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MODULE 1  

LEARNING TO EMPOWER YOURSELF 

Learning to empower yourself includes taking 

responsibility for the way people perceive your value. 

Your behavior reflects how you value yourself and tells 

people how they can treat you.  This module teaches 

Participants the areas in life where negotiation skills 

come in handy for women, and it offers strategies for 

changing ones outlook to a more empowered one so they 

can negotiate much more successfully.  It includes: 

 Why old messages about a woman’s role hold us 

back 

 Why we surrender our power so easily 

 Why we need to keep emotions in check 

 How to earn respect from others  

 Getting over the fear of saying “no” 

 Why it’s okay to be a powerful woman who wins 

 Learning how to set boundaries 

 

MODULE 2 

UNDERSTANDING THE DOUBLE 

STANDARDS IN NEGOTIATION 
Knowledge of the differences between how women and 

men approach negotiations is critical.  It’s crucial to 

understand how differently men and women think and 

what they respond well to during a negotiation, since 

it’s often different from what you might do or expect.  

Participants will learn how to teach women to 

recognize, understand, and leverage gender style 

differences so they’re better able to: 

 Fend off backlash by linking their own demands to 

organizational gains 

 Employ “relational accounts” when negotiating  

using “we” language, referencing supervisor 

support 

 Combine niceness with insistence, a style called 

“relentlessly pleasant” 

 Identify their “leadership purpose” 

 Practice in low-risk environments 
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MODULE 4 

UNDERSTANDING THE 4 STAGES OF 

NEGOTIATION 
There are four stages that should be followed in order 

to negotiate successfully: Students will learn how to 

Open a negotiation; Protect their interest as they 

move to agreement; Move to agreement through 

cooperative negotiation; Closing Strategies and 

Achieving agreements that assure commitment and 

performance. This module will walk them through 

each stage and provide specific tools to teach others 

how to implement the strategies. Some of the main 

points are: 

 Strategies for effectively opening the negotiation 

talks  

 Compromise and concession patterns 

 Learning to read body language 

 Closing strategies  

 Effectively breaking a deadlock 

 

 

MODULE 3 

WOMEN SABOTAGING THEIR 

NEGOTIATING POWER 

Participants will learn the most common ways women 

give up their negotiating power. Even accomplished, 

successful professional women often doubt themselves, 

which leads to self-sabotaging in subtle ways, and 

backing away from opportunities without knowing why. 

This module addresses ways that women deny their 

power and influence, consciously or unconsciously, with 

suggestions to change that dynamic and increase 

confidence. Some of them are: 

 Not asking for what you want or need or assuming 

that others should know what you want 

 Self-limiting thoughts and actions, including 

negative self-talk self-doubt, indecision, 

procrastination, and perfection paralysis 

 Choice of words, such as "just," "only," "sorry," 

 

 

 

 

 

   

 

 

MODULE 5 

FINDING YOUR NEGOTIATION STYLE 
There are five main negotiating styles. Each woman must 

decide which one feels most comfortable to her in each 

negotiating situation.  These styles are: 

 Competitive style: This involves an “I win, you lose” 

attitude.  

 Accommodating style: This uses an attitude that 

reflects, “I’ll let you win in exchange for some other 

benefit I hope to gain now or later.” or “I will let you win 

because I don’t want to deal with potential conflict.” 

 Compromising style: This reflects an attitude that says, 

“I don’t care who wins, I just want to get this over with 

quickly.” 

 Collaboration style: This shows a desire to stay on 

good terms with the person you’re negotiating with, 

a “Let’s be friends” attitude.  

 Avoidance style: indicates that you may not be ready or 

feel, “I don’t really want to negotiate 
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MODULE 7 

OFFENSIVE MANEUVERS OF THE NEGOTIATION 

GAME AND HOW TO COUNTER THEM 

Offensive maneuvers are part of nearly every 
negotiation. Women who negotiate tend not to be 
aware of tactics that are used on them. And for every 
tactic there’s a counter-tactic, or defense. To be a great 
negotiator, it’s important to be familiar with a wide 
range of tactics, and also know how to defend against 
them with an appropriate counter-tactic.  Students will 
learn the 25 most used tactics such as: 
 Deferring to higher authority—the other party 

claims they can only negotiate on certain items, 
while other terms are non-negotiable and fixed by 
a higher authority. 

 Name dropping—your counterpart may mention 
having done business with a VIP or an esteemed 
company, or famous personalities. 

 Plus many more… 
 

 

MODULE 8 

POWER MOVES FOR HANDLING DIFFICULT PEOPLE 
Negotiators run the risk of encountering people, who for 

any number of reasons are difficult negotiators. Their 

behavior may be intentional—the result of a clear strategic, 

behavioral, or philosophical choice by the other party. Or 

the other party may not see any value or potential for a 

collaborative approach or doesn’t know how to craft and 

pursue such an approach. This module shows students the 

Power Moves designed to bring negotiators back to the 

table, including: 

 Incentives to draw the attention to the importance of 

the negotiation. 

 Pressure tactics to lead the other party to realize that 

the status quo is unacceptable. 

 Enlistment of allies to help the other party see the 

advantage of negotiating.  

MODULE 6 

BACKWARDS MAPPING TO REACH        

YOUR OBJECTIVE 

Though often overlooked, sequencing matters 

greatly in negotiation. Whether you negotiate for 

something large or small, you’ll face sequencing 

choices, such as how to determine whom to speak 

to first and then next. This module will teach 

students that sometimes the rules of thumb such 

as “allies first” or “negotiate internally, then 

externally” are unreliable guides and will detail a 

more effective approach of mapping a negotiation 

backwards.  It’s important to envision your 

preferred outcome and think in reverse about 

how to get there using some basic steps, such as, 

creating a list of all parties currently involved and 

those who might potentially get onboard, along 

with their interests and their no-deal options. 
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MODULE 10  

FAIL-PROOF PERSUASION TACTICS 
There are different tactics that women can use to add 

more persuasion or emotional appeal to negotiating a 

win-win.  This module provides Students with 

strategies for positively influencing the negotiation to 

set -up a win-win deal.  Some are: 

 Hero strategy: Ask the person for advice (men 

love to feel like heroes) and win them over by 

making them feel important. 

  Rational persuasion: Uses logical and factual 

information to persuade others that a specific 

action will lead to a particular outcome desired 

by both sides. 

 Inspirational appeal: Motivates others to take 

action by appealing to their values, ideal and 

aspirations.  

 Morality appeal: Appeals to the conscience and 

desire to do the right thing 

MODULE 9  

CREATING AN EQUAL COMMUNICATION   PLAYING 

FIELD 
Communication skills have been shown to be very 

different for men and women. For example, women tend 

to disclose their feelings while men don’t. Women focus 

on the relationship; men on content. An imbalance can 

exist when negotiating with a man. To handle this, there 

are specific methods that may be used to create an equal 

negotiation environment. Students will learn how to: 

 Understanding the differences you may encounter 

and how to adjust your approach to communicate 

with men. 

 Management of the negotiation process by gaining 

control over steps and sequences involved in 

deliberations. 

 Managing communication between and within 

parties by using techniques of active listening.. 

 

 

MODULE 11 

PASSIVE AGGRESSIVE MOVES TO WATCH OUT 

FOR 

There are passive aggressive negotiation moves that 

sooner or later will be used against you to lower your 

expectations and diminish your negotiating power.  

Students will learn how to identify these moves and 

counter them before they have a negative impact.  

Some of these moves are: 

 Challenging competence or expertise: They 

you’re your experience and expertise into 

question. 

 Demeaning ideas:  They attack your ideas 

directly in ways that give you little room to 

respond. 

 Criticizing style:  They overreacting or taking 

inconsiderate positions by using phrases like 

“Don’t get so upset,” “You are so greedy,” or 

“Stop being so difficult.” 

 Make threats:  They make assertions of power 

that can back you into a corner. 

 

PART 3:   WINNING GAME PLANS  
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MODULE 12 
GENDER INTELLIGENCE 

The future of corporate success depends on women 

and men both becoming gender intelligent in 

negotiations. This module teaches trainees why gender 

intelligence, like any other kind of intelligence, is 

important to negotiation. It explains why women and 

men should learn from the other, and why both sexes 

should be valued in the boardroom.  Men and women 

can become like the other in small ways that matter, 

but success best happens when we remain, at our core, 

naturally and authentically who we are, as women and 

men. This module teaches Participant show to utilize 

gender-balancing leadership tools: 

 How to develop gender intelligence. 

 Making sure to put together a team of 

negotiators that includes both women and men 

 Including gender in the discussion of who the 

lead negotiators will be, depending on who will 

be sitting across the table.  

 

 

 

 

 

 

 

 

  

MODULE 13 

HOW, WHEN AND WHY TO MAKE 

CONCESSIONS 

Making concessions advantageously during 

negotiation is a real art. But it is also a science, and 

there are rules that will up your game. In this module, 

Participants will look at the art of conceding from four 

vantage points:  

(1) The concessions we make to ourselves 

(2)  The concessions we make to others 

(3) The concessions we should not make at all 

(4) The concessions we accept 
 

Many women believe that they will please others and 

ultimately be offered what they want, by making 

concessions.  You will learn that Pleasing by conceding 

is not the way to get what you want in a business 

negotiation. It sets you up to be manipulated into 

doing it again and again.  Concessions need to be given 

only with clearly negotiated rewards; even if you think 

it’s obvious, the other side probably doesn’t 

understand what’s important to you, so tell them. 

MODULE 14  

PLAYING WITH THE BIG BOYS 

Getting someone important excited about 

supporting advancement in your career or a venture 

you need funding for may leave you feeling 

overwhelmed. It can indeed seem daunting to have 

an opportunity you’ve been working hard to get 

because you know you’ll also have to make the effort 

to convince people to help you get the money or 

terms you want. This module is a guide to helping 

women negotiate like a big industry player. It gives 

Participants an overview of specific techniques to 

use in order to successfully play smart with the big 

boys, including: 

 How to building a strong team to back you up 

 Investigating the guys you’re negotiating with 

to learn who you’ll be dealing with and what 

their motives are 

 Creating a competitive environment that 

provides more leverage in connection with any 

deal and why this strategy must be 

implemented carefully. 

  

 

 



` 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

MODULE 15 

EXECUTIVE WOMEN WHO OWN THEIR GAME 

There are many women who do effectively own their 

game and negotiate as well as the big boys.  This module 

will feature guest speakers who “OWN THEIR GAME” in 

real time.  Participants will learn: what’s worked best for 

each woman so it may give Participants a well-rounded 

picture of how an assortment of women have been able 

to embrace the skills needed to negotiate successfully.  

The guest speakers who “own their game” will all be 

asked questions such as: 

 What was your journey like to get where you are 

today? 

 Describe your leadership style and how it affects 

your approach to negotiation. 

 What areas do you regard as being the most difficult 

for women to overcome in negotiating conditions 

for leadership success? 

MODULE 16 

NEGOTIATING FOR LEADERSHIP SUCCESS 

When you negotiate, it can be hard to determine to 

what degree you should disclose what you hope to 

receive from the negotiation and how to reveal your 

desire. To a great extent, this depends on the type of 

person you’re negotiating with and the perception 

you’d like the other to have of you. In order for women 

to position themselves properly in any negotiation, 

Participants will learn how identify and adapt to their 

counterpart’s negotiation style. This module will 

explain: 

 How to identify your own negotiation style 

 How to identify other people’s negotiation 

styles 

 How to position yourself for a win-win outcome 

using this information 

 How to use each step to build confidence  

 

Negotiating Leadership Success  

 
 

 




