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INTERVIEW

INTERVIEW EXPRESS

Together : How is your book different 
from other negotiating books on the 
market ? 
SL : Unlike other books, which tell you 
what to do and how to act once you're 
in a negotiation, ours starts earlier.  
It helps women identify aspects of  
their lives that could be changed by 
negotiation. We add specific guidance 
based on the latest research. It tells 
women how to ask for what they want 
in ways that work for them. We show 

women how using 
a somewhat softer 
personal style  
can allow them  
to be tougher on 
the issues, to set 
ambitious goals, 
and get what  
they want without 
violating the 
expectation that 
they be likeable, 
sociable and nice.

If you could invite 
six women  
(living or dead)  

to a dinner party, who would you 
choose and why ? 
Tina Fey [American writer, comedian and 
actress], because she's so smart and 
funny. Anne Frank, because it's always 
great to have someone at dinner who is 
young and earnest and original and not 
overly constrained by adult conventions. 
Isak Dinesen, because she was famous 
as a great dinner-table storyteller. Anne 
Hathaway [Shakespeare's wife, not the 
actress] to ask what really happened 
between the two of them. Irma Thomas, 
a great New Orleans rhythm and blues 
singer. Finally, Michelle Obama, because 
who has better tales to tell right now 
than she does ?

What is your favorite journey ? 
Motherhood. 

What have you learned most  
about yourself while writing these 
two books ? 
It’s rewarding to work on projects that 
make a real difference in people's lives. 
Choosing what you do based on what 
you care about will lead to all sorts of 
great experiences and opportunities.  
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‘We (women) 
are great 

negotiators 
when it 

comes to our 
families, our 

clients or 
others, but 

where we run 
into trouble is 
when it comes 
to negotiating 
for ourselves’

Ask, and she 
shall receive
writer : KIMBERLEY LOVATO

Is there life on other 
planets ? Why is a boxing 
ring square ? And what 
do women really want ? 
Thankfully, the answer  
to the last question  
has become clearer - at  
a recent Brussels seminar, 
organized by ‘intelligent 
entertainment’ company 
Food For Thought, keynote 
speaker Sara Laschever 
put it thus: “Women want 
what they deserve.  
They just don’t know  
how to ask for it.”

A
nd Laschever should 
know. She is the 
co-author of two books 
on the subject, the soon 
to be released Ask For  

It and its successful predecessor 
Women Don’t Ask (Princeton University 
Press, 2003), a project initiated by  
her partner Linda Babcock, a professor 
at Carnegie Mellon, who noticed that 
more male graduate students were 
teaching their own courses while  
female students were assistants. She 
confronted the Dean, whose response 
was simple - the male students had 
asked for the positions, while the 
women had not. 

“We (women) are great negotiators 
when it comes to our families, our 
clients or others, but where we run  

into trouble is when it comes to 
negotiating for ourselves,” says 
Laschever.

The reasons why women don’t ask  
are varied and include media and 
television influences and societal 
stereotypes ; even childhood chore 
distribution and compensation plays  
a role. Laschever met women of all 
professions and ages, and the 
phenomenon was evident. Whether  
it’s for higher salaries, promotions,  
or more help at home, women find  
it hard to ask. Laschever’s findings 
revealed that a woman earns,  
on average, 75-77 per cent of her  
male counterparts’ take-home,  
that mothers who work full time still  
do two thirds of the housework  
and that men negotiate four times  
more often than women. She found  
the ramifications of not asking to be 
equally significant.

“By asking for as little as ten per cent 
more on your starting salary, over  
the course of a career this difference 
adds up. Employers usually expect  
you to negotiate and I have been  
told the act of NOT negotiating can 
reflect more poorly on the candidate 
because it shows she does not have 
this skill.”

Laschever’s new book seeks to 
minimize this discomfort by providing 
tips for better negotiation skills  
and growing confidence. Ask For  
It is due out in early 2009 and could  
be the key to unlocking that age-old 
mystery.

Sara Laschever : 
Helping women  
to ‘identify aspects  
of their lives that 
could be changed  
by negotiation’


