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ABSTRACT

There has existed a rooted stereotype that female negotiators are less competitive in distributive negotiation. The

long lasting stereotypes on gender differences are likely to influence the behaviour of negotiators in several ways,

and both the existence and the awareness of the existence of the gender role may unconsciously guide the way
negotiators behave. Although impossible to avoid being influenced by the stereotypes, several possible methods,
including the use of moderation, playing to the strength and explicitly addressing the stereotypes, could be

applied to reduce the impacts.

Keywords: Gender role stereotype, Negotiation performance, Influence.

1. INTRODUCTION

Negotiation has increasingly become an
indispensable part of our life. Behavior shown by
negotiators is considered influential to the potential
negotiation outcomes.’[1] As far as the negotiators
themselves are concerned, gender has long been
thought to be the most fundamental personal
characteristic which should be considered when
comparing the performance of different
negotiators.” There has existed a rooted stereotype
that men are likely to be more independent, rational,
and assertive whereas women tend to be more
emotionally attached, with concern for others and
be passive in negotiation. * [2] Distributive
negotiation is typically a situation where one party's
gain is the other party's loss, *[3] and therefore is a
situation where competitive negotiation behaviour
is considered more likely to gain. As a result of the
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gender stereotype, female negotiators are thought to
be less competitive in distributive negotiation.

This essay will firstly examine the existing
pervasive  cultural  stereotypes and  status
characteristics of gender role, and assess how these
stereotypes and the gender role influence the way
negotiators behave. Finally some suggestions will
be provided to suppress the effect of gender-based
stereotypes. This essay will argue that the long
lasting stereotypes on gender differences are likely
to influence the behaviour of negotiators in several
ways, and both the existence and the awareness of
the existence of the gender role may unconsciously
guide the way negotiators behave. ° Although
impossible to avoid being influenced by the
stereotypes, several possible methods, including the
use of moderation, playing to the strength and
explicitly addressing the stereotypes, could be
applied to reduce the impacts.

2. THE PERVASIVE GENDER
STEREOTYPES AND THE
CURRENT SITUATION

Gender is one of the most essential and stable
attributes of an individual,°[4] and therefore people
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want to have a better understanding of how the
gender could influence human behaviour. Activity
is seen as gendered when "its attributes are more
commonly associated with one gender than the
other; thus making dimensions linked to the other
gender less valued".” Negotiation is a gendered
activity where masculine stereotypes are usually
associated. ®[5] For example, gender stereotypes
have rooted in our minds that we tend to hold the
belief that men are effective negotiators who are
strong, dominant, assertive and rational while
women are often related to words such as weak,
submissive, accommodating and emotional. ° A
female is considered less likely to initiate a
negotiation, less confident in negotiations, and
more negatively disposed toward negotiation and
more likely to set a lower goal compared with male
negotiators. ’[6]

As a result of the gender stereotypes existing in
society, discrimination persists in  different
situations, while it is not necessarily intentional or
overt."'[7] It has been globally demonstrated that
gender-based inequalities are pervasive in many
areas, for instance, personal earnings, social status,
and even political participation.'? Although women
in recent decades take up to about 50 percent of the
labour force and even to a higher degree in numbers
than men, they are still not given parity in senior
positions in their job positions and career
opportunities. ** [8] Studies have showed that
between 2004 and 2007, women founded only 3%
of technology firms and just 1% of high-tech firms.
Moreover, venture capital investments are more
reluctant to invest in firms which are women-
owned. ™[9] As a result of different expectations
attached to female negotiators, there are fewer
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chances for women to get involved in quality
negotiation than their male counterparts.*[10]

3. THW INFLUENCE OF GENDER
ROLE STEREOTYPES ON
BEHAVIORS

Gender roles are defined as "expectations about
what is appropriate behavior for each sex","® or "the
attitudes, behaviors, rights, and responsibilities that
a society associates with each sex".'” They are
defined as a result of making comparison among
groups of individuals, and they typify the
expectations of men and women.*®[11] Studies on
gender roles generally demonstrate that men are
considered to be more agentic (such as self-reliant
and ambitious) while women tend to be more
communal (such as interdependent and caring for
others). ° [12] The existence and awareness of
stereotypes influence individual behaviour, and
these stereotypes are reinforced through daily
interactions because of the adjustment made by
individuals in order to comply with these
stereotypes. The different standards of judgment
used when comparing each gender also makes it
more difficult to eradicate the entwined stereotypes.

The existence of the gender role stereotypes
confines different genders to perform in certain
ways, and people may find it hard to avoid being
influenced by them. The gender-based stereotypes
in regard to negotiation usually assume that women
are less likely to initiate a negotiation and care
more about relationships, ® [13] while men are
assertive and more concerned with individual
gains. ' [14] Therefore, the existing stereotype
incurs “social backlash"? where women may be
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perceived as demanding and pushy and violate the
gender injunction when they frequently initiate
negotiations.? There are equally theories about the
'social cost' to be incurred if women engage in the
competitive dimension of negotiation since their
behavior is inconsistent with their gender role.?* A
study took place in 2002 asked the participations to
write down the most recent negotiation they had
initiated or involved, and the result showed that for
men the most recent one occurred about an average
of two weeks age; however, for women the most
recent one took place a month ago.”® As a result,
women tend not to choose negotiation if there
exists other choice and result in more mutual
beneficiary outcomes in negotiations. Therefore the
awareness of the existence of the stereotypes make
individuals tend to behave in a way that is less
likely to arouse backlash.

Moreover, people are influenced unconsciously
to some extent because the biased views are so
deeply rooted in minds and society. It has been
argued that even when individuals consciously try
to obtain gender equality and behave in an unbiased
way, they may still be affected by gender
stereotypes because they aware others' believe in
gender difference.?°[15] For example, when a group
of interviewers are asked to assess the performance
of candidates, even one of the interviewers
personally believes that a woman candidate
performed better, he or she may still be biased
because the awareness of the fact that most other
interviewers may not think women could be as
competent as men. The deeply rooted bias not only
influence how individuals behave themselves, but
also influence how they consider others' believes,
and it is hard to avoid being influenced even they
are trying to do so.

It is also argued that when we judge individuals
we may unconsciously compare them using
"within-category" judgment standards. %' [16] For
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instance, women acting in a counter- stereotypical
manner such as over-independent and highly
assertive usually are less acceptable than a man
who acts different from the masculine-stereotype in
our daily life.?® Studies show that a woman who
acts in a masculine manner or possesses masculine
characteristics which are thought to be suitable for
a manager is considered less hireable for the
position than a man acting in a similar fashion.?’[17]
Therefore, there emerges a double standard, where
women have to be greater than good and make
fewer errors in order to be equally competitive as
men.*® What is considered good for a man may not
necessarily constitutes good for a woman. However,
the "discrimination” may not necessarily been
intentionally imposed. This may be as a result of
unconsciously using "within-category” judgment
standards.

Finally, people adjust their behaviors in
compliance with the stereotypes; therefore reinforce
the gender role stereotypes through the daily
interactions. The pre-existing conditions have
created obvious difference between gender roles,
which makes the disadvantaged group find it hard
to perform based on the existing inequity
conditions.®! As a result, people tend to gradually
adjust their behaviors in order to feel less struggle if
they are criticized by behave in a certain way. The
'stereotype threat' concept implies that people are
encouraged to do things that conform to the
existing stereotypes and as a result this makes these
stereotypes become more plausible in the eyes of
others and even in the person's own eyes.* It is
suggested that when there is a conflict occurs
between one's occupied social role and one's gender
stereotype, people are more likely to adhere to
stereotype expectation because gender is widely
accepted as one's most pervasively and consistently
salient role. ** For example, as the distributive
negotiation requires competitive behaviors, which
is more consistent with agentive behavior, female
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negotiators may temper their ambitiousness and
aspiration in order to comply with the gender
stereotype expectation.>*[18] Therefore, the concern
over confirming the gender stereotypes result in
lower expectations and anxiety and then lead to
worse performance; thus unintentionally reinforce
the stereotypes.*[19]

4. POSSIBLE METHODS TO
REDUCE THE INFLUENCE OF
GENDER ROLE STEREOTYPES

It has been discussed above that the entwined
gender role stereotypes are influential as to how
negotiators behave. Although it is impossible to
fully avoid being influenced. There are some
suggestions to suppress the impacts of these gender
role stereotypes.

4.1 Moderation of Gender Role Stereotypes

It has been argued that not only gender role but
also the contextual factors can exert influence and
act as the guidance to negotiation behaviors. *
Female negotiators could make use of moderators
to reduce the chances of being criticized as a result
of gender-based stereotypes.

One moderator concerned with  whether
negotiators negotiate on behalf of other people or
for themselves. As discussed above, female
negotiators are said to be less assertive and care
more about the relationship  with their
counterparts.®’[20] Therefore, assertive and pushy
negotiation behaviour frequently backfires for
women. However, studies have illustrated that
when women are advocating interests for other
people, they are faced with less backlash. ®[21]
This is because in some circumstances the pushy
behaviours could be said to be a tool with which the

negotiators use to advocate benefits for their clients.

Even though the negotiation outcome may have an
impact on the salary of the negotiator, the counter-
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stereotypes behaviours are more likely to be
justified by the fact that it is for the benefit of other
people instead of for the sole benefit of the
negotiators themselves.

Another moderator is based on the information
the negotiator possesses and criteria he or she
applies. It is argued that people become more
acceptable to the outcome when objective criteria
are applied and therefore a feeling of fairness
arises.**[22] Providing that the negotiator collects
sufficient concrete information this leads to a
conclusion which is uncontroversial, and therefore
the behaviour is more justifiable because all
reasonable negotiators in such a situation are likely
to come to the same conclusion.

4.2 Playing to a Strength

More emphasis has been placed on how women
act worse in distributive bargaining because they
are considered to be more cooperative and less
assertive. However, the characteristic of caring
more for others and being more likely to share
information with the counterparty could become a
strength in the context of integrative bargaining for
its contribution to mutual gains. “° Females are
expected to be more accommodating and tend to
use 'soft'’ communicative styles. ** [23]Therefore,
female negotiators are more likely to become win-
win negotiators who pursue the maintenance of
existing relationships and result in mutual-
beneficial outcomes. There are an increasing
number of companies seeking to increase the
number of female managers for their feminine
qualities, such as the ability to give support to
employees in a communal way of communication,
and a collaborative rather than a hierarchical style.*’
Therefore, instead of trying to act in a masculine
way, female negotiators can make use of their
unique characteristics where these traits are
welcomed.

4.3 Explicit Endorsement of Negative
Gender Role Stereotypes

Studies have shown that if people are explicitly
endorsed with the negative gender stereotypes, they
tend to focus more on traits which are positively
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related to the proposed stereotype and act against
the negative stereotypes and therefore perform
better.”* Kray defined this as "stereotype reactance",
where people are explicitly acknowledged by the
negative facts of one stereotype and then tend to act
inconsistently with that stereotype.** A study on the
influence of gender-specific messages on individual
performance, which concluded that gender related
messages have a stronger effect on females than
males, and females are much more likely to be
influenced by implicit messages than explicit
ones. “°[24] Therefore, if female negotiators are
explicitly acknowledged by gender stereotypes,
they may have a chance to find ways to act against
them and thus be less influenced by the stereotypes.
However, this may not be the best way because
where females react aggressively against the
stereotypes they may be faced with the risk of being
caught by the backlash.

5. CONCLUSION

Gender stereotypes are entwined in our minds to
the extent that male negotiators perform better in
negotiations. These stereotypes have far-reaching
influences both on the way individuals behave and
the way they tend to behave in the future. Gender-
based stereotype fines different genders to certain
ways which they are expected to act, and
unconsciously acting as the guidance for
individuals as how they should and are suggested to
perform and these stereotypes are reinforced by
people through daily interaction. As a result of the
long  existing  stereotypes, females are
disadvantaged in several ways such as work
opportunities and social status. It is unlikely that
people could totally eradicate the influence of these
gender role stereotypes. However, female
negotiators are suggested to use moderators based
on situations and information to reduce the chances
of being criticized. Moreover, there are some
situations where feminist characteristics are
welcomed therefore female negotiators could make
use of their traits instead of being forced to act in a
masculine manner. Although a large amount of
research has been conducted on gender stereotypes
and the influence of the gender role, the findings
are not consistent with each other and therefore
further studies are still needed to deal with the
controversial theories behind this topic. For

43. ibid 386

44. ibid

45. Marina A. Pavlova et al., 'Gender Stereotype
Susceptibility' (2014) 9(12) PO 1, 8
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example, more studies could be made on how
gender difference could affect the performance of
lawyers, judges, company managers and leaders,
and to what extent these influences should be
mitigated.
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