
Identifying Your Market Value
A Practical Worksheet for Working Professionals

You bring more to the table than you realize — this worksheet helps you see it, name it, and use it. Designed for career changers, early-to-

mid career professionals, consultants, and managers who are ready to stop guessing and start knowing what they're worth.



Why Market Value Matters — And Why Most 
Professionals Get It Wrong

Most working professionals underestimate their market value — not because they lack skills, but because they've never been given a 

systematic way to assess and articulate it. They walk into salary negotiations, client pitches, or job interviews with a vague sense of what 

they're worth, and end up leaving value on the table. Every time.

Market value isn't just your salary range. It's the intersection of your skills, your experience, your network, your results, and the demand 
for what you uniquely offer. It changes over time. It varies by industry, geography, and role. And critically — it's something you can 

actively manage and grow, not just passively receive.

This worksheet solves a specific problem: you can't communicate what you haven't clearly defined. Whether you're negotiating a 

raise, pitching a consulting rate, positioning yourself for a promotion, or switching careers, the professionals who succeed are the ones 

who can confidently answer, "Here's what I bring, here's what it's worth, and here's why you need it."

How to Use This Worksheet

01

Read Through First

Skim the full worksheet before filling anything in. Get a sense of the journey.

02

Work Section by Section

Each step builds on the last. Don't skip ahead — the sequence matters.

03

Return and Refine

Your answers will improve over time. Revisit every 6 months or before major 

career moves.

04

Apply Immediately

Use your outputs in your resume, LinkedIn, pitch, or negotiation — right away.

You'll walk away with:

A clear inventory of your hard and soft skills

Quantified proof of your impact

A defined market positioning statement

A salary and rate benchmarking framework

A personal value pitch you can use 
immediately
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Audit Your Skills — Hard, Soft & Hidden

Before you can know what you're worth, you need a complete inventory of what you actually bring. Most professionals have a 
surprisingly incomplete picture of their own skill set — they remember the big, obvious things and forget the dozens of competencies 

they've built through everyday work. This step fixes that.

Think across your entire career history, not just your current role. Think about the skills you use instinctively — the ones you don't even 

consider "skills" anymore because they feel natural. Those are often your most valuable assets, and the hardest for others to replicate.

🔧 Hard Skills
Technical, teachable, measurable 

capabilities.

Software, tools, platforms

Certifications and qualifications

Languages (spoken or 

programming)

Domain expertise (finance, ops, 
marketing, etc.)

Methodologies (Agile, Six Sigma, 
etc.)

🧠 Soft Skills
Interpersonal, behavioral, leadership 

capabilities.

Communication and persuasion

Leadership and influence without 
authority

Conflict resolution and negotiation

Emotional intelligence

Strategic thinking and problem-

solving

💎 Hidden Skills
Undervalued competencies you use 

daily without naming.

Cross-functional collaboration

Managing up or sideways

Synthesizing complex information 

quickly

Building trust with clients or 
stakeholders

Navigating ambiguity and change

✏️ Worksheet — Skill Inventory: List your top 5 hard skills, top 5 soft skills, and 3 hidden skills below. For each skill, rate your 

proficiency: Developing / Proficient / Expert. Then mark which skills are most in-demand in your target industry or role.

Skill Name Type Proficiency Level Market Demand?

e.g. Financial Modeling Hard Expert High ✅

e.g. Stakeholder Communication Soft Proficient High ✅

e.g. Simplifying Complex Data Hidden Proficient Medium ⚡
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Quantify Your Impact — Results Speak Louder 
Than Roles

Job titles describe your position. Results describe your value. The single most powerful thing you can do to understand and 

communicate your market worth is to translate your work into numbers, outcomes, and tangible impact. This is what separates 

professionals who command premium rates from those who feel stuck.

Most people resist quantifying their work because they think they don't have "impressive" numbers, or they genuinely can't remember 
specifics. But quantification doesn't require perfection — it requires honesty. Approximations with context are far better than vague 

statements. "Reduced processing time by roughly 30%" beats "improved efficiency" every single time.

Situation
Describe the context and key 

challenges.

Action
Detail what you specifically did 

to address it.

Result
Explain the change, 
improvement, or creation.

Number
Attach a clear metric, percent, 
dollar, or timeframe.

This SARN method helps you convert every career experience into a compelling, quantifiable proof point. Use it for your resume, 

interviews, pitch decks, and rate negotiations.

✏️ Worksheet — Impact Inventory: Think of 5–8 specific projects, initiatives, or contributions from your career. For each one, 
apply the SARN method. If you can't find an exact number, use ranges or estimates and note them as such. Focus on results 

that show revenue generated, costs reduced, time saved, people influenced, or problems solved.

Project / Role Action You Took Result / Outcome Metric

e.g. Led sales team 
restructure

Redesigned territory allocation and 
incentive plan

Increased quarterly revenue +22% in Q3

e.g. Managed client 

onboarding

Built a new onboarding playbook Reduced time-to-value for clients 45 days → 28 

days

"The market rewards results, not effort. The professional who can show what they've achieved — in concrete terms — will always 

outposition the one who can only describe what they do."
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Map Your Market — Know the Landscape You're 
Playing In
\

Your market value doesn't exist in a vacuum — it exists within a specific context: an industry, a geography, a type of employer, a career 

level. The same set of skills can command wildly different compensation depending on where and how they're applied. A project 

manager in tech earns differently than one in non-profit. A consultant with Big 4 experience is positioned differently than one from a 

boutique agency. Knowing your market landscape is non-negotiable.

Market mapping isn't about comparing yourself to others out of anxiety. It's about gathering intelligence so you can make informed 

decisions. When you know the salary band for your role, the going rate for your consulting services, or the typical package for your next 

career step, you negotiate from a position of knowledge — not guesswork.

Where to Research Your Market Value

Salary Databases

LinkedIn Salary, Glassdoor, Levels.fyi, Payscale, Bureau 

of Labor Statistics, industry-specific surveys

Job Postings

Scrape 10–15 job descriptions for your target role. Note 

required skills, responsibilities, and listed salary ranges.

Network Intel

Trusted peers, mentors, recruiters, and professional 
communities often have the most accurate real-world 

data.

Industry Reports

McKinsey, Deloitte, Robert Half, LinkedIn Workforce 

Reports publish annual compensation benchmarks by 

sector.

✏️ Your Market Map

Target Role / Title:

___________________________

Industry / Sector:

___________________________

Geography / Location:

___________________________

Company Size (startup / mid / enterprise):

___________________________

Market Salary Range (researched):

Low: _______ Mid: _______ High: _______

Consulting/Freelance Day Rate (if applicable):

___________________________

💡 Pro Tip: When researching salary data, always filter for your specific combination of role + industry + geography + years of 

experience. Averages across all categories are often misleading. Aim to gather at least 3–5 data points before forming a view of 

your range.
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Define Your Positioning — What Makes You 
Distinctly You

Skills are the entry ticket. Positioning is what wins the game. Two candidates can have nearly identical qualifications, but the one who 

can clearly articulate their unique angle — their specific combination of experience, perspective, and value — will almost always come 

out ahead. This is your professional positioning, and most people have never consciously built one.

\

Your positioning isn't a boast — it's a clarity tool. It answers the question every hiring manager, client, or stakeholder is silently asking: 
"Why you, specifically, over everyone else who looks similar on paper?" When you can answer that question crisply and confidently, you 

stop competing on qualifications alone and start competing on value.

Positioning Reflection Questions

The Strength Question
What do colleagues, managers, or 

clients consistently come to you for? 

What do people thank you for most 
often? What feels effortless to you but 

hard for others?

Your answer: 

_______________________

The Differentiation 
Question
What combination of industries, 

roles, or experiences do you have that 

most people in your field don't? What 

perspective do you bring that's 
genuinely unusual?

Your answer: 

_______________________

The Demand Question
Looking at the market research you 

did in Step 3 — which of your skills or 

experiences are employers or clients 
actively seeking and willing to pay a 

premium for?

Your answer: 

_______________________
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Build Your Value Pitch — Own the Room in 60 
Seconds

All the work you've done in the previous four steps culminates here. Your value pitch — sometimes called a professional narrative or 

positioning statement — is a concise, compelling articulation of who you are, what you do, and why it matters to the person in front of 

you. It is not a life story. It is not a résumé read aloud. It is a carefully constructed statement of your market value, delivered with 
confidence.

The best value pitches are specific, result-focused, and audience-aware. They adapt slightly depending on context — a salary negotiation 

pitch sounds different from a consulting introduction — but the core structure and key proof points remain consistent. Build your 

foundation here, then flex it for each situation.

ValueProofWhatWho

✏️ Worksheet — Build Your Value Pitch: Use the formula above to draft your own 60-second value pitch. Write it in plain, 

natural language — the kind you'd actually say out loud, not corporate-speak. Aim for 4–6 sentences. Then read it aloud and 

refine it until it sounds like you at your most confident.

1

WHO I Am
I am a [role/title] with [X years] of experience in 

[industry/function]...

Draft yours: _______________________

2

WHAT I Do
I specialize in [specific area] — particularly [niche or approach 

that differentiates you]...

Draft yours: _______________________

3

My PROOF
In my last role, I [specific action] which resulted in [quantified 

outcome]...

Draft yours: _______________________

4

The VALUE
What this means for you / your team / your organization is 

[specific, relevant benefit]...

Draft yours: _______________________

Sample Completed Pitch: "I'm a product manager with 8 years of experience in B2B SaaS. I specialize in turning complex enterprise 
customer feedback into roadmap decisions that drive measurable retention. In my last role, I led a voice-of-customer initiative that 

reduced churn by 18% within two quarters. For your team, that means faster alignment between customer needs and product 

direction — without the noise."
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Set Your Number — Anchor With Confidence, Not 
Anxiety

Everything you've built in this worksheet leads to a single, practical moment: knowing what number to put on the table. Whether that's a 
salary figure, a consulting day rate, a project fee, or a raise request — your number needs to be grounded in evidence, not emotion. This 

step helps you arrive at a range you can defend, communicate, and stand behind.

One of the most common mistakes professionals make is anchoring their number too low — either out of fear of rejection, imposter 

syndrome, or simple lack of research. The second most common mistake is anchoring too high without supporting evidence. Both 

undermine credibility. The goal is a confident, evidence-backed range that reflects your skills, your results, your market data, and your 

unique positioning.

Your Compensation Framework

Market Range (from Step 3) $_______ – $_______

Your Skill Premium +$_______ or +____%

Impact Premium (quantified 
results)

+$_______ or +____%

Positioning Premium 
(unique angle)

+$_______ or +____%

Your Target Number $_______

Your Walk-Away Floor $_______

Your Opening Anchor $_______

Anchoring Rules

Always anchor at or above your target — not at your 

floor

Quote a specific number, not a range, when asked 

first

Justify your number with 1–2 proof points 
immediately

Silence after stating your number is powerful — don't 
fill it

Never apologize for or qualify your number 

unprompted

Know your non-negotiables beyond salary (flexibility, 

title, equity, etc.)

💡 Script to Try: "Based on my research into market rates for this role, and given the results I've delivered — including [1 key 

proof point] — I'm targeting a base of $[your anchor]. I believe this reflects the value I bring and aligns with current market 

benchmarks."
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Real-World Application — See It in Action

Case Example: From Undervalued to Confident Negotiator

Meet Priya. She's a 7-year marketing professional who recently moved from in-house brand management at a consumer goods company 

to a marketing consultancy. When she started this worksheet, she described herself as "a marketing manager who's good with 

campaigns." By the end, her self-description had transformed entirely.

1

Before the Worksheet
Priya was quoting consulting rates 25% below 
market, struggling to explain her value beyond 

her job title, and losing pitches to less 

experienced consultants with stronger 

positioning.

2

Skill Audit (Step 1)
Discovered she had advanced skills in consumer 

behavior analytics and cross-cultural campaign 

adaptation — two highly in-demand capabilities 

she had never explicitly named or marketed.

3

Impact Inventory (Step 2)
Surfaced that a campaign she led had generated 
£2.3M in incremental revenue and reduced cost-

per-acquisition by 31% — results she had never 

included in her pitch or portfolio.

4

Positioning & Pitch (Steps 4–5)
Built a positioning statement as a "consumer 

insights-led campaign strategist specializing in 

multi-market launches for challenger brands." 

Won her next two pitches and raised her day 

rate by 35%.

Common Mistakes — And How to Fix Them

❌ Mistake 1
Using job titles as your value statement.

Fix: Replace "I'm a project manager" with "I help cross-

functional teams ship complex initiatives on time — my last 

project came in 12% under budget."

❌ Mistake 2
Anchoring on what you made before, not what you're 
worth now.

Fix: Base your number on market data + your results, not your 

previous paycheck. Past salary is historical data, not your 

ceiling.

❌ Mistake 3
Hiding your results out of modesty.

Fix: Sharing your impact isn't bragging — it's professional 

communication. The hiring manager needs this information 
to make a decision. Help them.

❌ Mistake 4
Treating market value as fixed.

Fix: Market value is dynamic. Update this worksheet every 6 

months, after major projects, or before any salary or rate 
conversation.
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Self-Evaluation — How Strong Is Your Market 
Value Profile?

Use this quick self-assessment to identify where you're strongest and where to focus your energy next. Rate yourself honestly on each 

dimension using the scale below. This isn't about judgment — it's about direction.

Rating Scale: 1 = Not yet started  |  2 = Partially done  |  3 = Solid foundation  |  4 = Strong  |  5 = Confident and ready

Market Value Dimension My Rating (1–
5)

What Would Move Me to a 5?

I can clearly name my top 10 professional skills

I have quantified results from at least 5 career moments

I know the salary/rate range for my target role and 

market

I can articulate what makes my professional angle 

unique

I have a 60-second value pitch I can deliver confidently

I have a target compensation number grounded in 
evidence

I could negotiate a salary or rate increase today if 

needed

Score Interpretation: 7–14: You're at the starting line — this worksheet is exactly what you need. 15–24: Good foundation, a 

few clear gaps to close. 25–35: You're well-positioned — refine and deploy your pitch. The goal isn't perfection; it's clarity and 

action.
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Key Takeaways — Your Market Value Playbook at 
a Glance

You've done the work. Here's what to carry forward — your core principles for understanding, articulating, and growing your market value 

throughout your career.

1 Skills without proof are just claims
Every skill on your profile needs at least one quantified result attached to it. Build your impact inventory and update it 

continuously — it's your professional asset bank.

2 Market research is a professional responsibility
Knowing your market rate is not optional. You cannot negotiate what you haven't researched. Do this work before every salary 
conversation, client pitch, or career transition.

3 Positioning beats qualifications
The professional who can clearly articulate their unique value will outperform the more qualified candidate who can't. Invest in 

your positioning as seriously as you invest in your skills.

4 Your value pitch is a living document
Revisit and refine your pitch regularly. As you grow, your market value grows — make sure the story you tell reflects where you are 

now, not where you were two years ago.

5 Anchor high, justify with evidence
Set your compensation anchor above your target, not at your floor. State it with confidence, support it with proof, and let the 

evidence do the heavy lifting in any negotiation.

6 Market value is dynamic, not fixed
Treat this worksheet as a living resource. Return to it every six months, after major projects, and before any significant career 

move. Your value compounds — track it.

7 Confidence is a skill, not a personality trait
Communicating your value clearly and confidently is something you build through preparation and practice. The more you do 

this work, the more natural — and powerful — it becomes.
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Your Next Steps — Turn This Worksheet Into 
Action

Completing this worksheet is a significant step, but the real value comes from putting it into practice. Use the quick-reference action plan 

below to move from self-knowledge to measurable career progress. Pick your most urgent priority and start within the next 48 hours — 

momentum matters.

This Week
Complete all 6 worksheet steps

Research your market salary range

Draft your 60-second value pitch

Practice it aloud 3 times

This Month
Update your LinkedIn with your positioning statement

Add quantified results to your resume

Share your pitch with a trusted mentor for feedback

Set a specific negotiation goal

Next 90 Days
Use your pitch in a real conversation

Request a salary review or raise your consulting rate

Add 2 new impact stories to your inventory

Revisit your market research for accuracy

Every 6 Months
Repeat the full skills audit

Update your impact inventory

Re-benchmark your market rate

Refine your positioning and pitch

Remember This

You are not asking for a favor when you negotiate your value. 

You are completing a professional transaction — and both sides 

deserve accurate information. This worksheet gives you the 
information. What you do with it is up to you.

You've done the work. Now go use it.

A Note on Confidence

Imposter syndrome is real — but it's not data. The feelings of 

doubt you experience don't reflect your actual market value. 

The numbers, skills, results, and positioning you've 
documented in this worksheet do. When doubt shows up, return 

to your evidence. That's what's true.

Market value is not assigned to you by someone else. It's 

something you understand, build, and communicate. You now 

have the tools to do all three.
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