Chapter Eleven: Managing Conflict and Negotiation

Case: “Women Far Behind When They Don’t Hone Negotiation Skills”

For Discussion: Are you a good negotiator? If you are, what are your secrets to success? If not, what causes you problems?

Negotiating is difficult for most women. Women will sometimes accept extra work without negotiating fewer regular duties or higher pay because they don’t want to appear pushy.  But bungling a single negotiation could cost a woman all future promotions and pay raises.

Negotiation is a give-and-take process between conflicting independent parties. The Skills & Best Practices: “Bargaining for Bigger Bucks: A Step-by-Step Guide to Negotiating Your Salary,” could come in handy for women or anyone trying to negotiate a pay raise. The tips outlined in the Skills & Best Practices are below:

1. Know the going rate

2. Don’t fudge your past compensation

3. Present cold, hard proof of your value

4. Let the other party name a figure first

5. Don’t nickel-and-dime

6. Avoid extravagant extras

7. Seek incentives and practical perks

For more tips on negotiation visit the following sites:

http://www.careerjournal.com/jobhunting/negotiate/ part of the Wall Street Journal—The Career Journal offers several negotiation tips.

http://content.salary.monster.com/articles/knowhow/ part of Monster.com—offers salary negotiation tips

http://www.careerjournal.com/salaryhiring/negotiate/20030805-miller.html career journal article “Four Negotiating Mistakes Women Often Make” by Lee E. Miller and Jessica Miller

