
“Negotiation: when to push and when to pull back” 
Rural Women in Conversation 

 
DATE: 16th July 2022 
VENUE: Cement Mills Hall, Cement Mills 
 
 
Workshop Minutes (Copy of notes recorded by Kathryn Walton) 
 
What would everyone like to get out of the workshop? 

• ideas on how to negotiate 
• negotiation with young women in drought resilience program 
• know how to handle tricky situations 
• an easier way to negotiate 
• facilitating different perspectives 
• negotiating with family, contractors – skills improvement 
• negotiate with children, parents, staff – people have different ideas 
• how to stand up, people pleasing 
• negotiating especially the things I can’t control  

 
What is negotiation? 

• a process 
• history and background is important 
• gendered 
• a collection of ingredients – the actual outcome is something different 
• reciprocity, an exchange 
• it’s important to know your boundaries, position, your willingness to give up, your 

values and your attachment to the outcome 
• we need to get better at asking questions 
• compromise, accommodate, not a win/lose situation 
• move or work ‘with’ rather swinging violently between sides 
• establishment of common ground 
• authority and power are different  

 
Why do we need negotiation? 

• survival 
• to meet our own needs, priorities 
• negotiation is fundamental to everything 
• deep resentment can build up 
• there are costs for the slave and costs for the tyrant 
• drivers for change 
• conflict avoidance / aversion  
• healthy positive relationships and states of being 

 
Why does it seem hard to do? 

• we perceive it’s easier not to negotiate (in the short term) 



• habits of personalising 
• tendency to blame 
• gendered roles 

 
Women / and men’s proclivities in agreeableness. 

• competency 
• power in relationships 

 
Would you stick to it if you knew you would stick to it - could you do this 10 times over or 
would you give in the 5th time (from Bobo and Flex’s conversation on negotiation) 

• what investment of time, energy and emotion are you prepared for? 
• what generosity level are you prepared to offer? 

 
Doing some of the heavy lifting in negotiation so that we lead by example - men have a glass 
fire escape just as much as women have a glass ceiling (Annabelle Crabbe) 

• women taking responsibility for the emotional load – Is this why I feel burdened? Or 
is this a strength I bring? 

 
Indicators of tyranny / slavery 

• resentment 
• unappreciation 
• DV 
• unhappiness 
• don’t feel you can speak, silence 
• resignation 
• disengagement 
• low self-esteem, depression, sleepless --→ spiral (what are the costs and benefits of 

breaking / maintaining the cycle?) 
• patterns over time 
• observe responses 
• have expectations and responsibilities been discussed? 
• pressures result in someone pushing out and telling someone what to do 

 
When to push, when to pull back? 

• eg of managing stock on property – the behavioural signs of the stock, have the 
ability to read the situation / other person, use true active listening to hear what 
they are saying in the moment, slow things down 

• timing is very important 
• silence 
• waiting for a crisis 
• what am I willing to change, give up etc? 
• eg of car accident or colleague conflict – on-the-spot negotiation 
! ask how they are 
! align with them “We’re both going to be late” 
! focus on the business side 



! refocus on functional perspective OR compassionate 
! mirrored breathing 
! what’s behind the anger? fight/flight/freeze needs compassion, pause, breathe 

or direction to do something (brain is not reasoning well at this point) 
! stand up 
! pause, centre yourself, don’t react 

• what are you prepared to lose in the trade-offs? 
 
What about when there is a difference in power? 

• deal in private rather than publicly 
• write down what I want to say, ask for space to speak before responding 
• option to take it further eg legal requirements 

 
Female – female conflict 

• level of negotiation skills of each person  
• use the same approach or different to previous scenarios discussed in the workshop? 
• Systematically work through possible situations – Is this ok? Will this work for you? 
• Invite to a discussion for negotiation 
• approach people with a heart rather than a gendered perspective 
• flattery, smoothing the path – negotiation with men is more straight to the point 

 
Additional Negotiation Skills 

• active listening 
• asking questions 
• curiosity 
• identification of values and boundaries 
• develop the relationship first 
• ask open-ended questions with no expectation of a specific answer 
• non-emotionality 
• capacity to draw on courage 
• change skills – drivers for change 
• seek to understand perspective rather than seeking peace 
• scripting 
• scaffolding and structuring moments of negotiation 
• not assuming the situation is conflictual – manage it in ways that align you with each 

other rather than oppose you 
• assertiveness skills 
• work towards an overall outcome rather than short-term focus on the immediate 

interaction  
• track back the symptoms of the current situation to identify the history that’s 

brought us to this point 
• take responsibility to change yourself, be your responsible for your own behaviour 

and feelings 
• boundaries give us strength to operate from 
• separate the behaviour from the person 



• keep to the issue and the situation (watch for baggage of the past and don’t 
overgeneralise) 

• is zero tolerance appropriate for aggression? 
• walk away 
• defer selectively 
• prompt a script / scaffold communication for the other person – name it, recognise 

their concerns and your concerns, and make a plan to talk about it 
• own your own concerns 
• write it down – takes the energy out of it and clarifies the way forward, prioritises 

things 
• identify the vulnerability beneath the anger and respond to that 
• question your own desire for control an a situation 
• put up a wall 
• “I sense there is something more to this” – nuance in your voice 
• reflect back – show their behaviour to them 
• encouragement, affirmation 
• sit in the discomfort of tension 
• speak the truth honestly and be precise eg is it distraction, avoidance or is this 

something you want to do? 
 
Takeaways 

• all vulnerabilities are valid rather than reacting to the behaviour 
• understand a shared outcome  
• truth and honesty 
• open-ended questions 
• * address issues when not feeling emotional 
• speak up, be courageous, don’t let things simmer 
• accept the responsibility of your own participation 
• who is responsible for how I feel? 
• the open, small group discussion was valuable 
• different people’s perspectives and understanding them  
• * courage to establish the balance 
• * shared outcomes – communication 
• keep the balance 
• know the needs 
• * keep emotion under control 
• honesty 
• active listening 
• needs, values 
• shared questions 
• vulnerability, forgiveness, honesty – made me think things through  
• take responsibility for your own feelings - work on myself to be better at that 
• generosity of spirit 
• don’t assume anything 

 



* more than one person made similar comments 


