
 



  
 
 

EMPOWERING WOMEN TO NEGOTIATE 
 

 

“The Best Negotiation Tools Will Not Make Women Better Negotiators if they Lack the Ability to 
Ask For What They Want.  In Order For True and Sustainable Change to Happen for Women, the 

Focus Needs to Begin at the Source of  the Problem—their Belief System of who They Are, Who 
They “Ought” To Be And Who They Can Become.” 

        

It is a known fact, traditional models of negotiation do not work for women--they go against everything a 
woman was taught to be like while growing up.   As a society, most women learned at a young age that it is not 

appropriate or "feminine" to focus on what they want, assert their own ambitions, and pursue their self-
interest—and many people don't like it when they do.  

 
From the time they are very young, girls are taught to focus on the needs of others rather than on their own.  
Young girls subconsciously internalize these messages into adulthood and as women find themselves with an 
internal struggle to ask for what they want.  They are unaware that their reluctance to ask for what they want is 
a learned behavior, and one that can be unlearned.  In order for women to negotiate effectively, they must:  
 

 Be comfortable with their Power 
 Eliminate the Limiting Disempowering Beliefs that make them anxious to Negotiate  
 Develop new Empowering Beliefs that make it easy to ask for what they want 

 
 
 
 
 
 
 

 
 
 
 
 

 
   

 
 

WHY WOMEN STRUGGLE WITH TRADITIONAL 
NEGOTIATION MODELS 

Day one of “Essential Negotiating Skills For Women™”  focuses on 
transforming women’s beliefs about what they feel they deserve.   
 
 

Topics covered are: 
 

 Understanding why traditional negotiation models do not 

work for women 

 Why women don’t ask for what they want   

 Insight into the six human needs 

 Identifying and eliminating limiting beliefs   

 Developing empowering beliefs  

 Becoming confortable with your own power 

 Negotiating from a place of strength 

 

Register at womennegotiationinstitute.com 

 

 



THE GENDER NEGOTIATING  
RULES 

 What women need to know about negotiation 
 The golden rule for negotiating with men 
 The 3 rules to effective negotiate with women 
 Recognizing, understanding, and leveraging gender 

communication differences  
 The rules of impression management in negotiations 
 Communicating without creating barriers 
 Powers of Persuasion:  understanding the do’s and 

don’ts  of persuasion 
 Body language: understanding non-verbal 

communication  
 

WOMEN’S RELATION STYLE VS. MEN’S  
COMPETITIVE STYLE 

 Building the appropriate negotiating environment for 
negotiating with men  

 Building the appropriate negotiating environment for 
negotiating with men  

 The difference in practicing assertive behavior with 
men  
vs. practicing assertive behavior with women 

 Understanding how communications can breakdown in 
negotiations and how to prevent it from happening 

 Effective negotiating plays to help reduce conflict 
 

MANAGING NEGOTIATION STYLES 

 Identifying the types of situations in which negotiation 
is the appropriate technique for resolving conflict  

 Assessing their negotiation style and building flexibility 
in using alternative styles 

 Practice the skills to reach Win/Win agreements 
 Assess and enhance power in the negotiation 

 

NEGOTIATING AND MANAGING RELATIONSHIPS 

 The negotiation of differences 
 The exchange of viewpoints and ideas 
 The building of relationships 
 The central role of face, ego, and self-esteem in 

negotiation 
 Negotiation’s many facets: logical, illogical, emotional, 

psychological, theatrical, and more 
 Who to do a “win-win” negotiation 
 The rare occasions when “win-lose” negotiating is 

acceptable 
 
 

ALIGNING CORE FEMININE QUALITIES WITH  
ASSERTIVE NEGOTIATING 

 Learning to balance and monitor one’s self-
presentation as both competent (masculine) and 
likeable (feminine)  

 Learning how to reframe self-interested negotiations 
as other-advocacy contexts 

 Minimize opportunity of feminine stereotyping,  
becoming activated and being perceived as violated 

 Strategize to minimize the relevance of feminine 
stereotype for evaluating women’s behavior 

 Negotiating under extreme time-pressure 
negotiations  
 

NAVIGATING NEGOTIATION’S  
MINEFIELDS 

 Negotiating when your allies understand your 
strategy and disagree with it 

 Taking charge of your feelings and behaviors 
- Expressing your emotions intelligently 
- Managing and defusing emotional outbursts, 

threats, and personal attacks 
 Best practices for doing pre-negotiation homework 
 The only homework that really matters: establishing 

an Envelope of Negotiation for each issue 
 
 

PRE-NEGOTIATION HOMEWORK 

 Defining and sorting negotiable issues and creating 
alternatives 

 Assessing the other side's negotiating positions 
 Creativity in concessions 
 Identifying and preparing for contingencies 
 The “must-do” homework steps 

 

FOUR STAGES OF NEGOTIATION 

STAGE I: Opening negotiations and strategies for 
opening the negotiation talks  
STAGE II: Searching for common ground, interests 
and creating new value and the importance of verbal 
assurances, wooing and persistence 
STAGE III: Protecting your interests as you move to 
agreement; How to move a negotiation from 
competitive to cooperative 
STAGE IV: Closing strategies and achieving 
agreements that assure commitment and 
performance; the urgency of follow-up for both parties 

 

 

  
 

ALIGNING CORE FEMININE QUALITIES WITH 
ASSERTIVE NEGOTIATING 

 

 



 
 

 

Register at womennegotiationinstitute.com 

 

 

 

POWER & INFLUENCE  
IN NEGOTIATIONS 

 

CHANGING THE WAY WOMEN SEE POWER 
“The use of power and influence is in itself not 
negative.  It is the intention with which power and 
influence is used that makes all the difference.” 

 
MODEL OF POWER AND INFLUENCE 
Sources of Personal Power 

 Expertise – work related knowledge 
 Effort – doing “whatever it takes” to get the 

job done 
 Legitimacy – taking action congruent with 

the prevailing value system 
 Attraction – charisma, agreeable behavior, 

physical characteristics 
Sources of Position Power 
 Centrality – establishing a network of task 

and interpersonal relationships 
 Flexibility – freedom to exercise one’s 

judgment 
 Visibility – interacting with influential people 

in the organization 
 Relevance – working on the central objectives 

and issues in an organization 
TRANSFORMING POWER INTO INFLUENCE 
Matching influence strategy to specific 
situations 
 Influence strategies:  The Three R’s 
 Reciprocity:  help others want to do what you 

say  
 Reason:  show others that it makes sense to 

do what you say 
 Retribution:  force others to do what you say 

MANAGING INAPPROPRIATE MOVES IN 
NEGOTIATIONS 
Strategies for Managing Moves & Challenges   
 Interruption strategy 
 Naming strategy 
 Question and turn-around strategy 
 Correction and alternative strategy 

 

 

 

 

MASTERING YOUR  
COMMUNICATION SKILLS  

 

COMMUNICATION PLANNING: GETTING THE 
RIGHT MESSAGE ACROSS IN THE RIGHT WAY 

 Communicating without creating barriers 
 Powers of Persuasion:  understanding the 

do’s and don’ts of persuasion 
 Questioning techniques 

 Open-ended questions 
 Open opportunity questions  
 Leading questions  
 What-if questions  
 Sequential questions  
 Flattery questions  
 Probing deeper questions 
 Emotional thermometer questions  
 Landmine questions  

 Body language:  understanding non-verbal 
communication 

PRACTICING ASSERTIVE BEHAVIOR 
The Three Stances   

 Too soft, too hard, just right 
 The Three-part Assertive Message 

 Non-Judgmental 
 Disclosure 
 Tangible Effect 

USING EMOTION AND MOOD STRATEGICALLY IN 
NEGOTIATIONS 

 Positive affect:  making friends and 
increasing joint gains 

 The effect of positive emotional 
experiences in negotiations 

 Negative affect:  getting the biggest piece 
of the pie 

 The results of negative affect in 
negotiations 

 Ethical issues in negotiation 
 

 

 

BUILDING A STRONG POWER BASE AND  
USING INFLUENCE WISELY 

 

 


