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––––  Information for Competitors  ––––

The Allens Arthur Robinson Negotiation Competition 2011 involves a simulated negotiation of a legal issue in which teams of two negotiators represent different parties to the dispute. The focus of the competition is the achievement of a negotiation outcome that satisfies the goals and expectations of each team’s client. Given this objective, no knowledge of the substantive law is necessary, and only limited pre-negotiation preparation is required. The competition aims to expose students to a form of consensual resolution of disputes that is increasingly prevalent in the community, while developing their skills of negotiation, perception and communication.

This information sheet is designed to provide a brief overview of the competition and the procedure for the negotiation, and to answer some of the more common questions that competitors may have. For further details on what is expected at each stage of the proceedings, competitors should refer to the Assessment Sheet and the Negotiation Guide. All competitors should be familiar with the Rules of the competition and the Competitions Disqualification Policy.

The Competition

· The competition consists of five rounds. Thirty-two teams compete in Round I, sixteen in Round II, eight in the Quarter Final, four in the Semi Final and two in the Grand Final. Round I is conducted over four evenings and Round II over two evenings. Two teams are assigned to each room, and the team that attains the higher score proceeds to the next round.

· The dates for the competition are as follows:

	Round I

	Tuesday 9 August

Wednesday 10 August

Tuesday 16 August

Wednesday 17 August

	Round II

	Tuesday 13 September

Wednesday 14 September

	Quarter Final
	Wednesday 21 September

	Semi Final
	Wednesday 5 October

	Grand Final
	Wednesday 12 October

	
	


· The court lists specifying the draw will be emailed to all competitors.
Problem and Preparation

· The Negotiation Coordinator will email the relevant materials to you at 2 pm on the day before the negotiation. Your brief will contain:
a) details of the date and venue of the negotiation;

b) general information for both parties; 

c) confidential information for the party that you represent; and

d) if applicable, background legal notes.

· After you receive your brief, teams should review the problem to highlight the relevant legal and factual issues, before discussing the approach to be taken. 

· Teams should consider their client’s goals and expectations clearly, identifying what is important to their clients, what concessions might be possible, what the best and worst-case scenarios are and what options are available if a negotiated outcome cannot be reached.

· Teams should pay close attention to their client’s instructions – you must not agree to things outside your instructions.

· Teams should also consider what the opposing team will try to achieve, with a view to anticipating possible strategies.

· While it is not necessary to conduct detailed research into the relevant areas of law, it is important that teams be aware of the impact that the relevant legal principles may have on the negotiation and the available outcomes.

· However, teams should be aware that, in accordance with the Rules, they may not refer to any extrinsic or supplementary materials during the negotiation.

· On the night of the negotiation, you should arrive at the Law School no later than 6:45 pm.
Procedure during the negotiation

· Negotiations commence at 7 pm.
· 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


· Breaks
During the negotiation period indicated, each team may take one break of up to five minutes to discuss strategy in private. The time for the negotiation period continues to run during such a break. The team calling the break may request that both teams leave the room.

· Reflection period and self-analysis
Following the negotiation, the reflection period allows teams to assess their performance privately. At the conclusion of the reflection period, 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.

· During the self-analysis, teams:

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

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

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

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

· Timing
The maximum duration for each stage of proceedings must be strictly observed. The teams themselves are responsible for timekeeping. Adhering to the negotiation schedule is an important part of the process, and teams will be penalised for exceeding the maximum time limits.

Assessment

· The presiding judge will complete an Assessment Sheet for each team. The Assessment Sheet is designed to ensure that all teams are judged against the same criteria, and to afford the judge an opportunity to suggest areas in which teams may improve. Assessment Sheets will be available for teams to collect once the results of the round have been announced.

Complaints and Appeals

· Any complaints or appeals must be submitted to the Competitions VP for determination within twenty-four hours of the matter giving rise to the complaint or appeal.

Dress

· Competitors should dress professionally, as appropriate for the formal negotiation environment. Essentially this means dress conservatively – a suit or neat skirt/trousers and collared shirt for women and suit, shirt and tie for men. 
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