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Several years ago, I authored an article called, “Negotiating Like a Woman:
Strategies for Successful Negotiation with Members of the Opposite Sex”. It drew upon
stereotypes in style, communication and behavior to reach some conclusions as to
“typical” differences between men and women as they negotiate. But times are still
changing, the research has evolved and my own observation of men and women
negotiators at the mediation table has compelled me to revise my thinking.

This article will look at the context of the negotiation and the negotiator, together
with gender stereotypes to help predict and improve upon the outcome and experience of
both men and women at the bargaining table.

The Stereotypes

“In politics, if you want anything said, ask a man; if you want anything done, ask a
woman” Prime Minister Margaret Thatcher

The bargaining table is stereotypically thought to be a male domain. In fact, some
would have said that the bargaining table “is no place for ladies”. Men, according to
neurological research, seem to be hard-wired for more aggressive, competitive behavior.
Even the presence of certain hormones (testosterone) suggests that men have a greater
sensitivity to aggression, domination, risk taking and competition.

Women, on the other hand, seem to have a more vested interest in relationship
building and sustaining. Thus, they are typically seen as more cooperative and
empathetic. We see this in communication styles, where women will attempt to develop
a “rapport” through speech, which ends with the rhetorical question, for example.
Whereas men will tend to “report” in their speech, making declarative statements even in
the face of inner uncertainty. Women will also use a linguistic technique known as
“hedging”, where they will downplay certainty of a particular outcome. Men, on the
other hand, will tend to downplay doubt in the same situation.

In speech, women will often be heard to adopt self-deprecating humor, whereas
men will more often be heard to take the “one up/one down” criticism of others approach.
Finally, (perhaps in their attempt to gain consensus) women will tend to employ
“insertions” into conversation in order to both develop empathy and show support or
validation. Men may find this annoying “cross-talk” and instead may tend to demand
they be listened to without interruption. Indeed, Deborah Tannen’s seminal work on
different conversational styles revealed that men seek independence through their
conversational interactions whereas women seek intimacy and consensus. (Tannen:
“You Just Don’t Understand: Women and Men in Conversation™)

Women traditionally have been thought to be more accommodating, and

1







