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OWNING YOUR WORTH

Getting comfortable negotiating for your worth starts with getting confident
about what you already bring to the table. Let’s prove your value to yourself
so you can confidently grow your career and shine at work or in business.

The negotiation process is not about proving you are worthy of a raise or a
pat on the back. Rather, it’s about building a case to show your company why
they need you and how you add value on a daily basis that goes above and
beyond.

This is your opportunity to show your boss why it’s in his/her best interest
to invest in you and your future within the organization - for the betterment
of the team, the bottom line, and your own satisfaction. Your organization
receives value from working with you!

If you are a business owner, it's about grounding yourself in the value and
results you bring to your clients through your products and services. This
Is your opportunity to build a thriving business that provides cash flow to
reinvest in you and your business.

You ARE enough. Are you ready to step into your power and intentionally
create your future career? Let’s go!
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OWN YOUR BRAND

© What do you want to be recognized/known for? What about your work
results and work ethic would you like to receive positive feedback on?
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© What fears or challenges have held you back from being your best self or
doingyourbestwork?Listanyorganizationaloremotionalroadblocks(such
as loss of self-confidence after being laid off) that you’ve encountered over
the past few months that have prevented you from achieving ideal results.
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e If you left your organization/clients tomorrow, what would the team be
missing out on? How would your absence impact the business and people?
Which of your skills, institutional knowledge and/or experience would be

hard to replace?
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o Why are you ready to negotiate? What will it mean to you if you ask for
everything you want?

05




L
A& ASHLEY PARE

© Why isitimportant to you to be recognized?
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e How do you want to be rewarded? Is it a new title and pay? Is it more
opportunity and visibility? Isit alarger revenue stream or more high profile
clients? Get clear and write out your ideal “ask” if you were to receive it all.
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KNOW YOUR BRAND

LET'S BUILD YOUR CASE:

© Outline (measurable) positive results from your work, such as: increases in
revenue or client base, decrease in money spent, improved client satisfaction
etc.

— Whataretheintangible positiveresults fromyour work? Think about relationships,

making your boss’s job easier, and teamwork.
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© What are your specific contributions to a recent project, product, or
business/team outcome? How would the project have failed if you weren't
involved?
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© List your skill areas/expertise where people routinely seek you out for
advice, help, or input.
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o What positive feedback have you received from colleagues, peers, clients
etc. that corroborate your contribution? Do you know a sponsor willing to
speak to your boss on your behalf?
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ASKING FOR FEEDBACK SCRIPT

It’s important you ask around to truly understand the value and contribution
you're making at work and in your clients’ lives. Give yourself permission to
ask for feedback. You are often your own worst critic and | know you’ll be
pleasantly surprised with the positive feedback you receive! This will help you
feel confident in building your case and negotiating for more.

Sample Ask

“Dear (Boss, Peer, Client, Former Manager etc.),

It’s important to me that | have the opportunity to continue growing my
career within our organization. That being said, | am seeking feedback from
colleagues that | trust to help me better understand where | add value within
the organization, how | can continue to grow, and what impact I've made in our
work together. Would you be willing to spend a few minutes with me in the next
week or so to share your insights/feedback on our work together?”

Or

"As someone | value and trust at work, | am curious if you'd be willing to share
with me what you believe worked really well in our last meeting/project/
presentation, based on my contribution. | am gathering feedback for my
professional development and your input is important to me.”
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ASSESS YOUR CONTRIBUTION

Pullupyourcurrentjobdescriptionorthejobdescriptionoftheroleyou’dliketo
move into next, whether it’s part of your current organization or you're looking
for a new job on the market.

© How and in what ways are you already meeting expectations at the next
level? Include soft skills and technical skills.
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© Where are you consistently exceeding expectations or going above and
beyond the scope of your current role?
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© If there is something missing from your experience set or background,
how can you articulate your potential to learn and deliver on that skill?
(Organizations will hire as much on your previous background as on your
potential and cultural fit. They want to be sure you have the soft skills to

learn, adapt, grow and pivot.)
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