


Short Runsheet:

Timing Session Overview

7 minutes Introduction Introduce objectives of the session and explore initial understanding,
perceptions and experience with negotiation.

10 minutes Importance of
Negotiation skills
for Women
Founders

- Benefits of negotiation for women founders
- Opportunities to negotiate
- Common misconceptions
- Pair reflection activity

15 minutes Why do women
struggle with
negotiation?

- Four reasons women struggle & strategies for overcoming
these barriers.

15 minutes Negotiation
Preparation

Introduce how to prepare for negotiation:
- Identify each party’s objectives
- Do your research
- Get creative
- Determine parameters
- Know your BATNA

30 minutes Practice - Participants to choose an example scenario and go through
the preparation steps.

10 minutes Close - Participants to identify and share one opportunity to
negotiate for their venture and make a commitment to
putting negotiation skills into practice and report back to the
group.

INTRODUCTION  (10 min)

Materials: Notepad & pens/pencils (in-person)

Contextualisation:

Session Objective
Today we are going to explore the importance of negotiation skills, why many women struggle with negotiation
and learn and put into practice some strategies to become great negotiators.

Definition & Perceptions
Before we get into today, let’s quickly explore what your understanding and perceptions of negotiation are.

Ask the group to call out ideas here.



- When you think about negotiation, what words come to mind first? Responses may include to bargain,
argue, discuss, come to an agreement, etc.

- How do you feel about negotiating? Responses may include fearful, uncomfortable, important,
powerful, etc.

- When have you had to negotiate in your personal or professional life? Examples may include on a price
for a product/service, a car, a new home, the terms of a partnership, who will pick the kids up from
school today! etc.

This quick exercise helps you as a facilitator take a pulse check on what the group’s understanding is and how
they feel about negotiation in general. Note whether you have any individuals in the group who feel quite
confident or have good experience with negotiation and look for opportunities to draw on their experience/tips
throughout the session.

Negotiation is defined as:  Formal discussions between two people with different aims or intentions during
which they try to reach an agreement.

You will no doubt have had to negotiate at some point in your life and whether negotiation comes easily for you
or you find it incredibly uncomfortable, it is a crucial skill for you to develop as a woman founder.

IMPORTANCE OF NEGOTIATION FOR WOMEN FOUNDERS  (15 min)

As an entrepreneur, you will have many opportunities to negotiate and honing this skill can help you:
● Increase profit margins
● Secure more/better value for your company
● Build trust and strong, mutually beneficial relationships with partners, funders, suppliers.

. You might negotiate when:
● Dealing with suppliers and agreeing on things like payment terms, length of contract, exclusive rights,

etc.
● Dealing with customers and agreeing on payment terms, customer satisfaction,  or non-cash

concessions/tradeoffs in exchange for a discount (ie. free publicity, professional services, a shorter
contract, etc)

● Hiring employees and agreeing on their start date, compensation, time off, professional development,
etc.

● Securing funding for your venture and agreeing to investment terms and conditions.

There are a few common misconceptions when it comes to negotiation that we want to acknowledge:

Acknowledge any of these that may have been referenced in the introduction activity and before breaking
down the misconception, invite the group to offer their thoughts on why this might not be the case.

● You have to be aggressive & dominating - a negotiation is only successful if you walk away with
exactly what you want.  In fact, negotiating is more about two people or parties coming together to
problem solve and find common ground or ideally a win-win solution. It is not necessary to dominate
the interaction and it is unrealistic to think you will walk away from a negotiation with exactly what



you want. There will usually be give and take. Taking an aggressive approach can be off-putting and
damage the long term relationship.

● Being accommodating & cooperative will mean you will get taken advantage of - Bringing a
positive attitude & approaching negotiating in a cooperative way can actually deliver more value for
you in the long-run in terms of fostering the relationship. You want to strike a balance between being
too aggressive and being too passive - an assertive, yet collaborative approach usually works best.

● It is a natural trait that you either have or don’t have and men are more likely to have it than
women. Negotiation is actually a learned skill. Anyone can be a good negotiator - and women actually
have many traits that make them natural negotiators like empathy, being good listeners, and having
an interest in community and collaboration.

Pair Activity

Think about a time when you have negotiated for something? How did it go? Did you do anything in particular
to prepare? Are there times when you could have negotiated but didn’t? What held you back from negotiating?
(Eg. Not knowing how? Being afraid of rejection? Or afraid of how you’d be perceived if you did?)

Give the group 5 minutes in pairs to discuss, then 5 minutes to share some reflections with the group. Note
here what the key reasons are for anyone who avoided negotiation - do they align with the reasons we
introduce below? Or are there others you may like to discuss as a group in the next section?

WHY DO WOMEN OFTEN STRUGGLE TO NEGOTIATE?  (15 min)

Research shows that women often either don’t negotiate, or aren’t as successful in their negotiations as men.
Why? There are a few contributing factors:

1. We often undervalue ourselves. Women are hesitant to ask for more, and when they do, they ask for
less than men do. This has been a clear trend in the salaries women believe they deserve as well as the
perceived value of their companies. Studies have also shown that women tend to downplay their
achievements or attribute them to external factors such as luck, their team, circumstances, etc. rather
than to their own ability or self-worth.

How can we overcome this?

Do your research to understand your worth and market value. Look beyond the story you are
telling yourself about how much your company might be worth and get objective data like
valuations of similar companies. Make the first offer. Studies show that the first offer often
‘anchors’ the negotiation and influences what the other party considers realistic and is a
strong predictor of the final outcome. So start with your aspirational goal - you can always
come down from a higher goal. Consider starting around 30% higher than what you
realistically would be happy with.

(Option to show ‘Lean-in’ video here - though note that it is framed around salary negotiations)

2. We fear social backlash when we do negotiate. Gender stereotypes influence how people see
women who negotiate. Because in many cultures, women are expected to be accommodating, we are

https://leanin.org/education/negotiation-making-first-offer


often viewed as more pushy and less likeable when we stand up for what we want or need. Men on the
other hand are viewed as confident and assertive for the same behaviour. Research shows that women
who negotiated for higher compensation for example, were perceived as ‘significantly more
demanding and less ‘nice’ than those who didn’t ask for what they wanted and the evaluators were less
inclined to work with the women who negotiated.’ (Negotiation Strategies for Women - Harvard Law
School) Interestingly, when women were advocating on behalf of other people (for example for a salary
increase for a colleague), they were able to avoid this social backlash likely because they are seen to be
adhering to the gender stereotypes of women being helpful and accommodating of others.

How can we overcome this?

Use gender stereotypes to your advantage - use ‘we’ language to show you are eager to get an
outcome that works for everyone and leverage a collaborative/cooperative nature by framing
the negotiation in terms of how the outcome would benefit the other party. Ask questions in
the negotiation process to better understand what the other parties needs are and show you
are committed to finding a win-win solution.

(Option to show two ‘Lean-in’ videos here on taking a communal approach and using positive
language see this in action - again these are in relation to salary/workplace negotiations but
are a good resource to show what this kind of language looks like in action.)

3. We believe we just aren’t born negotiators. Many women make the mistake of believing that men
are just better negotiators (since they don’t face the same barriers and social backlash women do) and
so we often avoid negotiating rather than working to develop the skill.

How can we overcome this?

Take the time to learn about what makes a great negotiator, don’t shy away from negotiations
and put in the time and effort to thoroughly prepare for a negotiation rather than assuming it
either comes naturally or it doesn’t.

4. We let our emotions get the better of us. Likely linked to the fact that we are often already going
into negotiation undervaluing ourselves or feeling fearful of how it might go, we can get easily thrown
when we meet resistance. We can get upset or angry if we don’t get the outcome we had hoped for
which can hurt the relationship in the long run.

How can we overcome this?

Preparation & practice! The more prepared for a negotiation we are, the more confidently we
can advocate for ourselves. Go into each negotiation with your best alternative to a negotiated
agreement (BATNA) - What will you do if you can’t reach an agreement? Having a clear idea of
this up your sleeve means you can use it as leverage in the negotiation or distance yourself
from the negative emotions that may arise when you meet resistance knowing you have a
clear alternative. We’ll explore this idea in more detail later.

PREPARING FOR NEGOTIATION (15 min)

https://www.pon.harvard.edu/freemium/new-negotiation-strategies-for-women-secrets-to-success/
https://www.pon.harvard.edu/freemium/new-negotiation-strategies-for-women-secrets-to-success/
https://leanin.org/education/negotiation-thinking-communally
https://leanin.org/education/negotiation-using-positive-emotions
https://leanin.org/education/negotiation-using-positive-emotions


Preparation is key in helping women through successful negotiation. Here are a few steps you can take to
ensure you go into a negotiation confident and armed with the information you need to achieve a great
outcome:

1. Identify each party’s objectives in the negotiation - What are your interests or needs? What are
your motivations? What are the interests or needs of the other party? What are their motivations?

For example: You are negotiating a contract with a supplier. You are interested in flexible payment terms,
you want fast delivery times, and a high quality product as this is a key offering for you. There are only a few other
suppliers you could source this from. Your supplier is a new entrant to the market and is eager for good reviews so
they can capture more of the market.

2. Do your research - What kind of objective data can you leverage? Can you look to market data or
industry standards? What are other suppliers charging for that product/service? What is the market
rate salary for that new hire? What have similar companies been valued at?  What is the price of that
product at other retailers? What is your company policy for salary raises?

For example: You could come prepared with the prices other suppliers are charging for the product,
examples of flexible payment terms you are interested in and examples of other suppliers offering similar
plans.

3. Get creative - What are all the possible outcomes? What kinds of value can you and the other party
offer?  If a team member wants a raise in salary that you might struggle to provide, can you leverage
other value instead like time off or flexible work arrangements? If you are negotiating on price for a
product, can you offer other value in return for a discount? (Discounts on your own product, longer
contract length, higher volume, etc). Can you get something for free or discounted by leveraging your
large audience/customer base as a marketing opportunity? Can you tell a compelling story of your
expected growth to convince a supplier to offer you a discount now knowing you will bring significant
business in future?

For example:

4. Determine your parameters - What is your aspirational goal, realistic expectation, and your bottom
line? Base your realistic expectation on what will meet your interests/needs while taking into
consideration the research you have done and the interests and needs of the other party. Then reach a
little higher and consider adding at least 30% to that as an aspirational goal. Finally, consider the
lowest you are able to go based on the other options you have available.

For example:

5. Know your BATNA (Best Alternative to a Negotiated Agreement) - If you can’t come to an
agreement within your parameters, what other options do you have? Could you go to another
supplier? Do you have interest from another investor you could pursue? Or an alternative funding
source? If it turns out you can’t afford that new hire, could you engage a contractor until your sales
pipeline improves?

For example:



PRACTICE!  (25 min)

Now we want you to have a go at putting these steps into action. Think of an opportunity you may have to
negotiate (an opportunity either facing you now or in the near future) or choose one of the hypothetical
scenarios below.  Use the worksheet to plan your negotiation.

Give the group 15 minutes to plan their negotiation then get them to present their negotiation plan to a partner
(5 min each to present).

Scenarios:

- You are negotiating investment terms with a new investor. You need connections and capital to
expand to a new market where this investor has experience. You would prefer to keep your equity and
instead set up a revenue share agreement.  The investor is interested in your social impact, a financial
return and wants a seat on the board.

- You are renewing a contract with a supplier and want to negotiate better rates. You’ve had a
tough year financially but are willing to commit to a longer term contract in exchange for a discount.

- You are negotiating a contract with a new employee. They are an important tech hire for your
business and their expertise is crucial for the app you want to develop. They are interested in a stake in
the business.

- You are negotiating with a client on your service terms. They want a discount as your rates are
outside their budget but they really need your services.

CLOSE:

Spend 10 minutes hearing a few reflections from the group about how they went preparing for their
negotiation. Consider asking:

- How did you find the process of planning your negotiation?
- Have you done this for any negotiation opportunities before?
- What impact do you think this kind of preparation will have on the outcome of your negotiation?
- What part of the planning did you find the most difficult?
- What is the biggest takeaway from today that you think will improve your ability to negotiate?

https://docs.google.com/document/d/1Y7LBGpJqyT8MM3JwiYxCCePog2sojpBQNInujw1IE6c/edit?usp=sharing

