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[bookmark: _Toc163550554]How to use this document
Purpose
This document provides the lesson plans developed for the ONEAL curriculum so that MLS/MLIS instructors who wish to include lessons from the curriculum can easily copy and paste the lessons into a learning management system (LMS) such as Canvas, Moodle, or Blackboard.
These lesson plans were designed to be completed individually, so the “Time to Complete” note is the minimum amount of time the ONEAL team thinks it should take for a learner to complete the lesson based on the average time it took curriculum pilot testers to complete the curriculum asynchronously. The individual instructor can best determine which parts of the lesson will work best in class or as homework and how much time each should be given.  If instructors choose to include group discussion and activities during a class session, the lesson may take more time. Additionally, if case studies are negotiated during class time or if instructors have an in-class debrief discussion of the negotiation experience that will also likely increase time.
Quizzes 
Some lessons include a check your understanding quiz or a pre-test/post-test assessment. A place holder for those assessments is in each lesson that includes them. We have created a short supplement with quiz questions and answers which instructors can download to build out assessments within their LMS. (download docx file)
Case Studies
Two lessons include negotiation case studies. Instructors should pair students up and assign a role for each of the case studies so that learners may practice preparing and executing negotiations.
Group Discussion & Activities
To support synchronous learning, the ONEAL Project has created a Group Discussion & Activity Guide with suggested activities and discussion prompts to support classroom and synchronous online learning. (download docx file) (download pdf file)

This document was edited by Katharine V. Macy, Scarlet Galvan, & Courtney Fuson.
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[bookmark: _Toc163550555]Introduction to the ONEAL Curriculum
Created by Katharine V. Macy, Scarlet Galvan, & Courtney Fuson
[bookmark: _srjujdv2opp3]Approximate time to complete: Less than 1 hour

[bookmark: _gq9trged0ubx]Learning Objectives:
After completing this lesson, you will be able to:
· Articulate why learning negotiation skills more formally is important for libraries and personal growth.
· Use journaling as a reflective practice within the curriculum and in future negotiations to improve feelings of self-efficacy resulting in better negotiation outcomes.
· Understand how to get involved in ONEAL, if you wish!

[bookmark: _b9nukh3sgeb1]Lesson To-Do List
· Watch, Read, or Listen
· Developing the initial Curriculum
· Why ONEAL?
· Sustainably maintaining ONEAL
· Review: Project Justification
· Do: Start a Negotiation Journal
· Read: Acknowledgements

[bookmark: _lskfsfblxrfa]

WATCH, READ, or LISTEN
· Developing the Curriculum (2:15) (Transcript)
· Why ONEAL? (7:09)  (Transcript)
· Creating a Sustainable Project (2:25) (Transcript)

[bookmark: _hbvrrflgbwew]REVIEW
Project Justification for the ONEAL Project

[bookmark: _tqgt45oq6wwl]DO: Start a Negotiation Journal
[bookmark: _lv2ne4cegig0]Why Start a Negotiation Journal?
Journaling provides a reflective practice that allows you to keep a record of your planning, the vendor’s reactions, and your results. It allows you to create an institutional record which you can refer to in the future as you plan subsequent negotiations, but also reflect upon your own practice so that you can understand what worked well and didn’t.  Ultimately, it’s a practice that will improve your feelings of self-efficacy which results in better negotiation outcomes. Reflective journaling practice when used within pedagogy increases feelings of agency, “activating self-awareness that can lead to change in one’s identity, with self, others, power, and leadership.”[1]
Using within the curriculum
We suggest that you start a negotiation journal. It can be physical or electronic. Use it to capture your thoughts and feelings as you work through the curriculum.
Journaling about case studies
After you complete a negotiation case study in the curriculum you should write about the experience in your journal. Each case study has a teaching note that you may want to review on your own or with your negotiation partner prior to journaling. The teaching note may help you reflect on some of the suggested questions which you will find under Suggested Structure for Journaling about a Specific Negotiation. 
For future negotiations
The structure outlined below can be used and altered to meet your needs for your future negotiations. When journaling, you may discover that you did not capture all the information you wanted to when taking notes mid-negotiation. That is okay! You will get better at capturing key points the more you practice negotiating and note taking during negotiations. Another strategy is to ask someone else on your work team who is a good notetaker to sit in on the negotiation meeting and record what happens. If you are negotiating over email you can refer to your email communication chain.
You are also learning techniques throughout the curriculum that you can use in planning, such as if-then scenario planning (in the Negotiation Planning Part 1 lesson). You may want to use your journal for practicing these techniques prior to certain negotiations, then come back to reflect on the results afterwards.
[bookmark: _hepk4ph0tgjg][1] Guajardo, Maria (2023) "Engaged Pedagogy and Journaling: A Pathway to Self-Transformation," Feminist Pedagogy: Vol. 3: Iss. 1, Article 8. Available at: https://digitalcommons.calpoly.edu/feministpedagogy/vol3/iss1/8
Suggested Structure for Journaling About a Specific Negotiation
[bookmark: _hcmewuhkg41p]Questions to answer in your journal entry 
Can be answered before the negotiation:
· What is your opening offer or counteroffer?
· What is your BATNA? Is your BATNA strong or weak? Explain why.
· What concessions are you willing to offer? How will you decide when to offer a concession?
· Are there specific negotiation strategies that you want to use during this negotiation? Explain how you plan to use the strategy.
 
Answer after the negotiation:
· How well did the strategies you planned to use go during the negotiation? Record how you implemented the strategy, the vendor’s reaction, and the results.
· Which concessions did you make? How did the other party react to potential concessions offered by you?
· What concessions did the other party make and when? How did you react to offered concessions?
· Did you come to an agreement? If so, what was the agreement? If not, what were the sticking points?
· What went well? 
· What would you do differently? 
· Did anything happen that surprised you? 
· How did you feel about the experience overall?

Resources
[bookmark: _3ed4v1d2r4pt]Foundations Workbook
Each lesson in the Foundations module integrates hands-on activities that allow you to put learning into practice. We have consolidated all these activities into a workbook that you can download, edit and save in both a PDF and .docx format. These activities are also available as individual documents within each lesson. (docx download) (PDF download)
[bookmark: _44q1wp4z5c8g]Glossary
Quick reference to terms introduced within the curriculum. (PDF download)

[bookmark: _htaix8c5y6qt]Acknowledgements
The ONEAL Project team are grateful to the Institution of Museum and Library Services for funding this project.
We’d like to thank our founding board of directors for your thoughtful feedback and support as we developed the curriculum: Brandon Butler, Galadriel Chilton, Gregory Eow, Maya Hobschied, Christine Morris, Nick Shockey, and Helene Williams.
We are also grateful for Brandi Roldan who served as our project assistant from October 2022 through June 2023. She was invaluable for helping us coordinate events and interviews that allowed us to gain so much insight from the community which we integrated into our planned curriculum.
Lastly, we cannot express how important the community has been for this project, from participating in online forums, sharing experiences in interviews, and pilot testing the curriculum. We thank you for embracing this work. We could not create something that serves our community without that community.
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[bookmark: _Toc163550556]Contracts & Licensing
Created by Scarlet Galvan
Approximate time to complete: 3-6 hours (1-3 hours to review the material, and 3 hours for the assignment putting learning into practice).

Learning objectives:
After completing this lesson, you will be able to: 

· Read and evaluate a license to determine how well it meets basic criteria and goals.
· Understand how licensing decisions impacts library services, research, teaching, and learning.
· Approach colleagues in other departments to build relationships and support.

Lesson To Do List:
· WATCH, LISTEN, OR READ
· Introduction to Contracts & Licensing
· Chapter 1: Lesson introduction
· Chapter 2: Anatomy of a contract
· READ
· Chapter 4 of Managing Licensed E-Resources: Techniques, Tips, and Practical Advice, “The Joy of Licensing and Contracting for E-Resource Acquisition”, or
· If you’re in Canada, read the Canadian Research Knowledge Network’s model license for language to compare.
· Syracuse University Libraries Licensing Principles
· The ASERL Eleven
· WATCH, LISTEN, OR READ
· Introduction to Contracts & Licensing, Chapter 3: Overview of contract terms 
· DO: Putting Your Learning into Practice
· Exercise: The Audit
· Exercise: Nondisclosure agreements

WATCH, LISTEN, OR READ
The video is provided by YouTube. This video is broken up into three chapters. We recommend that you watch the first two chapters within the video now and watch the third chapter after completing the reading outlined below.

Introduction to Contracts & Licensing (30:35) (PowerPoint with Notes)
· Chapter 1: Lesson Introduction (5:44) 
· Chapter 2: Anatomy of a contract (13:09) 

[bookmark: _5cbu355yy3ux]READ
· Chapter 4 of Managing Licensed E-Resources: Techniques, Tips, and Practical Advice, “The Joy of Licensing and Contracting for E-Resource Acquisition” by Joan Emmet. This chapter will take you through essential definitions and structures augmented by the short lectures. For our colleagues in Canada, read the Canadian Research Knowledge Network’s model license for language to compare.
· The Syracuse University Libraries Licensing Principle
· The ASERL Eleven:  Plain Text

[bookmark: _zf43gu7lfuj]WATCH, LISTEN, OR READ
This video links to the third chapter in the Introduction to Contracts & Licensing video.
· Chapter 3: Overview of Contract Terms (11:41) 

[bookmark: _s20ic8eejbtp]DO: Putting your learning into practice

The Audit and Non-disclosure Agreement Exercises are also found in the Foundations Workbook (docx download, PDF download).

· Exercise: The Audit (.docx download)
· Exercise: Nondisclosure Agreements (.docx download)

Both scenarios are based on experiences from a variety of academic library settings. Each scenario has a series of questions which require balancing vendor expectations, stakeholder demands, and library values in order to answer.    

For even more practice, visit the SPARC Contracts Library and select any two contracts from the same vendor, but from different institutions. Review the contract terms using the techniques described in Chapter 4 of Managing Licensed E-Resources: Techniques, Tips, and Practical Advice and in the lecture.

Further Resources (optional, but helpful)
· California Digital Library Licensing Toolkit 
· Wilson, M., & Cronk, L. (2022). The NERL Playbook. Commonplace. https://doi.org/10.21428/6ffd8432.2b8579b0
· Iowa State University Principles for Advancing Openness through Journal Negotiations 
· Indemnification as a Result of Security Breach | EDUCAUSE
· Wells, Dominic and Peters, Trey (2022) "Retrenchment Clauses and the Problem of Force Majeure: Evidence from AAUP Chapter Collective Bargaining Agreements in Ohio," Journal of Collective Bargaining in the Academy: Vol. 13, Article 2. DOI: https://doi.org/10.58188/1941-8043.1879
· Thornton, J. B. & Brundy, C., (2021) “Elsevier Title Level Pricing: Dissecting the Bowl of Spaghetti”, Journal of Librarianship and Scholarly Communication 9(1), eP2410. doi: https://doi.org/10.7710/2162-3309.2410
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[bookmark: _Toc163550557]Introduction to Negotiations
Created by Katharine V. Macy
Approximate time to complete: 3-4 hours (1-2 hours to review the material, and 2 hours for the assignment putting learning into practice).

Learning objectives:
After completing this lesson, you will be able to:
· Examine how vocational awe and the service orientation of libraries sometimes gets in the way of negotiating.
· Explain how being a principled negotiator can support building a sustainable business relationship with library vendors.
· Articulate your institution’s values and goals regarding negotiating for library resources.

[bookmark: _s30dbvjegqkh]Lesson To Do List:
· Do: Negotiation Journal Reflection 1
· Watch, Listen, or Read:
· Asking for what we need
· It’s a business relationship
· Principled negotiations
· The structure of negotiations
· Complete Check Your Understanding Quiz
· Do: Negotiation Journal Reflection 2
· Review: Application within Libraries
· Review at least 2 examples of negotiation principles
· Do: Writing Your Own Script Exercise
DO: Negotiation Journal Reflection 1 
[bookmark: _ohfmy4nyk2fm]This should be done prior to reviewing instruction content!
Start your Negotiation Journal using the following prompt.  You can keep a physical journal using pen and paper or a digital journal with whatever software you prefer.  Please refer to the Introduction to the Curriculum lesson or the Foundations Workbook (docx download, PDF download) section on Journaling Practice for more information about the utility of keeping a negotiation journal.
Prompt: When you think about negotiations what words come to mind? Jot them down then reflect on why you feel that way. These words may be positive, negative, neutral, and mixed and all feelings are relevant. This curriculum is designed to empower you no matter where you are starting.

WATCH, LISTEN, OR READ:
Review the following video content in order since the content builds. Videos are provided through YouTube. The notes in the PowerPoint slides correspond with the transcript of the videos.

1. Asking for what we need (13:01) (PowerPoint with Notes)
2. It’s a business relationship (8:24) (PowerPoint with Notes)
3. Principled negotiations (5:13) (PowerPoint with Notes)
4. The structure of negotiations (4:34)  (PowerPoint with Notes)

Check Your Understanding Quiz
Take this short quiz to check your understanding of ideas presented in the videos. Feel free to go back and review the videos as needed.

[bookmark: _o6fppx3w6is7]DO: Negotiation Journal Reflection 2
Reflect upon a fairly recent experience when you had to negotiate (e.g. e-resource, job offer, car, rent). How did that negotiation go? Would you describe yourself as a hard, soft, or principled negotiator? What about the other party? Did you ask for what you needed? How might you approach that negotiation differently?

REVIEW:  Application within Academic Libraries
Examples of Negotiation Principles. Review at least two.
· CRKN Licensing Principles
· Montana State University Negotiation Principles 
· Iowa State University: Principles for Advancing Openness through Journal Negotiations 
· Principles Guiding Negotiations with Journal Vendors at Oregon State University 

DO: Write Your Own Script Exercise
(Approximate time: 2 hours)
*This link goes to the .docx file for this individual exercise. However, this exercise can also be found in the Foundations Workbook (docx download, PDF download). 

Further Resources (optional, but helpful)
· Ettarh, F. (2018) “Vocational Awe and Librarianship: The Lies we Tell Ourselves,” In the Library with the Lead Pipe. 
· Fosslien, L. & Duffy, M.S. (2019) No Hard Feelings: The Secret Power of Embracing Emotions at Work. Portfolio/Penguin.  
· Geraci, A. & Farrell, S. L. (2019) “Normalize negotiation! Learning to negotiate salaries and improve compensation to transform library culture”. In the Library with the Lead Pipe. 
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[bookmark: _Toc163550558]Negotiation Planning Part 1
Created by Katharine V. Macy
Approximate time to complete: 3.5 hours. 

Learning objectives:
After completing this lesson, you will be able to:
· Apply best practices in principled negotiation when planning and conducting complex negotiations with library vendors, including modifying behavior in response to vendor behavior.
· Implement strategies to improve negotiation outcomes when coming from a place of little power.

[bookmark: _1ge5zr962qua]Lesson To Do List:
· Watch, Listen, or Read
· Introduction to Negotiation Planning
· Playing the Game
· Understanding BATNA in Vendor Negotiations
· Check Your Understanding Quiz
· Review: Application within Libraries
· Making the first offer with a new pricing model
· The Reset No
· Do: Framing Language Exercise
· Do: Aces Case Study

WATCH, LISTEN, OR READ:
Review the following video content in order since the content builds. Videos are provided through YouTube. The notes in the PowerPoint slides correspond with the transcript of the videos.
1. Introduction to Negotiation Planning (7:52) (PowerPoint with Notes)
2. Playing the Game (25:00) (PowerPoint with Notes)
3. Understanding BATNA in Vendor Negotiations (10:52) (PowerPoint with Notes)

Check Your Understanding Quiz
Take this short quiz to check your understanding of ideas presented in the videos. Feel free to go back and review the videos or transcripts as needed.

REVIEW: Application within Academic Libraries
[bookmark: _lr935ncqy37x]Making the first offer with a new pricing model:
· Virginia's Academic Library Consortium: Sustainable Pricing  
· Under the findings/outcomes you will find:
·  Viva Model for Publisher Contracts provides a brief overview of their new acquisitions model.
· The Wiley Agreement provides an example in practice of what they can accomplish.
· Article and presentation that discussed their process for providing context and real-world application.
[bookmark: _w27hr7h8t6bn]The Reset No: 
· The University of California / Elsevier Negotiation
· Kell, G. (2021, March 18) “UC’s deal with Elsevier: What it took, what it means, why it matters.”  
· Kwon, D. (2021, March 18) “University of California and Elsevier forge open-access deal.”  
· McKenzie, L. (2021, March 16) “Big deal for open access.” 

DO: Framing Language Exercise*
*This link goes to the .docx file for this individual exercise. However, this exercise can also be found in the Foundations Workbook (docx download, PDF download).
DO: ACES case study
Remember the best way to get better at negotiating is to practice it often!
You should not need more than 30 minutes to negotiate unless you wish to spend longer debriefing afterwards.
· Librarian Case
· Vendor Case
· Negotiation Worksheet
· Teaching Note 

After you complete your negotiation be sure to journal about the experience. 
· Opening Offer and Counteroffer
· What is your BATNA? Is your BATNA strong or weak? Explain why.
· What concessions did you offer and when? How did the other party react to potential concessions offered by you?
· What concessions did the other party make and when? How did you react to offered concessions?
· Did you come to an agreement? If so, what was the agreement? If not, what were the sticking points?
· What went well? 
· What would you do differently? 
· Did anything happen that surprised you? 
· How did you feel about the experience?

Resources (helpful tools and/or optional readings)
· Negotiation Worksheet
· Negotiation Resource List
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[bookmark: _Toc163550559]Negotiation Planning Part 2
Created by Katharine V. Macy
Approximate time to complete: 3 - 3.5 hours. 

Learning objectives:
After completing this lesson you will be able to:
· Analyze your library's position within negotiations
· Appraise the level of price sensitivity your institution has for a particular resource
· Prepare analysis of a journal package

[bookmark: _ll1fb9z2ch6x]Lesson To Do List:
· Watch, Listen, or Read
· Internal Review
· Check Your Understanding Quiz
· Review: Application within Academic Libraries
· Usage Statistics
· Cost per Use
· Do: Analyze a Journal Package Exercise
· Do: Prepare Cap & Mikey Case Study

WATCH, LISTEN, OR READ:
Review the following video content in order since the content builds. Videos are provided through YouTube. The notes in the PowerPoint slides correspond with the transcript of the videos.
· Internal Analysis to Support Negotiation Planning (17:42) (PowerPoint with Notes)
Resources listed in video:
· Data Analysis for Negotiations 
· UNSUB 

Check Your Understanding Quiz
Take this short quiz to check your understanding of ideas presented in the videos. Feel free to go back and review the videos as needed.

REVIEW:  Application within Academic Libraries
· SPARC “Usage Statistics” 
· SPARC ”Cost per Use” 

[bookmark: _eap6qusuxh6c]DO: Analyze a Journal Package Exercise
This exercise is also found in the Foundations Workbook (docx download, PDF download).
You can do this exercise in Excel or Google Sheets.
· Analysis Template
· Download
· Either open in Microsoft Excel or upload into Google Sheets.
· Excel Step-by-Step Written Instructions.
· Excel Video Tutorial (24:52) (Transcript)
· Video takes you step by step through the instructions.
· Google Sheets Step-by-Step Written Instructions
· Google Sheets Video Tutorial (21:54) (Transcript)
· Video takes you step by step through the instructions.
· Answer Key

DO: Prepare Cap & Mikey Case Study
Remember the best way to get better at negotiating is to practice it often!
You should not need more than 30 minutes to negotiate unless you wish to spend longer debriefing afterwards.
· Librarian Case
· Vendor Case
· Negotiation Worksheet
· Teaching Note 
After you complete your negotiation be sure to journal about the experience. 
· Opening Offer and Counteroffer
· What is your BATNA? Is your BATNA strong or weak? Explain why.
· What concessions did you offer and when? How did the other party react to potential concessions offered by you?
· What concessions did the other party make and when? How did you react to offered concessions?
· Did you come to an agreement? If so, what was the agreement? If not, what were the sticking points?
· What went well? 
· What would you do differently? 
· Did anything happen that surprised you? 
· How did you feel about the experience?
[bookmark: _fcvq2inu6lpc]
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[bookmark: _Toc163550560]Negotiation Planning Part 3
Created by Katharine V. Macy
Approximate time to complete: 4-5 hours total. About 2 hours to review the material and 2-3 hours to complete the activity.

[bookmark: _gm1u5l93mgy3]Learning objectives:
After completing this lesson you will be able to:
· Find vendor information including financial information and publicly available pricing data.
· Understand how to interpret financial information in order to predict the zone of possible agreement (ZOPA) during negotiations.

[bookmark: _qwnwocz3rvna]Lesson To Do List:
· Watch, Listen, or Read
· External Review
· Finding Financial Data
· Review: Resources
· Librarian’s Guide to Understanding Library Publisher Financial Data
· LOC Research Guide: Form 990
· Watch, Listen, or Read
· Understanding Financial Data
· Check Your Understanding Quiz
· Review: Application within Libraries
· What is Driving Publisher’s Strategy and Actions
· Library Journal Periodicals Price Survey
· Do: Research A Vendor
· Exercise 1: Finding Vendor Annual Reports & 990’s
· Exercise 2: Finding Financial Information in the Annual Report and 990 of a Non-Profit Publisher
· Do: Negotiation Journal Reflection

WATCH, LISTEN, OR READ:
Review the following video content in order since the content builds. Videos are provided through YouTube. The notes in the PowerPoint slides correspond with the transcript of the videos.
1. Uncovering Vendor’s Interests (9:52) (PowerPoint with Notes)
	Resources listed in this video:
· SPARC “Big Deal Knowledge Base” 
· SPARC “Serials Transparency List”
· Thornton, J.B. & Brundy, C. (2021). Elsevier Title Level Pricing: Dissecting the Bowl of Spaghetti. Journal of Librarianship and Scholarly Communication, 9(General Issue), eP2410. https://doi.org/10.7710/2162-3309.241

1. Finding Financial Data (10:53) (PowerPoint with Notes)
Resources listed in this video:
· EDGAR 
· GuideStar
· ProPublica Nonprofit Explorer 
· SPARC Landscape Analysis 

[bookmark: _f1z3cm4dl4m0]REVIEW: Resources 
· Macy, K. (2021) “Librarian’s Guide to Understanding Scholarly Publisher Financial Data” 
· LOC Research Guide: Form 990

[bookmark: _tsiisgl86eyn]WATCH, LISTEN, OR READ:
1. Understanding Financial Data (17:51) (PowerPoint with Notes)

[bookmark: _qyu7yd745ys9]Check Your Understanding Quiz
Take this short quiz to check your understanding of ideas presented in the videos. Feel free to go back and review the videos as needed.

[bookmark: _e2lmr3ta530p]REVIEW: Application within Libraries
· SPARC Future of Digital Research & Learning Infrastructure “What is driving publishers’ strategy and actions”
· Bosch, S., Romaine, S., Albee, B., & Elliott, C. M. (2023, April 11) “Library Journal Periodicals Price Survey” 

[bookmark: _b7p50ebvzg5a]DO: Research a Vendor
These exercises are also found in the Foundations Workbook (docx download, PDF download).
[bookmark: _dh1g6y1wq2b4]Exercise 1: Finding Vendor Annual Reports & 990s.
· Exercise Instructions 
· Answer Key
[bookmark: _v7eb5qqlrc4l]Exercise 2: Finding financial information in the annual report and 990 of a non-profit publisher.
· Step-by-Step Written Instructions
· Analyzing Financial Information of a Non-profit Publisher Spreadsheet Template
· Annual Report
· 990
· Answer Key
· Video Tutorial - Analyzing Annual Report (19:44) (Transcript)
· Video Tutorial - Analyzing The Form 990 (17:20) (Transcript)

[bookmark: _nho6wu8ftj5v]DO: Negotiation Journal Reflection
When reviewing the materials in this lesson what did you find that was particularly interesting? How does understanding financial trends within the publishing industry, as well as for a company help you approach negotiations? After completing this lesson do you feel more comfortable with finding and evaluating financial information? Why are you more comfortable or less comfortable? 

Resources (helpful tools and/or optional readings)
· SPARC “Future of Digital Research & Learning Infrastructure including SPARC Landscape Analysis” 






[image: Close-up of a chess board

Description automatically generated]
[bookmark: _Toc163550561]Issues: Accessibility
Created by Hana Levay and Sidonie Devarenne
[bookmark: _6yo8eumj7qht]Approximate time to complete: 4-5 hours

[bookmark: _vtsz541evj7i]Learning objectives:
After completing this lesson you will be able to:
· Articulate issues around accessibility and licensing.
· Apply accessibility testing and standards in valuing a resource.

[bookmark: _tb1ohglfd6h8]Lesson To-Do List
· Do: Pre-test Assessment
· Watch, Listen, or Read
· Presentations (There is an alternate reading listed under readings instead of watching the first two presentations)
· Overview of WCAG 2.1
· How to use keyboard testing and VPATs in accessibility testing
· Legal Topics in Accessibility
· Quick and informal demonstration of keyboard navigation testing
· Readings
· Alternative reading: “Accessibility and E-Resources: using a rubric to score platforms on their probability of inaccessibility”
· Vendor Negotiation
· Standardized Accessibility License Language
· Resources to Support Your Learning
· Review: Application within Academic Libraries
· UW Case Study
· Conifer Case Study
· Do: Putting Your Learning into Practice
· Practice navigating a resource using only the keyboard
· Write a script for communicating with vendors
· Try to find VPATs and other accessibility documentation
· Do: Post-Test Assessment

[bookmark: _adyg2q30ch02]DO: Pre-Test Assessment
Download this document so that you may save your answers and compare to the answer key linked at the bottom of this lesson. This assessment can also be found in the Workbook.

[bookmark: _qz4hzaal0jkb]WATCH, LISTEN, OR READ:
[bookmark: _sdyx5ugupdt]Presentations:
· Overview of WCAG 2.1 Success Criteria and how keyboard navigation testing can be used to measure accessibility 
· Recording of talk: Accessibility and Assessment in E-Resources Management, ER&L 2020 (45 minutes)
· Slides
· How to use keyboard testing and VPATs in accessibility testing
· Recording of talk: Accessibility of Electronic Resources - VPATs and Keyboard Testing WLA 2021 (10 minutes)
· Slides
· Legal topics in accessibility (slides only)
· Quick and informal demonstration of keyboard navigation testing (4 minutes)
 
[bookmark: _w84h4hjhl23]Read:
· “Accessibility and E-Resources: using a rubric to score platforms on their probability of inaccessibility” This paper has similar content to the first two presentations listed above and is offered as an alternate mode of learning.
· Vendor negotiation 
· Scripts
· Ways vendors push back
· Strategies to apply pressure
· Standardized Accessibility License Language
· Resources to Support Your Learning

[bookmark: _2ys21cdwneci]REVIEW: Application within Academic Libraries
Case study: University of Washington, Conifer University
· UW: Incorporating accessibility into the procurement process 
· Conifer University: Incorporating in-house accessibility assessment into a subscription review scorecard

[bookmark: _pi6lbgp5jkbt]DO: Putting your learning into practice
These exercises are also found in the Foundations Workbook (docx download, PDF download). 
· Exercise: Practice navigating a resource using only the keyboard and note what the experience is like. While this isn't technically part of licensing, it can be a good way to show colleagues the difficulty accessing certain resources enabling you to create local buy-in to push for greater accessibility with vendors. It is often an eye-opening experience. 
· Exercise: Write a script for communicating with vendors about accessibility. 
· Exercise: Try to find VPATs and other accessibility documentation on a list of vendor sites (Some easy to find, some buried, some not available at all)

[bookmark: _w8ut23gkguvt]DO: Post-Test Assessment
Download this document so that you may save your answers and compare to the answer key linked at the bottom of this lesson. This assessment can also be found in the Workbook.

[bookmark: _e7o5o7l0unjb]Further Resources (optional, but helpful)
· Library Accessibility Alliance’s Accessibility Toolkit
· University of Washington Libraries Library E-Resource Accessibility Testing 
· Now that we’ve signed a contract, how do we audit if those contracts are holding up? Auditing for accessibility
· Higher Education Community Vendor Assessment Toolkit 
· UW Libraries Licensing Principles page
· SUNY’s Library Procurement Accessibility Toolkit
· [bookmark: _hadbpkkx3j3k]The California State University’s Accessible Technology Initiative Procurement Page
[bookmark: _8b7cdnvj47lg]


[bookmark: _Toc163550562]Image Credits
Cover: "Chess play" by gabrielsaldana is licensed under CC BY-SA 2.0. To view a copy of this license, visit https://creativecommons.org/licenses/by-sa/2.0/?ref=openverse.
Chapter Image: "Chess" by smoorenburg is licensed under CC BY 2.0. To view a copy of this license, visit https://creativecommons.org/licenses/by/2.0/?ref=openverse.
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