Women must set the stage for negotiations

Thorough preparation can give confidence and help even out the imbalances
in how men and women are perceived when it comes to salary discussions -
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Women'’s earnings have been
inching up, albeit erratically,
since 1980. At that time their pay
cheques were about 60 per cent of
those of men - less than in the
1950s, before the feminist s

Jessica Miller, now a
26-year-old associate at Grubb &
Ellis, a leading commercial real
estate company, says ghe was her
father’s first guinea pig as he

something,

and why it would be fair for her

to get it. LeeniE :
She opened negotistions for a

car when she turned 16. it was

women.
For example, they often fall into
the “empathy trap”.
“Mex: tend to be more

men don’t want to work with
them,” the Millers say.
Richard Miller (no relation), a
Iobbyist and former labour
negotiator, agrees that men and

women have completely different |

styles. “Women try to build a
consensus, as opposed to men,
who force people to where they
want them. But women can get
eaten by the good old boys. The

negotiations with a plan. “I made
sure they loved me. I told them [

$10,000 more and stood her

book together, they agreed on the
basic themes but found it

negotiable,” says Ms Miller, “but
you must pick your battles. it
‘would be a terrible headache
going through life fighting for
everything.” L




