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laugh a little. One who doesn't 
have too strong a need to be 
liked by others because he likes 
himselJ: 

Obviously, it is a rare individual in- 
deed who possesses all these traits, 
leading up to the greatest argument 
there is for team negotiations. In fact, 
there is so much going for teams that 
one has to wonder why the concept is 
not universally accepted. In addition to 
having, in combination, all the traits 
necessary for good negotiators, teams 
provide better coordination and internal 
negotiation; greater expertise; moral 
support; better listening; better plann- 
ing; a show of strength; less chance for 
unnoticed errors; and better note taking. 

Despite this, the reality is that many 

people do prefer to go it alone. And, 
although there are arguments in favor of 
singletons, they run a poor second to 
those in favor of teams. The reasons for 
negotiating alone lie in the problems of 
coordinating with others, bringing them 
up to par as far as shared information is 
concerned, and an unwillingness to com- 
plicate problems by having a possible 
show of disunity on one's own side. But 
also to be considered is the fact that a 
negotiation without team support is, in 
effect, an off-the-record affair in which 
poor preparation can be well hidden. 

And as we shall see in future columns, 
preparation and planning is the one ab- 
solute essential for winning in negotia- 
tion. 


