was reached, serve the client's goals?
7 6 5 4 3 2 1
Goals notserved  Goals not served Goals somewhat Neutra) Goalsserved  Goalg 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 2 1
Totalty lacking [ acking teamwork ~ Somewhat lacking in Neutsal Somewhat good Very Good Excellent
in teamwork teamwori teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, I11, V, VI, and V1l and enter that result (1o the
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

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

7 6 5 4 3 2 1
Relationship  Relationshi Relaticaship Neutral Relationship Relationship Relationship
me Very Mansged Pgor!y Managed Somewhat We managed well managed

Criteria VL and v II x!muhl In completed alter bath (eams ave completed their sell-
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

Did not Did not anderstand or Did not understand or Neutral
understand of  eamn 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 professmn" For example, 1) did the team misrepresent material facts? 2)
did the te -serving material facts? etc. Select and circle one:

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:
N

Y
N\

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.)

udge’s Neme: Sty (,qu% cetl A ::: Y415 Room #2255

Team Letter Designation: A"S Client Name: %\Y\MY)

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

Round #1 Round #2 X Final:

Crierist 15N should be complered. Follos ing the end of dhie negotiation and while the teams -

are prepaving for the selt=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 Unprepeared Somewhat Neutral Somewhat Prepared Highly
Unprepared Unprepared Prepared 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 ® 3 2 1

Very Inflexible Somewhat Neutral Somewhat Flexdble Highly
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 the client's goals?
7 6 5 4 3 @ 1

Goalsnotserved  Goalsnotserved ~ Goals somewhat  Newtrl Goslgserved  Goals served wel)  Cosls 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 © 2 1

Totally lacking | acking teamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excellent
in teamwork teamwork teamrork 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 TIIE NEGOTIAT].NG TEAMS

This scale focuses on word choice, a giage, and implied and explicit communications.
Did the way this team manage its reld# o Bthe other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 @ 2 1

Reationship  Refationship Relationship Neutral Relationship Managed Relationship Relationship

Managed Very  Managed Poorly Managed Somewhat Well managed well managed

Poorty Somewhat extremely well
FPoorty

Critevia Viand V II sliould be completed after Imlh tcams have unnphlul lllul Nell-

analy 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 @ 1

Did not Did not understand or Did pot understand or ~ Neutral Understood And Understood and ~ Understood and
understand of  jeay leam much Leamned Somewhat  leamed well leamed
leamn at all extremely well

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

YES, DISQUALIFY

Please explain in detail:




Attachment B

judge should receive four copi tma Porm—Judging Scales.)

Date: @ Room #

Judge’s Name: Ccll
Team Letter Designation: “/ ‘ S Client Name: 5(/
Negotiation judged:

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

Round #1

Critegia -V should be completed Inllu\\mu th unl ol ”IL negotintion and w INIL the deams

are ;nq) wing for the sell=amalvsisg

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
7 6 5 4 3 2 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly

Unprepared Unprepared Prepeared Prepeared

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 @M 4 3 2 1
Very Inflexible Neutral Somewhat Plexible 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
Goalsnotserved  Goals notserved | Goals somewfip Neutral Goals served  Goals served well  Goals served
at ali 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 tecking Lacking teamwork  Somewhat lacking in Neurtral Somewnhat good v Excellent

in teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, I1l, V, V1, and V1I and enter that result (to the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE GOTIATIN G TEAMS

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
negotiation dynamics and learned from t

iew session, how adequately understood the

7 6 5 3 2 1

Did not Did not understand or Did not understand or Understood And Understoodand ~ Understood and
understand ot (e lean much Lesrned Somewhat  learned well learned

learn &t all extremety well

VII. NEGOTIATING ETHICS
Based on your observatlon do you believe the negotiatmg team observcd or v101ated the ethical

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four Form—Judging Scales.)
Judge’s Name: g Z%ﬁéﬁﬂéz -i‘;:te fuzgl Room #: ,zuﬁ

Team Letter Designation: T Client Name: § N

Negotiation judged:

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

Round #1

Centerta 1-V should be completed folowing the unl uf llu negoltis |l|uu and \\hlk the teams .

arce preparing fois ihe sédl-an: |I\\|\ 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 pattem. How well-prepared was
this team, judging from its performance and its apparent strategy?

7 6 S 4 3
Very Unprepared Somewhat Neutral 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 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
Inflexibte Inflexidle 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?

4 3 2 1
Neutral Goals served  (Gpals served well  Goals served
somewhat very well

IV. TEAMWORK ‘/{] Wm
How effective were the negotiatofs in working together as a téam, 1n sharing responsibility, and

providing mutual backup?

7 6 5 4 3 2 1
Totally lacking [ acking teamwork  Somewhat lacking in Neutrel Somewhat good Very Good Excelient
in teamwork teamworic 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 THE NEGOTIATING TEAMS

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

7 6 - 4 3 2 i |
Relationship  Relationshi Relationship Neutra) Relationship Managed Relationship ~  Relationship
mevﬂy Mmageszody Somewhat Weil menaged well mms:iiy“u

Criteria Vand \ I shoald be wmpluul alter both teams have u-mphlul their \«Il-

TP |l\\|\ 2

VL. SELF-ANALYSIS

Students will begin this 10-minute period by answering directly to the jud ges 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?

4 3 2 1
Neutral Understood And Understood and Understood and
Leamned Somewhat  leamed well leamed
extremelv well

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

standards of the le ga or example, 1) did the team mlsrepresent material facts? 2)

or TEAM VIOLATED ETHICAL STANDARDS

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.

RIOR 11 1he |




Attachment B
(Each judge should reosive four copies of the Eveluation Criteria Form—Judging Scales )
Judge’s Name: _%( uner Cell -awzﬂ Room #: | ag
Team Letter Designation: B =il % Client Name: U S o

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

—

Round #1 Round#2 L7 Final:

Criteria 1-N shonld be completed tollowing the end of the wegotiation aad swhile the (eams

are prepacing foe the sel=naady 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 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 opposi am?

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

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, e client's goals?
7 6 5 4 3 2 1
Goals not served Goals not served Goals somewhat Neutral Goalzserved  Goalsserved well  Goals served
at af} 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 Lacking teamwork ~ Somewhat lacking in Neutral Somewhat good Ve Exceflent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, 1l, Il 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 relgionsitIW ¥ e other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2 (@

Reistionship  Retgtionship Relationship Neutral Relationship Managed Relationship Relationship

Menaged Very Managed Poorly Managed Somewhat Well mensged well managed

Poorty Somewhat extremely well
Poorly

Critevia Vi VI shonld he completed after both teams have completed thebr sell-

M ysis,

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
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 end and
understand of  jearn learn much Learned 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 tearn misrepresent material facts? 2)
did the team invent self-scrvmg material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL STANDARDS ™ or TEAM VIOLATED ETHICAL STANDARDS

you circted TEANM VT 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 Py slammon Crizeria borms wli be collecrad By the compention sdmizesirnor PRIOR o 1he

prciees providime fecdback teodie st e teans.




Attachment B

(Each judge should receive four copies of the Evaluztion Criteria Form—Judging Scales.)
Judge’s Name: C) . w”\ { \-¢($ Cell }-te: I"u 1 13 Room #: \Q“'%

Team Letter Designation: &"’ \ { Client Name: U S C

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

Round #1 Round #2 \/ Final:

Criteria 1V shonld be completed, tullm\m" llu unl of the negotiation and w-hile the teams

are preparing Tor (he self-nmalysis.

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 1
Very nflexible Somewhat Neutral ewhat Flexible Highly
Inflexdble 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 5 2 3 1
Goalsnotserved  Goalsnotserved — Coalssomewhat  Neyral Goulsserved  Gealg 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 @ 2 ]
Totally lacking [ acking teamwork  Somewhat lacking in Neutral Som good Very Good Excellent

in tearnwork teamwork teamwork Teamwork Teamwork

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS

This scale focuses on word choice, KB s and implied and exphclt communications.
Did the way this team manage its rejJEsons ]
achieving its client's best interests?

7 6 5 4 3 @ 1

Reistionship  Relationship Relutionship Neutral Relationship Managed Relationship Relationship
Managed Very  Managed Poorly Managed Somewhat Well managed well

Criteria Vi nul \ II \ImuI(I In u»lnpltlul alter both teams have Ll)lllplklk(l their self
amilysis, ' : 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 understood the
negotiation dynamics and leamed from today’s negotiation?

7 6 5 4 3 '@ 1
Did not Did not understand or Did not understind or ~ Neutrsl Understood And u and  Understood and
understand of  jegrp leam much Learned 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 tearm misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED ETHICAL ST@ 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.

o _l».’R'l__(_)__l.(. L the




Attachment B

. - (Each judgesrwuld receive fcop)s Fotm—.ludgmgSea!cs)
Judge’s Name: 7{ Fon > m %z/} Room #: /ZX

Team Letter Designation: 13 * LY Client Name: _ (/3 &

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

Round #1

Criteria I-V should be completed following (he end of the llL"l)ll o and s hile the (cams

are preparing for (he 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 S 4 3 @ l

Very Unprepared Somewhat Neutral Somewhat Prepared Righly
Unprepared Unprepared Prepared

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

7 6 5 4 3 1
Very [nftexible Somewhat Neutral Somewhat exible Highly
inflexible Inflexible Flexibte 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 i
Goals not served  Goals not served Goals somewhat Neutral Goals served  GoalgSetved 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 @ |
Totelly lacking Lacking teamwork  Somewhat lacking in Neutal Somewhat good Very Excellent
in teamwork teamwork tearnwork Teamwork Teamwork

NOTE: For a single-person team, average criteria 1, II, IlI, 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 2 @

Relationship  Relationship Relationship Neutral Relationship Managed Relationshi Relationship

Maneaed Very Managed Poorly Mznagod = Somowhat Well nmmlged »:epu mengged
Somewhat extremely well
Poorly

Criteria VD amd VI should be completed after both teams have unnpluul their sell-

analvis,

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 é 1

Did not Did not understand or Did not understand or Neutrat Understood And Understood and Undesstood end
understend or  |earn learn much Learned Somewha!  leamed well tearned
fearn 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)
di team.imr_cmt\self:sepving material facts? etc. Select and circle one:

~

TEAM OBSERVED ETHICAL STANDARDS r TEAM VIOLATED ETHICAL STANDARDS

If you circle AL 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 By aluaoes Crieria \'_-‘l_-|LL[\d hy lil\ orpetitiod adminSrase PRLOR o the




Attachment B

(Bach judge shoold receive four copies of the Evaluation Criterla Form—Judging Scales.)
Judge’s Name: __K.onze, Cc_atc: ©9/21 _ Room #:_229

Team Letter Designation: __ B (3 Client Name: ___ QS8C/

Negotiation judged: —
(Please circle the competition level—Regional or Q{_m'ona}/ and mark the round observed)

Round #1 Round #2_ X Final:

Criterin 1-V should he completed folowing the end of the nesotiation and wliile the teinns

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 teamn, judging from its performance and its apparent strategy”?

7 6 5 4 3 (2) 1
Very Unprepared Somewhat Neutral Somewhat }rmamd 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 Some what Neatral 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 1
Goals not served Goals not served Goals somswhat Neutral Goalsserved  Goals served well  Goals secved
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 Neutrat Somewhat good Very Good Excellent
in teamwaork tsamwarl teamwork Teamwark 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

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 1eam contribute to or detract from
achieving its client’s best interests?

7 6 5 4 3 (2 1
Relationship  Rejaicnship Relationship Nentral Relationship Managed Relationship Relationship
Managed Very Managed Poorly Managed Somewhat Well managed well

Poorly Somewhat extremely well

Criterin v I and Vv Il \huui(l be mmpl( T8 (I nllu lmlh feams h ne uunph lul lh(n st II

IIIl|\\|\

VL SELF-ANALYSIS

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

(1) "Inreflecting 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 dynarics and learned from today’s negotiation?

7 6 5 4 3 2) 1
Did not Did not understand o Did not understand or ~ Neutral Understood And Understood end ~ Understood and
understand Or  pary learn much Leamed Somewhat  learned well learned
learn af al) extrernely 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 sclf-servmg 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 Evaluation Criteria Form—Judging Scales.)

2 nal

Judge’s Name: Qaz/Marane Cell ate: YL\ 3 Room #:_2{%
Team Letter Designation: 6 ~ 93 Client Name: Ul ¢
Negotiation judged:

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

Round #1 Rommd b T

Criteriae 1=\ should becompleted. lullm\m“ the end of llu negotiation nn(l while the teams

are preparing for the self ani AN 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 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 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 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 4 3 2 @
Goalsnotserved  Goalsnotserved ~ Goalssomewhat  Neyyp) Goals served  Goals served well  Gosls sved
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 D) 1

Totally lacking | acking teamwork  Somewhat Iacking in Neatral Somewhat good Very Good Exceilent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, ILI, ¥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, attitude and tone, and implied and explicit communications.
Did the way this team manage its re IR T

achieving its client's best interests?

7 6 5 4 3 2 @
Relationship  Retationshi Relationship Neutral Relationshi ionshi Relatianship
Managed Very Managed Pgody Managed s.mune\;..iuuumlgur:‘um'mI Rdmmmmwu menaged
Poorty Somewhat extremely well

Poorly

Cruaeria VEand VEH shoudd be completed atter both teams 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 v

Did not Did not understand or Did not understend o Neutral Understood And Understoodand ~ Understood and
understand of  |eam learn much Learned Somewhat  leamned well learned
leamn at all extremelv weoll

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 invent self—sc g material facts? etc. Select and circle one:

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.

| *nn ul'mnl SIETAS I'RI()R lu EI




Attachment B

(Each judge should repeive four copies of the Evaiuation Criteria Form—Judging Scales.)

Judge's Name: LaC (. \ Céll-#£ ate: Room #:ﬂ

Team Letter Desi gngon: F{ O Client Name: U 5 C/

Negotiation judged:
(Please circle the competition level—Regiongl or-Na

anal / and mark the round observed)

Round #1 Round #2

Critera -V should be completed tollowing die ead ol the negotiiton and w hile the teanes

are prepaving foc 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 2 / 1

Very Unprepared Somewhat Neutral Somewhat Prepared Highly
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 tes

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

7 6 5 4 3 2
Goals not served Goals not served Goals somewhat Neutral Goalsserved  Goals served well
at all not served somewhat

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

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

NOTE: For a single-person team, average criteria I, I, III, V, VI, and VIl and enter that resull (to\he neare
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE N'EGOTIATING TEAMS

This scale focuses on word iEERSRHARIAR e

Did the way this team manage its re atlonshlpm the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2
Retationship  Re(ationship Relstionship Neutral Relationship Managed Relationship
Managed Very Managed Poorty Managed Somewhat Well managed well
Poorly Somewhat

Poorly

Criteria VEand VI shoulil be completed after both teams have completed ticir sali-

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 net Did not understand or Did not understand or  Neutral Understood And Understood and  Understood and
undergtand of  |eam fearn much Learned Somewhat  leamed well learned

leam at ail extremety wi

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 teax;n 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.

Fhe Faattianion Critesi Fovms wall He collected by the compeazien admnissator PRIOR @ 1he

sodues providine fecdback rothe Bast swo eames,




Attachment B

(Each judge should receive four ¢

EVALUATION CRITERIA FORMJUDGING SCALES
it of the Evatuation i 'aForm——J?dg'ngScalﬁ.) )
N o102 2 ", V4
Judge’sName: _ L OLEH |/ Cc_aw YE@Q Room #: 2\

Team Letter Designation: - \ ) Client Name: U S C

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

Round #1 Round #2 »/ Final:

Criteria 1-V shopuld be completed tollowing the end of the negotiation and while the (cams

are preparving forv the self-analvsis, 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 pattern. How well-prepared was

this team, judging from its performance and its apparent strategy?
7 6 5 4 3 2 m

Very Unprepared Somewhat Neutral Somewhat Prepared |  Highly /
Unprepared Unprepared Prepared . \ \ Prepareii/
. 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 opposip;

e

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

Infiexible 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, serv. client's goals?
7 6 5 4 3 2 |
Goalg not served Goals not served Goals somewhat Neutral Gols 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 sharing responsibility,.and

providing mutual backup? - N\
7 6 5 4 3 2 f—t— |
Totally lacking fackingteamwork ~ Somewhat lacking in Neutal Somewhat good Very Good | Excellent /

in teamwork teamwork teamwork Teamwork Teamwork -/

NOTE: For a single-person team, average criteria I, II, Il V, V1, and VII and enter that result (1o the nearest
whole nrumber) as the teanrwork rating.



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

7 6 5 4 3 2 ofadpe

NEGOT TIATING TEAMS
g-and implied and explicit communications.
ageh the other team contribute to or detract from

Relationship  Relationship Relationship Neutral Relationship Managed Relationship { Relationship
Mm@d Vay Managed Poorly Managed Somewhat Well managed well | menaged

Criteria V0and ¥ II \lmuld he wlnpltlul aliter hulll teamy have completed their sell-

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 2 1

Did not Did not understand or Did not understend o~ Neutral Undesstood And Understood and nderstood

ma learn learn much Learned Somewhat  leamed well carned i)
\ 4

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:

(TE,AM OBSERVED ETHICAL S’I'ANDAR;S\>O TEAM VIOLATED ETHICAL STANDARDS

L

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.

pisirtor PRIOR t he




Attachment B

(Each judge should receivo four copies of the Evaluation Critoria Form—Judging Scales.)
Judge’s Name: m&n Z’VK" Cellm l’g Room #: 23 !

Team Letter Designation: m Client Name: __ U S C

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

Round #1 Round #2 Final:

Criteria -V should he completed follos ing e cnd of the negotintion and while the reams

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 strate

7 6 @ 4 2 1

Very Unprepered Somewhat Neutral ewhat 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 1

Very Inflexiblo Somewhat Neutral” Somewhat 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 @ 4 3 2 1
Goslsnotserved  Goals not served s somewhat  Neutral Goals served  Goals 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?

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

NOTE: For a single-person team, average criteria 1, Il, III, 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 choff® "

Did the way this team manage its re R e other team contribute to-or detract from
achieving its client's best interests? ; __ oo

7 6 5 TaiiD, 4 R’@ ]
Relationship  Relationship Relationship Neutrel Relationship Managed ip Relationship
Managed V.
€Y Managed Poorty m Somewhat Well managed well managed o
Poorty

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 SR 4 3 @ 1

Did not Did not understand or Did not understand or ~~ Neutral Undersiood And Understood and ~ Understood and
understand of  jeam leam much Leamed Somewhat  learnad 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:

OBSERVED ETHICAL STAN;DARDS 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.

PRRIOR 101 1}




Attachment B

(Each judge should receive four copi

EVALUATION CRITERIA FORM-JUDGING SCALES
Fom—Jl.rdg:ng Scales.)
Judge’s Name: é_ﬁéﬁﬂé_&ll“ é#s Room #: 025/

Team Letter Designation: ﬁ/ /; Client Name:

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

Round #1 RoFinai:

Criteria I-V shoald e completed (ollowing the end of (e negotiation and swhile the teams

are preparving for the self-analysis,

L NEGOTIATION PLANNING
This scale assesses whether the team was familiar with the facts and law and had a strategy and
tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was

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

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

£ 8 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 Flexible Highly
Inflexible Infiexible 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, se€ Ry client's goals?

7 6 5 4 3 1
Goalsnotserved  Goals not served Goels somewhat  Neyrral Gonls served]  Goals served well  Goals served
at alt not served somewhat very welt

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 Lacking teamwork ~ Somewhat lecking in Neutral Excellent
in {eamwork teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, 1il, V, V1, and V1l 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, attityde afiditan,

gepnd implied and explicit communications.
Did the way this team manage its refiti
achieving its client's best interests?

7 6 5

Relationship  Relationship Relationship
Mgnaged Very  Managed Poorly
Poorly

Criteria VI and VI should be conipleted aftes hoth teams have completed thicir selt-

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 tomormrow, what would
you do the same and what would you do differently?"

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

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
m’:’;’l‘?“ learn learn much Leamned Somewhat

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

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

YES, DISQUALIFY NO, DO NOT DISQU 4

Please explain in detail:

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

e Bty Crnerey Forms will be colfected by ihe competizion adnnni=tesin: PRIOR 6 ihe

puddes prosodime feedback toothe s sw teames.




Attachment B

LYALIIAIIQN_CRIIEBIA.EQBM:EHEMS.CALES
(Each judge should receive four copies of
Judge’s Name: W@eli #: M Room #: [
Teamn Letter Designation: g* / 6‘ Client Name: Z/&T C/

Negotiation judged:
(Please circle the competition level—Re

jonal / and mark the round observed)

Round #1

Critevia BN shaulid be completed folloscing (he end ol the negotiation anid while the teams

are prepacing foe the sell-analy s,

-

L NEGOTIATION PLANNING

This scale assesses whether the team was familiar with the facts and law and had a strategy and j? A L
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

7 6 5 4 2 L o~ L

Very Unprepared Somewhat Neutral ewhat Prepared Highly v{
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 s

to for example, to new information or to unforeseen move e opposing team? }
7 6 5 4 2

Very Inflexible Somewhat Neutral ewhat Flexible Highly

Inflexible Inflextble 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 w ched, serve the client's goals?
T g

Goals not served Goals not served Goals somewhat Neutral served  Goals served wefl  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
Tomlly lacking [ ackingteamwork  Somewhat lacking in Butral Somewhat good Very Good Exceltent
in teamwork

teamwork teamwork Teamwork Teamwork

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



Did the way this team manage its relatt 1t the other team contribute to or detract from

achieving its client's best interests? o \
7 6 5 4 ' (3 ) 2 1
Rdmnshrp Relationship Relasionship Neutral Relationship Managed Rslationship Relationship

Managed Very Managed Poorl Managed Somewhat Well managed well anaged
Poorly 4 Somewhat extremely well
Poorly

Criteria VI aad VI should be completed after hath teams 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 @ 1

Did not Did not understend or Did not understand or ~ Neutral Understood And Ui end  Understood and
understand of  Jeamn learn much Learned Somewhat  learned well learned

leam st 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, DONOT DISQU%

Please explain in detail:

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

Fhe Peatuaion Crieria Fomis wodl be collected by che compeinron admmisteanor PRIOR 1o the

sndues providime Teedback qethe B ne reimes



Attachment B

(EanhjudgeshouldrmwfmnoupmafﬂmEvaoﬂmnFm—}u@ngScdes)

Judge’s Name: _§AS  MAcanvy  Cell#:: o Date T’Z”B Room #:_7) e
Team Letter Designation: A ‘q Client Name: k\\}\l\’ﬂt& S\ Waw
Negotiation judged:

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

Round #1 Round #2 Final:

Criteria F-V shounld be unupluul {ollowing !Il( uul of ‘In negoti nmn andl. \\Iuln. |lu. eams -

are’preparing for the sell=anatvsis:

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 Righly
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

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, secrve the client's goals?

7 6 5 4 3 9, 1
Goals not served Goals not served Goals somewhat Neutral Goals served  (Goals served well  Goals served
at all not served somcwhat 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 [ scking teamwork ~ Somewhat lackingin =~ Neutral Somewhat good Very Good Excellent
in teamwork teamwork tearnwork Teamwork Teamwork

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

7 6 5 4 3 2 @

Relationship  Relarionship Relationship Neutral Relationghip Managed Relationship Relationship

Managed Very Maunaged Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremely well
Poortly

Crrteri VEand VT shoukd be completed aftes bodh ecams have completed their selt-

ahalysis;

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 O, 2 1

Did not Did not understand or Did not understend o~ Nieutral Undersicod And Understood and ~~ Understood and
understand of  Jegry leamn much Learned Somewhat  learned well tearned
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 tearn invent self-serving material facts? etc. Select and circle one:

TEAM OBSERVED STANDARDS or TEAM VIOLATED ETHICAL STANDARDS

If you circled TE 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.

Heeted by i gt el or PRIOR f!»‘r)__.i|ll-»‘_l_
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Feetihad oy iic s



Attachment B

EVALUATION CRITERIA FORM-JUDGING SCALES
(Each judge should receive four copi ion Criteria Form-—Judging Sceles.)
Judge’s Name: A— ) ﬂm’(ﬂ Cellﬁte: q[ Z’A } Room #:__ (2 §

Team Letter Designation: !Af -\ Client Name: __ 91 AR

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

Round #1 Round #2 Final:

Criteria 1-V should he completed folloswing the end of the negotiation zuad whike the tems

are prepacing tor 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 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 Prepered Prepered
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 teamn 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 Inftexible Somewhat Neutral Somewhat Flexibte Highly
Inflexible Inflexibte 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
Goalsnotserved  Goals notserved — Coalssomewhat  Neyir) Goalsserved  Goals served well  Goals served
at all not served somewhat very well

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

7 6 5 4 3 @ 1
Totally lacking Lacking teamwork  Somewhat lacking in Neutral Somewhat good Very Exceltent

in teamwork teamwork teamwaork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I1, /11, V, VI, 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, attitude and tone, and implied and explicit communications.
Did the way this team manage its relationship with the other team contribute to or detract from
achieving its client's best interests?

7 6 5 4 3 2

Relationship  Relationship Relationship Neutral Relationship Maneged Relationship Relstionship

Managed Very Managed Poorly Managed Somewhat Well managed well managed

Poorly Somewhat extremety well
Poorly

Criteria VIEand VI should be completed after both ccams hayve completed their sell-

anilvxis,

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 23] 1

Did not Did not undersiand or Did not understand or ~ Neutral Understood And Understood and ~ Understood and
undorstand of  |egpn learn much Leaned Somewhat  leamed weil leamned
learn at all extremely well

VII. NEGOTIATING ETHICS

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

ARDS or 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 tuming in this form.

e vl iil\_‘r_!A(.'l"ilL'l';_L A e eefled j v LRIOR -t the,

e i
DA S LR LN Rl S 3 DR SRR L DR L (TSR UL DY LN GRS g LRRLE U O e oge "o, °




Attachment B

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

Judge’s Name: G Ld&“‘efb Ccll#-)ate 92 Room #: ]9‘%/

Team Letter Designation: A e Client Name: __ D\ 0oy

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

Round #1 Round #2 Final:

Coiferiae LV shoald he completed, Iullm\m" Ilu crid ul Hye pegotiation and white the 1eans

are preparing Tor 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

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 bf the opposing team?

7 6 5 4 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexable 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  Goalsnotserved ~— Coald somewhat  Neyral Guoalsserved  Goalgwerved weli  Goals served
st 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 h@
Totally lacking [ scking tesmwork  Somewhat lacking in Neutral Somewhat good Very Good

in teamwork teamwork teamwork Teamwork Teamwork

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



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word choice, atfitude.and.toag

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

7 6 5 4 3 2 ( 1 )

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

Critevia VI and V- II should Iu u»mpltlul after both feams bave completed !hun self-

A |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 learned from today's negotiation?

7 6 5 4 3 2 @

Did nat Did not understand or Did not understand or ~~ Neutral Understood And Understood and ~ Understood and
understand of  |aam lean much Leamcd Somewhat  learned well feamned

leamn 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:

/"\\
@SERVED 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 ALJ categories before turning in this form.

P '|'.( R !.i.\' ]"i’;-u




Attachment B

(Each judgs should receive four copies of the Evatuation Criteria Form—-Judging Scaleg.)

udge's Name: _ (e ceti#: (NI sce: 9/31 Room #:) 2R

A
Team Letter Designation: A - | Client Name: _>; ™\ O

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

Round #1 Round #2__ )/~ Final:

Ceitern I-V shonld be completed followime the end of the nesotianon and s hile e 1ems

are preparing for the sell=anatvsis,

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 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 Inflexable 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 @ [

Goslsnotserved  Goalsnotserved ~ Goalssomewhat  Neyiral Goalsserved  Goals served well  Goals served
at all not served somewhat very well

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

7 6 5 4 3 2 ! 1 )
Totally lacking | acking teamwork ~ Somewtut lacking in Neutral Somewhat good Very Good

in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, I, III, V, V1, and V11 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, affitude and tone, and implied and explicit communications.
Did the way this teamn manage its rel e pii4 the other team contribute to or detract from
achieving its client's best interests?

7 ; 6 5 4 3 2 1

Relationship  Refationship Relationship Neutral Relationship Managed Relationship Relavivesiy
Managed Very Managed Poorly Managed Somewhat Well managed well managed
Poorly Somewhat aragewel

Criteria VI and VE should he completed atter hath teams hay ¢ completed ther sell

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 2 S: 1 )
Did not Did not understand or Did not undersand o~~~ Neutral Understood And Undersioodand U and
understand o |eam leam much Leemed Somewhat  bearned woll 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 t/;_, i aterial facts? etc. Select and circle one:

e

@M 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 Uvabienion Criterva Forms sl be colleated by the connpetaen adminisgaator PRIOR 1o the

dees providhine fecahack e Bise o tems.




Attechment B

(Eech judge should receive four copies of the Evaluation Criteria -Judging Scales.)

Judge’s Name: CJ AAYE ZOV Ko ceil o Date: z&l Room #;_ 2.3 |
Team Letter Designation: A 3 Client Name: _B_\M[mm_

Negotiation judged:
(Please circle the competition level—Regional or Nationgl / and mark the round observed)
Round #1 Round #2 Final:

Criteria -V Should be completed Inilu\\lnu llu uul nl lhc. nee 'uu 1on uul \\lllIL the te: ams

are preparing for the sedl-onaly 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 ighly
Unprepared Unprepared Prepared Prepared
II.  FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY

This scale assesses whether the negotiators seemed responsive to the negotiation as it unfolded or
whether their strategy and tactics seemed scripted or otherwise pre-planned in a way that did not

work effectively in the context of the actual negotiation. Was this team able to adapt its strategy
to for example, to new information or to unforeseen moves by the opposing team?

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

IN. 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 1
Goalsnotscrved  Goalsnotserved — Coalssomewhat  Newyn) Goels served  Goaly well Goels 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 D
Totally lacking [ acking tesmwork ~ Somewhst lacking in Neugal Somewhat good Very Good Exce
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person leam, average criteria I, 11, II1, V, VI, and VII and enler that result (1o the nearest
whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NEGOTIATING TEAMS
This scale focuses on word chq e pace and implied and explicit communications,
Did thé'wiy this tearn mansge its relafionMeN Pe other team contribute to or detract from

achieving its client’s best interests? e ,
7 LN 825 4 3F 2 @
Relationship  Relationship Retationship Neutral Relationship Managed Relationship Relationship
v
maed ¢y Managed Poorly gdmmgnd Somewhat Wel msnaged well W[ywel!
Poorly G

Criteria VT aad VITshonld Iu unmplalui after Imlll teams e conrpleted their self-

anivsis,

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 nat understand or Did not understand or ~ Neutral Understood And U end  Understood and
undersand of  egrp learn much Learned Somewhat  Jearned 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:

OBSERVED ETHICAL STANDARDS r TEAM VIOLATED ETHICAL STANDARDS
\‘N___ S

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

YES, DISQUALIFY NO, DO NOT DISQUALIFY

Please explain in detail:

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




Afttachment B

(Each judge should receive four cogd dasia Form—Judging Scales.)

EVALUATION CRITERIA FORMJUDGING SCALES
Judge’s Namc:gz m Ce at.e:% Room #: 2'35
Team Letter Designation: ﬂ 3 Client Name: m%

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

Round #1 Ro ;@ Final:

Criteria 1-V shiould he completed following the end of the negotiation qnd while the (cams

are prepaving for the self=analysis.

L NEGOTIATION PLANNING

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

7 6 5 4 3 2 1
Very Unprepared Somewhsat 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 abletg adapt its strategy
to for example, to new information or to unforeseen moves by the opposing te

7 6 5 4 3 I
Very Inflexible Somewhat Neutral Somewhat Highly
Inflexible Infiexible 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 2 1
Goals not served Goals not served Goals somewhat Neutrn Goals served well  Goals served
at atl not served very well

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

7 6 5 4 3 1
Totally lecking ¢ acking teamwork  Somewhat lacking in Neutrat Somewhat good Exceltent
in teamwork teamwork teamwork Teamwork
NOTE: For a single-person team, average criteria I, II, I, V, VI, and V1I and enter gsull (1o the nearest

whole number) as the teamwork rating.



V. RELATIONSHIP BETWEEN THE NE DTIATING TEAMS
This scale focuses on word choice, attituddaii@#ont-fand implied and explicit communications.
Did the way this team manage its re{HGHSIN (e other team contribute to or detract from

achieving its client's best interests?

7 6 5 4
Relationship Relationship Relationship Neutral
Managad Very Managed Poorly Managed
Poorly Somewhat

Poorly

Crievia VEaud NV shouald be completed atter hoth icioms have completed thcie 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?

3 2 1
Undergtood And Understood and ~ Understood and
Leamed Somewhat  learned well leamned

extremely well

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

YES, DISQUALIFY O, DO NOT DISQUALIFY

Please explain in detail:

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

The Povabiaten Crieri Fors vl e collected by e compention adm<aaior PRIOR 10 the

Jtdues providiog reedhie I fer e Just I besmis,



Attachment B

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

| B3>
Date:_ Room #:
Namc&mm > é%%%

Negotiation judged:
Wﬂ’lease circle the competition level—Regic vatignal / and mark the round observed) @l&(
Round #1 ' Fimat: &7

Judge’s Name:

Team Letter Designation:

Al A
w0l
I  NEGOTIATION PLANNING sult A

%‘&: This scale assesses whether the team was familiar with the facts and law and had a strategy and fz{{/&

_ tactics reasonably designed to the situation set out in the fact pattern. How well-prepared was 74
S(, N % this team, judging from its performance and its apparent / 724f~

Critera -V shondd be completed folowing the ead of the acgotiation and s hile the teams
are preparing foe the setlf-inaly sas,

Jw 7 6 5 4 2 1 7
Very Unprepared Somewhat Neutral mewhat Prepared Highly %
% Unprepared Unprepared Prepared Prepared

N
IL. FLEXIBILITY IN DEVIATING FROM PLANS OR ADAPTING STRATEGY f, f

3

S
Y/

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 opposingteam?

7 6 5 4 3 l
Very Inflexidle Somewhat Neutrat Somewhat exible Righly
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 wes-reached, serve the client's goals?
Goalsnotserved  Goalsnotserved  Coals somewhat  Neytral ofs served  Goals gerved weil  Gosls 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 7 6 5 4 Q 2 1
' Tom!ly:‘::krking Lacking teamwork ~ Somewhat tacking in Neutral Som Very Good Excellent

in team teamwork teamwork Teamwork Teamwork

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



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

7 6 5 1
Mgt Vey, Moty gambatb | Nl | BACEResd Dl asacsi
Poorly Somewhat extremely well

Criteria V1 and Vi should he completed after both tcams have compleced then selt-

:naly 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 understend or ~ Neutral Understood And Understood and
understand of  jearn learn much Leamned Somewhat leamed

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 itiop? Circle one:

YES, DISQUALIFY

NG, DO NOT DISQUALIFY

Please explain in detail:

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

The Fovadeatien Ceiteren orms sl e colfeaied by ohe compenaon adimmisairaior PRIOR 1o ilie

pucaes pricvaiding feadback e Bist tvo eeams




Attachment B

(Each judge should recaive foar co Criteria Form—Judging Scales.)
Judge’s Name: _ ¥onzp Cel%Daw: Qﬂ[g Room #: 22 9

Team Letter Designation: A -6 Client Name: _ 4 Q)

Negotiation judged: s
(Please circle the competition level—Regional o%anal)and mark the round observed)

Round #1 Round #2_ X Final:

Criteria I-V shonld be completed Tollowiaz the end of the negotintion sind while the teams

are prepacing for the self-analysis,

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 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) 2 1
Very Inflexible Somewhat Neutral Somewhat Flexible Highly
Inflexible Inflexible Flexiblz 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
Gosls not served Goals not served Goals somewhat Neutral Goals served  Gogls served well Coals 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 -f':\2 ) 1
Totally lacking [ ackring leamwork ~ Somewhat lacking in Neutral Somewhat good Very Good Excetlent
in teamwork teamwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria l, 11, IT1, 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, 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

Relgtionship  Relarionship Relationship Neutral Relationship Managed Relatianship Relationship
Managed Very  Managed Poody Managed Somewhat Well managed well menaged
Poorty Somewhat extremely well

Criteria:V1 md Vi \Imnl(l he mmphlul nllu Imlll teams Ia S (UIII]'I(l((l their self-

HIII\\I\ L

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 wounld you do differently?”

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

Based on the teams self-analysis during the review session, how adequately understood the

pegotiation dynamics and learned from today’s negotiation?
7 Y

7 6 5 4 3 2) 1
Did oot Did not understand or Did not nnderstand or Neutral Understood And Understood and Understood and
understapd Or g lsarn moch Learned Somcwhat  learned weli leamed
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 teamn misrepresent material facts? 2)
did the team invent self-serving material facts? etc. Select and circle one:

-
TEAM OBSERVED ETHICAL STANDARDS ot 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.

soaednen

Jinine PRIOR



Aftachment B

(Each judge should receive four copies of the Ev i jtena Form—Judging Scales.)
\ L i - e
] 2 .‘P\y‘ "y § & f- rJ /{ ‘.:1.
Judge’s Name: C*' 3 i #A Cell #:ﬂw: ! t 1 Room#:;_ &1
g

Team Letter Designation: /lr" q Client Name: SImoN

Negotiation judged:
(Please circle the competition level—Regional or N:ﬁO}I / and mark the round observed)

Round #1 Round #2 Final:

Criteria 1V shopld bhe complered iulln\\m" (he uul of the negoli |l|un and " hlh the 1e: lll-l\ .

are pecparing for the sell-un; 1SEN 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
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 oppast ?
7 6 5 4 3 2 1
Very Inflexible Somewhat Neutral Somewhat, Flexib Highly

Inflexable Inflexdble 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§erve the glient's goals?

7 6 5 4 3 1
Goalsnotserved  Goalsnotserved — Goals somewhel  Newpral Goals served  \ Goals served fve}] Goals served
at gl 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 | geking teamwork ~ Somewhat tacking in Neurtral Somewhat good Very Good
in teamwork teamwork teamwork Teamwork

NOTE: For a single-person team, average criteria l, 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, 4 %%, and implied and explicit communications.
Did the way this team manage its reldg Avith the other team contribute to or detract from

achieving its client's best interests? PR /- \\
7 6 5 4 3 PISHAT ws lyy
Relationship  Refationshi © Relationship Newtral Relationship Managed Relationship Relationship
MmsedV«y MmagedPgody Managed Sumcwhatlslell managed well \ managed f :
Poorly ;

Criteria ¥V and Vv II should, hL mm;)ldul alter both teams have completed their self-

amalvsis, 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 understood
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
;-‘:'r::’:lf" learn learn much Learned Somewhat  leamed 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—servmg matcrlal facts? etc. Select and circle one:

RN ey

e e -o'\-\

( TEAM OBSERVED ETHICAL STANDARDS for TEAM VIOLATED ETHICAL STANDARDS

e ————— —
= e i

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

EVALUATION CRITERIA FORMOJUDGING SCALES
(Each judge should receive four copies umng Scales.)
Judge’s Name: LC Cq/szgb(&ell #: Room #: 2 J7

o e "Dates

Team Letter Desigﬁatnon. . C\ Client Name: l’ UﬂJ(Q ( 57 Laterd

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

Round #1 . nal:

Criteria 1-V shoulil he completed toMowing (e cad of the wegotiation and while the teanes

arce prepariae 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-pyépared was

7 6 5 4
Very Unprepared Somewhat Neutral
Unprepared Unprepared

IL FLEXIBILITY IN DEVIATING FROM PL/

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 opposingtearn

7 6 5 4 3 1
Very Inflexible Somewhat Neutral Somewhat Highly
Inflexibla 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, servethesljent's goals?

7 6 5 4 3 1
Goals not served Goals not served Goals somewhat Neutral 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 sharing responsibility, and
providing mutual backup?

7 6 5 4 3 1 7
Totally lacking [ acking teamwork ~ Somewhat lacking in Neutral Somewhat good Excellent .
in teamwork teamwork tearwork Teamwork
NOTE: For a single-person team, average criteria l, I, I, V, V1, and VIl and entd gsult (1o the nearest

whole number) as the teamwork rating,



V. RELATIONSHIP BE' HENEGOTIATING TEAMS
This scale. focuses on word gieg:: I, and implied and qxp]icit communications.
Did the way this team manage its relatlo,[lsngp W s

achieving its client's best.interests?

7 6 5 4
Relationship  Relationship Reistionship Neutral
Managed Very Managed Poorly Menaged

Poorly Somewhat

Poorty

Criterie Vi and VH should be completed alter both teams have completed their self-

analvsis,

VI. SELF-ANALYSIS

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

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

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

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

7 6 5 4 3

Did not Did not understand or Did not understand or ~ Neutral Understood And
tﬂm‘::‘:;f"' tearn leamn much Learned Somewhyd
eam

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 inivent 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 DISQUALIRY

Please explain in detail:

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

The Pvimnatien Criteria Formeowili be colicared by the compenton sdoumisteator PRIOR (o 1l

prcdecs provodme tecadback wele Bst isve 1eames,
S | !



Attachment B

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

Judge’s Name: hK DNHHﬂ‘D Cell #‘)ate |13 Room #:_216

Team Letter Designation: ___ & =1 % Client Name: wé

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

Round #1 Round #2 Final:

Critevia B-Voshou)d be unll!pll((d follaw ing lln uui ol the necotation and while llu Lo

are preparing for the el aikilvsin, -

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 D) 4 3 2 1

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

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

7 6 5 @ 3 2 1

Goalsnotserved  Goalsnotserved — Coalesomewhat  Nepm) Goals served  Goals served well  Goals scrved
at all 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 | acking teamwork  Samewhat lacking in Neytral Somewhat good Very Geod Excellent
in teamwork tearmwork teamwork Teamwork Teamwork

NOTE: For a single-person team, average criteria I, 11, 111, V, VI, and V11 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, aftitude and tone, and implied and explicit communications.
Did the way this team manage its relSiSSRIBOMITShe other team contribute tojor detract from

achieving its client's best interests?

7 6 5 4 3 @ 1

Relationship  Relatjonshi Relagionship Neutral Relationship Menaged Relationship Relationship
Mmeaedvﬂy Mmgadl’sody Managed Somewhat Well managed well managed

Critevia VMEand VI \hnul(l he unnphlul |I!u both feams I| ne completed their \d[

anadvsing

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 Undersiood And Understood and Understood and
understand of  \epm learn moch Lesmod Somewhat  learned well leamed
learn at all exremely 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:

G’EAM OBSERVED ETHICAL STA@ 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.

ihected by e g mmlll' iz stEg ".1'?R_|()R S, e |
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