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FROM THE
CONVENOR

Hello future Negotiations delegate!

 

My name is Julia, your Convenor for the 2020 Negotiations Competition,

the first one ever to be held completely online! Despite the current

circumstances, Negotiations is here to stay and here to provide you with

an awesome, fun yet challenging experience from which you’re bound to

leave, bursting with a newfound confidence in your negotiation skills!

Have you ever cleverly persuaded someone to do something you wanted?

Do you have an interest in global issues and have wondered what you

could do to make a difference, behind the scenes? Or perhaps you’re a

seasoned UN Youth delegate? If any of the above are true, Negotiations is

the competition for you! There’s no better time than the now to immerse

yourself in the wondrous world of UN Youth competitions through

Negotiations, a competition which uses communication skills you already

know, whilst engaging your diplomacy and ability to research.

 

I’ve had the joy of competing in Negotiations competitions at university

and wish I had taken the opportunity to do so in high school. Don’t miss

out like I did! I look forward to virtually meet you at the competition in

July!

 

 

Julia Tran

 



ABOUT THE
COMPETITION

The Negotiations Competition consists of two teams of two students

representing assigned countries in negotiations over a dispute.

Students will act as delegates working to reach a mutually beneficial

solution to the conflict, whilst also aiming to fulfill the interests of

their government. 

 

Delegates will be judged in their performance according to the

criteria outlined later in this document. Approximately 2 weeks prior

to the event Delegates will receive their country allocations as well as

details on the first two negotiation topics for the two preliminary

rounds. This will be accompanied by workshop documents to help

explain further details of the competition. Delegates should use the

the time leading up to their rounds to research their topic and plan

their strategy for the negotiations.

 

Delegates will begin competing in two preliminary rounds, selected

from eight sessions held on Tuesdays, Thursdays, Saturdays and

Sundays. After this, the four teams progressing to the semi-finals will

be announced. Teams progressing to this stage will be presented

with information regarding the topics at this point. The grand-finals

will be held the next week, with two teams, after which a winning

team will emerge. On the following Monday, our formal Reward

Ceremony will be held, along with a speaker panel featuring fantastic

leaders in the negotiation field who will present to all delegates, to

deepen their understanding of the role negotiation plays in the global

system.



STAGES OF
NEGOTATONS

Negotiations will proceed in these stages:

 1. Introductory Email (6/7)

2. Welcome Brief Email (20/7)

3. Preliminary Rounds (21/7-2/8)

 

Round 1 (Question 1)

Session 1: Tues 21/7 5-7pm

Session 2: Thur 23/7 5-7pm

Session 3: Sat 25/7 5-7pm

Session 4: Sun 26/7 5-7pm

 

Round 2 (Question 2)

Session 5: Tues 28/7 5-7pm

Session 6: Thur 30/7 5-7pm

Session 7: Sat 1/8 5-7pm

Session 8: Sun 2/8 5-7pm

 

 

4. Semi-Finals - Thurs 27/8 5-7pm

5. Grand-Finals - Thurs 3/9 5-7pm

5. Speaker Panel and Rewards Ceremony - Mon 7/9



CHANGES TO
NEGOTIATION 

Due to the recent global COVID-19

pandemic, the format of Negotiations has

been changed and will be run entirely online

via the video conferencing platform Zoom.

We ask that each team member be present

on a separate Zoom call. To communicate

during the Negotiation, members of a team

should utilise the Zoom chat function. The

structure of Negotiations will however

remain the same; there will be two teams of

two delegates competing and at least one

facilitator to judge each meeting. 

 

 

 



CHANGES TO
NEGOTIATION  

How to Guide for Negotiations on Zoom
Prior to the competition, please set up a Zoom

account. To do so, open zoom.us on your Mac or

PC and go to the Zoom website to create or

manage an account. Please ensure that your full

name is linked to the account for identification

purposes.

On the date allocated to you, 30 minutes prior to

your timeslot, a unique Zoom meeting link will be

emailed to you by the Negotiations Organising

Committee. At least 5 minutes earlier than the start

of your round, please join the meeting by clicking

the meeting link.

While waiting for the meeting to start, please test

your speaker and microphone, and check that you

are able to hear audio clearly. If you have any

problems, please contact the Negotiations point of

contact who emailed you the meeting link, whether

that be the Convenor or Organising Committee

member.

At 5pm, Negotiations will commence! Please make

sure that your video is on, and your microphone is

muted unless your team is speaking or asking

questions, to reduce background noise. At the start of

the round, your judges will provide you with their

contact details; in the event of any technical

difficulties, you may contact them. 



COMPETITION
STRUCTURE

The Negotiation Competition will be centered 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 6 steps in interest-based negotiation:
1. Opening Statements

2. Interests
3. Option Generation
4. Option Evaluation

5. Tentative Conclusion
6. 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



COMPETITION
STRUCTURE

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.

INTERESTS

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.

 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. 

 



COMPETITION
STRUCTURE

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.

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.

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.

QUESTIONS
This section is important for ensuring that both teams are aware of
the positions of the other and the key issues of the negotiation.
Teams should also ask questions about their respective positions
and key interests to ensure mutual understanding.                                  



COMPETITION
STRUCTURE

REFLECTION

At the conclusion of the negotiation, each team will be given
a set of Reflection Questions. They should prepare to be
asked impromptu Reflection Questions as well.
 
Each team will be transferred to new, separate breakout
rooms where they will spend 10 minutes to reflect on their
own performance in the negotiation.
 
Teams should reflect on their: Teamwork, Preparation,
Strategy. After 10 minutes has passed, both teams will be
returned back to the main room.The judge will perform a coin
flip to decide which team will carry out their Reflection
first.The teams will then be returned to their breakout rooms
and the judge will join the chosen team’s breakout room to
conduct the reflection.
 
After their reflection with the judge is complete, the judge
will move to the second breakout room.When the second
reflection is complete, all teams will be brought back to the
main room for the teams to thank each other and to allow the
judge to give any comments. After this, all participants may
click the Leave Meeting button to exit the Negotiation.



NEGOTIATION
STYLES

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.

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

POSITION-BASED NEGOTIATION

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.



JUDGING CRITERIA

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 those teams.
Has the team maintained a
courteous, respectful demeanour
towards the other team, 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 solutions?



JUDGING CRITERIA

STRATEGY 
AND ADAPTABILITY

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?

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?

TEAMWORK

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?



JUDGING CRITERIA

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.

REFLECTION

SELF-ANALYSIS LEVEL

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



FAQs

What is UN Youth NSW’s Negotiations Competition?

The UN Youth NSW Negotiation Competition is a newly-created

competition, based on 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.

 



FAQs

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. Although it is online, you

should wear a suit with a 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!

 

How many teams can be entered from one school?

Previously, the rule has been 2 but we have now increased the team limit to

5 as we would love to allow as many capable and enthusiastic students as

possible to participate in the competition!

 

How will it be run differently due to COVID-19?

As outlined above, there have been a few changes to the format of how the

Negotiations Competition will be run, however the structure of the

competition remains the same. The main differences are that the

competition will be done on the video conferencing platform Zoom.

 

 

 

 



FAQs

What happens if I'm not able to get into the meeting?

Please contact the Negotiations point of contact who emailed you the

meeting link, either the Convenor or the Organising Committee as soon as

possible. Delegates should arrive at least 5 min early to ensure they are

approved into the main room ahead of time, and to allow for time to resolve

any technical issues.

 

Can I access Zoom on my phone rather than my laptop or computer?

Unfortunately, due to the limited functionality of Zoom on a mobile device,

we ask that delegates access Zoom on their desktop device for the

competition. When competing, delegates should use their video and audio,

to best mimic what an in-person competition would be like.

 

What happens if my audio or video stops working during the competition? 

If delegates have any technical difficulties during the competition, email the

facilitator. The facilitator will share their email address when the breakout

room for their individual round opens. 

 

How do I communicate with my partner if we can’t be physically together on

the call?

Please use the private messaging Zoom chat function! That should allow you

to message your team member to discuss any issues with them during the

negotiation.

 

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 the Convenor, Julia Tran, at

julia.tran@unyouth.org.au with any questions you have about NSW

Negotiations Competition 2020.

 



SPONSORS

 
The Department works to make Australia
stronger, safer and more prosperous, to
provide timely and responsive consular
and passport services, and to ensure a

secure Australian Government presence
overseas.

 
The Department provides foreign, trade
and development policy advice to the

government and works with other
government and associated agencies to

ensure that Australia’s pursuit of its global,
regional and bilateral interests are

coordinated effectively.

The Department of Foreign
Affairs and Trade


