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MOTIVATION

The gender wage gap

• persistent in economically advanced countries

• wider among highly educated individuals

• partly explained by the gender gap in negotiation (e.g. Card et al., 2016) 

especially among university graduates (e.g. Säve-Söderbergh, 2019)
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WAGE NEGOTIATION IS BECOMING MORE RELEVANT

• Many countries shift to more decentralized wage settings (Eurofound, 2014)

− 38 % of German employees negotiate for their wages during the hiring 
process (Brenzel et al., 2014). 
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• However, how to close the negotiation gap and how this would affect the 
gender wage gap remains unclear

− The gender negotiation gap might be due to women being less informed 
about the gains from negotiation (e.g. Rigdon, 2012)
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RESEARCH QUESTIONS

➢Do negotiation intentions change with information provision, 
especially for female students?

➢Does information provision affect wage negotiation behavior, 
especially for female graduates?
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LITERATURE ON GENDER DIFFERENCES IN WAGE NEGOTIATION

• Propensity to negotiate: findings are mixed

− Women tend to negotiate less than men (e.g. Babcock and Lashever, 2003)

− No gender gap in negotiation propensity (e.g. Säve-Söderbergh, 2019) 

• Conditional on negotiating:  Women earn less from negotiating than men (e.g. Babcock 

et al., 2006)

➢ Providing information may reduce the gender negotiation gap:

− Providing information regarding other individuals’ requests (e.g. Schwieren, 2012)                    

→ mostly lab experiments
− Displaying median wages in the job application platform (Rousille, 2024)
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DATA

• Sample: 6,000 final-year master students from ca. 100 German universities

• Recruitment: 1. university e-mail lists, 2. social media, 3. student newspapers

• Incentives: 5€ voucher for participation in each survey: 1st wave (with intervention), 
2nd wave and 3rd wave (25, 10 and 10 minutes respectively)

• Randomization within: 

− Field of study (4 categories), Gender, GPA (<= 1.7 vs. > 1.7), Planned graduation
month (before vs. after May 2021)

• Linkage to integrated employment bioragraphies data:  for 70% of the sample
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EXPERIMENTAL OVERVIEW

7

1st Wave Survey
• Negotiation intentions at the first job after graduation
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EXPERIMENTAL OVERVIEW

7

1st Wave Survey
• Negotiation intentions at the first job after graduation

Info Treatment ControlRole-Model Treatment
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EXPERIMENTAL OVERVIEW

7

1st Wave Survey
• Negotiation intentions at the first job after graduation

Info Treatment ControlRole-Model Treatment

1st Follow-up Survey
• Negotiation intentions at the first job after graduation
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EXPERIMENTAL OVERVIEW

7

1st Wave Survey
• Negotiation intentions at the first job after graduation

Info Treatment ControlRole-Model Treatment

1st Follow-up Survey
• Negotiation intentions at the first job after graduation

2nd Follow-up Survey 
• Salary negotiation experiences
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EXPERIMENTAL DESIGN

8

Sample Size              
(N = 6,000)

Info 
Treatment 

(N = 2,000)

Role-Model 
Treatment

(N = 2,000)

Control

(N = 2,000)

Treatments
(N = 4,000)

Control
(N = 2,000)
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T1: INFORMATION TREATMENT
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• Information on the gender gap in negotiation incidence and in starting salaries as a result of

negotiation (taken from the study by Babcock and Lashever, 2009).

• Information on how much they can increase their wages as a result of negotiation.

• Illustrative example of how the gender wage gap develops over the career if a male graduate

negotiates and the female graduate doesn‘t.

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment
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T1: INFORMATION TREATMENT: CONTENT EXAMPLES
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A U.S. study by Carnegie Mellon University shows that among master's 
graduates, only 7 percent of women negotiate their salaries when 
entering the workforce. By contrast, 57 percent of men negotiate in their 
first job interviews: the gender negotiation gap is thus 50 percentage 
points. Male graduates are eight times more likely to negotiate than 
female graduates.

The negotiation behavior of university graduates Annual wage differentials through salary negotiation increase over the working life.

Over the entire period, Felix earns a total of 345,167 euros more than Anna by the age of 66. 

Annual wage differences between Anna and Felix by age

Men                 Women

Year
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T2: ROLE-MODEL TREATMENT
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• Short magazine-style interviews for participants to read

• Conducted with successful role-models in the labor market (4 female

and 1 male role model)

• Selected answers from other role models

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment
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T2: ROLE-MODEL TREATMENT - EXAMPLE OF AN INTERVIEW

12

Did you negotiate your salary for your first job after graduation?
Yes

How likely do you think applicants' salaries would increase as a result of negotiation?
Very likely. (Depending on what the base salary was. Is it a good offer when measured against the 
market? Does it reflect my skills and is it fair in the overall context and comparable to salaries of 
others in similar positions, with similar experience levels?)

By what percentage do you think the salary would increase?
5-15% 

What is the best way to prepare for salary negotiations?
Inquire: What are the salaries currently in similar industries, for people in similar positions, with 
similar experience and skills? Make healthy self-assessments and develop healthy self-esteem. 
Adopt an attitude.

Name: Jeannine Koch

Age: 39

Education: Diploma, English/American studies

Occupation: Executive Chairwoman of the Board

Current position: CEO & Chairwoman of the Board
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BASELINE: BALANCE IN COVARIATES
Response Rate

13

C-T1 C-T2 T1-T2
p-value p-value p-value

Female 0.456 0.816 0.336
German Citizenship 0.835 0.897 0.739
Parents with a College Degree 0.505 0.883 0.424

Field of Study

Languages, Humanities and Social Sciences 0.574 0.491 0.892
Economics, Business and Law 0.333 0.181 0.702
Mathematics and Natural Sciences 0.715 0.957 0.680
Engineering and IT 0.561 0.667 0.887

Given Consent for Linkage 0.630 0.733 0.895

Started Applying for a Job 0.596 0.220 0.482
Reservation Wage 0.424 0.465 0.949
Expected Wage in First Job 0.235 0.646 0.457
Individuals 856 846 793
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GENDER DIFFERENCES IN THE INTENTION TO NEGOTIATE FOR THE 
BASE SALARY (BASELINE SURVEY)

14= 1 = 0

Yes                              No Undecided Haven’t thought
about it
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GENDER DIFFERENCES IN THE INTENTION TO NEGOTIATE FOR OTHER 
MONETARY ASPECTS (BASELINE SURVEY)

15= 1 = 0

Yes                                 No Undecided Haven’t thought
about it
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GENDER DIFFERENCES IN THE INTENTION TO NEGOTIATE FOR OTHER 
NON-MONETARY ASPECTS (BASELINE SURVEY)

16= 1 = 0

Yes                                 No Undecided Haven’t thought
about it
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OUTCOMES

1. Negotiation Intention (1=yes/0=otherwise)

– Base salary

– Other monetary aspects (e.g. bonuses)

2. Realized Negotiation Outcomes (1=yes/0=no)

17Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment
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IMPACT ON NEGOTIATION INTENTION FOR BASE SALARY

Controls: Strata FE (field of study, grades, the planned graduation date), being born in Germany, having parents with a college 
degree, having siblings, days since the intervention, participated in the negotiation training, and university FE 18

Female Male

Information Treatment 0.076** 0.026
(0.031) (0.038)

Role-Model Treatment 0.092*** 0.091**
(0.031) (0.038)

Basic Controls Yes Yes

Mean Control Group 0.33 0.48
Individuals 1,468 1,024
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IMPACT ON NEGOTIATION INTENTION FOR OTHER MONETARY ASPECTS 

19

Female Male

Information Treatment 0.047 0.051
(0.029) (0.036)

Role-Model Treatment 0.083*** 0.060
(0.029) (0.037)

Basic Controls Yes Yes

Mean Control Group 0.24 0.30
Individuals 1,468 1,024

Controls: Strata FE (field of study, grades, the planned graduation date), being born in Germany, having parents with a college 
degree, having siblings, days since the intervention, participated in the negotiation training, and university FE
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IMPACT ON REALIZED NEGOTIATION OUTCOME

Controls: Field of study, Current grade, Age, Having German citizenship, Planned Graduation Date 20

Base Salary
Other Monetary

Aspects

Female Male Female Male
(1) (2) (3) (4)

Information Treatment -0.006 0.001 0.029 -0.010
(0.037) (0.040) (0.037) (0.032)

Role-Model Treatment -0.003 0.004 -0.003 0.004
(0.027) (0.032) (0.027) (0.032)

Mean of Control Group 0.403 0.470 0.147 0.192
Individuals 1,051 909 1,051 909
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TIMING EFFECT

21

2. Wave 3. Wave

Female Male Female Male

(1) (2) (1) (2)

Information Treatment 0.037 0.038 -0.039 -0.012

(0.027) (0.035) (0.030) (0.036)

Role-Model Treatment 0.060** 0.052 -0.047 0.022

(0.028) (0.035) (0.030) (0.037)

Strata FE Yes Yes Yes Yes

Controls Yes Yes Yes Yes

Individuals 1,306 1,025 1,379 1,057

Table: The Treatment Effect by the Waves in Which Questions Were Answered
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REASONS FOR NOT NEGOTIATING FOR BASE SALARY

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment 22

Female Male

Control Treated
Control-
Treated Control Treated

Control-
Treated

Base Salary Was Fixed 0.718 0.645 0.074 0.493 0.547 -0.054

Salary Did Not Matter 0.035 0.054 -0.019 0.071 0.076 -0.004

Fear of Not Getting the Job 0.158 0.221 -0.064 0.143 0.124 0.019

Fear of Having Proposal Rejected 0.035 0.114 -0.079* 0.086 0.034 0.051

Unsure What Amount to Propose 0.140 0.215 -0.074 0.114 0.090 0.028

Unsure How to Negotiate 0.105 0.228 -0.123** 0.129 0.110 0.018

Thought the Salary Was Fixed 0.053 0.047 0.006 0.086 0.007 0.079***

Would Not Want to Be Perceived as 
Too Aggressive 0.105 0.040 0.065* 0.057 0.041 0.016

Concern about Negative Relationship 
with Employer 0.053 0.107 -0.055 0.043 0.062 -0.019

Salary Offer Was Reasonable 0.439 0.369 0.069 0.029 0.041 -0.013

Individuals 110 252 67 172
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CONCLUSION

• The information treatment significantly increases negotiation intentions (for base salary) 2-4 
months after the intervention for women but not for men.

• The role-model treatment increases negotiation intentions (for base salary) significantly for both
men and women 2-4 months after the intervention.

• Both treatments do not significantly impact actual negotiation behavior.

➢ This study shows that even brief information can influence negotiation intentions in high-stakes 
situations, however, it is not enough to change actual behavior.

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment 23
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PERCENTAGE CHANCE OF INCREASE OF BASE SALARY

25

If you were to negotiate with your future employer about the base salary of your first regular job after 
graduation, what do you think the percentage chance is that your base salary will increase?

Expected increase in base salary

Female Male

Information Treatment 4.464*** 3.661*
(1.444) (1.882)

Role-Model Treatment 6.750*** 3.790*
(1.468) (1.957)

Mean Control Group 28.64 35.04

Individuals 1,410 1,002
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PERCENTAGE CHANCE OF INCREASE OF BASE SALARY
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IMPACT ON NEGOTIATION INTENTION FOR OTHER ASPECTS 

71

Female Male

Information Treatment 0.037 0.006
(0.032) (0.038)

Role-Model Treatment 0.051 -0.002
(0.032) (0.039)

Basic Controls Yes Yes

Mean Control Group 0.45 0.49
Individuals 1,468 1,024

Controls: Strata FE (field of study, grades, the planned graduation date), being born in Germany, having parents with a college 
degree, having siblings, days since the intervention, participated in the negotiation training, and university FE
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RESPONSE RATE

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment 28

Sample Size Sample Size
Response 

Rate
Sample Size

Response 
Rate

1st Wave 1st Follow-up % 2nd Followup %

Control 1,987 1,305 66% 944 48%
Information Treatment 2,022 1,315 65% 999 49%
Role-Model Treatment 1,997 1,287 64% 937 47%

Total 6,006 3,907 65% 2,880 48%

Back
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IMPACT ON NEGOTIATION INTENTION FOR BASE SALARY BY FIELD

29

Female Male

History, Language & Social Sciences
Information Treatment 0.027 0.104

(0.043) (0.087)
Role-Model Treatment 0.071 0.170**

(0.045) (0.085)
N 693 185

Economics, Business & Law

Information Treatment 0.144** -0.090
(0.067) (0.079)

Role-Model Treatment 0.187*** 0.127
(0.066) (0.077)

N 349 225

Mathematics & Natural
Sciences

Information Treatment 0.065 -0.054
(0.068) (0.091)

Role-Model Treatment 0.047 0.035
(0.067) (0.102)

N 301 167

Engineering & IT
Information Treatment 0.190** 0.091*

(0.075) (0.052)
Role-Model Treatment 0.111 0.082

(0.075) (0.055)
N 262 529
Controls Yes Yes
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IMPACT ON NEGOTIATION INTENTION FOR BASE SALARY BY GRADE

0

Grades < 1.7 Grades => 1.7

Female Male Female Male

Information Treatment 0.089** -0.019 0.076 0.076

(0.037) (0.051) (0.049) (0.051)

Role-Model Treatment 0.106*** 0.083 0.080 0.104**

(0.037) (0.053) (0.049) (0.051)

N 999 544 606 562

R2 0.04 0.05 0.02 0.05
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IMPACT ON NEGOTIATION INTENTION FOR BASE SALARY

1

At least one parent has a 
college degree

Parents do not have college 
degrees

Female Male Female Male

Information 
Treatment 0.097** 0.003 0.075 0.062

(0.038) (0.049) (0.047) (0.054)

Role-Model 
Treatment 0.120*** 0.076 0.067 0.115**

(0.040) (0.050) (0.045) (0.056)

N 891 592 687 493

R2 0.05 0.04 0.04 0.04
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IMPACT ON NEGOTIATION INTENTION FOR BASE SALARY

Controls: Field of study, Current grade, Age, Having German citizenship, Planned Graduation Date 32

Not Intent to Negotiate in 
Baseline

Intent to Negotiate in 
Baseline

Female Male Female Male

Information Treatment 0.094*** 0.070 0.063 0.040

(0.032) (0.044) (0.052) (0.045)

Role-Model Treatment 0.089*** 0.138*** 0.041 0.057

(0.032) (0.047) (0.052) (0.045)

Basic Controls Yes Yes Yes Yes

Mean Control Group 0.24 0.32 0.75 0.85

Individuals 1035 611 438 411
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BALANCE IN COVARIATES (FOLLOW-UP I)

33
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BALANCE IN COVARIATES (FOLLOW-UP II)

4
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QUESTIONS

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment 35

Expected negotiation behavior

• Are you planning to negotiate for the base salary/other salary components (e.g. bonuses)/other aspects besides 
your salary of your first regular job after completing your master's degree?

• What is the percentage chance that your salary will increase, decrease or stay the same? 

• What percentage salary increase compared to the salary offered at the beginning do you expect after a successful 
negotiation?

Beliefs about negotiation behavior and wages

• In your opinion, what percentage of women (men) negotiate the salary of the first full-time job after graduation? 

• In your opinion, what is the probability that women (men) are successful in a salary negotiation for their first full-
time job after graduation? 

• How much do you think the average salary increases (in percent) after women (men) negotiate? 
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QUESTIONS

Salary negotiation experiences

• Have you negotiated with your employer for the base salary/other salary components (e.g. 

bonuses)/ other aspects besides your salary of your first regular job after graduation?

• What was the gross monthly salary of your first regular job after graduation that you asked 

for at the beginning of the negotiation and what was the gross monthly salary that was 

offered to you by the employer and finally agreed upon? 

• How many times in total did you enter salary negotiations after your graduation?

Gender Differences in Negotiation Behavior and the Role of Information: Evidence from a Randomized Field Experiment 36
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INFORMATION TREATMENT: SCREENSHOTS
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INFORMATION TREATMENT: SCREENSHOTS
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