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Successful 
negotiations do not 

begin as a demand or 
ultimatum  

They start with the question: 

“Is there an alternative 
solution that can benefit both 
you and me?”  
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What We Will Cover Today 



Directive and Fact 
Focused Indirect Questions 

Conversation 
to solve a problem 

Conversation for 
connection 

Aggression   Empathy 

Men take up physical 
space 

Women tend to avoid 
taking physical control in a 
meeting 

Differences between men and women 



Where Do I 
Start? 

How to Prepare for Negotiations 



Three questions to prepare women to enter a 
negotiation 
Use these questions to negotiate with greater success. 

How will my solution or desired 
outcome benefit my counterpart, 
my team, and/or my organization? 
Start with the benefits to your 
counterpart, team, or organization. 

Are you bundling your requests 
with benefits to your counterparts, 
team or organization? Package 
individual requests together into a 
proposal using “if/then 
statements.” Stay away from 
single-issue negotiations. 

If you are able to achieve these 
desired outcomes, who else will 
benefit? How does your proposal 
represent the interests of your 
family, your group, or your cause? 
When you are asking, think about 
how your proposal benefits them. 

Why are you asking?  How are you asking?  For whom are you asking?  1 2 3 

Harvard study by Hannah Riley Bowles and Linda Babcock 
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Have Options 



The goal is not to get a deal.  
The goal is to get a good deal. 
Getting a good deal is the desired outcome of a negotiation. Agreement is not. Every bad deal is a deal to 
which you have agreed. To define a good deal, understand three things upfront 

What do you have “in hand” in 
case a new agreement is not 
reached? The person with 
superior alternatives does better. 
 

At what point are you willing to 
walk away?  There has to a 
balance but at some point, rate of 
diminishing return kicks in. 
 

What is your realistic view of the 
best possible outcome? Aim high, 
but also support your goals with 
arguments about why your “Ask” 
is reasonable.   

Have an Alternative Be Ready to Walk Away Know What You Want 1 2 3 

Stanford University, Michelle R. Clayman, Institute for Gender Research Voice & Influence Program 



Tips for a Good Negotiation 



Men can use these specific tips, too – but they 
don’t have to 
Women don’t negotiate like men do; that’s to say that they don’t negotiate as often, they don’t have the same 
experiences and generally, they don’t achieve the same outcomes. But they should if they want to be most 
successful.  

Harvard study by Hannah Riley Bowles and Linda Babcock 

In other words, literally replace 
the word “I” with “we”. Care 
about the bigger picture. 

Remind them that this is a 
strong business skill that creates 
a better solution. 

Think personally, 
but act communally 

Sell your ability to 
negotiate as a good 
thing 

1 2 

Have the facts and know them. 

Explain why your 
request is legitimate 3 

Find out what is important to the 
person on the other side of the 
table, see where priorities 
overlap and use that information 
to come to a compromise. 

Ask questions to 
understand your 
counterpart’s point 
of view 

4 
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• 
• 

Think personally, 
but act communally 

Sell your ability to 
negotiate as a good 
thing 

1 2 Explain why your 
request is legitimate 3 

Ask questions to 
understand your 
counterpart’s point 
of view 

4 



Mistakes to 
Avoid When 
Negotiating 



Negotiation can feel stressful and 
uncomfortable for just about everyone 
Most of the mistakes women make in negotiation take place long before they even enter the conversation. In 
actuality, these common slip-ups have little to do with women’s technical negotiating skills and far more to do 
with their attitude and mindset towards their value and self-worth. 

Nega%ve	mindsets	become	self-fulfilling	
prophecies	that	can	sabotage	the	
results	of	your	nego%a%on.	Maybe	you	
tone	down	your	requests	-	or	worse,	
don’t	ask	at	all.	

Many	women	don’t	realize	that	
opportuni%es	to	nego%ate	exist	in	
almost	every	interac%on.	We	fail	to	
realize	that	we	don’t	have	to	simply	
accept	or	reject	what’s	being	offered	
and	that	we	can	create	our	own	
solu%ons.	

One	key	area	of	prepara%on	that’s	
oGen	overlooked	is	researching	your	
counterpart.	If	you	want	to	approach	
nego%a%on	as	a	conversa%on	(rather	
than	as	an	interroga%on),	it’s	important	
to	understand	your	counterpart.	

		

Assuming You’re a Bad 
Negotiator 

Negotiating Only at High-
Pressure Times Failing To Do Your Homework 1 2 3 

Stanford University, Michelle R. Clayman, Institute for Gender Research Voice & Influence Program 

FIX:	Become	more	conscious	of	the	
invisible	scripts	you	have	about	what	
you	“should”	be	doing	when	it	comes	
to	nego%a%ng	as	well	as	hang-ups	
about	your	self-confidence.	

FIX:	Run	a	series	of	experiments	in	
lower	pressure	seOngs	outside	of	the	
office.		
	
	

FIX:	Do your research to investigate 
your counterpart’s mindset, 
motivations, and communication style. 
	
	



Let’s Negotiate 

•  Groups of 3 
•  Two negotiators  (Deal Maker, Deal Breaker) 
•  One Observer for each round 

•  Purpose:  To practice using some of the best practices we learned 
•  Process:  Each person will play each roll once for 5 minutes each 

•     Deal Maker – will start 
•     Deal Breaker will counter 
•     Observer is your team coach 

•  Discuss for 5 minutes at the end 
•  Payoff:  You will practice in a safe environment to build the muscle 
•  Prepare:  You already started 



The goal is not to get a deal. The goal is to get a good 
deal. 

What are your alternatives? What are you willing to give 
up? 

What is your 
aspiration for the deal? 1 

2 

3 

Why are you asking?  How are you asking?  For whom are you asking?  1 2 3 

Think personally, 
but act communally 

Sell your ability to 
negotiate as a good 
thing 

1 2 Explain why your 
request is legitimate 

3 
Ask questions to 
understand your 
counterpart’s point 
of view 

4 

Assuming You’re a Bad 
Negotiator 

Negotiating Only at High-
Pressure Times Failing To Do Your Homework 1 2 3 

Consider Before You Negotiate 

Questions to Ask Going In 

Tips 

Mistakes to Avoid 



Personal Exercise 



Personal inventory – Exercise to do on your 
own 

ACTION
Answer on your own  Share with others 

5 minutes 2 minutes each 

•  Think of a recent negotiation. What were 
the benefits of undertaking this 
negotiation? What were the risks of 
undertaking this negotiation? 

•  What was important to your counterpart? 
What was important to you? In what areas 
did you and your counterpart share the 
same interests?  

•  What were the different issues and options 
you packaged in your proposal? How did 
the proposal benefit your counterparts? 
What was the outcome?  

1.  What was your negotiation?  
2.  How prepared were you?  
3.  Share one example from the past month 

when you made an “Ask”? What 
happened? 



Final Word – 
Counter  




