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Negotiating your Financial Aid Package
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GOALS
▪ Share suggestions for how to advocate for scholarship aid or tuition discounts to lower your cost of attendance



Your Goal from the Conversation!

INTRODUCTION + HOW TO USE THIS GUIDE

The following are meant to serve as suggestions for asking 
for the maximum amount of scholarship aid or discounted 
tuition from your graduate program.

Ideally, you would have these conversations before you 
accept an offer of admission.

However, these conversations could also be helpful before 
you apply for any loans to enable you to borrow as little as 
possible for your graduate education.

Scholarship Aid + Tuition 
Discounts
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▪ You can typically find the appropriate financial aid officer for your specific degree 
program or school on your institution’s website or in your financial aid award letter.Schedule a 1:1 

appointment with your 
financial aid officer

▪ A good place to start is to determine the maximum monthly loan payment1 you can 
afford, which should be no more than 15% of your estimated salary post-graduation 
from your degree program.

Have a number in mind 
of what you can afford 

from the outset

▪ For example, you can ask something like the following: “Can you please explain how my 
financial aid was determined? I would like to discuss why the numbers are a stretch for 
me but want to better understand from your perspective how my aid was determined 
first.” 

▪ Understanding the rationale behind how your aid was calculated will better position 
you to negotiate.

Begin the meeting by 
asking how your aid was 

calculated

HELPFUL TIPS FOR NEGOTIATING YOUR FINANCIAL AID

1 To estimate your monthly loan payment, you can use the following loan calculator for illustrative purposes only. Please note that this simulator will provide a close proxy 
but is not reflective of what your actual monthly loan payment or terms would be under this loan program. Using this simulator, you can calculate the total principal 
amount you will need to borrow for the duration of your degree program to arrive at the 15% monthly debt-to-income ratio. This total principal amount will be the key 
number to which you would want to try and negotiate in your aid package.
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https://finaid.org/calculators/loanpayments/


▪ Many schools will offer need-based aid to students with demonstrated financial 
hardships. You will need to demonstrate why your existing assets, income, and savings 
will not cover your expected contribution. Examples of reasons for which students may 
qualify for need-based aid can include the following:
▪ Outstanding medical bills
▪ Loss of income/job
▪ Supporting/caring for relatives
▪ Any other major circumstances that will affect your ability to pay

Demonstrate why you 
believe the existing 

package is insufficient 
based on your financial 

situation

▪ Highlight your accomplishments and unique experiences - academic, work-based, or 
any challenges you’ve overcome. Your goal here is to showcase to the school why they 
should “invest” in you. 

▪ Graduate schools may provide merit aid to students who have the potential to elevate 
their program since this can help their rankings. It is worth mentioning if there are 
other circumstances such as intending to pursue a career path in public service, working 
at non-profits, supporting underserved communities, etc. which may bolster your case 
for merit-based aid.

Demonstrate why you 
believe you may qualify 

for merit-based aid

HELPFUL TIPS FOR NEGOTIATING YOUR FINANCIAL AID
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▪ Some schools may be able to offer students work-study opportunities, point to specific 
school-based scholarships, or other programs and funding sources you may not be 
aware of.

Ask about other 
resources your school 
may have or know of

▪ If you’ve been accepted into other schools, you can indicate that you would attend the 
given institution should the financial situation make sense.

▪ If you’ve already committed to a school but were accepted elsewhere, you can indicate 
the amount of aid you were offered from other schools and ask for similar (or more if 
justified!) financial support at the school you committed to.

Leverage acceptances to 
other schools if 

applicable

▪ Many financial aid offices are willing to grant students extensions on payment 
deadlines, so do not hesitate to ask for an extension if you need more time to put your 
financial affairs in order.

If your deadline is 
approaching, ask for an 

extension

HELPFUL TIPS FOR NEGOTIATING YOUR FINANCIAL AID
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The information in this presentation is not a recommendation or an offer of any securities and is provided solely for your informational purposes. Any 
references to securities listed in this document are not intended to constitute a current or past recommendation, investment advice of any kind, or a 
solicitation of an offer to buy or sell any securities or investment services. As described in this presentation, investments in Social Impact Bonds, 
Career Impact Bonds, other impact finance products, and any securities involve various risks, including potential loss of the invested principal. 
Investors should consider their individual financial objectives and investment risks when evaluating a security. Past performance is not a guarantee or 
indicator of future results or returns. 

In preparation of this presentation, the authors used sources that they believe to be reliable but cannot guarantee their accuracy or completeness. 
The content of this presentation is current as of the date of its writing without regard to the date on which you may access this information, and is 
subject to change at any time and for any reason.

Social Finance does not provide tax advice. Accordingly, any discussion of US tax matters included in this presentation are not intended to be written 
or used, and cannot be used, in connection with the promotion, marketing, or recommendation by anyone (affiliated or not affiliated with Social 
Finance) of any security. Please consult your tax or financial professional about your specific situation.

DISCLOSURE


