 SEQ CHAPTER \h \r 1Students’ Desired Practice System - Negotiation
Note: Faculty should adapt this assignment to fit your instructional goals.
Assignment

You will describe how you would like to represent clients in negotiation after you graduate, using the headings listed below.  This assignment asks to write the best speculation you can.  You may not have definite ideas about some sections.  Do your best to imagine what you would want.  You may identify several alternative possibilities.

The sections listed below include some examples to give you some ideas, but you should feel free to discuss things not included in these examples.

Note that this would not be a comprehensive discussion about how you would act in mediation.  Rather, you should summarize the most significant elements. 

First, complete each section with bullet points summarizing your ideas, going through the entire assignment.  After that, flesh out your points writing full paragraphs.

To get some ideas about what to write, you might read some of the mediators’ accounts in this short article – though this assignment is about your system for representing clients in negotiation, not how you would act as a mediator.  Of course, you will not have the amount of experience that those mediators do and your discussion will be shorter than theirs.

[Provide any requirements about deadlines, length, format, submission process etc.  Faculty may ask students early in a semester to complete as much of this assignment as possible and then revise it at the end of the semester.]

My Contributions to My Negotiation Advocacy
! 
My Relevant Background, Training, and Experience (which may include your history before law school, including your family life)
! 
My Core Values and Goals in Negotiations for My Clients (e.g., favorable results, satisfaction, resolution, fairness, efficiency, good decision-making, reconciliation)
! 
My Goals in Negotiation for Myself (e.g., helping clients, appreciation, pride, reputation, earn a good living, referrals)

Participants and Cases in My Negotiations
! 
Types of Cases and Participants in My Negotiations
! 
Common Patterns of Conflict Before and During My Negotiations (e.g., if parties had a relationship, prior efforts to negotiate, barriers to agreement)

! 
Common Patterns of Parties’ Goals, Interests, and Positions in My Negotiations
My Negotiation Advocacy System Design
! 
Preparation of Myself and My Clients in My Negotiations

! 
My Preferred Routine Negotiations Procedures

! 
Challenging Situations in My Negotiations and How I Handle Them
Reflection
! 
What Writing This Document Made Me Conscious Of
