Explaining and defending your proposal
Your submitted Proposal is simply an overview of the solution you are introducing to the international community. To fully understand, defend and negotiate your proposal, be prepared to explain the following:
Understanding the Problem

· Significance and extent of the problem using statistics and/or supporting facts.

· Specific causes of the problem.
· Short-term and/or long-term effects of the problem.

· Specific part of the issue addressed by your proposal (Example: minimum 

working age limits are a specific part of addressing the issue of child labor).

· How is this issue being addressed now: 
· Which countries, organizations, groups or individuals are trying to address the problem, and how?

· Which international agreements, if any, address this problem and how?

· To what extent have these solutions worked and not worked?
Explaining the Solution

· What is the specific solution to the stated problem you are proposing
· What specific steps are necessary for implementing the solution?  Explain the logical order in which they should be taken.

· How will this solution benefit your nation?

· Why should other nations support your proposal?

· How will specific nations benefit from your solution?
· How are your methods new, different, or more effective than what has been proposed before? 
Feasibility (How realistic and practical the proposal is)

Each of the proposal’s specific solutions clearly addresses the following questions:
· Which countries and/or international organization will be responsible for carrying out the solutions?

· How will the solutions be enforced? How will you get other countries and affected parties, like the individuals your solution affects, to adhere to your solution or policy?

· What are the consequences for countries, organizations or individuals if they do not comply with your policy?

· How will the solutions mandated in the proposal be funded?

