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Investing in Women:  A Solid Global Strategy

Q & A

Q  Some male managers claim that it is difficult to include female managers or future female candidates in their network, or even share management skills/knowledge since they often transfer their knowledge via apprentice style, which often requires a very close relationship. However, it is often difficult to do this between men and women in today's work environment. Do you have any ideas on this issue? 

A  It is important to keep the relationship professional and business like.  I have seen male executives take female employees under their wings, mentor them, groom them, promote them, and maintain a long term, professional relationship.  It can definitely work.   Beware of subtle remarks and inappropriate behaviors that may create the wrong perceptions in the workplace.  


Q  What to do if your male colleague doesn't defer a question to you, but instead uses this situation as an opportunity to promote himself?

A  If you are more senior than the male colleague, give him direct feedback, clearly state your expectations, and treat it as a performance issue.  They can't get away with this type of behavior if their boss is a man either.  


Q  How effective are women networks organized by women employees in corporate settings?

A  One of the key factors for women networks or any type of affinity groups to be effective in the workplace is to get senior leadership support. Make sure the network has a compelling purpose to grow the membership and the purpose is not to spend time venting or male bashing.    


Q  I believe a key barrier is that male leadership (the dominant leadership) does not want to perceive women as ‘executives’ even when women are ambitious, try to negotiate, or don't apologize for wanting it all. What do you think about this? 

A  Not all men are born equal, nor are they evil. Many men do value women's contribution and can be our best advocates.  Women should proactively build strong relationships with males colleagues (superiors and peers).  Treat them as partners, not competitors.  However, promoting and developing women may not be on their radar screen most of the time.  They need to view it as a good business strategy and focus their energy on it.  This issue has to be presented in a credible manner.  


Q   How can I influence senior leadership to want to help women advance in a very male-dominated industry?

A  Remember, it is not WHAT you know, but WHO you know and who KNOW OF you. People want to help those whom they know, respect and value. To influence senior leadership, you need to speak their language.  Present a compelling business case of why it is important to invest in women and why it is good for the business.  

Marshall Goldsmith, the world renown expert in executive coaching, wrote in his article "Influencing Up" that ”When presenting ideas to upper management, realize that it is your responsibility to sell – not their responsibility to buy."

Q   I wonder if you've drilled down into the concept of presence --- how women develop a stronger presence as one important way of being recognized, when negotiating, etc.? 
A   Know your business.  Be calm.  Be confident.  Dress appropriately.  Learn to handle "silence" effectively:  Don't jump in and start talking.  We tend to make concession when speaking too soon.

