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125–126; dead-end questioning used
for, 127, 128; deepening questions used
for, 127–128; exercising silence as part
of, 122–125; humor used as part of
your, 112–114; packing your message,
120–121; passionate, 121–122;
preferred method for negotiation, 100;
70/20/10 rule for de-escalating
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84; staying in the game and building
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preparation by channeling your own,
67–68; toughening up your, 158–160

Empowerment: of accepting mistakes as
natural, 177–179; by handling
setbacks, 156–157; of making choices,
186; by moving up or moving out,
155–156
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understanding natural fit of women
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sense of fairness during, 118; being a
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during, 130; how to package your
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in negotiation with your, 110–112;
displaying similar behaviors of your, 85;
getting into heads of your, 82–85; the
goals, passions, and struggles of your,
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your confidence and, 65–66; strategies
for building your, 64–65; visualizing
the actual negotiation strategy for
building your, 67. See also Attitudes;
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Peers: learning to access the power of your,

61–62; perception of your negotiating
behavior by, 56–57. See also Networks
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maintained even after hearing ‘‘no,’’
152–154; negotiation value of a,
66–67. See also Optimism

Postmortem: conducting your own,
142–143; list three most important
negotiation moments, 143–144

Power: identifying your, 60; learning to
access others,’ 61–62; learning to use
your, 60–61; never undervaluing your
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creating economic, 10–13; of silence,
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The Program on Negotiation (university
consortium), 66

Psychological preparation: benefits of
negotiating with, 57–58, 70–71;
channeling your own emotions, 67–68;
finding guides through peers and
mentors, 61–62; focusing on your
balanced thinking and attitude, 62–65;
getting in the mood, 60–67; having a
clear understanding of yourself as,
46–49; importance of, 45–46;
knowing and using your power or
leverage, 60–61, 138–139; locus of
control issue of, 51–52; looking for the
dual agenda, 68–70; negotiation
checklist for, 69; overcoming the ‘‘good
girls don’t ask’’ conditioning, 52–53;
overcoming the relationship trap, 6,
53–55; role-playing and scenario
testing, 65–66; self-assessing what you
do want and why, 58–60; self-assessing
your negotiating roots, 49–51;
understanding how you do conflict,
55–57. See also Negotiation preparation

Pushback: anticipating negotiation, 116;
concerns over being punished for,
33–35; defining, 3; economic power
and, 10–13; as informal process fitting
the situation, 4; interviewing women on
negotiation behavior and, 5–6;
listening to your body to know when
to, 27–28; medical self-advocacy, 4; to
own your own career, 165–186;
positive results of engaging in, 43–44;
psychologically preparing for, 45–71;
recognizing your daily opportunities,
23–24; trusting your gut on knowing
when, 24–26; when to use, 3. See also
Asking for what we want

Pushback approaches: assessing your
propensity to take risks, 28–32;
continuum of, 91; developing your
personal pushback style, 38–44;
listening to your body, 27–28; make a

plan and make a start, 32–33;
meditating to clear your mind, 26;
trusting your gut instinct for, 24–26

Pushback exercises: list three negotiation
moments, 143–144; My Negotiating
Roots, 49–50; Negotiation Checklist:
Psychological Preparation, 69; Position
(What) and Interest (Why), 59;
pushback skill statements, 36; questions
for assessing relationships, 54–55;
Three Times You Avoided Negotiating,
53; translating pushback skill
statements, 37; Your Pushback Credo,
39–40. See also Self-assessment

Pushback self-assessment: reflecting on
your strengths and weaknesses, 37–38;
skill statement worksheet for, 36; taking
the time for, 35; translating worksheet
statements into pushback skill, 37

Pushback skills: four-set model of
negotiation using, 18–20; negotiation
and advocacy tools and, 20–21;
self-advocacy, 4, 6–7, 17–20, 60–61;
self-assessment of your, 35–38;
self-command as, 47; self-efficacy as,
40–41; self-knowledge as, 46–49;
woman’s career success tied to, 166

Pushback style: creating your personal,
38–39; growth mind-set vs. fixed
mind-set and, 41–43; self-efficacy level
and, 40–41; Your Pushback Credo,
39–40

R
Relationship trap: psychological

preparation for overcoming, 53–55;
women’s prioritizing relationships as, 6.
See also Negotiation counterparts

Relationships: mentors, 61–62, 89,
179–180; peers, 56–57, 61–62;
postnegotiation building of, 160–161;
sponsors, 89–90, 179–180. See also
Networks

Reputation: maintaining positive attitude
and, 153; postnegotiation
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think-through and preserving your,
149; realizing continued life of your,
161–162

Resilient mind-set, 30, 157, 172
Respect: treating all negotiation parties

with, 162; for yourself, 163
Risk taking: accepting mistakes to

overcome fear of, 177–179; assessing
your propensity for, 28–32;
constructive approaches for, 30–31;
interviewing women leaders on their,
28–29; overcoming your negotiating
roots to engage in, 50

Risk taking strategies: enlisting others in
their success, 30; letting go of
guaranteed outcomes, 30; resilient
mind-set, 30, 157, 172; taking scientific
approach to risk, 30–31

Role-playing, 65–66
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S
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Sandberg, Sheryl, 43–44
Sayre, Kate, 11
Scenario testing, 65
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Scientific decision making, 30–31
Self-advocacy: getting over distaste for, 17;

identifying and using your leverage,
60–61, 138–139; as important
pushback skill, 18–20; medical
encounters and need for, 4;
opportunistic, 173–175; personal
responsibility for self-directed action
and, 185–186; reasons for women’s
lack of, 6–7. See also Asking for what
we want

Self-analysis: conducting postmortem,
142–144; initiating feedback exchange
for, 145–148; on the process of your
career, 183–185; three most important
negotiation moments, 143–144

Self-assessment: of fixed mind-set vs.
growth mind-set, 42–43; on how you
do conflict, 55–57; questions on
relationships, 54–55; of your
negotiating roots, 49–51; your
pushback skills, 35–38. See also
Pushback exercises

Self-command, 47
Self-directed action theme, 185–186
Self-efficacy, 40–41
Self-knowledge: making it a mind-set,

48–49; as pushback skills, 46–49;
using self-reflection to add to, 48;
taking personality inventories to build
your, 47; video feedback contributing
to, 47–48

SELF Magazine, 31, 70, 92, 133, 153
Self-promotion: identifying your power,

60; learning how to use your power
and, 60–61

Self-reflection, 48
Self-worth, 163
Sense of entitlement, 63
Service branding, 175–177
Setting the pace, 109–110
70/20/10 rule, 132
Shell, Richard, 138
Silence, 122–125
Silverstein, Michael J., 11
Similar behaviors, 85
Simpson, Deborah, 23, 29, 49, 87, 121,

181
Skype, 100
Slaughter, Darlene, 23–24, 29, 39, 120,

132, 181
Sounding board, 88
‘‘The Sponsor Effect’’ (Hewlett), 89
Sponsors: enlisting them in your career

building, 179–180; feedback from,
180; how to approach, 90; mentors
versus, 89
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Stories: leading the witness with, 97–98;
preparing to tell the, 95; structure and
tactics for telling, 95–97

Storytelling: using headlines for, 98;
structure, tactics, formula for, 95–97;
typical negotiation flow used for,
97

SWOT (strengths, weakness,
opportunities, and threats) analysis, 76,
131

T
Tactical workers: description of, 80–81;

perspective of problems by, 81
‘‘Taking charge’’ skills, 34
TD Ameritrade, 28, 120, 176, 178
TED, 43
Tell to Win (Guber), 95
Test-marketing ideas, 88–90
Thakor, Manisha, 11
Thick skin, 158–160
Thinking strategically: negotiation by,

80–81; tactical vs. strategic perspective
of same problem, 81. See also Mind-sets

360-degree feedback, 176–177
Tiered preparation: choosing negotiating

strategies and a style, 90–95; enlisting
your network, 85–90; gather the
tangibles, 75–82; getting in your
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