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TOP GUN AWARD  
Cotton, Bledsoe, Tighe & Dawson 

 

I. Purpose  
The purpose of the Top Gun Award is to recognize and award a $1500.00 scholarship to the 
best trial advocate during the advocate’s second year of law school. 

 

II. Top Gun Award Winner   
The Top Gun Award Winner will be determined by calculating Top Gun Points, see art. III, in 
the advocate’s second year of law school. The advocate with the most points will win the award.  

 

III. Point System  

 

A. Events in which Top Gun Points may be earned - Top Gun Points may be earned by an 
oral advocate in any intraschool or Board of Barristers approved interschool Moot Court or 
Mock Trial Competition.  

 
B. Intraschool Competitions - An oralist on an intraschool Moot Court or Mock Trial Team 
will receive two Top Gun Points for each of the following:  

 

1. advancing to a quarter-final round;   
2. advancing to a semi-final round;   
3. advancing to a final round;   
4. winning the competition; and  

 
5. winning best oralist in the final round - determined by the judges of the final round or 
the advocate with the highest point total in the final round.  

 

An oralist for the purposes of art. III, § B is one who competes in the round. 

 
C. Interschool Competitions - An oralist on a Board of Barristers approved interschool Moot 
Court or Mock Trial Team will receive two Top Gun Points for each of the following: 

 

1. being selected to an interschool Moot Court or Mock Trial Team; and   
2. each time the team makes a “break” in the competition.  

 

If a regional and a national round exist within the competition, then Top Gun Points will 
only be awarded for the regional round. However, if the team advances to and wins the 
national round, then each oralist on the team will receive Top Gun Points for the regional 
round and an additional ten points for winning the national round. 

 

D. Winning the Competition - If a team wins a competition, interschool or intraschool, the 

oralists will receive a maximum of eight Top Gun Points, excluding a national round. Two more 

Top Gun Points will be awarded to the oralist who is judged to be the Best Oralist in the final 

round of a competition, and that oralist will receive a maximum of ten Top Gun Points.  
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E. In the event that an oralist competes in both intraschool and interschool competitions in the 

same event in the same semester, the oralist will only receive Top Gun Points for the 

competition in which the oralist earned the most Top Gun Points. 

 
F. Maximum Points - With the exception of winning nationals, an oralist can earn only ten 

Top Gun Points per semester in each event, Moot Court and Mock Trial. 
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W. FRANK NEWTON PUBLIC SERVICE AWARD 

 

In honor and recognition of Dean W. Frank Newton, who has continually supported the 

Board of Barristers and its mission to provided practical advocacy training to the law students at 

Texas Tech; and has consistently encouraged local attorneys to help out in that mission; and has 

always dedicated himself to voluntarily giving of his time to the betterment of the legal profession, 

specifically for the betterment of the legal education provided the students at Texas Tech; and has 

been essential to the long-term success of the Texas Tech School of Law, the Board of Barristers 

shall annually give an award named, “W. Frank Newton Public Service Award.” 

 

The Award:  
The award shall be given annually at the spring awards banquet. 

 

Qualifications: 
 

This Award shall be given to the local attorney who has best volunteered his or her time 
in furtherance of the mission of the Board. Activities to consider include, but are not limited to:  

1. judging competition rounds;   
2. assisting in coaching efforts for intraschool and interschool activities (nonpaid); or  

 
3. serving in planning or coordinating efforts for competitions and/or other Board 

activities.  

 

Nomination and Voting Process: 
 

Nominations for this award may come from any Member or Associate Member of the 
Board of Barristers. Nominations are due no later than two weeks prior to the scheduled Spring 
Awards banquet. Nominations must be made in writing to the Vice-Chair of Administration. The 
nomination should include the name of the attorney, contact information, and specific reasons 
listed as to why he or she should receive the award. Nominations should not exceed one-page, 
single-spaced, using12-point font. 

 

The Executive Committee shall vote on the nominees no later than 1 week prior to the 
Spring Awards banquet and shall take proper measures to invite the selected attorney, ensure the 
cash award, and ensure the plaque is ready on time. The EC shall select the awardee with at least 
a majority vote. 
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APPENDIX A 

 

Reserved for Mock Trial Judging Standards 

 

APPENDIX B 

 

Reserved for Mock Trial Scoring Sheet 

 

APPENDIX C 

 

Reserved for Moot Court Judging Standards 

 

APPENDIX D 

 

Reserved for Moot Court Scoring Sheet 
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APPENDIX E 

 

TEXAS TECH UNIVERSITY  
SCHOOL OF LAW 

 

BOARD OF BARRISTERS 

 

NEGOTIATION COMPETITION: STANDARDS FOR JUDGING 

 

You have been invited to serve as a judge in this competition because you are an 
experienced negotiator. To help you evaluate and critique the performance of the negotiating 
teams, this letter will briefly explain negotiating techniques, provide guidelines for judging a 
negotiation competition, as well as provide some factors to consider in your evaluation. 

 

Negotiating Techniques 

 

Although you may have adopted a preferred negotiating style of your own, we ask you to 

evaluate the effectiveness of the competitors in light of the style they have chosen for themselves, 

even if you would have handled the negotiation in a different manner. The criteria that we ask you to 

use in evaluating the competitors is based on the assumption that there is not one “correct” approach 

to effective negotiating. Research on the subject of negotiation has revealed that there are at least 

three negotiation styles: cooperative, competitive, and a mixture of cooperative-competitive styles. 

 

Cooperative negotiators tend to view the negotiation as a joint problem solving 
experience. Prior to slicing the pie, cooperative negotiators strive to enlarge the pie. Thus, 
cooperative negotiators tend to look for alternatives that will simultaneously satisfy the needs or 
interests of the parties. Typically, this approach is most effective when both sides approach the 
negotiation cooperatively. When one party acts cooperatively and the other negotiator does not, 
there is a tendency that the other negotiator may take advantage of the cooperative negotiator. 

 

In contrast, the competitive negotiator will try to gain as much as possible for their clients 

without striving to satisfy the needs or interests of the other party. While occasionally competitive 

negotiators will show concern for the other party, they typically concern themselves only with their 

own objectives. This can stall the negotiation process if both parties utilize competitive approaches. 

 
Finally, there is a mixture of the two styles. Here, the negotiator tries to be flexible 

between a competitive and cooperative approach as the situation dictates. 

 

None of these styles is inherently superior to the others. The effectiveness of a given style 

varies with the nature of the problem, the specific mix of personalities, and other circumstances. 

Since each negotiating team is comprised of two negotiators, the various approaches taken by each 

team and negotiator makes for a very dynamic process where flexibility and teamwork come into 

play. Accordingly, we ask you to divorce your evaluation of the competitors from any 
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preconceived preference you may have. Instead, concentrate on the way a team uses its chosen 

style of strategy to successfully use their strengths and exploit the other team’s weaknesses. 

 

Judging Guidelines 

 

Regardless of the style of negotiation selected by the competitors, please remember to 
consider factors other than monetary outcome. For example, consider whether the settlement has 
threatened the continuing relationship of the parties, whether the negotiators conduct will affect 
future negotiations with the opposing negotiators, whether the settlement is likely to be 
overturned in court, and whether the settlement is likely to prove unworkable in the long run, etc. 

 

Additionally, we ask that you not weigh too heavily on the desirability of reaching a 
settlement just for the sake of settling. The purpose of the competition is not merely to reach a 
settlement but rather to serve the interests of the respective clients. 

 

Realizing that there are numerous inherent difficulties with any attempt to categorize a 

dynamic process such as negotiating, you should not expect the negotiation to proceed in a strict 

chronological manner, such as may be suggested by the scoring criteria. For example, although 

the standards for evaluating the competitors indicate that the negotiators are expected to lay a 

foundation for the best use of their preferred negotiation style in the beginning phase, the 

competitors’ style may not be clearly developed until a later phase in the negotiation process. 

Therefore you should not penalize or reward a team simply because they were or were not 

successful in establishing a given criterion in a given portion of the competition. Accordingly, 

you should not score any of the categories until the round has been completed. 

 

Further, you should not let your first or last impression overly influence your evaluation 

of the competing teams. Rather, we ask you to reflect upon the total negotiation and to identify 

the principal ways in which the teams differed, both positively and negatively. Please make any 

comments that you feel will help the negotiators in the future, directly on the ballots. Copies of 

the ballots will be available to the participants. Your comments will be valuable not only for 

later reflection by the participants but also to critique the teams’ performance following both 

teams’ self critique at the close of the competition. 

 

Finally, if you should be “familiar” with one or more of the competitors in a given round, 
we ask that you explain to the competitors in that round that you are familiar with a particular 
competitor(s) and in an attempt to avoid any possible future disagreements between the 
competitors, we ask that you excuse yourself from judging that particular round. We will then 
attempt to switch you with another judge. 
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Evaluation Factors 

 
An effective negotiation can be judged at least in part by its outcome. A good negotiation 

is one that: 

 

* Is better than the best alternative to a negotiated agreement (with this party);   
* Satisfies the interests of:   

the client -- very well 
 

the other side -- acceptably (enough for them to agree and follow 
through) third parties -- tolerably (so they will not disrupt the agreement)  

* Adopts a solution that is the best of all available options;   
* Is legitimate -- so that no one feels “taken;”   
* Involves commitments that are clear, realistic, and operational;   
* Involves communication that is efficient and well understood; and  

 
* Results in an enhanced working relationship, so the parties and/or negotiators 

can deal with future differences more easily.  

 

While these criteria are helpful in evaluating a particular solution and identifying problems 

connected with it, they should not be read as requiring that the parties reach agreement. In some 

situations, e.g. where the opponent’s last offer satisfied few of the above criteria, the best outcome 

might be no agreement at all. Thus, the judging standards focus on planning and the negotiation 

process itself, allowing a team to achieve a high rating even if no agreement was reached. 
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APPENDIX F  
Reserved for Negotiation Scoring Sheet 

 

 


