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Life is a series of negotiations
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First, a show of hands. What kind are you doing? 

Negotiating for a raise or new job

Selling in client projects

Negotiating with vendors / subcontractors
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I ❤ NEGOTIATING

(said no one, ever) 
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Only 29% of job seekers negotiated their salary at their current job

Source: Zogby Analy1cs, on behalf of Jobvite, conducted a na1onwide online survey of 2,287 adults (aged 18+), of whom 1,531 were par1cipants in the U.S. labor force, in March of 2017
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About Laurie

Founder of LK Insight, a full-service 
boutique qualitative consultancy 

Branding, communications + innovation 
research specialist 
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About Don

Negotiation and Procurement Expert
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Session Goal

To explore some negotiating fundamentals  

To share some specific tools and techniques related to salary

To consider how you can put these into action
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Session Flow

Sharing
Breakout Pairs: 
Putting Aha’s

into Action
Q+A
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You’ve been working hard for a year or so, and things are 
going well. You’re exceeding your goals, and you believe you’re 

a valuable contributor to your team and company. 

So now you’re starting to wonder, when am I going to get a raise?
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“Your primary reason for requesting a raise is 
that the salary you’re being paid doesn’t 

reflect your current value to the company. 
That salary was set some time in the past, so 
your argument is that you are more valuable 

now than you were. . . ” You have a fair 
justification. Now you need the right plan.”

- Josh Doody, Fearless Salary Negotiation
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Confidence is the pillar of 
negotiation
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Source: “Negotiation Isn’t Just About Money…but here’s how to negotiate a super 
salary anyway.” Medium. The Future of Money. Robert Park, Jul 19, 2016

“The goal in salary negotiation is not to 
get the highest offer. It’s to get the 

best offer without compromising your 
relationship with the employer. Fair is 

best in the long run.”

Don’t think of it as a game to be won
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Source: “Negotiation Isn’t Just About Money…but here’s how to negotiate a super 
salary anyway.” Medium. The Future of Money. Robert Park, Jul 19, 2016

“Think of it as a conversation — you can 
manage your career one conversation at 

a time. We negotiate, not only to ensure we 
are paid fairly, but to line up our goals and 

pave the way forward for building a 
successful career.”

Do: Approach it as a series of conversations
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5 Negotiation Fundamentals, step-by-step

1 Define your desired outcome  
2 Secure your leverage + strength 
3 Do your research + prep
4 Prepare your ask 
5 Have the Conversation



16

1 Define your desired outcome

The starting point for any negotiation; this will inform how you approach it

What do you hope to achieve? 
• Secure the salary increase you’re looking for ?
• Make the effort and see what you get ?
• Have an opportunity to discuss your growth trajectory with your manager ?
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2 Secure your primary source of leverage and strength

The answer to the question, “What will you do if this negotiation fails?” 

Ready to walk away? 
• Power comes from being able to say, “Thank you very much for your time…

I can do better elsewhere…” 

Want to stay at the company? 
• Power also comes from willingness to accept the outcome
• Recognition that this is just one conversation; you can take the next best step from here  
• Your counterpart’s “no” gives you leverage for next time

Securing a strong 
BATNA lets you walk 

in with a degree of 
detachment to the 

outcome

BATNA: Best Alternative To A Negotiated Agreement
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3 Do your research and preparation: “Am I Worth It?"

First, be honest with yourself: Am I worth it? 
- What is the perception of you relative to your 

peers? 
- Are you performing on the metrics most important 

to your managers? 
- What value do you uniquely bring? 
- What tangible, concrete examples can you cite? 
- Be ready to speak to how you’ve grown on 

performance feedback
Even the most standout performers sometimes feel about their 
value. Be sure to track your achievements and accolades so 
you can remind yourself and share with your manager (e.g., save 
emails praising your work in a special inbox folder; log 
accomplishments in a notes doc) 
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3 Do your research and preparation: Ranges, roadblocks, 
timing

Determine your Range
• Be realistic about where you fit in the marketplace and 

relative to your peers
• Are you underpaid vs colleagues? The industry?  
• Find out what your peers are making: a low-risk way is to ask 

for ballpark ranges, and share your own 

Uncover Potential Roadblocks 
• Learn what others’ experience in the company has been: how 

have their increases worked? Roadblocks they’ve come up 
against? Managed to overcome? 

• Understand what’s going on in your manager’s mind: their 
priorities, limitations

• Get a sense of the company’s financial picture: is there a pay 
freeze? What are increases tied to?

Timing: Get ahead of it  
• Before performance reviews: 

• Ask to check in a few months before 
performance reviews: this is when salary 
increases are being determined

• When interviewing:
• Always be sure to ask whether there is a 

performance review and salary increase 
schedule. If there isn’t a schedule, make that 
a term of your offer: e.g., annual performance 
reviews

• If the offer is lower than you hoped be sure to 
schedule a performance review at 3 months or 
6 months to be considered for an increase
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On Delays

Your timing may be very different from the 
company’s timing
• It’s natural to feel impatient, especially when 

promises have been made or the timing is a moving 
target

• Things may be slow to happen, but this doesn’t 
mean they won’t, or that you’re being strung along

• In discussing timings, be a team player: let your 
manager know you understand there is a bigger 
picture

• It’s ultimately up to you to decide whether you’re 
willing to wait it out 

You may need to lead on providing the 
structure  
• If your company doesn’t adhere to a set schedule for 

performance reviews, ask your manager if you can 
come up with an action plan together to review your 
performance and potential for an increase. 

• Be sure to stay on top of timing: come up with a 
reasonable schedule of and track against this on your 
own: 
- Always ask to put dates on a calendar 
- Apply gentle pressure: be patient but firm

• This lets your manager know that you’re serious and 
committed to the ask, and puts the onus on them to 
respond

Remember: Be gracious and a team player. Everything should be framed in the spirit of your 
growth trajectory within the company and your commitment to the company’s goals, and 

reflect an understanding of the bigger organizational reality in which your ask fits
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4 Prepare your ask

Knowing your numbers lets you be prepared, listen 
and respond appropriately, and be in the moment

WISH Your goal, the dream result
WANT Where you think it will land
WALK Where you’re willing to walk away
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5 Have the conversation 

The moment for the “humble brag”: convey confidence

Share accomplishments and accolades: provide specific 
examples, quantify wherever possible

Tie your case to how you are contributing to the 
company’s overall success

• Show your management that you have reached 
their goals for you 

• Highlight what you’ve achieved to advance the 
goals, where you’ve gone above and beyond

• Demonstrate a compelling vision for the future you 
want to create as an employee

• Talk about how you can continue to grow together

Distinguish yourself from your peers
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“Be Gentle and Be Fearless”

Build a positive atmosphere

Adopt a creative problem-solving attitude 
- Ask questions and make it feel collaborative 
- Be “exploratory” (What if? Is it possible that…?)  

vs. “assertive” (I’ve earned it)

Be unapologetic: pauses are your friend
- Don’t rush in to fill the silence: this can backfire as 

it’s easy to negotiate “against yourself”
- Be relaxed and patient: let the other person 

answer

Be collaborative
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If “It’s a no”

1 – Listen for the reasons why
Take every opportunity for feedback and to understand what may be 
standing in your way

2 - Come together on a plan and timing to get you there
“I would love to work with you to put together a clear action plan and 
timeline so we can continue this discussion and monitor my progress as I 
work toward my goal.”

3 - Explore together how you might grow the pie
Consider bonus, vacation days, working-from-home schedule, tuition 
reimbursement, educational conferences, stock options, equity, etc. 
Especially during the interview: room to increase base salary o r value-
adds? “I’m excited about the offer/position/where we are, not as excited to 
hear about the compensation/salary increase. Is there anything that can 
be done to improve it?”
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Congratulations! You had the conversation. How did it go? 

Whatever the outcome, you’ve taken the risk and flexed the muscle.  You can’t control the result. Don’t 
beat yourself up if you don’t get what you’re looking for. Don’t blame them or feel diminished or cheated. 

It’s not personal, it’s business. Each effort brings learning, skills and greater confidence. 
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Resources

Tons of good advice online: google specific 
keywords and you’ll find great resources
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Turning Aha’s into Action
Breakout Pairs
- Individual Reflection
- Sharing
- Action Items
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Think about a negotiation 
you’ve had in the past… 

• What was the outcome? 
• How do you feel it went? 
• What would your counterparty say 

about you? (too aggressive, too soft, 
flexible, too stuck in your position)

• What 3 Things would you do 
differently? 

Think about a negotiation 
you have coming up…

• What have you learned today that you 
can bring to that? 

• Come up with 3 Action Items each and 
discuss. 
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Q+A

Biggest aha for you today? 

What will you take away and try? 

Final comments and questions? 
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5 Things to Take Away

1    Get clear on your desired outcome  
2 Secure your leverage + strength 
3 Do your research + prep
4 Prepare your ask 
5 Have the Conversation



31

Thank you!


