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Negotiation Preparation

You lessen the chance of reaching agreement if you enter a negotiation without
being fully prepared. Using the ‘wants’ method, preparation is about answering
the question “What do we want?” When negotiators claim that they have no time
to prepare, they are really saying that they do not know what they want! If true,
they will be in serious trouble in the negotiation. If they do not know what they
want, if they do not even ask or answer this question, however briefly or
inadequately, they are unlikely to be able to look after their own interests. More
importantly they will not know a good deal from a poor one, because they will
have no criteria against which to measure it. 
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