Reviewing & Negotiating Business Contracts
Course Number:  LAW-708
Class Number:  04388
Course Description:

This class will teach the fundamentals of reviewing and analyzing business contracts and negotiating business transactions with an emphasis on developing practical skills that can be used in the practice of law. For students with no legal experience, the course will serve as an introduction to the most common contract provisions and the basic tools for negotiation. For the experienced attorney, the course will explore in greater depth the nuances of common contract language and will require more sophisticated application of negotiation theory. Once students understand the basic meaning and purposes for many of the standard provisions found in contracts, the class will focus on the means by which to negotiate and rewrite these provisions to support the interests and positions of the their clients. As there will be several presentations and one-on-one negotiation sessions during many of the classes, attendance and participation will be critically important. In addition, regular assignments will require students to review and analyze contract provisions relevant to the lectures and to prepare a few brief draft contracts. Contract review and analysis, rather than drafting, will be the focus of this particular course. The class size will be limited to approximately 25 to 30 students. Optional class for LLM and MCL students. Students may enroll in Fall or in Spring.
Unit Value: 2 
Grading Option: CR/D/F grading not available 
Exam: 
Participation: 
Enrollment Limitations: 25 to 30 students
Prerequisite: None 

. 
