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Praise for Ask Like an Auctioneer

“Every woman on the planet must read Ask Like an Auctioneer. Dia Bondi undoes centuries of conditioning that told us to stay small and aim low. Her approach is simple and remarkably successful. This book will change lives.”

—Kat Gordon, CEO, The 3% Movement

“Ask Like an Auctioneer is the gateway to your biggest boldest dreams providing you with the tool set and perspective to get what you want. Excelling at asking is a skill set that changes lives—and that’s exactly what the book delivers on. Dia breaks down the process of asking in the most actionable and effective ways I’ve ever seen, including addressing mindset blocks in a way that will have you never thinking the same again. Reading this book will not only have you ask in a way that will unlock dreams but embody a version of yourself you wish you had gotten a chance to meet sooner! This book is filled with countless light bulb moments and I’m so happy I can apply her hard-earned insights to all aspects of my own life.”

—Gesche Haas, Founder & CEO, Dreamers & Doers

“Dia is a force who inspires the reader to take action with confidence through a matter-of-fact, bold, and energetic style of writing. Ask Like an Auctioneer is a fundamental shift in the psychology of how we think and manifest outcomes in order to design our best life. This book made me want to re-think, re-design, and get up and go for my next big thing.”

—Rob Acker, CEO, Salesforce.org

“As the CEO of Latinas in Tech, I understand the challenges women face in negotiating their worth and bridging the gender pay gap. This empowering book equips women with the strategies and tools to take control of their negotiations, allowing them to secure the recognition and compensation they deserve. With its actionable advice and expert guidance, Ask Like an Auctioneer is a game-changer for women striving for equality in the workplace.”

—Rocío Medina van Nierop, CEO, Latinas in Tech

“For so many of us who have conflated our intrinsic worth (and worthiness!) with how people assign us value, this book is a wicked wake-up call and invitation to rewrite our own estimations. Ask Like an Auctioneer is an elegant and powerful work that unlocks human potential to be more courageous about how we ask and get what we want in our professional and personal lives. Thanks to Dia for fabulously representing the voices of so many women from all walks of life, who share their fears, desires, and successes on their journeys that now coalesce into a movement for a more equitable society.”

—Dino Anderson, Chief Culture Officer, Articulate and Lecturer, Stanford Graduate School of Business
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This book is designed to provide accurate and authoritative information about personal development. Neither the author nor the publisher is engaged in rendering legal, accounting, or other professional services by publishing this book. If any such assistance is required, the services of a qualified financial professional should be sought. The author and publisher will not be responsible for any liability, loss, or risk incurred as a result of the use and application of any information contained in this book.
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Introduction

Remember those parties and get-togethers when you were a kid? The house parties for your favorite aunt. The sunny summer get-togethers. The family reunions. Maybe a weekly gathering of family and friends after chores or soccer practice or your karate lesson. Everyone would be there—cousins, friends of cousins, cousins who aren’t really your cousins.

For me, these events were usually at my grandparents’ house. And I loved them because they meant shucking corn, swimming, and guzzling a tangy punch my family made by mixing grape juice and lemonade. These parties meant hearing my grandmother yell at my grandfather in Italian, and, above all, they meant mischief, and they meant sheet cake. You know, that velvety single layer sheet cake with the slippery frosting? I wanted some and then I’d want some more. I always wanted more. And getting a second slice required cajoling the adults guarding the food table, whose peering eyes monitored the number of helpings each sticky set of little kid-cousin fingers attempted to grab.

As soon as one of us kids whispered, “Let’s get another piece,” it was on. We knew our mission and our goal.

Mission: more treats.

Goal: cake.

Maybe it wasn’t cake for you, but surely you remember your favorite treat—the one you pined for from the beginning to the end of the party.

We were so good at it back then—all the planning and scheming. Crouched in a circle at the corner of the yard, we’d devise our strategy. We knew we’d stop at nothing. Once we picked the right moves to make, we’d go for it. We’d fan out, bobbing and weaving through the crowd with a laser focus on our target. We’d start with the most difficult hurdle: usually, Mom. She was most often in charge of enforcing the one-piece-each-you’ve-had enough-sugar rule.

“Can I have another piece of cake?” we’d ask enthusiastically. Instantly met with a no and an eye roll, we’d move on to our next tactic. We’d enroll another, less gatekeeper-y gatekeeper, someone like your joyful aunt who offered a better but still so-so chance of getting you more of what you wanted. Met with “it’s OK with me if it’s OK with your mom,” we knew we’d been thwarted again. Regrouping back at base, your cousins and not-cousins would gather around to report on the status of the mission and goal. “We got nothin’.” Until we saw what a great time Uncle Jim was having, and boom! Uncle Jim was feeling generous, he knew what we were after, and he was aligned with our undercover mission. Glancing side to side to check for the presence of the sugar regulator, he tipped his chin up and said, “Go, now!” We knew cake was only steps away, but when we arrived at the table . . . only crumbs were left.

DRATS!

But no, we had the ingenuity, resourcefulness, and commitment to our mission, and we’d see that now our goal must shift. A new target. We scanned the other desert tables, and nothing! Cookies? Gone. Pie? Only the gross kind. Pass. What now? We’d be stumped but undeterred. The goal was shifting, but our enthusiasm for our mission would not. Remember? Remember when we’d stop at nothing?

“Hey! I know where Grandma keeps a jar of Halloween candy just for keeps.” Snap! So we’d run upstairs, and, just as we’re making our way to the pantry, we’d encounter Grandma looking all blissed out on account of the great party she was hosting, with all her family around looking happy and sun-kissed. So, we swooped in: “Grandma, the cake is gone. And we only got a little piece. Could we please have a piece of the special candy you keep?”

With a side-eyed look of love, she’d reach up to the cabinet and hand us the jar. “Don’t tell your mom,” she’d wink. And that was that. Cake was a no-go. But candy? Mission accomplished. New goal attained.

When we were kids and had our eyes on a prize, we all had this ingenuity and cleverness that let us find a way to get it. The ability to sneak around the party or the reception or the afternoon at the park and notice where the possibilities were. And even when thwarted, we were prepared to take a “no” and go back to the drawing board with our pencils still sharp. We could circle back to home base and devise a new plan. For us, a “no” wasn’t an existential threat; it was a speed bump. Yes, there were parties after which we went home crying in the backseat of the car empty-handed—no cake, no cookies, no pie, no candy. But overall, when faced with something we wanted, we could tap our tiny genius and find our way forward. We’d use asking as our success strategy, understanding our mission and being open to how it may unfold. It was even fun.

Over time we lose that ingenuity. Stakes get high. Rejection means more. And we lose touch with our inner mad scientist who is willing to experiment and test and see what happens, joyful when the beaker breaks, and surprised and delighted when something unexpected emerges. But it’s precisely when stakes are high that you most need the ingenuity and curiosity and determination you had when you wanted cake and ended up with candy, still happy and proud you found a way. You had it then, you have it now, and you can use it here.

This book is for your tiny genius.

IT STARTED WITH A TONGUE TWISTER

There I was—a seasoned communications coach well-versed in corporate speak and hailing from the world of professional development—surrounded by a hundred cowboys. Me, in a sea of ten-gallon hats and big, shiny belt buckles. We stood together, facing the front of the poorly lit hotel ballroom, elbows at our sides and hands stretched out, alternating a gentle right-left bounce with our hands to the rhythm of our tongue twister warm-ups. In unison, we practiced our chants in a chorus of numbers, one after another. “Ten-ten twenty-twenty thirty-thirty” and “two and a half, five. Seven and a half, ten. Twelve and a half, fifteen.” Together, those cowboys and I spent ten long days at auctioneering school learning the basics of selling everything from livestock to real estate to art to mysterious five-dollar box lots you’d see at a neighborhood garage sale.

I’m comfortable on stage. I’ve been speaking in front of audiences for years and have coached countless influential leaders in business, global sports, and entrepreneurship on how to speak powerfully as both a leadership tool and to advance their businesses. But on my final day at auctioneering school, when it was my turn to stand behind the podium and auction my very first item, my heart nearly pounded right out of my chest. Where should I start? How much would I get? What if no one bid? What if I asked for too much? Too little? How would I stay in control no matter what happened? With my auctioneering coach—an extremely tall, leathery, unsmiling, “let’s ride” type of urban cowboy—by my side, I opened the bidding at two dollars. The item I was selling sold in less than a minute. And that single minute started a cascade of realizations that would forever and radically change the way I approach every critical ask in my life and work.

But before we dig into that and how you can apply my strategies to your own asks, you’re probably wondering how the hell I ended up at auctioneering school in the first place.

DRAW FROM EVERYTHING

For the past twenty years, I have cultivated a career as a “communications catalyst” for some of the world’s top CEOs, philanthropists, innovators, and creatives. Through workshops, speaking, and private coaching, I help leaders and entrepreneurs find the courage to speak from the heart and create the impact they want to have in their organizations and in the world. I help them speak powerfully so they can align people, teams, and cultures toward shared goals; get the votes they need; or close the deals that will change everything for themselves and their companies. At top companies across the globe and for the next generation of transformational start-ups, I teach my clients how to tap into their purpose and command the moment when stakes are high.

My work is nuanced, my approach is interdisciplinary, and my curiosity about our world is boundless. Over the years, I’ve sought skills and frameworks outside the discipline of communications, trusting that I could apply what I learned to my work. And if I didn’t see a way to draw on the skills, frameworks, or new ideas I gathered, I still had a great time discovering and learning. I’ve taken workshops in applied improvisation and in the art of writing a spiritual will. I’ve attended workshops on open-source principles, design thinking, and the Thiagi Group’s methods and games, and have participated in online courses on gamification. I learned to ride a motorcycle in my thirties, and discovered something called countersteering. I humiliated myself on stage in a one-woman show writing class in my early thirties and in my forties I picked up obstacle course racing.

Throughout all of these experiences, I’m constantly having a blast, while simultaneously pattern-seeking and pattern-matching, unearthing concepts to advance my clients’ success and my own mastery in my career. I’ve used the idea of countersteering—the idea that while driving a motorcycle, if you want to go right, you lean right but push the steering toward the left—to allow my clients to take more control on stage. When they’re struggling, we try something that’s the opposite of what they’re doing and voila! They’re more in command when they’re countersteering and it works even when doing so feels counterintuitive to them. And I’ve leveraged thinking prompts from the profound world of spiritual will-writing to get my clients to name and claim their impact, igniting their purpose and invigorating their leadership voice. There are lessons to be learned everywhere. They freshen my perspective and enable me to dislodge my clients from where they’re stuck.

My wide-ranging adventures are part of my magic. Auctioneering school was no exception.

Approximately every seven years, I take a working sabbatical. One night, at the beginning of my last sabbatical, I was chatting with my husband about what I might do or learn during my time off and he reminded me of something I’d said many years before when I had been invited to be an MC and auctioneer at a small fundraiser. I’d never done it before and knew nothing about it at the time, but I bumbled my way through it and had a blast. Weeks later at a dinner party, I shared, “One day, I’d like to learn how to really be an auctioneer.”

My husband suggested that maybe now, during my sabbatical, was the time to do it: to really learn how to be an auctioneer. Was it outside my discipline? Yes. Would it require entering a whole new world? Yes. Was it exciting? Yes. It felt right, so I registered for auctioneering school that same week.

Since then, I’ve taken my ten days of training and claimed auctioneering as an impact hobby: I offer my services as a fundraising auctioneer for women-led nonprofits and nonprofits benefiting women and girls. I’ve been honored to serve as auctioneer at fundraisers for fantastic organizations that are changing lives, lifting others up, and making an impact on social issues across categories including elevating economic viability for women and girls, tackling racism through media, health equity and health care, environmental stewardship and access to open space, and arts education.

Once I was deep into auctioneering, I realized that I wasn’t just learning to get the best price for a VIP vacation or a massive piece of artwork, and I wasn’t just learning to secure donations for the mission-driven organizations I represented at fundraising events. I was also learning how to courageously and strategically ask for more—and get it. I was learning to think in ways that encouraged me to ask for more. I was using a mental model that challenged what I thought was possible in a single ask, leveraging my auctioneering skills to ask for more each time there was an ask to make. Soon I knew how to approach an audience, set up an ask, and make it. I was able to drive donors toward a fundraising goal that meaningfully impacted the nonprofits I was supporting. And I was loving it.

Pretty soon, asking felt fun instead of scary. Asking became an experiment and a challenge that yielded surprising results. And then it hit me: What if others could use these ideas and strategies to ask for more and get it? What if others could borrow from the world of auctioneering to unlock the potential of every ask and to get more of what they needed in order to reach their goals? What if we all asked like auctioneers?

And I knew where I could have the biggest impact because I knew who could use it most: women.

In my twenty years as a communications expert, I’ve noticed that the women I work with wring their hands about asking for more, whether it’s for more money, more opportunity, more credit, or more exposure for themselves and their businesses. As a woman in business, I’ve struggled with this too. Even the smartest, most accomplished woman will ask for what she thinks she can reasonably get rather than asking for more and seeing what’s possible. She’s afraid that if she demands too much, she’ll get nothing at all.

I’ve had very few conversations with men where they express hesitation around asking for a raise, a promotion, or a chunk of venture capital. Women, on the other hand, put pressure on themselves to make the perfect ask lest they fall to ruin and trash their professional reputations.

As the recipients of cultural messages like “If you put your head down and do the work, you’ll be rewarded,” and “Don’t overstep your bounds,” and “You don’t want to look too ambitious,” it’s no wonder women worry about asking for what they want or need. And because of these messages, we’ve been trained to believe that asking for something “acceptable” will guarantee a “yes.” Historically, we are not the power holders or the power brokers. While burning on the inside, many of us have heard people tell us, “Well, it’s not all about the money” and “You know, title isn’t everything.”


“She’s afraid that if she demands too much, she’ll get nothing at all.”



We get nervous to push our luck, thinking we might only get one chance at that raise, this client, that project, this job. Women secure less than 4 percent of the available venture capital, and are easily discouraged during the process of asking for the funding they desperately need to grow their badass ventures. McKinsey’s Women in the Workplace 2019 study showed that women ask for raises and promotions at an equal rate to men, but have their asks met less often. My women clients complain to me about the whispers they hear from their own inner voices—the ones telling them to give up, fall in line, and or just wait it out.

I tell them to silence those voices. There are a million asks women can make to a million different entities. And when we do ask, I want us to challenge what we think is possible and go big with enthusiasm, courage, conviction, and confidence. I want women to ask for more and get it. Because when women have resources and authority, things change for everyone. Studies show that when women have more resources, they put more of them back into their communities than men do. (Sorry, dudes. Facts.) You know the phrase “a rising tide lifts all boats”? When women have more decision-making power, boom! Up goes the tide. Women in executive roles are often sponsors of affinity groups or initiatives aimed to elevate and accelerate women’s careers and impact. Women who run things, change things. Maybe you’ve seen or enabled a smaller example of this—and small is good too. One small change at a time has a big impact.

More decision-making power includes the ability to say no, walk away, and go out on our own when we realize that established systems aren’t serving our best interests. In 2016, advertising icon Cindy Gallop gave the keynote address at the 3% Conference, and centered it around the idea of GTFO (“Get the Fuck Out.”), a concept she still lauds to this day. Gallop insists that if you’re working somewhere where your unique skills, talents, or perspectives are not valued, GTFO. GTFO and create something that gives you agency, something that enables you to decide what you do and what you create. Part of being a great auctioneer is leveraging the ask to see where you stand, including when it’s time to GTFO. Asking is a great way to get very clear on who wants to be in conversation with you and who doesn’t want what you’re selling. It helps you read the room, understand the system, and move swiftly when that system fails you, without playing small, pulling punches, or handing over your power. The techniques and strategies of auctioneering don’t just help women ask for what we want; they help us know when to walk away.

We need those techniques and strategies. We need to learn new ways to ask for and get the resources that will help us reach our goals—to fill our toolbox with the right tools for each job. For years, I’ve been helping women entrepreneurs and leaders speak powerfully. I see now it’s time to use what I learned in auctioneering to help them ask powerfully. If I can show women how to think like an auctioneer, they can ask like an auctioneer. They can never leave any money or opportunity on the table again, ever, ultimately gaining the resources and decision-making power needed to implement the changes that matter for themselves as well as their organizations and communities. This book is not an auctioneering school for girls. It draws on what I learned auctioneering in front of audiences large and small to help you advance yourself wherever you need advancing—and where asking can help you do it.

A few weeks after I first had the idea of teaching women to ask like auctioneers, I had the opportunity to test the appeal and applicability of my advice. I was invited to speak at a women’s conference in Silicon Valley, and, in front of a crowd of sixty professional women, I shared how to ask like an auctioneer. When I finished my twenty-minute presentation, jaws were on the floor. The whole room said, “Holy shit! Keep going! We want more!” So, I gave them more. In 2019, I launched Project: Ask Like an Auctioneer to help one million women ask for more and get it. I launched it as a keynote and workshop teaching thousands of women how to ask for more and get it—so they can courageously and confidently reach their goals—using the mental models, ideas, and strategies I took away from my adventures in the world of auctioneering.

Since launching the project, I’ve brought these ideas to women’s initiatives at the world’s premier technology companies, to women’s professional associations for groups including real estate professionals and entrepreneurs in social impact, and to organizations that support women of color in international peace policy and for professional development communities and employee resource groups focusing on early and midcareer professionals in tech. The women in these audiences have told me stories of the critical asks they make every day—asks that elevate the visibility of their work or drive their financial security and wealth. They ask for promotions, angel investments, and support for their emerging endeavors. They make fundraising asks that support women running for office at local, state, and national levels. These asks are critical to the success, advancement, and resourcing of their goals and dreams.

Whatever the ask, it’s time for more women to have the chance to learn how to ask like auctioneers.

YOU CAN ASK FOR MORE AND GET IT

This book is an idea-packed, actionable guide engineered to support your desire to ask for even more and then go out and get it. The chapters build on what I’ve already shared with audiences across the country, offering fun and practical lessons alongside anecdotes from real women who’ve learned to ask like an auctioneer. You’re going to rip through this book and get “do now” ideas and strategies you can put into action even before you reach the final page. In the pages ahead you’ll find:


	The one idea that can maximize the potential of every ask

	Nine ideas from the world of auctioneering that can be used in a business context to help us ask for more and get it

	Eye-opening anecdotes and examples from my twenty years of coaching, as well as from the auctioneering stage, that illustrate the success of these strategies in real-world contexts

	Stories about and from real women who’ve used these strategies to either get exactly what they want or at least gain critical knowledge by asking

	A plan for building a powerful ask if you don’t already have one



Auctioneering school was a lot like driving school. You learn what numbers to use, scripts for opening and closing bids, and the simple technique of raising the bid amounts. You stand in front of the class and practice your numbers and get a feel for when to sell whatever lot you’re selling. Taking turns for a solid week, I’d hear: “Well dagnabbit, Dia, if nobody else is biddin’ then sell the gosh darn thing. Just say sold and get on with it. And don’t forget to say their paddle number. Next!”

After I grasped those basics, I took my new skills out on the road, where the real learning started. Over time, standing in front of audiences, calling numbers, and shouting “Sold!” I started to notice what worked well when I made an ask and how I could better set myself up for success. I found that some of the basic best practices I learned in auctioneering school did more work than advertised, helping me to supercharge my asking. Over a few years of practicing auctioneering, I honed the principles you’ll learn in this book into ideas and strategies we can all use when we ask for what matters. The ideas and strategies I present are so simple, powerful, and actionable that as soon as you understand them, there’ll be no going back.

In some chapters, you’ll find journaling and reflection prompts. These are designed to help you integrate the ideas and lessons into your own life so they don’t stay trapped inside this text. In that transition from the ideas living on these pages to them living with you, they’ll morph and take new form, mixing with your lived experiences to create insights even I can’t fully anticipate. Good. My hope is for you to take what I offer here and twist it into a shape that best fits the landscape of your life and goals.

Anonymized and retold here, every story I share connects to the woman who shared it with me—women who are in my Rolodex or who tapped me on the shoulder after a workshop or speaking engagement. In the years since launching Project: Ask Like an Auctioneer, through talks, webinars, workshops, and coaching circles, I’ve had the chance to hear and collect stories from women across industries, disciplines, life stages, and identities. Many of them have identities that are intersectional, bicultural, and multilingual. They straddle many worlds and live in the friction between them. Like my wish for you, they’ve taken these ideas and brought them into the context of their own lives and dreams. They’ve wrestled with the biases they face, tapped their ingenuity, and taken parts of what you’ll learn here to make it their own, unlock the potential of their network, and unblock the path to their goals. I have a lot of gratitude for these women who raised their hands, asked their questions, and shared their stories.

I hope this book will inspire you to do things like:


	Get the biggest raise of your life.

	Gain access to the networks that matter to your goals.

	Position yourself for promotion and level up at your company.

	Secure the business partnerships of your dreams.

	Gain the visibility you need to promote your work or business.

	Negotiate severances that honor your work.

	Unstick what’s stuck in your career or business.

	Fundraise with more confidence, whether you’re launching a start-up endeavor, running for public office, or kickstarting that nonprofit you’ve always dreamed of running.



DO NOT USE AS DIRECTED

Your experiences and context are your own. We don’t walk the earth facing the same challenges and biases or carrying the same privileges. In this book, I’ll lay out ideas I’ve learned from the auctioneering stage, but they work better—maybe even work best—when you take into consideration your individual experience. Use the ideas here in a way that is sensitive to your context and the biases you face. Women with myriad identities confront bias inside and outside the workplace when negotiating and advocating for themselves. If you are a woman returning to work after raising children or caring for an ill parent; or are facing ageism; or are a woman with a disability; or are someone with a racial, cultural, gender, or sexual identity encountering biases that impact your experiences and the outcomes of your asks and negotiations, use the ideas in this book not as directed, but as needed. Similarly, if you are not a woman and reading this because it’s time for you to ask for more and get it in your life, career, or business, take stock of your own unique situation. Consider your own context, your own life, and your own lived experiences. Because you know best!

And, most importantly, you don’t have to do it alone. One of the most wonderful things about starting this project has been spending hours and hours with small, medium, and large groups of women who adapt these ideas to their own needs and, in doing so, offer invaluable help and wisdom to others in the group. As you customize these ideas to your career, goals, and life, trust your own wisdom and ask for collaboration with those you trust. I offer these ideas with enthusiasm—certain that they work—but I believe that the way you’ll make them work best is by making them work for you.

So use as needed, not as directed.

IT’S NOT ABOUT NEGOTIATION

Ask Like an Auctioneer is not a book about negotiation. It is not a book about “manifesting” or “ask and thou shalt receive.” Asking is not simply stating a desire and having the world provide. While we’ll talk about mindset (kinda), this book is about taking action. It’s about pragmatic, concrete strategic asking and some down-to-earth tactics for helping you do that and have a blast along the way. This is about running your shit like the CEO of your own life, career, and . . . well, business.

It’s also a book about the sneaky ways we self-sabotage and lowball ourselves when we make pivotal asks, and how to overcome these pitfalls. It’s a book about setting boundaries and honoring the voice on the other side of the table without silencing our own. It’s a book about raising the stakes on every ask, while simultaneously lowering them enough that we can keep moving forward no matter what answer we get. It’s a book about embracing our inherent worthiness. And, very simply, Ask Like an Auctioneer is a book full of courage-bolstering ideas and strategies that will help you take the actions necessary to ask for what you need to reach your goals in business and in life.

LET’S GO

We’re going to go on this little journey, you and I, and here’s how we’ll do it:

Part one is all about how to ask like an auctioneer. Complete with a visual model, you’ll be introduced to the idea that flips the script on the logic we use when we make an ask, and you’ll learn about a little thing called the Zone of Freaking Out (it sounds way scarier than it is, pinky promise). It even has its own acronym! I bet you can guess what it is. In this part, you’ll learn a new way of asking for more—an approach that once you see, you just can’t unsee.

In part two, you’ll learn the nine key strategies to help you ask like an auctioneer. Just because you know how to ask, doesn’t mean you don’t need a boost in
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