
Abstract
Although a large body of research demonstrates gender inequity in 

negotiation, it is still not a widely recognized issue. To combat this 

issue, people must be informed. However, one must consider who 

should and can advocate for change and whether gender matters when 

conveying or receiving these messages. This study investigated if the 

gender of message sources and targets affects the persuasiveness of 

the message. We hypothesized that a female source may result in less 

persuasion, there may be more resistance from male targets to female 

sources and the level of threat in the messages could affect message 

persuasiveness. From our study of over 1,700 participants, preliminary 

results suggest a main effect of target gender in the two article 

conditions that were deemed most threatening to males. Male 

participants rated the threatening articles lower than their female 

counterparts but had similar ratings when presented with a non-gender 

specific article or less threatening article condition. However, 

preliminary results did not find a main effect of source gender or 

interaction of target and source gender.

Method
• Distributed experiment via online Platform, Amazon Mechanical Turk

• N = 1,758

• Race categories

• Excluded participants who failed the attention check, completed the survey in less than 

a minute for no article condition, completed the survey in less than 3 minutes for other

article conditions or if they selected a gender other than male or female. 

• Between-subjects design

Experiment: Results (contd.)
The following graph looks at the average rating of article when there is an interaction

between target gender and source gender.

Note:

1. Titles like “Don’t ask” indicate specific article conditions that were assigned to participants.

2. Article rating is based on the degree of agreement with the article on a 7-point scale.

Introduction
Gender Inequity in Negotiations

• A large body of research shows that women are treated differently 

than men regardless of skill when it comes to negotiation.

• People treat women more harshly, contributing to worse 

negotiation outcomes (Kennedy & Kray, 2015).

• Women tend to face backlash--- an adverse reaction towards

women--- for negotiating because of gender stereotypes that

women should be warm and kind instead of agentic and assertive
(Bowles et al., 2007).

• In order to raise awareness of this issue, people need to be

educated. However, within the social context of gender

stereotypes, who should advocate for a change of gender inequity

in negotiation and would gender matter when conveying and

receiving these messages?

Research Question

• When conveying messages about gender equity in negotiation, how 

do source gender and target gender affect the persuasiveness of 

those messages?

• We’ve also learned in existing studies that gender and race could

interact with each other, meaning effect of gender may also depend

on race, so we decided to add race as another factor.

Key Words and Definitions

• Source: The speaker who conveys the message

• Target: Message receiver

We consider 3 factors that could affect message persuasiveness:

Female source penalty

• Hypothesis 1: Messages from female sources will result in less 

persuasion than messages from male sources

Male target resistance

• Hypothesis 2: Male targets with female sources will be the least 

persuaded. More specifically, compared to female targets, male 

targets will show a greater decrement in persuasion from having a 

female rather than male source.

Moderation by message threat

• Hypothesis 3: The interaction in H2 will be strongest for messages 

that are most threatening to males.

Discussion
Significance: Our results show that differences in target gender affect how persuaded the 

target was after reading messages that contained elements of threat. Messages that are 

perceived as threatening may be less influential depending on target gender. For example, 

men are less influenced than women are in the article conditions where the message was 

designed to be more threatening: women get less for negotiating and women face backlash 

from negotiating. However, we did not find a main effect of source gender or an interaction of 

target gender and source. This is encouraging because it shows that women’s messages are 

equally as influential as men’s.

Limitation:

• Data has been collected to test threat in messages but has not been analyzed yet.

• Only analyzed data of participant’s opinions after reading the article and not their initial 

opinions.

Future research:

• Although women are as influential as men, do women receive backlash when advocating 

for gender equity in negotiations?

• Does race play a role in the persuasiveness of these messages?

Results
We ran Ordinary Least Squares for each of the article conditions and we found that there

was a main effect of target gender in two of the article conditions which were considered

as more threatening to male targets.

Main effects of target gender are reported as follows:

• Generic negotiation article (b = .06, SE = .11, p = .597)

• Women don’t ask to negotiate (b = .18, SE = .13, p = .161)

• Women get less for negotiating (b = .56, SE = .11, p < .001)

• Women face backlash from negotiating (b = .53, SE = .15, p < .001)

There was neither a main effect of source gender (all bs < .04, all ps > .460) nor an

interaction of target gender and source gender (all bs < .2, all ps > .440) found.
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Article and author conditions:

• 4 article conditions plus control:

o Women don’t ask to negotiate

o Women get less from negotiating

o Women face backlash for negotiating

o Generic negotiation article
o Control: No article

• 2 author gender conditions with corresponding pictures (male & 

female)

• 2 author race conditions with corresponding pictures (Black & 

white)

Rated quality, veracity

• Rated quality of the article (3 item 7-point scale) 

• Participant’s interest in reading the rest of the article (1 item). 

• Veracity of the argument generally (four item 7-point scale)

o Example: I think the main argument is factually accurate

Scale (specific)

• Agreement with the specific claims of the argument of the article 

shown (A four or five item 7-point scale)

o Example: I think negotiations have a higher payoff for men 

than for women

Scales (other)

• Agreement with claims of the argument from other articles that 

are not shown (A four or five item 7-point scale)

o Example: I think people fail to maximize potential benefits 

from negotiations.

Implicit Threat measure

• Participants are flashed a word for 0.01 seconds and then asked 

to choose the word that they think they saw from a list of four 

words.

o Example: DAEGRS→ DAILY, DANGER, DECADE, DRAGON

Demo, Deception, Manipulation check

Participants were asked about their age, race(s), gender, native

language(s), what they think the study is about, if anything looked

strange, comments for researchers.
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