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Competitors: _____________________________________________________



Judge: __________________________________

Court: ___________

Date: __ / __ / 20011
       Final Score: ______ / 100

	Content
	Overall score range: descriptive criteria (please tick as appropriate)
	Comments and Score
(additional space over page)

	
	50-60
	61-70
	71-85
	86-100
	

	Negotiation
	( not adequately prepared

 fails to identify relevant issues and concerns

 lacks discernible strategy

 often inflexible or too ready to make concessions

 approach is one-sided or fails to appreciate opponents’ argument

 responds poorly to opponents’ questions

 internal contradiction or failure to offer support

 unprofessional or unethical in conduct or demeanour; impatient, rude, arrogant, supercilious or dismissive

 expression unclear or meaning ambiguous

 poor outcome for client
	 good basic preparation

 identifies most relevant issues and concerns

 strategy or tactics unclear or not pursued

 sometimes inflexible or concedes too readily 

 tends to focus on client’s goals to exclusion of opponents’ considerations; fails to appreciate or listen to opponents’ position and arguments

 good teamwork

 courteous and professional

 expression good but lacks clarity or directness

 outcome addresses client’s goals but there was a better alternative to that reached
	 good preparation 

 identifies all relevant issues and concerns

 clear strategy and display of tactics

 focussed on client’s goals but flexible about means

 asks appropriate questions, listens to opponents’ position and responds well to argument

 open to solutions meeting all parties’ needs

 excellent teamwork; mutual support and responsibility

 courteous, confident and professional

 outcome meets client’s goals satisfactorily and is acceptable to opponents
	 excellent preparation; identifies all relevant issues and concerns

 clear strategy and effective use of tactics

 focussed on client’s goals but flexible about means 

 engages with opponents’ strategy and adapts own tactics as appropriate

 listens to opponents’ argument and rebuts well 

 actively seeks solutions meeting all parties’ needs

 efficient and effective as a negotiating team

 courteous, confident and professional; persuasive language and presentation

 best available outcome; clear, realistic, achievable
	
	50-60: 40-48
61-70: 48-56

71-85: 56-68
86-100: 68-80

	
	
	
	
	
	
	/ 80

	Self-analysis
	 fails to appreciate strengths and weaknesses

 misunderstands outcome of negotiation
	 identifies most strengths and weaknesses

 misunderstands significance of outcome
	 identifies all strengths and weaknesses

 accurate appraisal of final outcome
	 accurate appreciation of strengths and weaknesses

 insightful analysis of the negotiation process
	
	50-60: 10-12
61-70: 12-14

71-85: 14-17
86-100: 17-20

	
	
	
	
	
	
	/ 20


Additional space for judge’s comments:

[image: image1.jpg][image: image2.jpg]BLACKSTONE

S O C ETY




