Facilitator Version

Open School
Video Activity: Are women less likely to negotiate a job
offer?
(http://www.ihi.org/education/IHIOpenSchool/resources/Pages/Activities/LevyWomenLessLikely.aspx)
Paul Levy; Author/Blogger; Former President and CEO, Beth Israel Deaconess Medical Center

Facilitator Instructions


Review the learning objectives and description with your group.



Watch the video together (3 min 54 sec).



As a group, discuss your reactions to the video, using the discussion questions as a guide.

Learning Objectives
At the end of this activity, you will be able to:


Discuss two reasons why women may do worse in salary negotiations than men.



Identify a potential strategy that can lead to more productive job negotiations.

Description
“My wife and I have read a lot of research,” says Author Paul Levy, former President and CEO of Beth
Israel Deaconess Medical Center, “that is very conclusive that women appear to do worse in salary
negotiations than men.” According to Levy, “This is not genetic; this is socialization,” and there are a
couple of key reasons why society can make salary negotiations difficult for women. In this IHI Open
School Short, Levy shares lessons from How to Negotiate Your First Job — a book he co-authored
with his wife, Farzana S. Mohamed — on how both genders can improve their bargaining power.

Related IHI Open School Online Courses


L 101: Becoming a Leader in Health Care

Key Topics
Leadership, Workforce satisfaction and retention
Facilitator, show the video on this page. For your group’s discussion after the video, feel free to
adjust these questions and/or add your own.

Discussion Questions
1. Paul says research has shown women tend to ask for less than men do in a job
negotiation. Why do you think this might be the case?
2. According to Paul, research shows that when a woman advocates for herself in a job
negotiation, it is more poorly perceived by the other party than when a man
advocates for himself. Do you think this is accurate?
3. Let’s test one of Paul Levy’s ideas from the video: If you’re a male, do you enter a job
negotiation thinking, “What’s the most I can get?” If you’re a female, do you enter a
job negotiation thinking, “What’s a fair amount?” Why or why not?
4. Why can a personal conversation in the middle of a job offer negotiation change the
dynamic of the meeting?
5. Have you ever used the strategy Paul Levy suggested (i.e., developing a relationship
with the hiring manager) to help negotiate a job offer? What was the result?
6. Paul says, “You can’t change society.” How true is this statement? What steps can you
take to improve gender equality in the workplace?
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