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Do you get paid too little for your work? Do you pay others too much? Do you get queasy thinking about negotiating for a big-ticket item, like a car or a new house? Do you do more than your fair share of the household chores?


If you answered “yes” to any of the above, you’re in good company. Millions of wonderful, intelligent, professionally skilled, and domestically adept women have lousy bargaining skills. Partly, that’s because we’re simply mystified by the negotiation process, so we avoid it whenever possible. But more significant, many of us were raised to be what I call “good girls”—which means we can’t stop being nice, even if it kills us financially or robs us of our fair share of the proverbial pie. This book is for every woman who ever made a bad deal because she was too nice—or too naive—to negotiate effectively.

You may think that being a good girl dooms you to a lifetime of lousy deals. Well, don’t despair. It turns out that nice girls (and nice guys) don’t have to finish last. There are plenty of successful negotiating styles that work beautifully for good girls like us. Legions of admirable men and women are advancing their causes and careers by sitting down at the bargaining table with the goal of solving problems in tandem with the people on the other side. And guess what? Those types of negotiations often end up yielding creative settlements that provide both sides with more than they ever expected.

This e-primer, Notes for Negotiating Now, is a quick, streamlined guide to help you spin your good girl personality into negotiating gold. If you want even more help, take a look at our book, The Good Girl’s Guide to Negotiating. There you’ll get detailed advice on a whole slew of important topics, such as negotiating your house purchase, car lease, prenuptial agreement, household chores—even your sex life. You’ll also hear lots of inspiring stories from good women who’ve learned to become great dealmakers. We think you’ll like it!
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GOOD GIRLS ’R’ US


Whether we like it or not, we all have to make trades, strike deals, and forge compromises every day, over the telephone and via e-mail, in office meetings and around the dinner table, in the showroom and even in the bedroom. “Everyone needs to learn to negotiate,” insists Sheila Wellington, president of Catalyst, a not-for-profit think tank working to advance women in business.

The good news is that the number of fearless female negotiators is on the rise—and they weren’t all born that way. In fact, the notion that good negotiators start honing their haggling skills in the cradle is a myth, says Leigh Thompson, professor of organizational behavior at Northwestern University’s Kellogg Graduate School of Management and author of The Mind and Heart of the Negotiator. “Effective negotiation depends on practice and study,” she writes.

The bad news is that many more of us bring our good girl personalities to the bargaining table, sweetly and obligingly giving away far more than we ever get in return.

It’s easy to assume that good negotiating requires a heavy dose of testosterone. But it’s just not true. After years of study, most scientists have concluded that females match males in verbal, math, and spatial abilities; moral reasoning; and leadership skills—all the attributes necessary to successful negotiating. So why do so many women wimp out at the bargaining table?

One likely culprit is social conditioning—that “be a good little girl” training we get from the second the nurses strap on those little pink wristbands in the delivery room. Generally, we girls are rewarded for our social skills. We learn to yield power for the common good, through games like jump rope and playing house. By the time we’re out of elementary school, most girls are well on their way to becoming nurturing team players—great assets for community building and childrearing, but not much use when it comes to buying a new house. “We’re conditioned to provide,” says Sue Yellin, a business development coach. “We’re not used to asking for things.”

So it’s not surprising that by the time we reach adulthood and need to bargain on our own behalf, we have a well-developed set of internal dealbreakers:


	
I don’t really deserve much.



	
I don’t want to be manipulative.



	
I don’t want to brag.



	
It’s only money.



	
They’ll think I’m a bitch.





We wish there were a clear 12-step program guaranteed to help you ignore these inner voices and make you a winner in every major (and minor) negotiation of your life. Sadly, there’s not. But there are some clues that can help you identify what you may be doing to undercut your own bargaining position.

So sit down, examine your innermost soul, and answer (honestly) the following questions:

Do you—


Underestimate your negotiating skills?


Incredible as it may seem, you may be better at negotiating than you think. One research study found that women managers made more disparaging remarks about their negotiating abilities than their male peers, even when they used similar methods and came out with equal results.


Put a lower value on your work and time than your male colleagues put on theirs?


Over the past decade, several studies comparing male students’ and female students’ estimates of the value of their own work have found that female students worked longer hours, made fewer mistakes—and consistently charged less than their male counterparts. When the students were told their salary requests were being reviewed by outside observers, the women’s requested wages went down even further.


Tiptoe around the tough issues?


“I see this much more frequently with women,” says Sue Yellin. “They tend to postpone closing a deal. They will take a prospect to lunch, but they won’t ask for what they want—because ‘What will I do if they say no?’”


Give up too easily?


Women who’ve learned that negotiating is an endurance sport say they’ve learned to hang in there until they come out with a winning deal. “No doesn’t mean no,” says Whitney Johns Martin, past president of the National Association of Women Business Owners. “No means ‘not this way,’ which means you have to try something else. I try to embrace the no, because it tells me that I’m going down a path that’s not going to work. Rather than wallow in rejection and waste time, I realize I know more than I did before.”
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