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Asking for a Raise or Starting Salary 

Share your goals and ask for feedback.
Have an honest and open conversation with your manager. If you've been in your current role for at least six months, then in a non-pushy or self-serving way, have a conversation with your supervisor to let them know that, while your priority is to excel in your current role, your long-term goal is to advance and that you want to make sure you're doing everything that you can to set yourself up for success. Don’t stop there. Ask for their recommendations on how you can improve in your current role and what you can do to position yourself well for the next role. Then implement the feedback, so you’re on track when it’s time to make you ask.
Take on more responsibility. 
"My best advice to fast-track a promotion is to dress for the job you want — and the job you have. First, command the tasks and responsibilities in your current role, and then start solving the problems that your soon-to-be self would be working on. The only way to effectively do this is through careful time management. Understand the core strategy of your organization, ask lots of hard questions and align your priorities with that of the company. You'll be running the show in no time.
Proactively communicate wins.
The most important thing you can do is consistently exceed expectations regarding your current role and job responsibilities. Always take on more than was expected of you, and manage these projects as well as your more senior colleagues. And don’t wait to share all your accomplishments at once. Also, proactively communicate your accomplishments to the boss. When you approached the boss with your request for a promotion, they may already know you deserve it! Every step of the way makes it easy for him/her to see that you were a star performer who deserved a better title and salary." Moral of the story? Share your accomplishments early and often.
Demonstrate your accomplishments and added value.
Show your value. “You want to be able to demonstrate that you have taken on additional responsibilities, as well as provide specific details about your accomplishments. Share examples of projects you have completed and how they’ve positively impacted the business. Was there an increase in revenue? Did you save a customer? If you’ve received positive feedback from colleagues or other leaders regarding your work, be prepared to share that with your manager as well. These are not only good indicators of your contributions but also of your future potential. Doing a great job and working a lot of hours aren’t enough to warrant a promotion or raise. You need to demonstrate how you’ve gone above and beyond to add value to your team and organization.” Identify ways you’ve earned money for the company, for example through sales, upsells or creating efficiencies. Numbers are very convincing: Include statistics and measurable data wherever possible. Instead of saying you doubled monthly sales, say that you grew monthly sales by 50 percent, a difference of $200,000.
Focus on why you deserve it (not why you need it).
Before you can convince your boss that you deserve a raise, you need to believe that you’ve earned it. “The best approach to asking for a raise is to focus on deserving one versus needing one. Too often, people argue that a raise is important because of very real costs in their lives, however, an employer is looking to give raises to people based on performance. Everyone would like to make more money, but don’t bring up personal reasons like your rent increasing, needing to plan an expensive birthday party for your dog or your vacation to Hawaii. Stick to discussing your performance and impact.
Practice your pitch and anticipate questions.
“This sounds strange and unnatural to a lot of people, but conversations in which you are asking for something almost always go better if you've rehearsed in advance and have considered the many possible responses that you'll get to each of your requests, and how you'll address these responses. After role-playing, the part of a resistant boss, having the actual conversation with him/her will be infinitely easier—and you'll have more confidence since you will be able to anticipate their responses and know how to address them.
Do your research.
Sure, we’d all like to be making one billion dollars (with a b), but that’s probably not a reasonable or feasible number. “Before any salary negotiation, conduct background research to determine your market value. You need to have a solid foundation for the request and realistic expectations. Study salary trends for professionals in your geographic area and industry with similar job titles, qualifications, and responsibilities. 
Use sites like PayScale, Glassdoor, and Salary.com to find out the market rate for your role or intended one. It will be useful when your boss asks you for the amount you’d like to make or tells you the amount they would give. 
Researchers at Columbia Business School found that it’s best to give a precise number instead of a round number because it makes the person seem informed. They found that people who gave a precise number were more likely to get conciliatory counter offers. Instead of saying you want $60,000 or $65,000 ask for $63,500. It’s also helpful to know the average raise is between one and five percent. You don’t want to suggest a number that is completely unrealistic.
Talk about the future.
Show you’re invested in the company. Every manager values loyalty. Start the conversation on a positive note, and explain how much you like working for your manager and the company. Then explain what you want to do in the future, and how you plan to contribute to grow the business. Volunteer for a project or create one by being a proactive problem-solver. When leveraging a project to get a raise, explain the new responsibilities you’d like to take on and how it will help the company grow and generate more money.
Be prepared to hear no.
Don’t be discouraged by a no. “If you don’t get the pay increase or new position you requested, it doesn’t have to be the end of your negotiation. Request an interim performance appraisal with clearly defined goals and salary adjustment before your next annual review. This puts you in line for a possible increase sooner and communicates how seriously you take your career,” If a raise and promotion isn’t going to happen right now, I suggest asking for things beyond salary such as professional development opportunities or more vacation time.
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