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introduction.
No one likes discussing money: a conversation
concerning salary with your employer can therefore be
an intimidating prospect. However, a successful wage
negotiation can be beneficial for both parties. In the first
section of this Women’s Mentorship Session in
partnership with HerCapital, Rutherford explores some
tips and strategies for initiating a successful salary
discussion. These ideas stem from a virtual roundtable
held on the 17th March 2021 with Joy Rhoades, a
successful author and ex-Managing Director at
renowned financial services firm JPMorgan. 

Whether you are starting a new role in a different
company or looking for a raise as an existing member of
staff, we will explore when to bring up a salary
discussion, how to successfully negotiate and what to
do in the unlikely circumstance that you’re unsuccessful
in your negotiation. 

It is one of the most dreaded conversations to have with an
employer, but having a salary discussion can be beneficial in the
short-term and long-term for both parties. A study completed
by Linda Babcock for her seminal book Women Don’t Ask
disclosed that only 7% of women attempted to negotiate their
first salary, while 57% of men did. Of those people that
negotiated, they were able to increase their salary by over 7%.

This lack of knowledge on how and when to discuss a salary with
either a prospective or current employer quickly becomes
problematic, as it prevents women to get the pay they deserve
right from the beginning of their professional journey.
Compensation being a major factor in accepting a job offer or
continuing in a position, it is crucial that women are properly
equipped with tips and tools on successfully negotiating their
wages. 

Knowing when to bring up a salary discussion is key, as there
are several pitfalls you should try to avoid. Importantly, if you
feel like you deserve financial recognition for your contribution
to the firm, you should avoid waiting too long to bring it up with
your employer. 

When Should You Bring Up a
Salary Discussion?
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Negative thoughts concerning self-worth and compensation can lead to a frustrated working environment and
eventually anger, which will be damaging in a salary conversation with your employer. 

If you’re already in a role and feel like you deserve a raise, you should initiate a discussion after completing
a particularly good project. As Joy Rhoades states, ‘you want to be in your very best light when you’re asking
for something that you deserve’. At this time, your manager should be aware that you have recently exceeded
in a project and will be potentially more flexible in rewarding you for your achievements within the company. 

In terms of environment, during a performance review is a good time to bring up the subject of salary.
Rhoades suggests that ‘if a firm is switched on, they will be considering salary in your annual performance
review because they should be keeping pace with inflation’. In these circumstances, managers are more likely to
be open to the idea and not be shocked if you do bring it up. Again, if your performance review comes after a
particularly good project or if you have been excelling yourself within the company for a while, a salary
discussion should be natural and easy. 

In the case they offer you a new role within the company – an uplift – based on your expanding skills base
and success in your current role, the following applies. If comfortable to do so, you should agree to the new
position and express your enthusiasm for pursuing this new opportunity before turning towards the subject of
salary. In a secondary meeting, where your employer will outline the new role to you and what it will entail, you
should bring up concerns about compensation or benefits. 

If you are starting a new position within a different company or firm, the following should be useful. After
the second interview with the hiring manager or prospective employer is a good time to bring up salary
expectations. This is when you’ve pretty much secured the role and the interviewer should expect the subject of
compensation to be raised. Prior to this, broaching the subject of money in the first interview or even your
application is a turn off for many employers. These initial stages are designed to let the employer get to know
you, discovering how you might be a good fit for the role and the strengths you’d bring to the company. If you
suggest money is a motivation it implies you value financial gain over experience and the opportunity to join the
firm. 

Prior to beginning a conversation about your salary, you should demonstrate that you are a good fit for the
position and give yourself time to consider if the job is right for you. If you are working with a recruitment
consultant, they can help you discuss your salary and even negotiate on your behalf. 
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Do Your Research

If you have decided to broach the topic of salary with your employer, it is crucial to be prepared
beforehand. Failing to know the market rate for your position and expertise can prove fatal in a
salary negotiation, allowing the employer to lead the conversation. Below, we will briefly explore
what to know before initiating a discussion concerning your salary expectations and where to
find the relevant information. 

It may be that you have recently assumed a new role within a company where your
responsibilities and the demands on your time have grown without any additional compensation.
In this case, before opening a discussion with your employer about this issue, familiarise yourself
with the market rate for your position.

You can find the average salary ranges for your area of expertise by looking on sites such as
PayScale or Glassdoor or by reviewing recent Salary Surveys for your field; you can find these
published on recruitment sites such as Rutherford’s. Salaries continually fluctuate due to the
inflation rate, so it is important to keep in the know about changes in the market. 

Leverage your network and connections, and if you have the opportunity ask your
associates – both men and women – about how much they are being paid. This will help reveal
any inequalities in pay related to the gender gap.

You can also talk to recruiters, who can offer invaluable consultancy when considering opening
a salary discussion and know exactly what people with your expertise are worth. They may not be
able to provide a specific number, but they will be able to offer a range. This will help you identify
a compensation package you would ideally like to receive. 

Knowing the numbers is invaluable: a hiring manager cannot argue against verifiable statistics.
Joy Rhoades advises that you present your request for a raise by highlighting that you have done
your market research and expressing that you are ‘being paid out of sync with the market and
my role is demanding X’. Alternatively, ‘this is where people of my experience and role are being
paid, and I’m being paid that minus X’.

Assuming you are entitled to top pay will help you negotiate a figure both you and your
employer are satisfied with. Further, according to studies, asking for a very specific number -
for example £61,595 and not £62,000 - demonstrate to an employer than you have done in-
depth market research and know what you want; leaving them less likely to negotiate
downwards. 

https://www.payscale.com/
https://www.glassdoor.co.uk/
https://www.rutherfordsearch.com/blog/2021/02/the-rutherford-salary-surveys-from-compliance-to-legal
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Commencing a salary discussion can be a daunting prospect, but
there are techniques to lessen anxiety and strengthen your request
for a raise. You will find below some tactics and strategies to pursue a
salary discussion with confidence and clarity.

According to Joy Rhoades, the best time to initiate a salary discussion
is on a Thursday with a coffee. Studies show that towards the end
of the working week we become more acquiescent to new ideas as we
wind down for the weekend. So, take your manager out to a coffee
shop and open a conversation about a potential raise.

Otherwise, during an annual performance review is the ideal time
to initiate a conversation concerning salary expectations. It is a good
idea to briefly mention the prospect of a raise three months
prior to a scheduled performance review, that way your manager is
prepared for the question and has had time to review your position
objectively and thoughtfully. 

If none of the above works for you, schedule a meeting with your
superior and make clear your intent to discuss your salary. 

It was suggested earlier that a good time to initiate a salary discussion
is after a particularly successful project. But it is worthwhile
keeping an up-to-date record of your achievements and the growth
you have personally brought to the company. When considering if you
deserve a raise, managers will not only assess an individual’s recent
performance, but overall contribution. When initiating a salary
discussion, you can even present your boss with a physical
document outlining how you have consistently gone above and
beyond what the role demanded. 

Whether you’re negotiating an incoming salary or looking for a raise,
preparation is key. Rhoades recommends writing out a list, or script,
which you can then practice with a supportive friend. This will aid in
expressing yourself clearly and with purpose during a meeting. 

Before initiating the conversation, make sure you are employing
strong body language. Amy Cuddy, a social psychologist and
professor at Harvard Business School, discusses the importance of
‘non-verbal behaviours’ in getting what we want. Cuddy suggests
standing in a ‘power pose’ for several minutes before a meeting allows
you to perform better, by increasing testosterone and decreasing
chemicals linked to stress, like cortisol. When entering, keep your
posture tall and make sure to smile, reflecting positivity and
confidence. Throughout, keep your body open and expansive. 

A crucial part of a salary discussion is the number you demand.
Rhoades advises against giving a range: ‘don’t give a range because
automatically the other party will drop to the lower level’. It is
important to stay positive and avoid confrontational language, keep in
control of the narrative and you should have a successful salary
discussion.

Initiating the Salary Discussion
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How to Successfully Negotiate 
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What Happens if You Are Unsuccessful

According to PayScale, research shows that 75% of individuals who ask for a raise receive some
form of financial compensation. But what about the other 25%? This section will explore good
reactionary steps to take in the unlikely circumstance that you are unsuccessful in negotiating a
salary increase. 

Rhoades advises to always ‘bear in mind…they might say no’. Throughout the conversation with
your employer or hiring manager, from introducing the subject of a raise to negotiating, it is
important to consider they may refuse and have measures in place to end the discussion on a
positive note. 

Firstly, do not take it personally. Remind yourself that everyone else is having these
conversations, and a denial is not a reason to question your self-worth or aptitude. The
employer will have their own reasons for refusing to give a raise, they may be working under
strict quotas and at this time cannot offer you compensation but may have the opportunity to do
so in the future. 

For this reason, it is important to ask questions. Questioning the other party why they cannot
offer you a salary increase at this time will hopefully lead to an honest conversation about your
place in the company and what you can do to earn a raise in the future. If the employer is
denying you compensation based on your performance in the company, ask them what you
could do to improve. Additionally, you could suggest scheduling another meeting to discuss
these ideas further. 

If an employer is unable to offer you financial compensation, they may be able to offer
alternative benefits that will supplant your desire for a wage increase. For example, a bonus,
more vacation time, memberships, or a flexible schedule. 

It may be that you will need to gain a promotion to increase your salary, if so, consider what
your career goals are. Following this, initiate a candid conversation with your manager
concerning opportunities to rise through the company and what your next steps should be to
reach this objective. 

If you are joining a new company and have been unable to successfully negotiate an incoming
salary with the hiring manager, be polite and let them know you will get back to them
after considering the initial offer further. It is worth asking whether a salary increase for the
role would be possible in the future based on your performance. The answer should be yes, as
good employers ought to be keeping in line with inflation, while offering incentives for their
employees to stay on. 



After the meeting, take notes on elements you could adapt or change for a future meeting. An
opportunity to discuss your salary may come up again sooner than you think, so be prepared

to modify your pitch from what you have learnt in an initial discussion – whether its body
language, your achievement report, or the way you negotiated – use your judgement to tailor

your salary proposal. 
 

Keep trying: if you love your position and do not want to move, but ideally need more money
to make it viable in the long-term do not give up. The manager over time should recognize this,

accept you are both committed and excelling yourself, and eventually offer you a financial
incentive. 

 
However, if an employer blankly refuses to consider offering you a raise or if you are

consistently being underpaid – take it personally. If you have broached the subject of a salary
increase on multiple occasions to no avail and are excelling yourself within the company, it may
be your employer undervalues you. If this is the case, it may be time to move on. Remaining

in an organization where you feel unappreciated and neglected will be detrimental to your
mental wellbeing and performance in the long run. 

 

Do not be scared to move: the job market is always changing,
so keep in the know about available positions. Today, it is easy

to conduct a first and even second interview with another
employer virtually, so do not feel like you must leave your job

before you find another position. Again, recruiters can aid this
process and help ease your transition into a new role. 

rutherfordsearch.com +44 (0)207 412 8923Rutherford
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Congrats, You Got a Raise! – What to Do Next

Successfully negotiating a wage increase can be invaluable in the long-term. As Stanford
negotiation professor Margaret A. Neale explains: If you get a £100,000 salary and your co-
worker negotiates up to £107,000, assuming you are treated identically from then on, with the
same raises and promotions, you will have to work a full eight years longer to be as wealthy as
them at retirement.

That said, in the short-term a lucrative salary negotiation is vital in climbing the corporate
ladder and proving your worth. Achieving a raise can sometimes come with a new job title
within the company, which typically means you will have additional responsibilities. 

Even if your job title remains the same, your duties within the company may still expand and
change if you have received a wage increase. Do not be idle – if you have successfully
negotiated a raise with your employer, they will be on the look out for you to prove you are worth
the extra money. 

A manager or your superior may also demand more from you; asking for a raise not only
demonstrates confidence but implies your commitment to the company in the long-term.
Therefore, it is likely your employer may consider you more trustworthy or reliable, requiring you
to input on decisions you had previously been excluded from. 

The tenacity to ask for a salary increase often encourages respect in the workplace. 

However, bear in mind this will not be your last salary discussion. It is important that you
are consistently checking that you are being paid fairly for your role and expertise, keeping up to
date with recent salary surveys for your field. 

Whether you decide to move companies or attempt to work your way to the top, you will require
the skills and knowledge from previous salary conversations to broach the topic again. Learn
from your experience and keep a record of what worked well and what did not and remember to
keep adding to your performance record.

If you are set on reaching the top, it is important to stay alert to opportunities to expand your
existing skill base and network. Upskilling, both personally and professionally, can be a great
way to do this, allowing you to demonstrate to your employer that you are willing to learn and
self-improve. This area will be covered in the next section of this women’s mentorship series. 

Finally, celebrate! Take time to enjoy your success and your new salary. 

https://www.themuse.com/advice/how-to-negotiate-salary-37-tips-you-need-to-know

