
On a recent episode of our Financial Life Cycles series, New York City-based executive coach Marti 
Fischer shared how women can confi dently approach the salary negotiation process. Here are some 
of the strategies and insights Marti shared. 

Play to your strengths.

Many of us associate salary negotiation with discomfort, but the reality is that women engage in many kinds of 

negotiations every day—with coworkers, business partners, family members, and more.  We’re often very eff ective 

in such situations because we approach these daily negotiations to fi nd a resolution that satisfi es everyone. 

Compensation negotiations are just another opportunity to use these same skills. 

Success is a mutual benefi t.

Your employer expects you to negotiate. Negotiating compensation shows that you are confi dent in your value and 

unafraid to ask for what you’re worth. The level of confi dence you bring to a salary negotiation is the fi rst impression 

you will leave with your new boss. 
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That said, salary negotiation isn’t a win/loss competition. A successful negotiation creates value for all parties. During 

the interview process, utilize active listening skills, capacity for empathy, and ability to read the room to gather 

important information about the personalities of the people you will be negotiating with. Draw on this information 

and combine it with a mutual value mindset to create a robust and fair compensation conversation. The following 

steps will help you prepare. 

Do your homework: prepare, plan, practice.

Prepare: Before entering a salary negotiation, understand the compensation ranges for the industry, company, and 

position you’re pitching. Compensation studies, trade organizations, and comparable job postings can help you 

determine the salary fl oor and ceiling. 

Plan: Decide what you will and won’t compromise on based on your skills and experience. 

Practice: Over your career, you’ll likely experience fewer than eight job changes, which means fewer than eight salary 

negotiations. Practice for the conversation by holding mock negotiations with a partner, spouse, or friend.

Get comfortable with “no”.

“No” may be the most helpful word you can hear in a negotiation. “No” tells you you’ve reached the outer threshold. 

Typically, “no” comes in one of three forms: “Not for this.”, “Not now.”, and “Not ever.”  “Not for this” means the employer 

isn’t willing to pay more for that particular role. “Not now” means the employer wishes they could pay more but 

can’t do so today. “Not ever” means that your ask far exceeds the range. In your practice negotiation, prepare for 

these scenarios and articulate your rationale for each. Hearing “no” tells you you are close to getting everything that 

particular organization off ers. 

Ask open-ended questions.

If there’s a gap between what’s being off ered and where you believe your value is for the function you’re applying for, 

ask open-ended questions that begin with how, where, and what. For example: 

• How can we close this gap over the next six months to 12 months? 

• Where is there fl exibility in this total compensation package? 

• What other mechanisms can we use to get closer to where I believe my value is for this role?

Questions like these facilitate conversation and bring the employer along as a partner rather than a competitor. 

When your employer plays salary hardball.

Although salary negotiation shouldn’t be adversarial, you may fi nd yourself negotiating with someone who hasn’t 

gotten the message. They’re determined to win, and their idea of winning is to extract as much value from you as they 

can. Prepare for this situation by negotiating for more than you know you’re likely to get and off ering “micro-wins” 

throughout the conversation. This gives the other person a sense of control, allowing you to stay within your fallback 

positions.  

Hear what else Marti has to say on our podcast. You can discover more of Marti’s wisdom on her website and her new 

book for the young person in your life, “Make Your Internship Count: Find, Launch, and Embrace Your Career.”

Disclosures. The Colony Group, LLC (“Colony”) is an SEC Registered Investment Advisor with offi  ces in Massachusetts, New York, Maryland, Virginia, Florida, Colorado, California, 
New Hampshire, Connecticut, Washington D.C., and New Jersey. Registration does not imply that the SEC has endorsed or approved the qualifi cations of Colony or its respective 
representatives to provide the advisory services described herein. The Colony Group is registered to do business as “The Colony Group of Florida, LLC” in Florida, and “The Colony Group of 
Missouri, LLC” in Missouri   This newsletter is prepared using third party sources. Colony considers these sources to be reliable; however, it cannot guarantee the accuracy or completeness 
of information received. 2

https://www.amazon.com/Make-Your-Internship-Count-Embrace/dp/1637425570/ref=sr_1_1?crid=28QZURSQZT620&dib=eyJ2IjoiMSJ9.8rJCrZ1toqPkbopgQ6GIsXD55JsfeUyZSB5xIEqkrRu4fiEB0Ec5Hsic18KyoPg89AHZ7PEju1Mqtw5CubSV1AcDd7VlhpImRHed2B8S4rkj68kODfNjoumJziaHhQ-AhL9ggm6FlpfxYC21Omg8HQ3r3NXpUBecd-ed2ygvfVYlQtA64VoktUPHKIBYxkNBRyBMaX1Boij30ySE4F-MP5w2qTpEvauIx7ihnCXgr_o.2G-HYc1_vtineOh3LrLG6yEEGbKW152Z87tyqyCSi8c&dib_tag=se&keywords=marti+fischer&qid=1710794735&sprefix=marti+fischer%2Caps%2C85&sr=8-1

