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SELF-ADVOCACY

Negotiation and Self-Advocacyrequire moving throughdiscomfort and being
vulnerabletofeelingrejected. Youmight hear “No” asaresponsetoyour “ask.”
But, having a fear of rejection is normal and to be expected. While this fear is
common, it is important to go for “No.”

Thismeansit'sabsolutely okaytotakeyournegotiationtothepointwhereyou
hear, “No.” This is the point where you can be confident that you haven'’t left
anything available to you on the table and where you will be able to consider
your options about saying yes or no to the offer. Hearing “no” means you've
reached the point of active negotiation!

Asyou preparedtomakeyourask,youbecameclearaboutyouridealoutcome
and your ideal salary range. You became clear on what you are looking for in
order to say “Yes.” You know what’s most important to you in this process.
Let’s consider how to handle negotiation when you make your “ask” and hear

« N O.”

Review your answers in the Negotiation Prep eBook from Module 1. Review
your contributions, your value, your ideal salary range, your ideal “ask” if you
were to receive it all.

© What matters most to you at this time?
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HANDLING OBJECTIONS

Become aware of your fears. Only by acknowledging and naming your fears,

will you be able to calm them and take the courageous step to move forward in
the negotiation process.

Four fears commonly faced when negotiating are:

e Fear of losing a job offer because you chose to negotiate
e Fear of ruining a relationship with your boss

e Fear of being perceived as greedy or needy or ungrateful
e Fear of hearing “No” and not knowing how to respond

© What fears are you facing?
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FEAR OF LOSING A JOB OFFER BECAUSE YOU CHOSE TO NEGOTIATE

This scenario is rare, but possible. Consider that you are potentially saving
yourself from becoming part of an organization that does not share your values
or that does not value you. What does that say about your potential future with
that organization.? What does it tell you aboutthe culture of the organization?
Negotiationis a part of the interview process. You are interviewing to seeif you
are a good fit for the organization.

This gives you information you need to know. What is the cost to you if you
accept an offer that doesn’'t match your goals without negotiating for what you
want? Going for “No” can mean you know you haven't left anything on the table
or that you are saving yourself from a position that isn’'t a good fit in the long
run. Either way, you win.

An objection or deflection strategy you may hear might sound like,

— “lwish we could, but your offer is already at the top of our salary range.”’
— -'|If we were to give you more money now there would be no room for your growth

later”
— “This offer is non-negotiable. It's the best we can do”’

— At what rate has the company performance factor been paid out over the past 3-5

years?

Here are sample responses from a place of power:

“I would really like to join this organization. I'm looking for another $10,000 on
my base. If that’s not possible, | understand. If you could look into it for me, I'd
be really grateful. I'd be willing to sign the offer letter if you could meet me at

my $10,000 request.”

‘| really want to work here. You’re my top choice employer. I’'m ready to sign
the offer letter, but In order for me to say yes, I'm going to need s
that possible?”

Remember that when you are receiving a brand new job offer, this is when you
have the most leverage you’'ll ever have to negotiate. They want you and they
want you to say yes. They ultimately want to know what it will take for you to
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join their organization. They have gone through a process to get to this stage
and they selected you as the candidate to present an offer.

© What is your motivating factor? Is it centered around your wants, needs,
and desires? Or is it coming from someone else?
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RESPOND TO OBJECTIONS WITH CURIOSITY

This step about Going for “No” is not about hearing yes to everything, but is
about knowing you have made known your value and what it will take for you
to say “Yes,” and also to understand why you are hearing “No.”

Here are some sample responses you can use to try to understand an objection.

“Can you tell me where this salary offer lands in the approved salary band for
your organization for someone with my skill set and background.”

“What is the company’s pay philosophy?”

“Is there anything else you can do?” This response sends the message that you
are worth their investment and opens the door for a different offer that might
be attractive to you. If you hear “No” to your request for competitive base pay,
maybe this question would prompt the company to offer you more time off,
flexibility to work from home, or a one-time signing bonus.

o What 1-2 questions you could ask tounderstand why you are hearing “No”?
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FEAR OF RUINING A RELATIONSHIP WITH YOUR BOSS

Negotiation is an opportunity to build a relationship. Be curious about your
boss’s response and begin to understand your boss’s potential objections.
Consider your boss’s resistance to your “ask.” Why is your boss not willing to
advocate for you? Consider your boss’s relationship with his/her boss. Consider
If youwant to continue working with this person if he/she does not support your
self-advocacy. Above all, consider your boss’s needs and your value within the
company. While you can be curious and try to understand your boss’s point of
view, ultimately you are responsible for how you show up in the conversation.
You have done your market research. You have determined your value in the
company. You have built a case for which to self-advocate. Now is the time to
evaluate your relationship with your boss and his/her ability and willingness to
advocate for you.

e Write about your relationship with your boss and about your fear of
damaging this relationship.
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FEAR OF BEING PERCEIVED AS GREEDY, NEEDY, OR UNGRATEFUL

You have doneyour market research. You know the salary range for this position
with your qualifications. You have determined your value in the company and
checked with co-workers to get their feedback about the work you have done
and the value you bring. You have built a case for which to self-advocate and
have grown in your confidence and self- worth. You know your “ask” comes from
a place of confidence and power, not from a place of greed.

Could your fear of being perceived as greedy or needy or ungrateful indicate
that you have more work to do in terms of recognizing your self-worth? If so,
return to Module 1 and revisit your answers.

Fear of beingperceived as greedy or needy or ungrateful may alsobe areflection
of your relationship with money. This fear could represent your perception of
your boss’s relationship with money. Don't operate from a place of fear that
could be just a misperception.

Giving in to this fear is holding you back. Be curious. Ask your boss questions
(see above) to understand the objection. If you have done your homework to
know competitive salaries, you know if you are being underpaid. Revisit Module
2 Money Mindset if this fear is holding you back from negotiating.
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FEAR OF HEARING “NO"” AND NOT KNOWING HOW TO RESPOND

You’ve done your research. You've practiced your “ask.” Have you practiced
your response if “No” is your answer? Is fear of hearing “No” holding you back
from speaking up? You've come too far to allow this fear to stop you. There
will likely be a number of “No” answers throughout your career, so build your
resiliency now. Resiliency, the ability to bounce back when you hear “No” is a
skill setthatwill serve youfortherestof your career. Thisskill takes practice and
perspective. “No” is not the end, so be ready to respond. Make room to continue
the conversation. “No” doesn’t have to mean you have to stop negotiating. You
still have the opportunity to advocate for yourself and for the betterment of
the organization.

You might hear internal raise deflections that sound like this:

“I'm sorry, there’s no money in the budget right now. | wish | could get you an
increase, but my hands are tied”

Here's a potential rebuttal script:

“Dear Boss,

| understand that may put you in adifficult situation, it's my understanding from
my market research and understanding our company’s pay philosophy that | am
underpaid. Does that mean our entire department is underpaid?”

Bepreparedtocontinuethe conversationfrom aplaceof curiosity andto gather
information you can use in the future. Here are some more sample responses
you could use:

“When is a better time to have this conversation?”

“When are budgets made? We can plan for this. I'm happy to work with you to
get this planned for the next budget cycle”

“Are you telling me the companyisintrouble and | should be looking for another
job?”
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If your boss says, “| wish | could,” you can ask him/her, “What’s holding you back?
What's preventing you from saying “yes?” What do you need from me in order
to advocate on my behalf?”

Continue the conversation. If your boss’s answer is “No” or “Maybe,” find out
why that is the case. Knowing this answer will inform your decisions moving
forward. Find what feels comfortable for you. Be curious and ask questions.
Your job is to understand why you are getting a response other than yes.

© Prepare your list of possible responses. Practice them out loud so you feel
comfortable and confident in how to respond.
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COURAGEOUS ACTION

Depending on your company, this process of negotiation may take you six weeks
or even six months, so starting early lays the groundwork for later change. You
may have to do the bulk of the work. Have these conversations from a place of
curiosity. Let your boss know that you are ready to be promoted. You are ready
for more responsibility and the compensation that comes along with that. Find
out what plan can be put in place to make that happen. Don'’t be afraid to ask
tough questions of your boss. These answers will give you information you need
to decide if you want to continue working for this company or if you want to
begin looking elsewhere for an advancement opportunity.

Realize that freedom and confidence are on the other side of fear. Accept that
while rejection is possible, negotiation and self-advocacy are steps of courage.
You'll usually be pleasantly surprised with how you feel when you step into that
courage, no matter what the answer to your “ask.” Are you ready to claim the
freedom that’s on the other side of facing this fear?

© What courageous action(s) can you take?
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WALK AWAY CONFIDENT

Walk away confident that you self-advocated and met your goal or did as much
as you were able. Or, you realized this position is too limited for your current
value. Go to the edge of your fear to create your ideal life. Build the confidence
and resiliency that will serve you no matter what the outcome of this offer.
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