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Your Own Terms - A Woman's Guide To Taking Charge of Any Negotiation

Negotiation, is a game 
with rules of engagement. If we 
know the rules, we can choose 
to employ those that align with  
our values and dismiss those 
that don’t.  In doing so, we 
change the game.

Yet, if we don’t know 
the rules

we are playing blind folded
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Negotiating Rule #1

What is a Negotiating Opportunity?

Do not physically condense
Do not take up less room than your male colleagues. Do 
not pull your materials into a tight pile, shove your purse 

far under your chair, tuck your legs under you, or pull 
your chair into a smaller space so your neighbor can 

have more room than you.
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My Coaching Tip: Spread out, claim your 
turf, don’t offer to move unless asked.

Negotiating Rule #2
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Do not nod too much
Men nod when agreeing. Women nod when agreeing, 
listening to, empathizing with, or encouraging. Being 
a bubblehead does not express authority or power.
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My Coaching Tip: Practice holding yourself like a 
woman of influence. You do not have to nod. A strong 
neck denotes a strong personality. Say “yes” or “okay” 
instead of nodding; blink, raise an eyebrow, or lift 
your chin up.

Negotiating Rule #3

Do not wait your turn
In negotiations, men tend to talk more than 

women\and interrupt more frequently.
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My Coaching Tip: This one actually comes from former Secretary of 
State Madeleine Albright, who advised up-and-coming professional 
women to “Learn to interrupt.” And don’t apologize for it.

Negotiating Rule #4
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Do not be overly expressive
Women who express the entire spectrum of 
emotions often overwhelm their audience 

(especially the males).
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My Coaching Tip: To maximize your authority, minimize your 
movements. You don’t have to keep a poker face, just a calm 
demeanor. Calmness plus containment equals power.

Negotiating Rule #5

Do not allow others to define you 
If your colleague introduces you in a way 

that downplays your role. 
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My Coaching Tip: When someone introduces you in a less-than-
favorable way, just add an additional comment or two to that introduction. 
For example, if someone were to say, “This is Yasmin Davidds; she 
teaches negotiation to women,” I would follow by saying, “Yes, I own 
the only women’s negotiation institute in the world.”

Negotiating Rule #6
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3 Negotiation Phases
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Phase1
Gathering Information
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80% OUTCOME IS DETERMINED BY PLANNING
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Information is POWER - Information Gathering

Negotiation Codes
Benchmark (The what)

• All organizations have negotiation codes – what they do or do not negotiate – understand your org. neg. codes

• Learn what type of issues are negotiable in your organization.  Understand the range of possible outcomes---from 
salary to support staff, scope, resources, etc.

• Find out how others garnered resources for a project initiative in a down economy?

• Collect data.  Gather information from websites, news articles, and other sources.

• Leverage your network, inside and outside your organization for information.
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Understand Your Counterpart
(The who)

• Reflect on your own experiences with your counterpart (if applicable):  

o What is his communication style?

o What approaches have you found successful in the past?

o Gather data from others in your network.

• What is her negotiation style?  What are her priorities, pressures, biases, and assumptions that could play into your 
negotiations?

• How does he like to hear things?  As problems?  Solutions?  Choices?

Information is POWER - Information Gathering
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PHASE 2

DETERMINE FRAMING 
STRATEGY
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Phase 2:  Gain-Frame Strategy

Important mantra: “EVERYTHING IS STRATEGY”

Gain-frame strategy is when 
you frame a message 

focused on the positive 
outcome or the value 

gained.
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Gain-Frame with WIFM Principle

WIF Boss WIF Team/Dept. WIF Organization

How will your boss benefit if 
your request is granted?

How will your team or department benefit 
if your request is granted?

How will your organization benefit if 
your request is granted?

Need to prove value to your boss Need to prove value to your team/department Need to prove value to your organization

• Will it make her job easier?

• Will it make her look good to 

her superiors?

•

• Will it make their job easier?

• Will it provide them with more time with 

their families?

• Will it give the department higher sales 

volume?

• Will it bring in revenue for the 

organization?

• Will it enhance the organization’s image, 

reputation?, etc.

• Will it help meet organizational goals 

(diversity, women leaders, etc.)

Need to Make it About THEM
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Hidden Figures – Gain-Frame Strategy
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To be a successful negotiator, a woman has to delicately 
combine the assertive, numbers-driven masculine approach with the 
empathetic, warm, supportive female approach…

Phase 3 – Implementation
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It Is Important To Control How You Are Perceived 
In Any Negotiation 
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Manage Your Impression to Avoid Backlash
It’s important to control the image that other people have of you. 

A key lies in what is referred to as impression management. 
This means honing your ability to control, monitor, and manage the impression you make. 
How? By applying the three elements of impression management:

Language

The words you use 
can impress people 

or put them off

Tone

The way you sound 
influences the 

impression you make

Framing

How you convey your 
thoughts influences how 

people perceive you
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Manage The Impression You Make – Be Gracefully Assertive

There are specific strategies you can use to project a likable image.

3 techniques:

Use inclusive 
language

(we instead of I)

Use a strong yet 
pleasant tone and 

approach that 
emphasizes your 

warmth

Frame the negotiation as 
if you were advocating 
on behalf of a protégé, 

client, or team

Your Own Terms - A Woman's Guide To Taking Charge of Any Negotiation

Bonus Material
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Determine Which Negotiation Style 
Is Right for You
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Being able to instantaneously flex your 
negotiation style is a trait of a master 
negotiator.
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Five Negotiation Styles

STYLE 1

Which style best describes you?

You are an Avoider

STYLE 2 You are an Accommodator

STYLE 3 You are a Compromiser

STYLE 4 You are a Competitor

STYLE 5 You are a Collaborator
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Planning Your Next Negotiation

Avoider Style
Behavior Counter Use When

 Has no desire to negotiate
 Attempts to sidestep involvement
 Makes power move - gains 

leverage, expectations

 Enlist allies
 Change the form of risk
 Raise the stakes for not 

negotiating

 You’re not prepared
 Emotions are high
 Not worth the effort
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Planning Your Next Negotiation

Accommodator Style
Behavior Counter Use When

 Tries to win people over by giving 
them Deposits in what they want

 Gives away value early; relies 
upon the other side’s generosity 
to reciprocate

 Accommodate strategy for now

 Make tactical accommodation 

 When you want to make 
deposits in the relationship 
bank account

 When you’re at fault 

 When you’re in a very weak 
position
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Planning Your Next Negotiation

Compromiser Style
Behavior Counter Use When

 Splits the difference (gives 
perception of “fairness”; used as 
a tactic; those who start with for 
the most extreme position to win

 Use a reasoned exchange  Negotiating with someone 
you trust; you are pressed 
time; in non-business-related 
negotiations; there is nothing 
left to offer
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Planning Your Next Negotiation

Competitive Style
Behavior Counter Use When

 Aggressive and unwilling to cooperate

 Manipulates situation in their favor

 Places their needs above everyone else’s

 Power moves

 Appreciative moves

 Ignore

 Use humor

 Strike back

 Negotiating one-shot deals

 Immediate compliance is 
required

 Defense is required
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Countering Competitive Style 

POWER MOVES PARTICIPATIVE MOVES APPRECIATIVE MOVES DIVERGENT MOVES

 Resist positioning and reframe 
interaction

 Naming 

 Dismissing

 If possible use humor to lighten 
interaction

 Shift from blaming and defending to an 
exploration of what might  be possible.

 “What If” questions

 Bring new information

 Add or change negotiator

 Foster Participation 

 Demonstrate that you 
understand  and can appreciate 
the game of negotiation

 Ignore the move and refocus 
on the problem

 i.e. “Let’s discuss 
some other options”
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Planning Your Next Negotiation

Collaborative Style
Behavior Counter Use When

 Balances assertiveness and cooperation

 Assesses needs and resources to create 
more value

 Creates new value through process of 
negotiation

 No need for counters  You need to create new value

THANK YOU

Dr. Yasmin Davidds, Psy.D, M.C.C.
CEO
Women’s Institute of Negotiation

To download a copy of this presentation:
www.womensinstituteofnegotiation.com/mgmdownload

Questions, contact:
yasmin@womensinstituteofnegotiation.com


