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This culminating project examines, 
explores, and demonstrates how women 

can utilize their strengths for efficient 
solutions by using emotional 

intelligence, communication and 
strategies through setting strong 

boundaries that lead to assertiveness 
and self-advocacy. It is a journey 

through self-discovery to learn how to 
best use the innate gifts and further 
develop skills we all have as female 
leaders. There are strategies that 

enhance the experience and efficiency 
for females in leadership positions. It is 
about females using their strengths to 
lead others through communication, 

integrated negotiations, advocacy, and 
soft skills that require the essential role 
of emotional intelligence. The goal is for 
female leaders to lean into their unique 
characteristics, personalities, gifts, skills 

and talents to leverage them for the 
most optimized leadership experience. 

Being able to produce efficient solutions 
by using the art of strategies will give 
female leaders a great advantage in 

leadership positions and opportunities 
with themselves and those that they 
lead. Possessing a great deal of self-
awareness, assertiveness through 

setting strong boundaries and using 
integrated negotiations set female 

leaders up for success. The objective is 
highlighting the advantages women 
have in leadership and why knowing 
one’s self is the greatest asset. Being 

able to possess a high-level of emotional 
intelligence is essential to be an efficient 

leader in today’s ever-changing, 
globalized world. 

Strategy 1: Time It Right
“Timing matters. A lot. It is a good idea to wait until your

emotions are soothed enough for you to enter wise mind and
identify and balance your emotions in a way that matches the
message you’re trying to convey. Responding while experiencing an
emotional flood is generally not the time to assert yourself” (De
Azevedo Hanks, p. 149).

Strategy 2: Seek Permission
Questions such as, “’Are you open to talking about what

happened in the meeting this morning? When would be a good
time?’ are clear ques to the other person that you want to talk to
him or her. Asking permission to open a dialogue with ‘May I talk
to you for a minute?’ often gets better results than ‘We need to
talk right now!’” (De Azevedo Hanks, p. 150).

Strategy 3: Keep It Private
“In general, when you need to talk with someone and

share your thoughts and feelings, particularly if it’s an emotional
topic, it is best to bring it up when there is not an audience. This
demonstrates maturity, is respectful and considerate to the other
person, and creates a higher likelihood that your assertiveness will
be well received and responded to” (De Azevedo Hanks, p. 150).

Strategy 4: Put Down Your Crystal Ball
“Predicting the outcome of future conversations, we may

inadvertently be reinforcing that particular outcome by our
expectation (or certainly) that we already know the outcome. It is
the concept of a self-fulfilling prophecy. We want to be right, so we
act in ways that make our predictions or beliefs about other people
come true” (De Azevedo Hanks, p. 151-152).

Strategy 5: Breathe, Just Breathe
“When your survival brain kicks in, you go into fight, flight,

or freeze mode and temporarily disconnect from the prefrontal
cortex, or the conscious, problem-solving part of your brain.
Pausing to take a slow breath– even just one breath– can take your
nervous system down a few notches so you can reconnect with the
conscious , intentional part of your brain and respond to the
situation in ways that will help instead of you and your
relationships” (De Azevedo Hanks, p. 152).

Strategy 6: Push the Pause Button

“An emotional skill that is helpful to develop (and these are

all skills that you need you need to practice in order to develop and

master over time) is called ‘push the pause button.’ This skill comes

in handy not only in intimate relationships but also in professional

settings, where you likely have to keep your cool in stressful

situations” (De Azevedo Hanks, p. 153).

There are two main different types of negotiations discussed in the book; a single-issue
negotiation is called a “distributive” which means it is all-or-nothing. “Integrative”
negotiations are when both parties can find value in what the other is seeking and come to a
mutually beneficial, cooperative decision. Both parties in the negotiation walk away with
something of value to them; it is not all-or-nothing.

Men predominately use the very competitive, distributive negotiation style where it is seen
as a win or lose situation.

Women, paradoxically, predominately use the cooperative, integrative negotiation style
where both parties can come to an agreement that leaves each better than they were
before. It is not viewed as win or lose but rather, how can we both achieve the results we
want – together.

Women are much better at using the integrative negotiation approach because women
innately have the characteristics and strengths of The Feminine Genius that make it much
easier and natural for women to bring others together to find a resolution that works for the
collective parties in the negotiation. Knowing the other sides position, interests, and end
goal is essential to having a successful negotiation.

Women are better at negotiations in the long run because of their use of integrated
negotiation approach because it fosters and builds those relationships stronger, instead of
burning a bridge. Therefore, women succeed further and longer when they efficiently use
emotional intelligence, strategies for setting strong boundaries and their unique gift and
characteristics of the feminine genius.
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