March 2023 :

"Just Ask! Understanding
the Importance of

Negotiation for Women”



Presenter Notes
Presentation Notes
Tell the story about being hired at Gonzaga – making 120K when I left the workforce, reentered it at 24K. Simply excited that someone would take me. 
Recent negotiation – I was setting the precedent for those who came behind me. It was ok to say “no thank you. I’m not going to do that.” 



Negotiation & Conflict Management

* Objectives:

* Understand the importance of
negotiation for women

* Reframing regarding conflict
* Practical advice

* Improve your hife and the hfe of the
organization

GONZAGA UNIVERSITY


Presenter Notes
Presentation Notes
Embrace the discomfort – we are encouraging that because that is where growth happens 
“Productive discomfort” Raymond Reyes 

My job is to get you to the edge and let your toes dangle out there. What you do is up to you. 
Building personal awareness and a capacity to lead. 


The Gender Wage Gap m America

Does the

O
gender wage ®
gap exist? 1


Presenter Notes
Presentation Notes
80/100
Keeping women from advancing: confidence, mentorship opportunity, wage gap, unconscious bias 

Defined as the median income for all full time workers (doesn’t factor in part time workers)
Has changed 8 cents since the 25 years since I graduated high school 
Despite the fact that women have held more BA and MA degrees than men for over 30 years, we still make less 
Abby Womback – US women’s soccer team – different conditions, travel, accommodations, bonuses, etc 



What does it matter?

Fortune 500 Female CEOs, 1995-2014
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Presenter Notes
Presentation Notes
Not much has changed in 20 years  
Keeping women from advancing: confidence, mentorship opportunity, wage gap, unconscious bias 

White men/white women = 98cents to the dollar for equivalent work, education, etc.

Many reasons for disparity – 
Unconscious bias
Double bind
‘second shift’ for women
Negotiate
Reference McKinsey article – most recent research discusses the “missing rung” of getting women into the first level of management

Tell story of when I quit, never catching up to my husband – what are the consequences over a lifetime? Financially and personally? 



Gender Inequality

Guys Named John, and Gender Inequality

Share of C.E.O.s of S.&P. 1500 companies by C.E.O. name
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Presenter Notes
Presentation Notes
Organizations with women at executive levels perform better financially 

Catlyst study – Fortune 500 organizations with women outperformed others by 53%

Better problem solving
Smarter risk taking
More collaborative/teams are more cohesive 




Conflict
Management



Can’t | just
avoid conflict?!

e Conflict is natural

* There is a pattern to
how we handle
conflict

* Know your style
* Learn the other styles



Presenter Notes
Presentation Notes
Conflict can happen as a result of – goals, priorities, resources, personality conflict, values (tell story of brother Mark growing up, constant screaming)
Style – based on personality, nature, culture, upbringing, goals, environment (tell the story of Bob Levine at Cabletron)


Conflict Continuum

Aggression Direct Conflict Indirect Conflict Conflict Avoidance

e Yell/shout 1 Hl'm.ﬁ”e”
« Physical reaction * Avoid the other party

* Damage relationships * Talk with others
* Strong emotions

* Personalize the situation
* Hold grudges

GONZAGA UNIVERSITY


Presenter Notes
Presentation Notes
Give conflict resilience assessment to students 



Negotiation



Negotiation &
Gender

e Carnegie Mellon research
reported that 57% of male
graduate students negotiated

their salaries....

e ..yet only 7% of women did.

Women Don’t Ask (2003). Linda Babcock & Sara Laschever



Presenter Notes
Presentation Notes
Tell the story of being hired at Gonzaga – did not negotiate – I knew my value, but they didn’t know my value and I just wanted the job
Use a compound interest calculator – woman accepts 10k less. What does that equate to during her 40 year career? What if she NEVER negotiates and changes jobs 3-4 times? What would she lose over time? 
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Negotiation &
Gender

* Stereotypes

e Men: rational &
logical, dominant,
authoritative

* Women: emotional
and intuitive,
passive, submissive
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Presenter Notes
Presentation Notes
Think back to the workshop with Carolyn Cunningham in October 
These aren’t wrong or right…they just are. 


Limiting beliefs — the things that

Why Don’t We Negotiate? getin our way

Fear of success

Lack of confidence

Mindset of limited resources

Seeing the negotiation as a win-
lose situation
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Presenter Notes
Presentation Notes
Challenge the belief – reframe and make a choice (Einstein – “each individual has to make the choice to see the universe as friendly”)
Put ourselves in our own shoes – do the inner work first
Then, put ourselves in the others shoes – what’s in it for the other?



Types of Negotiations

e Soft

* avoid conflict, make
concessions

* one person left feeling
bitter

e Hard

* sees negotiation as a
competition

1 e

v

* Exhausts people,
harms relationships
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Types of Negotiations

* Both
* Principled Negotiator
* looks for mutual
gains

* insists on results that
are fair and on
independent
standards
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Conflict Resolution/Negotiation Cycle

ENGAGE ‘ Resolve

AT,
Frisdrationelc.
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Presenter Notes
Presentation Notes
Positive negotiations focus on maintaining relationships. Fairness. Equity. Focus on interests. 
Is this a substantive issue or a people problem (emotions, misconceptions, etc) “I just feel like…”
Position = already decided before negotiation begins, interest = an opportunity to create value at the table
Satisfying the interests of all parties, no win/lose 
What is a fair outcome from the negotiation? Include market value, statistical data, scientific judgement for reasonable outcome (use Alicia’s negotiation video in which she researched the salary range for her position in her market) 


William
Ury —
Getting to
Yes

* Four points of negotiation

e Separate the people from the
problem

* Focus on interests, not
positions

* |Invest options for mutual gain
* |nsist on objective criteria

GONZAGA UNIVERSITY
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Presenter Notes
Presentation Notes
Positive negotiations focus on maintaining relationships. Fairness. Equity. Focus on interests. 
Is this a substantive issue or a people problem (emotions, misconceptions, etc) “I just feel like…”
Position = already decided before negotiation begins, interest = an opportunity to create value at the table
Satisfying the interests of all parties, no win/lose 
What is a fair outcome from the negotiation? Include market value, statistical data, scientific judgement for reasonable outcome (use Alicia’s negotiation video in which she researched the salary range for her position in her market) 


Helpful
Negotiation Tactics

* Listen

* The power of silence

* Question to clarify

e Use powerful language
e Confidence

Use the “balcony” —
mindfulness

* Emotional Intelligence
* Physical presence
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Presenter Notes
Presentation Notes
Janet Widmann – KidsCare Dental, CA – “I look forward to reviewing this initial offer”



Action Plan
Development



Personalize the
Negotiation

* |dentify an areain
which you are angry,
frustrated, there is
conflict

* Plan/do your
homework

* Prepare to negotiate
* Continue to negotiate
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Successful
Negotiation

Let us never negotiate out of fear.

But let us neverfear to negotiate.
* John F. Kennedy

March 19, 2023
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