
GETTING TO YES
T H E  A R T  O F  N E G O T I A T I N G  A  R A I S E



The Stats



According to a 2025 Forbes report, only 7% of women

negotiate their first salary, compared to 57% of men.

Over time, this disparity can cost women as much as

$1.5 million in lost income across a 40-year career.



PRIME YOUR POWER STATE

Outcome: Reframe fear; step in with calm, grounded confidence.
Why it matters: Women often hold back due to fears of seeming
“greedy.” Reframing negotiation as leadership dissolves that barrier.

GATHER THE RECEIPTS

Outcome: Assemble proof (results, metrics, testimonials) and
market evidence.
Why it matters: Confidence grows from evidence.

FIND YOUR NUMBERS

Outcome: Set your Target / Happy / Reservation numbers and
anchor with confidence.
Why it matters: Walking in with three numbers increases clarity and
control; anchoring steers the range.

The FRAMEWORK

01

02

03

04

DEFINE YOUR WIN

Outcome: Identify your top 3 priorities beyond salary.
Why it matters: Salary is one piece; define the full success package
(time, title, flexibility, support).



SHAPE YOUR VALUE NARRATIVE

Outcome: Craft a 3‑sentence, “we‑framed” ask using communal
justification.
Why it matters: Align your story to organizational goals; use “we”
language and soundbites.

LEAD THE CONVERSATION

Outcome: Run a collaborative, pleasant conversation: ask → pause
→ listen → trade.
Why it matters: Be “relentlessly pleasant,” confirm timing, state
your value, and then pause.

CELEBRATE THE WIN

Outcome: Cement identity as someone who asks—and wins; prevent
backslide.
Why it matters: Celebration anchors courage and builds the new
habit loop.

The FRAMEWORK
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REHEARSE WITH INTENTION

Outcome: Deliver with warmth and firmness; anticipate objections.
Why it matters: Practicing aloud boosts confidence and
performance.



STEP ONE:

PRIME your
POWER STATE



1 Fear of being “too aggressive”

Fear of being seen as greedy

Fear of hearing “no”

Fear of not deserving more

2

3

4

Your Hidden Fears

Fear of missing info5



1 Fear of being “too aggressive”

Fear of being seen as greedy

Fear of hearing “no”

Fear of not deserving more
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Your Hidden Fears

Fear of missing info5

I lead with collaboration — research shows it gets better results.

Asking signals confidence and leadership. Employers respect
women who negotiate

Hearing ‘no’ means I asked high enough. It’s a sign of courage,
not failure.

I am worth it. Higher pay signals higher value — to me and to
them.

Knowledge is power — and I know how to find the data I need.

POWE
R



FEAR POWER
I ’ M  S O R R Y ,  B U T …

I  J U S T  W A N T E D  T O …

W H A T ’ S  I M P O R T A N T  H E R E  I S …

I ’ D  L I K E  T O …

H E R E ’ S  W H A T  W I L L  S E T  M E  U P
F O R  S U C C E S S …

T H E  B E S T  N E X T  S T E P  I S …

I  H O P E  T H I S  I S N ’ T  T O O  M U C H
T O  A S K …

W O U L D  I T  M A Y B E  B E  P O S S I B L E …

LANGUAGE SWAPS

H E R E ’ S  T H E  O U T C O M E  W E ’ L L
A C H I E V E …

D O E S  T H A T  M A K E  S E N S E ?

HOW TO GAIN STATUS IN THE EYES OF AN EMPOLYER

Smile + steady eye contact → warmth and approachability.
Firm, calm tone → credibility, assertiveess and authority.



SOCIAL FUNCTIONING
(HOW WELL WE GET ALONG

WITH OTHERS)

TASK FUNCTIONING
(HOW CAPABLE WE

ARE)



STEP TWO:

DEFINE your WIN



Purpose: Shift from salary-only
thinking to full package negotiation.

Negotiating multiple issues →

Fuels performance (you thrive, company wins)

WHY GOALS
MATTER:

Creates trade-offs (room to give & take)

Makes you look collaborative (team player)

R O C K S T A R  N E G O T I A T O R S  D O N ’ T  J U S T  A S K  F O R  M O N E Y .  T H E Y  DESIGN

A  WHOLE  PACKAGE  T H A T  L E T S  T H E M  P E R F O R M  A T  T H E I R  B E S T  —  A N D

T H A T  M A K E S  T H E  C O M P A N Y  S E E  T H E M  A S  E V E N  M O R E  VALUABLE .



EMPOWERED NEGOTIATION
MENU



EMPOWERED NEGOTIATION
MENU (CONT.)



NEW IDEAS TO ADD
Impact projects: Option to lead a social impact or initiative as part of role

Visibility perks: Guaranteed speaking slots, company newsletter highlights,

LinkedIn profile boost

Networking opportunities: Industry memberships paid, introductions to

senior leaders

Sustainability perks: Commuter benefits, EV subsidies, green office options

Tech enablement: Choice of devices, upgraded collaboration tools, personal

AI/work assistant subscriptions

I n s t e a d  o f  s a y i n g  “ I  w a n t  X
b e n e f i t , ”  u s e :

👉  “ T o  maximize  my  cont r ibut ion ,
i t  w o u l d  b e  v a l u a b l e  t o  i n c l u d e
[ b e n e f i t ]  a s  p a r t  o f  t h e  p a c k a g e .
”
 👉  “ H a v i n g  [ b e n e f i t ]  i n  p l a c e
a l l o w s  m e  t o  d e l i v e r  a t  m y  b e s t
l e v e l . ”



Goal-Setting
Exercise

Queen for a Day 👑 (If I could have anything...)

What Increases My Impact? 📈

What Others Have (Things collegues benefit from...) 🧩

Negotiable Checklist (use previous list) ✅

Take 60 seconds. Write down 10 things you’d love to

have in your role — then star the top 3. These are the

points you’d like to negotiate. 

1 .
2 .
3 .
4 .

5 .



STEP THREE:

GATHER your
RECEIPTS



WHEN YOU WALK IN WITH EVIDENCE,
YOU’RE NOT JUST ‘ASKING’ — YOU’RE
SHOWING ALIGNMENT WITH THE MARKET
AND THE EMPLOYER.

WHY DATA = POWER

Research removes emotion, increases confidence, and reframes

negotiation as objective.

Doing the research arms you with proof.
You walk in less anxious because you know you’re backed by
numbers, not just hope.
Women who prepare with data report feeling significantly
more confident going into negotiation.

Without data, it can sound like: “I feel like I should be paid
more.”

MARKET DATA = CONFIDENCE BOOSTER

SHIFTS ASK FROM PERSONAL →
PROFESSIONAL

Asking with evidence shows you are strategic, not entitled.
Recruiters and managers expect candidates to bring research
— it signals professionalism.

EMPLOYERS RESPECT DATA-DRIVEN
REQUESTS



Identify factors (industry, title, location, revenue)

Gather data (salary sites, peers, recruiters)
Salary sites (Glassdoor, Levels.fyi, Payscale, Salary.com).

Select relevant subset
(Drop outliers that are way below your worth.)

Average data points
Find the “market middle” for your role.

Add premiums (degrees, achievements, experience)
Graduate degree (10%)., expertise or certifications (15–
20%)., top performance history (20–30%).

TRIANGULATION
METHOD
01
02

03

04

05
Prepare your “data story” sheet
One clean page or spreadsheet that pulls this all together
into a simple, sharable format.06



HERE IS MY OWN TRIANGULATION





Warm vs.
Minimizer

Script Template
Warm & Assertive in Action



“I FEEL LIKE SALARIES ARE
USUALLY $130K OR SO… MAYBE
HIGHER? BUT I’M NOT SURE.”

“WOULD IT MAYBE BE POSSIBLE TO
WORK FROM HOME SOMETIMES?”

MINIMIZER
SCRIPT:

BASED ON CFA COMPENSATION DATA
AND TORONTO MARKET BENCHMARKS,
PORTFOLIO MANAGERS AVERAGE AROUND
$137,000 BASE, WITH RANGES UP TO
$220,000. WITH MY CFA, PLUS
EXPERTISE IN BEHAVIORAL FINANCE,
DESIGN THINKING, AND AI, I’D
EXPECT COMPENSATION IN THE $180–
185K RANGE, WITH TOTAL COMP IN
THE $220–250K RANGE.

WARM + ASSERTIVE
SCRIPT

M A R K E T  D A T A M A R K E T  D A T A

A S K I N G  F O R  F L E X I B I L I T Y A S K I N G  F O R  F L E X I B I L I T Y

“TO DELIVER AT MY BEST, I’D LIKE
TO INCLUDE TWO REMOTE DAYS EACH
WEEK. THIS FLEXIBILITY WILL ALLOW
ME TO CONTRIBUTE AT THE HIGHEST
LEVEL.”

“I WAS WONDERING IF MAYBE I
COULD GET A DIFFERENT TITLE, IF
THAT’S NOT TOO MUCH.”

N E G O T I A T I N G  T I T L E N E G O T I A T I N G  T I T L E

“A TITLE THAT REFLECTS THE SCOPE
OF MY RESPONSIBILITIES WILL ENSURE
I CAN INFLUENCE EFFECTIVELY ACROSS
TEAMS. I’D LIKE TO MOVE FORWARD AS
SENIOR PORTFOLIO MANAGER.”

“OH OKAY, I UNDERSTAND IF
THAT’S NOT POSSIBLE.”

H A N D L I N G  P U S H B A C K H A N D L I N G  P U S H B A C K

“I HEAR YOUR CONCERN. GIVEN THAT,
WHAT FLEXIBILITY EXISTS ON OTHER
ELEMENTS OF THE PACKAGE, SUCH AS
BONUS STRUCTURE OR START DATE?”



Warm and assertive
means blending
confidence with

collaboration — facts
with friendliness.



STEP FOUR:

FIND your
NUMBERS



TARGET

RESERVATION

HAPPY

Very high, justified by data
— your anchor.

Lowest you’ll accept

Solid outcome, “all good”
number.

01

03

02

The THREE NUMBERS

CAD $185K base CAD $170K base

CAD $150K base

ANCHOR THE

CONVERSATION HIGH! THIS IS A
SOLID WIN

THIS IS A

THE FLOOR



SET IT UNCOMFORTABLY HIGH — THAT’S A
SIGN YOU’RE STRETCHING.

ANCHOR HIGH → IT PULLS THE
NEGOTIATION UP.

TRICK: ADVISE YOURSELF LIKE YOU’D ADVISE
YOUR BEST FRIEND.

WOMEN CONSISTENTLY UNDER-TARGET. IF YOUR
NUMBER DOESN’T FEEL BOLD, IT’S TOO LOW.

SETTING a strong
TARGET



STRENGTHENS CONFIDENCE

Knowing you have options keeps you calm and

less desperate.

You negotiate from a place of choice, not fear.

SETS YOUR RESERVATION POINT

If an offer falls below your BATNA, you walk

away.

Example: If another firm is offering CAD $150K,

that becomes your floor.

PREVENTS SETTLING TOO LOW

Without a BATNA, it’s easy to accept less than

you deserve.

With one, you hold your ground more naturally.

Why BATNA Matters:
BEST ALTERNATIVE TO A NEGOTIATED AGREEMENT

“I’M EXCITED
 ABOUT JOINI

NG YOUR TEAM
. ANOTHER FI

RM HAS

OFFERED CAD 
$150K BASE. 

CAN YOU HELP
 ME CLOSE TH

AT GAP SO I

CAN CONFIDEN
TLY SAY YES 

HERE?”



UPGRADE YOUR CURRENT ROLE INTO A BATNA

what if YOU DON’T
HAVE A  batna?

LINE UP INTERVIEWS: JUST KNOWING YOU HAVE IRONS
IN THE FIRE STRENGTHENS YOUR CONFIDENCE.

BUILD NON-SALARY BATNAS: FREELANCE CONSULTING,
TEACHING / SPEAKING OPPORTUNITIES,
CERTIFICATIONS

EVEN IF YOU DON’T HAVE ONE YET, YOU CAN USE THE
POSSIBILITY TO YOUR ADVANTAGE.

“I’M EXCITED
 ABOUT THIS 

ROLE AND WOU
LD LOVE TO C

OMMIT. I’M

ALSO EXPLORI
NG OTHER OPP

ORTUNITIES, 
AND I’D LIKE

 TO MAKE

SURE WE’RE A
LIGNED AT TH

E RIGHT LEVE
L SO I CAN C

ONFIDENTLY

SAY YES HERE
.”



If you don’t have a BATNA yet,
your job is to start building one
— even if it’s small. Every call,

recruiter chat, or side gig adds
to your power. 

The act of exploring is often
enough to shift you into a

stronger mindset.



STEP FIVE:

SHAPE your
VALUE

NARRATIVE



Start by reminding them why you’re valuable. Negotiations are your

chance to reassure the company they made the right choice hiring

you. Share a few of the same accomplishments that helped you land

the job, show respect for the organization, and express genuine

excitement to get started.

CRAFT YOUR STORY

EXAMPLES :

“ I  LAUNCHED A  NEW APP FEATURE THAT INCREASED USER
ENGAGEMENT BY 40% IN  THREE MONTHS.”

“ I  STREAMLINED PAT IENT INTAKE,  CUTTING WAIT  T IMES
BY 25% WHILE  IMPROVING SATISFACTION SCORES.”

“ I  DES IGNED A  NEW CURRICULUM THAT BOOSTED
STUDENT PASS RATES FROM 70% TO 90%.”

The goal is to anchor your ask in why
they picked you.

Pull 3–5 achievements (KPIs, wins, leadership moments).

Translate them into “value soundbites.”

Keep each soundbite one sentence, max 12 words.

Each is 1

sentence,

measurable,

and employer-

centric.



FRAME YOUR ASK AS A WIN-
WIN (ME + TEAM + ORG).

Use Communal
Justification

THINK  OF  YOURSELF  AS P ITCHING AN INVESTMENT CASE .
YOU’RE  SHOWING THEM HOW PUTT ING RESOURCES INTO YOU
PAYS D IV IDENDS FOR THEM.



CRAFTING YOUR STORY

S e n t e n c e  1  ( V a l u e ) :  P a s t
a c h i e v e m e n t ,  s t a t e d  f a c t u a l l y .

S e n t e n c e  2  ( T i e  B a c k ) :  L i n k  t o
c o m p a n y / t e a m  m i s s i o n .

S e n t e n c e  3  ( A s k ) :  S t a t e  y o u r
r e q u e s t  a n d  r a n g e  c o n f i d e n t l y .

T h i s  t e m p l a t e  i s  y o u r  n e g o t i a t i o n  e l e v a t o r
p i t c h .  I t ’ s  s t r u c t u r e d ,  p r o f e s s i o n a l ,  a n d
c o n c i s e  —  a n d  m o s t  i m p o r t a n t l y ,  i t  m a k e s
y o u r  r e q u e s t  f e e l  i n e v i t a b l e .



STEP SIX:

REHEARSE with
INTENTION



We’d never give a keynote speech without rehearsal. Negotiation is a

keynote moment — practice pays off in real money.

Practicing = higher success rate
Builds comfort with wording and tone
Helps anticipate objections and prepare responses

WHY PRACTICE
MATTERS



Choose someone who respects you.
Ask them to play “supportive” first, then “challenging.”
Have them give feedback on tone + clarity.

HOW TO PRACTICE
With a Partner

Record on your phone, then replay.
Listen for: filler words (“um, just, sorry”), voice steadiness, pace.

Self-Recording

A trusted mentor or coach can highlight blind spots.

Coaching/Mentor

THINK  OF  PRACTIC ING L IKE  TRA IN ING A  MUSCLE .  THE  MORE
REPS YOU DO,  THE  STRONGER YOUR DEL IVERY BECOMES.



“I understand budgets are tight. Could we explore flexibility in bonus or equity?”

“That’s above our budget.”

“I appreciate that. Based on market data and my skills, I’d like to discuss how we

can close the gap.”

“This is the standard offer.”

“That’s helpful to know. Could we put that in writing now?”

“We’ll revisit in six months.”

Anticipate Objections



STEP SEVEN:

LEAD the
CONVERSATION



Negotiate with the right person (budget decision-maker, not HR)

Send a pre-meeting email (positive tone, highlight contributions,

confirm timing)

Enter the meeting in your best state — Focused, Confident, Happy

(power pose, review soundbites, do something joyful)

SET YOURSELF UP FOR
SUCCESS

Your state matters as much as your
strategy. Walk in focused, confident,
and happy — that energy sets the tone.



Hi (Name),

 Thank you for the opportunity to join your team. Given my experience
(sound bites), I can (future state) as (role).

I’m looking forward to discussing this opportunity with you on (day) at
(time).

Regards,
(Your Name)

Initial Email Template

Example Email
Subject: Excited to Connect

 Hi James,

 Thank you for the opportunity to join your team. Given my experience
launching customer-focused features and leading agile teams, I can help
scale product adoption and drive revenue growth as a Product Manager.

 I’m looking forward to discussing this opportunity with you on Monday at
11 AM.

 Best,
 Priya Shah



Ask: Share soundbites + make
your request, then pause

THE CONVERSATION
FRAMEWORK:

Listen: Suspend agenda,
uncover their needs

Trade: Reflect their concerns,
make collaborative concessions
(use “could”/“perhaps”)

EMPLOYER :  
“WE’RE  T IGHT ON BUDGET .”
CANDIDATE :
“ I  UNDERSTAND BUDGET IS  A  CHALLENGE.  G IVEN MY TRACK RECORD IN
BEHAVIORAL  F INANCE AND DES IGN TH INK ING,  COULD WE EXPLORE
FLEX IB IL ITY  IN  RELOCATION SUPPORT OR A  S IGNING BONUS?”



STEP EIGHT:

CELEBRATE the
WIN



Reward Yourself
Only 7% of women negotiate their first offer vs. 57%

of men — you did it!

Negotiating is leadership in action.

Your courage creates ripple effects.

You’ve done something the majority of women don’t do —

you asked. That alone is a win worth celebrating.

choose your reward!
Self-care: massage, spa day, new outfit.

Experience: fancy dinner, trip, concert.

Token: jewelry, book, framed note to yourself.

Pick a reward that reinforces your new identity: someone

who asks, someone who wins



HI (NAME),

THANK YOU FOR TALKING WITH ME TODAY.
DELIVERING ON (FUTURE STATE) IS IMPORTANT
TO ME, AND I APPRECIATED THE OPPORTUNITY
TO BRAINSTORM WITH YOU. PER OUR
CONVERSATION, I BELIEVE WE AGREED ON:

X
X
X

I AM LOOKING FORWARD TO GETTING STARTED.
PLEASE LET ME KNOW WHAT I CAN DO TO
FINALIZE OUR AGREEMENT.

REGARDS,
 (YOUR NAME)

the Summary Email



The woman I am
becoming makes

bold asks, because
her vision, skills,
and leadership

deserve
recognition



1.

2.

3.

RESEARCH MARKET
DATA

PRACTICE WITH A
FRIEND

DRAFT AN EMAIL

REMEMBER: MOST WOMEN WHO
NEGOTIATE WIN — BUT ONLY 30%
ASK. 

BE THE WOMAN WHO ASKS. BE THE
WOMAN WHO GETS TO YES

CHOOSE 1 ACTION
THIS WEEK:



THE ART     NEGOTIATING A RAISEof 

01 02 03

04 05 06

07 08

PRIME YOUR
STATE

Shift your mindset: I belong
here. I deserve this. Enter
the room grounded and
ready.

DEFINE YOUR
WIN

Be crystal clear on what
you want — and why it
matters.

GATHER THE
RECEIPTS

Bring proof. Results,
impact, and evidence are
your fuel.

FIND YOUR
NUMBERS

Know the numbers —
market rates, equity, and
your unique value.

SHAPE YOUR
NARRATIVE

Turn facts into a story that
highlights why you matter.

REHEARSE WITH
INTENTION

Practice until confidence is
second nature.

LEAD THE
CONVERSATION

Approach as collaboration
— stay grounded, clear, and
firm.

CELEBRATE THE
WIN

Yes or no, reward the effort.
Confidence compounds.


