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Hi there! 

My name is Garima, the 
Negotitiations Competition 
Convenor for 2019. I’m currently 
studying a Bachelor of Commerce 
at the University of New South 
Wales majoring in Marketing and 
International Business. 

My first UN Youth Event was the 
Evatt Competition in 2015 (where 
my friend and I didn’t know that we 
had Veto power much to the shock 
of everyone when we said ‘no’) and 
then I started volunteering in 2018! 
I got involved with UN Youth as it 
was an amazing platform to discuss 
and share ideas about global 
issues and international politics with 
other young people and learn new 
perspectives through that. 

I wanted to convene Negotiations 
this year because I had the 
opportunity to judge the competition 
last year and it was amazing to see 
delegates really take on the role 
of negotiators and work together 
to unravel and solve complex 
scenarios. 

Negotiations will challenge you 
to take a step back and think 
deeply about solutions to complex 
problems, forcing you to consider 
both sides of the issue and teaching 
you to make decisions about what 
really matters. This is a competition 
about strategic thinking and 
teamwork. 

The classic orange negotiation 
demonstrates this perfectly. Let’s 
say that there’s a dispute over an 
orange, where both parties want 
the same orange. In a traditional 
position-based negotiation, the 
solution would be to cut the orange 

in half. In this scenario, both sides 
get what they want right? Not 
exactly. 

If you take an interest-based 
approach, you’d understand that 
both parties want the oranges for 
different purposes - one wants the 
skin to the rind to make cookies, and 
the other wants the flesh to make 
juice. Once we understand this, the 
solution becomes clear! If you peel 
the orange and separate the rind 
from the flesh, both parties can get 
exactly what they want. 

That’s what this competition is 
about. It’s about looking underneath 
the surface of the issue. A skill that 
is useful in all sorts of situations - 
both on the world stage, and in your 
own personal lives. 

I can’t wait to see you there!

Garima Sharma
2019 NSW Negotiations Convenor

From the Convenor



The Negotiations Competition consists of two teams of two students (from 
the same school) representing certain countries in negotiations over a 
dispute. In these negotiations, students will work to reach a mutually 
beneficial solution to the conflict, while also aiming to fulfil the interests of 
their government.

They will be judged in their performance according to the criteria outlined 
later in this document. Delegates will receive allocations a number of weeks 
prior to the event with their country allocations as well as details on the first 
two negotiation topics. As such, delegates have the time leading up to the 
event to research their topic and plan their strategy for the negotiations.

Two preliminary rounds will be held on Saturday and Sunday, as well as a 
workshop detailing the workings of the competition. After this, the teams 
progressing to the finals will be announced. Teams progressing to this stage 
will be presented with information regarding the topics at this point.

The finals will be held two week after, after which a winning team will 
emerge. During this time, for teams that don’t progress, an interactive IPS 
Crisis Simulation will be held that will thrust delegates into the intensity of 
high-pressure, constantly evolving negotiation. Fantastic speakers will also 
present to all delegates to deepen their understanding of the role negotiation 
play in the global system.

Negotiations will proceed in three stages:

1. Preliminary Rounds - these will be running on both the 3-4 August 
(Delegates can chose to attend on either day, depending on their 
availability).

2. Semi-finals - Saturday, 17 August
3. Grand-finals - Saturday, 17 August

r

About the Competition



There are generally recognised to be two types of negotiation styles:
• Position-based negotiation
• Interest-based negotiation

POSITION-BASED NEGOTIATION

Most people are more familiar with 
position-based negotiation, as it tends 
to be how a majority of arguments and 
disputes are handled in daily life. 

In position-based negotiation, the two 
(or more) sides enter the negotiation 
with opposing specific positions 
on what they want to get out of the 
negotiation. In this situation, the debate 
often gets very heated, as both sides 
are looking for victory in the argument, 
and neither side wants to back down on 
their position. 

Often, the outcomes of these positional 
negotiations are either compromises 
that don’t satisfy either party, straining 
their relationship, or a lack of an 
outcome at all, prolonging or even 
exacerbating the problem.

INTEREST-BASED NEGOTIATION

Interest-based negotiation, in 
comparison, is a style of negotiation 
that focuses on the underlying interests, 
desires or fears of the two sides. It 
is the form of negotiation we are 
looking for teams to use in The 
Negotiations Competition.

Instead of entering the negotiation as 
enemies who will attempt to undermine 
each other to ‘win’, interest-based 
negotiators are more like collaborators 
working together to solve the problem. 

They will make clear what their 
underlying interests and needs are, 
and they will be the goals they work to 
satisfy when proposing solutions and 
evaluating them. 

As such, they are likely to find solutions 
which satisfy both side’s underlying 
interests, while also maintaining a 
cordial relationship that can continue 
into the future.

Position vs Interest



The Negotiation Competition will be centred around the practice of interest-based 
negotiation, which differs from ‘conventional’ position-based negotiation in its focus 
on the base ‘interests’ of the parties involved, instead of specific demands which 
can prove barriers to the negotiation process.

There are 7 steps in vvinterest-based negotiation:

1. Opening Statements
2. Interests
3. Questions
4. Option Generation
5. Option Evaluation
6. Tentative Conclusion
7. Reflection

During all times at the negotiation teams should be courteous, respectful, aim to find 
a mutually beneficial outcome and maintain a good relationship with the other team.

The main section of the negotiation will take 50 minutes, after which there is a 10 
minute break for self-analysis, then a 10 minute reflection discussion with the judge.

1. Opening Statements

• During this part of the negotiation, teams give a summary of the facts of the 
dispute from their nations’ perspective.

• Teams clarify any facts or parts of the dispute that are unclear.
• This period is also used by the teams to frame the situation in a way that is 

beneficial for their nation, and appeal to the other team’s emotions.
• Teams may also choose whether or not to reveal confidential information, 

depending on their strategy.

2. Interests

• Interests are the underlying reasons that fuel the nation’s desired outcome.
• This section of the negotiation is used to lay out the fundamental desires of each 

nation in the negotiation. These interests are not specific demands (such as ‘A 
withdrawal of troops from the disputed border’), but general desires from the 
situation (such as ‘A demilitarised situation’). Specific demands to satisfy these 
interests will be discussed in a later section of the negotiation.

• Both sides will lay out their interests in a way that ensures clarity for both teams.
• Teams should also ask questions about their respective positions and key 

interests to ensure mutual understanding.

Negotiation Structure

3. Questions

• Teams should also ask questions about their respective positions and key 
interests to ensure mutual understanding.

• This section is important for ensuring that both teams are aware of the positions 
of the other and the key issues of the negotiation.



5. Option Evaluation

• At this stage, the merits of each option will be evaluated by the teams.
• It is important to keep in mind the interests set in the second stage, as well as 

your nation’s confidential interests, while evaluating.

6. Tentative Conclusion

• This stage involves reaching a mutual agreement over the options discussed.
• You may then agree and reach a settlement on the issue.
• However, you may not always reach an agreement, and you shouldn’t rush 

without consideration to reach one.
• Instead, teams may sum up what has occurred in the negotiation previously, and 

set points to be discussed in a hypothetical following negotiation.

7. Reflection

• Teams will be given 10 minutes after the conclusion of the negotiation to reflect 
on their performance in the negotiation.

• Teams should reflect on their: Teamwork, Preparation, Strategy
• Teams will then re-enter the room and discuss this with the judge.

Negotiation Structure

4. Option Generation

• This section of the negotiation involves the proposal by both teams of plans of 
action to satisfy their interests.

• During this portion, all options should be brainstormed by both sides WITHOUT 
commenting on or evaluating them. Evaluation occurs in a later stage of the 
negotiation.



The aim of teams in the Negotiation Competition is to fashion a mutually beneficial 
and sustainable agreement with the other team that ensures a cordial ongoing 
relationship, while also satisfying national interests of the country the team is 
representing. Negotiations will be judged in two parts: the main negotiation and 
reflection.

MAIN NEGOTIATION

The performance of each team in the negotiation will be evaluated on the following
criteria: relationship, options and evaluation, teamwork, strategy and adaptability,
preparation, and outcome.

Relationship
The quality of the relationship held between the teams, with the assumption of 
further hypothetical negotiations between the same teams. Has the team
maintained a courteous, respectful demeanour towards the other team throughout 
the negotiation, even during times of disagreement?

Options and Evaluation
The identification and presentation of key interests, and the creativity of options 
presented. Has the team identified and focused on the key issues of the 
negotiation? Have they formulated creative options for solutions?

Teamwork
The recognition and complementing of skills, as well as harmony of action, by 
both members during the negotiation. How well does the team function as a unit, 
complementing each others’ skills and clearly working towards the same objective?

Strategy and Adaptability
The clarity of a sophisticated and effective strategy, as well as the ability of the 
team to adapt their strategy to changes in the negotiation situation. Does the team 
show a clear vision of their strategy for the negotiation, acting consistently during 
the negotiation? Are they able to change this strategy quickly and effectively when 
necessary?

Preparation
The depth of knowledge shown of the negotiation process, the dispute, and their 
respective nation. Does the team illustrate their preparation for the negotiation in a 
meaningful, negotiation-shaping way?

Outcome
The level to which the team satisfies the nation’s interests and resolves all issues. 
Has the team fulfilled their stated and confidential goals, and ensured the other 
side’s issues have also been resolved?

Judging Criteria



REFLECTION

The aim of teams in the reflection is to effectively self-analyse their performance.

They should reflect on:
• Their strengths and weaknesses in the negotiation (with supporting examples)
• The lessons learned during the process
• Their strategies, preparation techniques and assumptions

The performance of each team in this stage will be assessed by the following
criteria: level of self-analysis.

Self-analysis Level
The clarity and depth of analysis applied to the self-reflection. Has the team clearly
identified and discussed the features of their performance in the negotiation to a
sophisticated level?

Judging Critera (cont.)



What is UN Youth NSW’s Negotiations Competition?
The UN Youth NSW Negotiation Competition is a brand-new competition based 
around the concept of interest-based negotiation. It consists of multiple rounds of 
structured negotiation, in which two teams of two students, representing nations in 
conflict over a specific issue, sit down to fashion a mutually beneficial solution, while 
also attempting to satisfy their national interests. After the round, they will have 10 
minutes of time to reflect on their performance, followed by 10 minutes discussion of 
this with the judge.

How is this event different from Evatt?
The Negotiations Competition is a very different event to Evatt. While Evatt consists 
of a large-scale debate and negotiation with 30+ delegates all competing for 
speaking time and signatories, the Negotiations Competition is a more concentrated 
experience, with 2 teams of 2 students working on a deal in each negotiation. 
Furthermore, the focus on interest-based negotiation (where negotiations are based 
on interests such as ‘We want stability for our country’), instead of position-based 
negotiation (where negotiations occur over specific demands such as ‘We want 
a withdrawal of troops from our country’), which tends to take the forefront in the 
Evatt Competition, makes a huge change to the dynamic of the negotiation. If you 
love Evatt then you’ll love this event too, but if the hectic free-for-all of the Evatt 
chambers weren’t your thing, the Negotiation Competition has what you’re looking 
for!

Does my partner have to be in the same grade as me?
No - your partner doesn’t have to be in the same grade as you. As long as you’re 
both between Years 10-12 inclusive and attending the same high school, then you 
can compete together! All competitors must be in teams of two.

Do I need to have negotiated before or been a public speaking champ
to participate?
Not at all! The Negotiations Competition is open for all interested students, whether 
you’ve competed in other similar events, done programs at school or done nothing 
close to this before. The program will help you develop your creativity, problem 
solving, and communication skills.

I’m pretty busy with school work, will I need to do heaps of extra
research?
No, while some extra research on your country, dispute or negotiation skills would 
definitely be useful, we don’t want you putting yourself through the grinder. While 
the more you have may come in useful, we think you should prepare until you feel 
comfortable talking about the dispute and your country’s position freely.

What should I wear to the competition?
For this event, you should wear business attire. A suit with collared shirt, formal 
dress and blazer, or skirt and blazer would work well. If you’d prefer or feel more 
comfortable in your formal school uniform, that’s totally ok to wear too!

Where can I find out more about UN Youth NSW?
The best way to find out more about UN Youth NSW and the programs we run is to 
visit www.unyouth.org.au or www.facebook.com/UNYouthNSW.

I can’t find an answer to my question here - what should I do?
Please feel free to email our Convenor, Garima Sharma, at garima.sharma@
unyouth.org.au with any questions you have about NSW Negotiations Competition 
2019.

FAQs
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