
6
Language Tips for Better 

Negotiations

1. Language is Leverage
In negotiation, your words are both your 

offense and your protection. You need 

language that's confident but controlled, 

clear but strategic. The most powerful 

negotiators aren't the loudest voices in the 

room. They're the ones who quietly steer 

the conversation while revealing nothing 

about how much they care.

2. Persuasion Isn't 
Manipulation
You don't have to out-argue someone to 

outmaneuver them. You just have to stay 

focused on what actually motivates them. 

In high-conflict negotiations, especially 

when you're dealing with someone 

manipulative or narcissistic, the key is to 

communicate in terms they respond to.

3. The Power of Silence and 
Curiosity
Not every winning move needs to be 

verbalized. When you stop talking, you 

force the other side to fill the space. In this 

case, silence is leverage: they often 

disclose more than they intend to. And 

when you do speak, use curiosity as a 

strategic advantage. Curiosity doesn't 

signal weakness; it signals control of 


the conversation.

4. Avoid These Language 
Traps
When the stakes are high, it's easy to slip 

into language patterns that quietly 

undermine your position. Phrases like "I 

feel like," "I just think," or "I hope" dilute your 

message. They communicate uncertainty. 

And uncertainty erodes your leverage. 

Also, avoid emotional over-disclosure. 

Sharing too much, especially in legal or 

high conflict settings, hands the other 


side leverage.

5. Words That Reclaim Your 
Leverage and Power
If you've ever felt steamrolled in an 

argument or silenced in a negotiation, 

chances are your language didn't match 

your inner clarity. That doesn't mean you 

were wrong. It means you didn't have the 

right words at the right time. Mastering 

persuasive influence doesn't mean 

becoming someone you're not. It 


means finding your voice and using it 


with intention.

6. Practice Wins the War
Every negotiation you encounter—whether 

it's with a boss, a partner, or a narcissistic 

ex—is a chance to step into your power. 

You don't need to be flawless. But you do 

need to be prepared. Rehearse what you'll 

say before the actual conversation 

happens. Anticipate attempts to 

destabilize you, and practice responding 

without becoming reactive.
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