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Entrepreneurs, high-net-

worth individuals, women, 

and families rely on Debra 

Brennan Tagg and her 

fiduciary team at BFS 

Advisory Group to help them 

set and pursue strategic 

financial goals. As a female 

leader, business owner, 

and Certified Financial 

Planner®, she is doing her 

part to change how women 

are viewed in the financial 

industry. “The wage gap 

is real,” she says. “The 

reasons are many, but it’s 

time for women to start 

negotiating.” She recently 

launched The Aspen Society, 

providing women with 

financial wellness and frank 

discussions about money, 

and hosted its first webinar 

“Trust Yourself.” 

debra brennan tagg is a financial planner, 
not a lawyer. Yet she wants women to become bet-
ter negotiators. In her words: It is obvious that if 
women made as much money as men, they would 
have enough resources to achieve their longer-term 
financial goals at the same level that men do.

What are the first steps in a salary  
negotiation for women? 
“Don’t focus solely on the salary piece—although 
it is a big piece. We advise our clients to use their 
money to have the lives they want. After this year, 
we’re all clear that it’s not just about salary or the 
corner office or the title. Flexibility or continuing to 
work from home may now be more important to you. 

Before you negotiate, identify your vision of what 
you want your job to do for your life. Be clear about 
your terms. Is it a promotion or a bigger salary or a 
flexible schedule? Know what other people in the 
company are making and which roles are most re-
warded. Who seems like they work 24 hours a day? 
Who seems to have more balance? What could you 
make in a similar role outside of your current com-
pany? Be prepared to say ‘These are things I need 
to be happier here. I’m good for this company, and 
the company is good for me.’ If you are satisfied 
with your salary, negotiate the flexibility. Or be 
ready to negotiate both if you need more of each. 
However, be willing to give up some salary if you 
are asking to work less. And be willing to commit 
to what you agree to.”

How can the negotiation discussion 
be less intimidating?
“Most women haven’t been raised to negotiate the 
way men have. Approach it as a conversation. If you 
go through the mental work ahead of time and know 
why this is important to you and why you deserve 

it, you’ll gain confidence in the ask. Then it’s just a 
discussion. Remember, ‘no’ doesn’t end the game— 
it just sets the rules. In fact, ‘no’ could be the begin-
ning of ‘yes.’ If the answer is ‘no,’ ask why. What can 
you improve, learn, or achieve to get to ‘yes?’ How 
soon can that happen? If the answer stays ‘no,’ then 
figure out if the position still allows you to have the 
life you want.”

Once the meeting is set, what’s next?
“Even for women well advanced in their careers, 
compensation meetings are set by a superior. My ad-
vice is for women to flip that. Start the conversation 
well before salaries are reviewed. There’s an idea in 
negotiation called anchoring—throwing an anchor 
overboard to keep the boat floating just above it. By 
setting the meeting, you anchor the fact that there 
needs to be a conversation about compensation or 
other aspects of your role. 

Know your facts. Find ways to prove that what 
you are asking for will be good for you—and the 
company.  If salary is your driver, find out indus-
try averages, what your company’s competitors 
pay, and what your colleagues (especially the male 
ones) make. If you want to negotiate another ben-
efit, help your employer see how it will work for 
you and the company.

Any confidence-building tips? 
Think of a bigger vision. Every woman who recog-
nizes her value, who asks for what she’s worth—and 
gets it—is paving the way for other women to do the 
same. Many employers want to advance opportu-
nities for women, so let’s be bold and ask for what 
we need. Consider what it would be like if women 
at all levels, across companies of all sizes, ask for—
and receive—the opportunity to have the lives they 
want. Imagine that.
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INVEST FOR THE  
LIFE YOU WANT
Entrepreneurs, high net worth individuals, women and families rely on our strategic approach  
to set and pursue financial goals. We are trustworthy stewards of your wealth. 

To start planning for the life you want today, email us at hello@bfsadvisorygroup.com.
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