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This session will provide an opportunity for academics on the job market to practice negotiating for an academic job with actual academic administrators.  Participants will review best negotiation practices, observe others negotiating, and role-play a negotiation themselves.  During the session, individuals will learn to expand the pie, negotiate with long-term relationships in mind, and increase confidence.  The session is particularly targeted toward doctoral students, but all interested members are welcome to learn how to negotiate and/or experience how to teach a negotiation process.
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Professional Development Workshop Overview
The overall learning objectives of this professional development workshop (PDW) are that participants will learn to negotiate with long term relationships in mind, expand the pie, and increase self-confidence. This session will provide an opportunity to negotiate for an academic job with an academic administrator in a role play. This PDW will be of interest to all doctoral students and interested members who want to learn how to negotiate and/or experience how to teach a negotiation process. 
Initially, the session will highlight the importance of negotiation, pinpoint the gender differences in propensity to negotiate and the salary differences among negotiators versus non-negotiators (Babcock, Laschever, Gelfand & Small, 2003).  A short list of best practices will be reviewed including having a Best Alternative to A Negotiated Agreement (BATNA) and integrative versus distributive tactics such as expanding the pie and negotiating for long-term relationships (see Table 1) (Fisher & Ury, 1981).  These specific tactics will be discussed in short so participants have a toolbox to draw on during the role play.  Expanding the pie will also be a focus of the session, specifically as it is related to academic jobs.  Participants will discuss aspects other than salary (e.g., teaching load, research support, etc.) which may be negotiable.
Table 1: Integrative Versus Distributive Tactics
Distributive Tactics
· Hostile Demeanor

· Sacrifice Relationship

· Conceal Own Interests

· Conceal Information

· Give in Only a Little, if Forced

· Push Decisions Through Quickly

Integrative Tactics

· Neutral Turf

· Act Professional and Pleasant

· Build Trust

· Describe Your Interests, Seek to Understand Interests of Others

· Be Truthful

· Talk About Problem Solving

· Be Creative

· Take as Much Time as Needed
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Each Presenter’s Contribution

Each presenter will contribute their administrative expertise in assisting participants to learn how to negotiate for an academic job or learn how to teach negotiations. The presenters hold the following positions:

· Kathleen Barnes

· Associate Dean

· Kristen Backhaus

· Dean

· JoDee LaCasse

· Principal

· Barbara Ritter

· Dean

Preferred Time Option

90 minutes is the best time option for this professional development workshop. 

Following a short discussion of basic concepts, the first negotiation role play will feature a volunteer in a fishbowl in front of the whole group. The fishbowl role play will be discussed and debriefed by the group as a whole. Participants will break into groups of two or three with everyone getting a turn to negotiate for an academic job with an experienced academic administrator. The goal is for each participant to get a turn at the negotiation table, so if groups are comprised of three individuals, one person will observe the interaction with the expert and then get a turn. If groups are comprised of four people, then there will be two observers, etc. 
The PDW timeline follows:
	Topic
	Time (in minutes)

	Facilitators Introduction
	5

	Basic Concepts
	10

	Large Fishbowl
	10

	Debrief
	10

	One-on-One Negotiations
	45

	Large Group Debrief
	10

	PDW Total Time
	90


