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“You’re buying a quantum leap and the tenacity to stay in the game. 
You’re buying a feeling of strength and resilience and a sense of 
accomplishment. You’re buying victory.”   — Annette Saldaña

Design Process:

1. Surrender. Get clear about your assumptions.

2. Inquire. Assume Agency. Share with Community. Connect & Discuss.

3. Commit. Create a context that enlivens you about having this conversation.

4. Perservere. Get clear about what you want and why it matters most.

5. Envision. Use the framework and questions below to design your conversation.

6. Transform. Practice it aloud in front of a mirror five times. And for a bonus, ask a friend to role play.

Topics:

1. Asking for a raise

2. Asking key influencers for career advice and introductions

3. Key questions to ask to win new business
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1. How to confidently ask for a raise and
respond to potential objections without
losing your nerve or your dignity.

The Opportunity:  

You are worth so much more than you 
realize. 

The Mindsets to Master Your Inner Game:

• No one will realize your worth until you do.

• When negotiating, your confidence and power stem from your preparation.

• Trust that you can find a mutually beneficial solution.

• Trust that they need you as much as you need them.

Do the necessary prep work to set yourself up for success:

• Research your market value. Information is power. The more data you collect to back up your
claim, the more confident and powerful you will feel. What do sites such as glassdoor.com,
salary.com, and payscale.com suggest your pay range should be? Research data on what com-
petitors are paying. How much would it cost the company if the position had to go out on the
marketplace? According to an article from Dun & Bradstreet’s Business Research, it may cost up
to 150 percent of the salary currently paid to an employee in a management position if the
employee must be replaced. Studies conducted at the University of California at Berkeley show
that the average cost to replace an employee is about $4,000, and for employees in a managing
position, it may be as high as $7,000. Do you need more information on how to research your
market value? I highly recommend “Women Don’t Ask: Negotiation and the Gender Divide” by
Linda Babcock. It was named as one of the 75 smartest business books of all time, and you will
find all the details you need in there.
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• Find “evidence” in support of your request. What can you give to your boss beforehand (docu-
ments, reports, statistics, etc.) that will prove your point of how granting you a raise would
benefit the company? For example: After Deloitte & Touche tripled the number of female
partners from 5 percent to 14 percent, the firm was able to cut turnover from 33% to 18%,
saving close to $250 million in hiring and training costs.

• Write down five positive and beneficial effects your raise will have for the company. What is
the specific value that you bring to the company? What are your unique talents? What kind of
relationships and connections do you bring to the table? What is your reputation in the firm?
How have you demonstrated extraordinary performance? How much monetary value do you
add to the company? Realize your company has invested time and resources in you and use this
knowledge to your advantage.

• Get clear on your skills and accomplishments. How have you improved, what skills have you
enhanced, what have you accomplished, and what are your most successful projects? What
number can you put on your achievements? In order to be successful, your conversation must
be tied to your performance and must shine a light on your achievements.

You may be overlooking many valuable assets in your professional life. Use the grid below to determine 
how your unique talents and gifts have provided huge benefits to your employer. Here are some 
thought-starters. Do any of the talents listed below serve you and others in your career? How so? Get 
specific. Jot down any illustrations that come to mind. What other skills are you overlooking?

Maybe you have an ability to...

motivate  -  put people at ease  -  be persuasive  -  evaluate  -  perceive opportunities  -  
tell stories that instruct  -  communicate through speech  -  imagine and create a vision  

- be compassionate  -  be enthusiastic  -  experiment  -  be balanced

Remember these are just examples and thought-starters for overlooked talents and abilities that can be 
highly valuable in your professional life. They’re important for you to highlight and address when asking 
for a raise because you’re worth far more than your degree or your years of experience.

Reach out to your contacts within (and outside) the company for advice. Invite a trusted colleague, 
sponsor or mentor to answer a few questions during a casual lunch. First, research the approximate 
salary range for the position with your amount of experience. Then, if speaking to someone who works 
for the same company, dig as deep as you can and give up your assumptions about “classified” informa-
tion to gain some real leverage. You could ask questions like:

“Are there any unspoken yet expected ways to prove yourself to get promoted from within?”
 “What kind of results and/or years of experience are usually required 
before one can expect to earn [X] amount?”

“Have you heard of anyone fast-tracking it?”

“Who are the key players in the company who have a knack for making things happen?”
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“Who’s in the know about how your company is doing financially?”

“Are there any specific requirements or preconditions?”

“How are bonuses awarded?”

Know what you want. Dream huge. Most women tend to ask based on what they need instead of what 
they are worth. But not YOU. You understand now that those who irresistibly ask for more will always 
be the ones who have more. And what’s good for you is good for the world. So allow yourself to get 
clear by asking questions. For example, ask yourself, “Which sum am I going to propose for this raise?” 
Did you come up with a number? Great! NOW DOUBLE IT. Leave yourself room to concede or be 
awesomely delighted! Another thought to consider prior to your very important meeting is what you’ll 
ask for instead if they aren’t able to grant you the raise, such as, “Can I work from home three days a 
week?” or “Can I get extra vacation?” What are the hidden perks available in your company that you can 
request?

Schedule a time to have the conversation. Ask your boss’ assistant for a suitable time and propose a 
specific time. Let your boss know that you want to discuss your professional goals and future within the 
company.

1. Share your own enthusiasm, commitment and gratitude.

• Thank you for meeting with me today to have a conversation about my professional goals. I’m glad
we have the chance to discuss how I can best contribute to the [company’s/department/your]
success.

• I’m committed to moving forward professionally, and from our work together, I know you under-
stand and appreciate ambition.

2. Stay confident in your strengths and abilities.

• Here is how I’ve benefited the company over the last year(s): [X].

• I have a lot more to contribute and I’m certain I could if I moved to the next level.

3. Clearly state what you want.

• I’m proposing a salary increase of [X]. I’d like a few moments to share how I believe this increase
will support your [insert interest, known and established priorities].

4. Clearly state the benefits for the company.

• This benefits the [entire company, the division, the department, you] because [X].

• I’ve demonstrated leadership by [X]. I have added value with my ability to connect with key players
such as [X], and I have achieved [goals X, Y, Z ] in the last year.

• Increasing my salary to $[X] will allow me to perform at a consistently high level because [X].
(Insert all the reasons benefits you came up with during the prep work.)

• What are your thoughts?
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5. BE Cooperative. BE Prepared.

• I understand it’s a challenging position for you with all the competing interests you’re up against
and managing. Can you help me understand more about the budget [or X] constraints? I was under
the impression that [insert some of your data and research here].

• I understand that your current budget does not allow for the increase that I have asked for. How
do you think we could resolve this situation? If [X] seems too high, how close can you come to [X]
amount?

• Since the company can’t currently provide me with the amount I’ve proposed, is it possible to meet
somewhere in the middle for now and perhaps offer me [X]? I suggest granting me [extra holidays/-
flex time/other perks] until we can revisit the financials again in [X] months. Is that possible?

• I understand that you don’t have the discretion to make exceptions at this point. What if I came up
with some ways to help the company save [X] dollars in [X] area? Would that make it possible?

• Help me understand why [reason mentioned] is not mentioned in my skillset/performance when I
was able to [insert first achievement] and [insert second achievement] over the last 12 months. I
want to understand your point of view and make sure we’re on the same page. I’ve prepared [X
document] to clearly show how much increase in revenue I’ve generated for the company since [X].
I have met the standard requirements and timelines for promotion. I’m confident we can work
something out, so I really want to see anything I may be overlooking.

• Are there any issues we should discuss further? Do you need any additional information in order to
be able to make a clear decision?

• If not, I’ll leave you this [one sheet summary of accomplishments and value added]. Let’s circle back
[propose a date, time and place within 48 hours] and see what kind of solution we can come up
with.

By asking questions and thinking creatively, and with your new ability to appreciate other’s perspectives 
and pressures, you can design conversations that move the world in a way that feels comfortable and 
natural. You are on your path to victory!
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2. How to graciously ask key influencers
for career advice and introductions
without being annoying or bothersome

The Opportunity:  

Connecting with others brings you closer 
toward your dreams.

The Mindsets to Master Your Inner Game:

• Trust that people love to contribute. They DO want to help you.

• Consider that no one is out of reach.

Do the necessary prep work to set yourself up for success:

• Research the person and their interests. What is this key influencer interested in? What’s
currently going on in their life and business? What does their schedule look like? When is the
best time to email/call the person? What are their goals and ambitions?

• Find a common ground with the person. What are your commonalities? Where do you have
mutual interests, goals or visions? Do you have mutual friends? How can you authentically show
them your appreciation as a peer?

• Get clear on the benefits and requirements. You have a lot of value to offer, and even a sincere
“Thank you, you’ve made a difference in my life” is beneficial to others. They DO want to hear
from you! Before you reach out, answer these questions: What’s in it for them? What specific
value can you provide to them? What do they want to accomplish that you can contribute to?
What does it take for the key influencer to fulfill your request? What are the requirements? How
can you finish up with a clear call to action that makes it easy for the other person to fulfill your
request?
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1. Share your own enthusiasm, commitment and gratitude.

• I loved your latest article/blog post/book/[X] on [X] and wanted to thank you for sharing these
valuable insights.

• I appreciate your [insert specific knowledge, talent, expertise] on [X] and I’m really excited about
this opportunity.

• I’ve been using your advice and tips on [X] and have achieved amazing results with it.

• I came across your contact on [X] (or) I got your contact from our mutual friend [X].

• When we met last week at [X], I really started thinking about [X].

2. Make your request and keep it short and sweet

• I’d love to hear your take on a situation I’m currently facing and was wondering whether you have
any useful tips or resources to share.

• I’d love to meet you for coffee or a short phone call, whatever is most convenient for you.

• I am absolutely committed to [insert specific, passionate commitment] and that we can create a
win-win situation for [both/all] of us. I would truly appreciate you introducing me to [X].

3. Finish with a clear call to action

• Is it possible for you to meet/talk? I’m happy to work around your schedule.

• Do you know anyone who [insert specifics of what the person does] and would be willing to talk to
me about [X]?

• I saw you’re connected with [X] on LinkedIn. Would you be willing to introduce me to her/him?
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3. How to be a natural sales pro and win
new business with integrity

The Opportunity:  

BE self-expressed and free.

The Mindsets to Master Your Inner Game:

• You have the power and ability to help others.

• Focus on what your prospect wants and needs and you can only win.

Do the necessary prep work to set yourself up for success:

• Research your prospect and their industry. Have you thoroughly discussed your prospect’s
needs and expectations? What’s happening in this person’s world right now? What’s happening
in their industry? Can you provide any valuable data that supports your claim? What pressures
or specific pains are they feeling at home, at work, etc.? Where do they stem from? What are
your prospect’s priorities? What would be an ideal solution for them?

• Prepare information you want to share. Is there any information about your business or the
way you work that you can provide beforehand? Is there enough flexibility built into the sched-
ule to have a conversation and answer all the possible questions your prospect might ask? What
additional information do you need about my prospect? What do you think will be the likely
follow-up to this meeting?

• Practice and rehearse. Team up with a trusted friend or partner and have fun rehearsing your
sales conversation in a role-play format. Ask your partner to observe you closely and give you
specific feedback, not just on what you say but also on how you’re actually saying it. If you don’t
have a partner or prefer rehearsing on your own, just do it in front of the mirror. Pay attention
to your tone and voice and all aspects of your body language. The more you rehearse, the more
comfortable and confident you will feel. Now watch yourself thrive with improvement!
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1. Share your own enthusiasm.

• I’m excited to meet with you and wish to discover how I can best be of service to you.

• I’m curious, we know each other a little already, but what was it about me that made you want to
meet?

2. Let them share the problem/issue/aspiration with you.

• Can you tell me a little bit about your situation and what makes now a good time for us to speak?

• What are you most struggling with when it comes to [X]? What’s not happening now that you really
wish WERE happening?

• What have you already tried?

• So, based on what I’m hearing, it sounds like [X] is what’s at stake. Is that about right?

• If you had all the resources you’d need to make the best possible outcome happen next year and
money or time weren’t an issue, what would you want to create?

• How would you be sure that you’ve achieved what you wanted to create? What kinds of things
would be happening that aren’t happening now?

• This is an unusual question, but why not just keep doing it the way you’ve been doing it?

• Is there anything else that’s important to you that I haven’t asked about?

3. Create a desire for your product/service.

• How much is it costing you not to take care of this?

• What is it worth to you, your business and your team to fix this?

• How is this influencing other areas of your business/life/relationships/body/finances/ [X]?

• Why is this important to you right now? What happens if you wait?

• Is this one of your top three or four priorities? If not, why?

• How much time do you personally devote to this issue? How much time do you want to devote?

• What would change in your business if you addressed and improved this?

4. Tell a story of someone you worked with who had similar hot spots and desires.
(Note: Share your story in the context of sharing your clients’ stories. She’ll get the picture without you having
to spell it all out, which risks sounding defensive/apologetic.)

• I’ve recently worked with a client who also wanted to achieve [X]. [Explain a little bit about the
situation so that your prospect can relate and feels understood.]

• We’ve accomplished her goal in only [X] weeks/months, which exceeded her expectations by [X]
amount.

• We worked on [X] and focused on [X]. My client achieved [X]. [Insert specific results you’ve
achieved.]

• We looked closely at [X] and examined [X] together, which revealed incredible opportunities they
haven’t been able to see prior to our work.
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5. Present ideas for possible solutions, or focus on a specific area.

• I have been thinking about what you said, and I have a couple of ideas for how this might apply to
you.

• Would you like to hear them now briefly? I’m happy to follow up with an email or a proposal if
you’d like to hear more details.

• First, I’d like to see if you have already come up with some ideas on how you might like to work
together. I also have some ideas and want us to discuss our preferences.

• Here’s where I think I could help: [X]. [Insert your specific areas of expertise that apply to the issue
at hand.]

6. Request the information you need in order to give a proposal and define the next steps.

• Are you the one making a decision or are there others? What do you think they’re looking for?

• What do you need to see? What are you looking for to help you feel clear about a decision?

• Who would need to be involved? Who would need to be excluded?

• What would “good enough” look like?

• When would you like this to happen? When would you be able to move forward on a solution?

• Are there any other factors that might affect the timing or the decision itself that I should know
about?

7. Create a clear follow-up strategy.

• I will send you a proposal by tomorrow/next Tuesday/noon/September 21st/[X] via email.

• I will email you the additional information you’ve requested by [X].

• When would you like to set up our next meeting? Does [Insert specific time and place] work for
you?
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You are unstoppable. 

This Irresistible Playbook was designed for you to TAKE ACTION on it. 

You already know everything you need to know.
You’ve done all the pivotal prep work.
You’ve come a long way, and NOW is your time to reap the rewards.

Whether you want to ask for the raise that you know you deserve, or to land your dream client within 
the next month, or to just spend a weekend by yourself reading books, taking baths and catching a 
break, you can have what matters most to you, when you master the art of the ask!

Now you’re equipped with the words you need to go out into the world and achieve your biggest 
dreams. But simply having the tools doesn’t mean that the house will build itself with them. You still 
need to use them. So implement your knowledge, apply your newly acquired skills and start taking 
action now. You can absolutely do this!

I’m rooting for you and I trust you can achieve the most amazing results for your business, career and all 
areas of your life if you trust and bet on yourself! Please email me and share your progress, your wins and 
success stories with me, no matter how big or small. Any achievement is a victory, and I can’t wait to 
read all about your accomplishments! Of course, If you need support... we're here for that as well. Just ask!




