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AVk foU a RaiVe oU PUomoWion 
In a Vhak\ econom\, iW'V beVW jXVW Wo be damn
gUaWefXl \oX haYe a job, UighW? WUong, Va\V Joel
GaUfinkle, aXWhoU of GeWWing Ahead: ThUee SWepV Wo
Take YoXU CaUeeU Wo Whe Ne[W LeYel. "YoX can VWill
aVk foU moUe mone\ if \oX can VhoZ WhaW \oX'Ue
going Wo haYe an impacW on Whe compan\'V boWWom
line," he Va\V. Do \oXU legZoUk: AVk an HR Uep
ZhaW Wime of Whe \eaU UaiVeV aUe giYen oXW. And aim
foU a nice da\. E[peUWV Va\ WhaW people Wend Wo be in
beWWeU moodV Zhen iW'V VXnn\.

FiUVW piWch: Sa\ \oX'Ue V\mpaWheWic Wo Whe WoXgh
WimeV, When offeU Vpecific Za\V WhaW \oX can VaYe
Whe compan\ mone\, VXch aV Waking on e[WUa ZoUk,

Va\V Vickie Mila]]o, aXWhoU of Wicked SXcceVV IV InVide EYeU\ Woman.

When Whe\'Ue heViWanW: OK, Wime Wo Wake a diffeUenW Wack. LeW \oXU boVV knoZ \oX'Ue ZoUWh Whe ValaU\ booVW b\
pUeVenWing eYidence of \oXU YalXe, VXch aV e-mailV fUom clienWV Va\ing "YoX Uock!" (oU ZoUdV Wo WhaW effecW) oU Whe
jaZ-dUopping UeVXlWV of a pUojecW of \oXUV, Va\V Elaine VaUelaV, managing paUWneU aW Ke\VWone PaUWneUV, a caUeeU-
managemenW fiUm in BoVWon. Be fUiendl\, bXW Zipe off Whe Woo-eageU gUin.

"OYeU-Vmiling iV a cUedibiliW\ UobbeU foU Zomen Zhen negoWiaWing," Va\V CaUol KinVe\ Goman, Ph.D., aXWhoU of The
SilenW LangXage of LeadeUV. When Whe\'Ue VWill noW conYinced: If \oXU boVV Zon'W bXdge, aVk if Vhe can VhoZ Whe loYe
ZiWh WXiWion UeimbXUVemenW, ZoUk-fUom-home da\V, oU a g\m membeUVhip.

SWop! PXVhing fXUWheU Zill onl\ jeopaUdi]e \oXU UelaWionVhip ZiWh \oXU boVV. BXW leaYe Whe dooU open foU fXWXUe
diVcXVVionV b\ aVking ZhaW Wangible WhingV \oX can do beWZeen noZ and \oXU ne[W eYalXaWion Wo pXmp Xp \oXU
pa\check.

NegoWiaWe a BX\ 
Walk in ZiWh a fiVWfXl of compeWiWoU adV and pUiceV fUom online UeWaileUV like Ama]on and eBa\ Vo Whe ValeVpeUVon
knoZV \oX can eaVil\ Vhop elVeZheUe.

FiUVW piWch: DiYe in ZiWh \oXU pUice fiUVW, Va\V TeUU\ Bacon, aXWhoU of ElemenWV of InflXence: "ShooW foU 20 peUcenW
beloZ Whe loZeVW pUice \oX'Ye Veen locall\, and XVe WhaW aV a VWaUWing poinW foU Whe negoWiaWion."

When Whe\'Ue heViWanW: TU\, "I like WhiV, bXW ZhaW can Ze do aboXW Whe pUice?" ThiV makeV iW Veem like \oX'Ue ZoUking
WogeWheU, Va\V Goman.

When Whe\'Ue VWill noW conYinced: OffeUing Wo pa\ in caVh VaYeV Whe VWoUe Whe cXW iW haV Wo giYe Whe cUediW-caUd
compan\, Zhich can be aUoXnd 5 Wo 7 peUcenW of Whe iWem'V pUice, Va\V Bacon. OU haggle on noncaVh VWXff, like fUee
deliYeU\ oU a beWWeU VeUYice plan.

SWop! AW a VWandVWill? Thank Whe ValeVpeUVon and Well heU Wo call \oX if an\Whing changeV.
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Raise Funds for Your Charity Race 
Weeks before the big ask, send your friends links to
stories related to the charity. Tell them why the
cause is important to you (e.g., your cousin was just
diagnosed with juvenile diabetes) or point out how it
might hit home. ("Heart disease is the number one
killer of women!")

First pitch: Tap family and close pals who are likely
to donate. "Mention those contributions when you
appeal to coworkers. When people see that there's
strength in your cause, they feel more secure about
pitching in," says Laura Fredricks, author of The
Ask. The best time to hit them up, by the way: on or
just after payday, when people are feeling flush.

When they're hesitant: Dangle fun incentives in front of reluctant donors. Promise them that once you reach your
goal, you'll host a dinner party or bring a plate of your famous brownies to the office.

Stop! If you get a flat-out no, let it go. You could push harder, but the cost²annoying your pals and coworkers²
isn't worth it.

Nab a Discount 
Whether it's the cable company or a retailer, figure out how long you've been a customer and how much cash you've
dished out. Drop that into the discussion.

First pitch: Find out the customer service rep's name (and use it) and ask where she's located. "The person on the line
is often treated like a machine, so a few questions can help form a connection, which may make her more open to
helping you," says Barbara Bellissimo, author of Become Your Own Great and Powerful.

When they're hesitant: Stay friendly. (That old adage about catching more flies with honey? True.) Displaying some
vulnerability will also help bring down the rep's defenses, says Michael Pantalon, Ph.D., a psychologist at Yale
University. Stroke her ego by saying, "I know it's up to you. What do you think is my best option?"

When they're still not convinced: Stress that you would like to stay a loyal customer and will give frequent shout-outs
about them to all your friends.

Stop! If the service rep repeatedly says no, ask for a supervisor. Do it before you annoy her, or the manager could
start talking to you on the defensive.
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