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––––  Rules  ––––

Teams and Eligibility

1. Subject to Rule 2, all students who are Financial Ordinary Members of the Blackstone Society at the time of registration may enter the competition, other than the Competitions Officer and the Negotiation Coordinator and Organisers.

2. The Competitions Officer may at any time exclude a student from the competition in accordance with the Competitions Disqualification Policy.

2A.  Competitors withdrawing from the competition after the completion of the first round will be barred from entering further Blackstone competitions for a year (ending mid-year 2010), unless medical documentation or other compelling information is submitted to the Competitions Officer, in which case the competitors may withdraw without penalty. 

3. Teams may register as reserves for the competition; however preference will be given to reserve teams comprising final year students.
4. Teams will conduct all research and preparation for the competition without assistance from any other person.
Competition Structure

5. Thirty-two teams compete in Round I of the competition, sixteen in Round II, eight in the Round III, four in the semi-final and two in the Grand Final.

6. In each round, teams are assigned to a court, and represent a party to the negotiation.

7. In Rounds I, II and III, the team that attains the higher score in each court advances to the following round. The two teams that attain the highest score in the Semi-Final advance to the Grand Final.

8. The remaining teams are ranked on a reserve list according to their scores, and in the event that a team is unable to participate in the following round, that team’s position is filled by the team ranked highest on the reserve list.

Problem and Applicable Law

9. At 2 pm on the day before the negotiation, the Negotiation Coordinator and Organisers will email teams a brief containing:

a) details of the court, date and venue of the negotiation;

b) general information for both parties; 

c) confidential information for the party that team represents; and

d) if applicable, background legal notes.

10. Teams may not at any stage refer to extrinsic or supplementary materials.

11. The relevant law will be that applicable in Western Australia.

Conduct of the Negotiation

12. Negotiations commence at 7 pm or at 8:30 pm.

13. The negotiation will proceed as follows:

	Stage of Proceedings
	Maximum Duration

	Negotiation period
	50 minutes

	Reflection period
	10 minutes

	Self-analysis (first team)
	10 minutes

	Self-analysis (second team)
	10 minutes

	Adjournment and Feedback
	

	Approximate total:
	1 hour 20 minutes


14. The maximum duration for each stage of proceedings, as indicated in Rule 14, must be strictly observed. The teams themselves are responsible for timekeeping.

15. During the negotiation period indicated in Rule 14, each team may take one break of up to five minutes to discuss strategy in private. During such a break:

a) the team calling the break may request that both teams leave the room;

b) neither team may confer with any other person; and

c) the time for the negotiation period continues to run.

16. Following the reflection period indicated in Rule 14, each team will present its self-analysis in the absence of the opposing team. The order in which teams will present their self-analyses will be determined randomly by the judge or judges and announced at the conclusion of the reflection period.

17. During the self-analysis, teams:

a) may choose to explain the approach or tactics employed during the negotiation;

b) should consider what they would do the in the same fashion, and what they would do differently, if faced with a similar situation again;

c) should consider how well their strategy worked in relation to the outcome; and

d) should be prepared to respond to questions from the judge or judges concerning their performance.

18. Teams will dress professionally for the negotiation.

Judges and Assessment

19. A single judge will preside at negotiations during Rounds I, II and III, two judges for the Semi-Final and three for the Grand Final.

20. Judges will be judges, magistrates, legal practitioners, legal academics, professionals with negotiation experience or others with a demonstrated experience in negotiation competitions.

21. The judging standards recognise that there is no single correct approach to conducting a negotiation and that the outcome is only one factor in assessing the effectiveness of a negotiation. Judges will award each team a score out 100 marks, by reference to the following indicia: 

	Content

	Negotiation skills

	Planning

	Flexibility 

	Teamwork

	Relationship with the opposing team

	Negotiating ethics

	Outcome of the negotiation

	Self-analysis


22. No draws are possible.

Complaints and Appeals, Penalties and Interpretation

23. All complaints and appeals concerning scoring and assessment or the organisation, administration and conduct of the competition must, within twenty-four hours of the matter giving rise to the complaint or appeal, be submitted to the Competitions Officer for determination.

24. In respect of any alleged breach of these Rules, the Competitions Officer will:

a) determine whether there has been a breach; and

b) determine what penalty, if any, is to be imposed for the breach.

25. All questions concerning the interpretation of these Rules must be submitted to the Competitions Officer for determination. 

26. The Competitions Officer may at any time determine such amendments or additions to these Rules or other measures as may be necessary or convenient for the efficient organisation, administration or conduct of the competition.

27. All determinations made by the Competitions Officer in accordance with these Rules will be final and conclusive and binding on all competitors.
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