
NEGOTIATION COMPETITION
Law Library

Burns & Burns, a respected law firm in Tromsø, is about to undergo a major change. In three 
weeks, the firm will divide into two parts. The associates with the smaller of the two parts created 
by the division, Burns & Allen, has been assigned to sell a part of the library. Burns & Allen will 
receive half of the old firm’s magnificent library. The partners have decided to sell 300 volumes 
from their half of the library. The treatises and serials among the 300 volumes generally relate to 
Japanese commercial law and are up-to-date and serviceable. 

Jones & Solomon, a small but rapidly expanding law firm in Bodø, is interested in the whole col-
lection. The firm’s associates has been assigned to negotiate a possible deal. 

The collection contains many items essential to carrying on a practice involving trade with Japan. 
In addition to the usual treaty collection, GATT schedules, the ”Digest of Commercial Laws of 
the World” (an 8 or 9 volume set), it contains the Japanese Annual for the past 15 years. This set 
(one volume per year) is a translation into English of all the Japanese commercial law cases. The 
collection also includes a 12-volume translation of the Japanese commercial and tax codes. 

About 40% of the collection consists of reporters and treatises. The latter are particularly useful. 
The remaining 60% of the collection is comprised of loose-leaf services of international law, da-
ting back several years. These services are very expensive and are heavily used in any legal practice 
involving international law. In addition, most of these materials are still not available online 
through Lovdata or Rettsdata. Further on, the 300 books were purchased over many years. About 
10% of the collection was purchased 20 or more years ago, about 20% between 10 and 20 years ago, 
and the remaining 70% was purchased within the last ten years. 

The associates representing Burns & Burns (Burns & Allen) and the associates representing Jones 
and Solomon agreed to meet 15.02.2019 in attempt to reach a deal. 


