case you made for your employer to hire you in the first
place. What do you need to make this happen? You need:
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Facts.
Figures.
Timing.
A Strong Close.
Practice.
Gumption.
Happiness and Success.

Let's tackle each of these in turn and see if we can get you
paid what you're worth.

Paths Forward
Facts. You must build your case on facts. Review your last
performance evaluation and identify all the things you were
assigned to do this year and list them out. Pay special
attention to areas where you exceeded expectations. Review
the notes you kept from periodic goal setting talks you had
with your boss. Pay special attention to specific instances of
positive feedback. Review organizational goal setting
publications and highlight some of the things you've
accomplished that reinforce the organization's objectives.
Include your own judgments about tasks you've completed
that affect the organization's bottom line (e.g. new clients
signed, old customers resurrected, expenses cut, turnover or
waste reduced.) If you've served in multiple capacities, filled
in for absences or on task forces or committees out of your
specific area meaning you've occasionally done more than one
job be sure to include those experiences.
Figures. To really strengthen your case you must add in
some real world numbers. Go on-line and find out what
industry base salary increases are apt to be this year. Go to
your professional or technical organization or a couple of your
recruiter contacts (you are making and maintaining them,
right?) and learn what average salaries are for your function
and years of experience. Check out www.salary.com and
www.payscale.com to see how they value your current job. If
you're thinking about asking for a new benefit or perquisite
(i.e. company car, tuition reimbursement, club membership)
go to the total compensation calculator to see if you'd be
better off getting more cash
(www.calcxml.com/calculators/total-compensation). With
these numbers in mind come up with the specific raise you're
going to ask for. As usual "conventional wisdom" is wrong
about waiting for your boss to suggest a figure first. You
made your case based on facts and figures so make it
significant: 8% to 10%. You can always agree to somewhat
less but you'll never get more than you ask for.
Timing. To request a raise there are three elements of timing
you need to consider: the time of year, day of week, time of
day. Ask various managers when they are expected to submit

their budgets for the coming year. Usually this is by the end
of the previous year. Also try to find out when those budgets
are finalized. You want to ask for a raise after your annual
performance review and before budgets are finalized. As to
day of week and time of day you need to put on your amateur
shrink hat and make a psychological assessment of your boss.
What does your observation suggest as to day of week? Is
she most agreeable first thing in the morning, right after a
great staff meeting, during a coffee break, afternoon / end of
day wind down.
A Strong Close. You've opened this meeting with facts.
You've backed them up with figures. Next you've thrown out
the number you want. Wait a beat or two and in the same
way I've always advised you to wrap up a job interview I
want you to finish your presentation (5- 10 minutes max)
with a strong close. Reinforce that you enjoy your current
assignment, working relationships and the organization as a
whole and say that it will really mean a lot if he or she (your
boss) will go to bat for you. Then be quiet. Don't hedge, back
off, don't fill in the silence, don't lower the pressure. Your
boss will say whatever he or she will say; she may hedge, or
"see what (she) can do" or try to buy time or be "waiting for
the budget to be finalized" or whatever. But stay positive,
stay optimistic and end the meeting saying you appreciate his
or her support.
Practice. Well before your meeting compile your facts, your
figures, determine your timing and jot down some ideas for
your close. If possible practice them with your career coach or
a personal confidant. I hope it goes without saying NOT to
practice this with anyone at work. At the very least role-play
it yourself a couple of times (yes, out loud) to work on your
phrasing and reduce your stress level. If you're fearful you'll
forget something important you might want to bring in with
you a list of your facts and figures but include nothing else.
Suck It Up. I just looked up the word gumption to make sure
it was a real word and not one just made up by Mark Twain or
my father. I loved some of synonyms: initiative, spirit, pluck,
nerve, mettle, street smarts, moxie. Choose the word that
works for you but choose one, use it and show it. In the world
of work there are some and, if you're lucky, maybe even
more than a few who will wish you well but it is your sole
responsibility to be your own best advocate. As a special note
to women I read a study last winter from the University of
Chicago that showed that when it's stated that wages are
flexible men and women alike will negotiate. But when it is
not stated outright women tend not to negotiate. So even if
it's not specifically spelled out somewhere take it from me compensation is always negotiable to some degree. The
question is will you show enough gumption to speak up.
Be Happy and Successful. The emerging field of positive

psychology has much we can learn about our work and career
lives. Studies show us that, among other things, happy
people are more likely to have higher incomes. Okay - no big
surprise there because we're typically told that folks who are
successful are happy (though it's worth noting that more
money doesn't necessarily mean more happiness). One study
from the University of Missouri looking at things from a
different viewpoint showed that being happy and having a
positive attitude enhances workplace success. Ah, now that's
interesting. And of course being successful at work often
means being able to negotiate for higher compensation.
So to close out this edition of LifeMap dedicated to getting
you a raise let me suggest that if you are not able to achieve
the success you want at work then you probably will not be
able to negotiate the fraise you want. Perhaps you should ask
yourself if you are happy at your work and if you have a
positive feeling about your work. If not, perhaps you are not
in the right organization or even in the right field. These are
hard questions and the answers may dictate a job or career
change. The relationship between happiness and success is
mutual and symbiotic. But don't you deserve both?
Dig Deeper. I should mention that when I occasionally
suggest additional resources I don't always agree with
everything included therein. But, even if a suggested resource
offers an opinion or approach contrary to mine I will offer it if
others whose opinion I value have found useful. This is the
case this month. I offer these resources to you with the
understanding that they are addressed to your best
judgment.
Winning Job Interviews by Paul Powers (Nov 30, 2009)
Five Great New Elevator Pitches: Get a Job, Get a Raise, Get a
Date and MORE by Chris Westfall (Aug 31, 2011)
LifeMap is about encouraging you to invest your time and
energy in enterprises that compensate you fairly in money but
also in engagement and satisfaction.

· Need Career Coaching?
The best investment you can make is in your career, your
future and yourself.
email drpaul@drpaulpowers.com

· Tired of boring meetings??
Have Dr. Paul speak at your next off-site meeting or
conference. Fast-moving, practical, motivating presentations
from an acknowledged leader in the field of career and
personal success.
http://www.drpaulpowers.com/speakingschedule.html

Resources
· Are you or someone you know job hunting or thinking about
it?
The best, concise, all-round job changing guide available.
Revised Edition Winning Job Interviews by Dr. Paul Powers.
In this easy-to-follow, step-by-step book, Dr. Paul Powers
demystifies job interviewing, explains why the process
actually favors the job hunter, and shows how you can
dramatically improve your interview skills.
Packed with solid, practical information and laced with both
humor and "kick in the pants" motivation, Winning Job
Interviews is the book you wished you had before your last
interview... and is mandatory preparation for your next one!
· Stalled at work? Still struggling to find your true vocation?
Or know someone who is? Order your copy of Love Your Job!
Loving the Job You Have, Finding A Job You Love by Dr. Paul.
http://www.drpaulpowers.com/booksandarticles.html

Have an issue or question you'd like Dr. Paul to address in a future edition? Send an email
to the email address list below.
If you found this issue of LifeMap of value please forward it to 3 people who you think will
enjoy it or you may send us their email address a for a free subscription.
To ensure that LifeMap is delivered to your inbox, please add drpaul@drpaulpowers.com to
your address book or list of approved senders.
(Our privacy policy: we do not share or sell email addresses or any info with any other parties. Ever.)

Sincerely,
Dr. Paul
Email: drpaul@drpaulpowers.com
Phone: 941-681-2304
Web: http://www.drpaulpowers.com
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