
 

 

 

 

Salary Negotiation Techniques  

The best approach to putting the deal together is to decide whether you want the job before an offer is extended. 

¢Ƙƛǎ ŀƭƭƻǿǎ ȅƻǳ ǘƻ ŎƭŀǊƛŦȅ ǿƘŜǘƘŜǊ ǘƘŜ Ƨƻō ǎǳƛǘǎ ȅƻǳǊ ƴŜŜŘǎΦ ¦ƴƭŜǎǎ ȅƻǳΩǊŜ ƳƻǘƛǾŀǘŜŘ ǎƻƭŜƭȅ ōȅ ƳƻƴŜȅΣ ƛǘΩǎ ŘƻǳōǘŦǳƭ 

a few extra dollars will turn a bad job into a good one.  

 

¢ƘŜ ǘŜǊƳ άōƻǘǘƻƳ ƭƛƴŜέ ǊŜŦŜǊǎ ǘƻ ǘƘŜ ŀƳƻǳƴǘ ƻŦ ŎƻƳǇŜƴǎŀǘƛƻƴ ȅƻǳ ŦŜŜƭ ƛǎ ŀōǎƻƭǳǘŜƭȅ ƴŜŎŜǎǎŀǊȅ ǘƻ ŀŎŎŜǇǘ ǘƘŜ Ƨƻō 

offer. If, for example, you really want $76,000 but would think about $75,000 or settle for $74,000, then you 

haǾŜƴΩǘ ŜǎǘŀōƭƛǎƘŜŘ ȅƻǳǊ ōƻǘǘƻƳ ƭƛƴŜΦ ¢ƘŜ ōƻǘǘƻƳ ƭƛƴŜ ƛǎ ƻƴŜ ŘƻƭƭŀǊ ƳƻǊŜ ǘƘŀƴ ǘƘŜ ŦƛƎǳǊŜ ȅƻǳ ǿƻǳƭŘ ǇƻǎƛǘƛǾŜƭȅ ǿŀƭƪ 

away from. Setting a bottom line clarifies your sense of worth, and helps avoid an unpredictable bargaining 

session.  

 

We ǊŜŎƻƳƳŜƴŘ ŀƎŀƛƴǎǘ άƴŜƎƻǘƛŀǘƛƴƎέ ŀƴ ƻŦŦŜǊ ƛƴ ǘƘŜ ŎƭŀǎǎƛŎ ǎŜƴǎŜΣ ǿƘŜǊŜ ǘƘŜ ŎƻƳǇŀƴȅ ƳŀƪŜǎ ŀ ǇǊƻǇƻǎŀƭΣ ȅƻǳ 

counter it, they counter your counter, and so on. While this type of back-and-forth format may be customary for 

negotiating a residential real estate deal, job offers should be handled in a more straightforward manner.  

 

Here is how: Determine your bottom line in advance, and wait for the offer. If the company offers you more than 

your bottom line, great. If they offer you less, then you have the option of turning the offer down or revealing to 

them your bottom line as a condition of acceptance. At that point, they can raise the ante or walk away. And once 

the bottom line is known, you can avoid the haggling that so often causes aggravation, disappointment, or hurt 

feelings.  

 

.ȅ ŘŜǘŜǊƳƛƴƛƴƎ ȅƻǳǊ ƻǿƴ ŀŎŎŜǇǘŀƴŎŜ ŎƻƴŘƛǘƛƻƴǎ ƛƴ ŀŘǾŀƴŎŜΣ ȅƻǳΩƭƭ ƴŜǾŜǊ ōŜ ŀŎŎǳǎŜŘ ƻŦ ƴŜƎƻǘƛŀǘƛƴƎ ƛƴ ōŀŘ ŦŀƛǘƘ ƻǊ 

ƻŦ ōŜƛƴƎ ƛƴŘŜŎƛǎƛǾŜΦ ²ƘŜǘƘŜǊ ȅƻǳΩǊŜ ǊŜǇǊŜǎŜƴǘƛƴƎ ȅƻǳǊǎŜƭŦ ƻǊ ǿƻǊƪƛƴƎ ǿƛǘƘ ŀ ǊŜŎǊǳƛǘŜǊΣ ƭŜŀǊƴƛƴƎ ǘƻ ŘƛŦŦŜǊŜƴǘƛŀǘŜ 

between financial fact and fantasy will facilitate the job changing process.  

If you feel the need to justify your salary request, you can itemize any loss of income that may result from a 

differential in benefits, geographic location, car expenses, and so forth. 

 

Often, there are considerations aside from money that need to be satisfied before an offer can be accepted. 

Factors such as the new position title, review periods, work schedule, vacation allotment, and promotion 

opportunities are important, and should be looked at carefully.  

¸ƻǳ Ŏŀƴ ǳǎŜ ǘƘŜ ǘƘƛǎ ŀǇǇǊƻŀŎƘ ǘƻ ǉǳŀƴǘƛŦȅ ŜŀŎƘ ŎƻƴǎƛŘŜǊŀǘƛƻƴ ƻǊ άǇƻƛƴǘέ ȅƻǳ ƴŜŜŘ ǘƻ ǎŀǘƛǎŦȅ ŀǎ ŀ ŎƻƴŘƛǘƛƻƴ ŦƻǊ 

ŀŎŎŜǇǘŀƴŎŜΦ hƴŎŜ ȅƻǳ ŀƴŘ ǘƘŜ ŎƻƳǇŀƴȅ ǎŜǘǘƭŜ ƻƴ ŜŀŎƘ ǇƻƛƴǘΣ ȅƻǳ ǿƻƴΩǘ ƴŜŜŘ ǘƻ Ǝƻ ōŀŎƪ ƭŀǘŜǊ ǘƻ ƴŜƎƻǘƛŀǘŜ άƻƴŜ 

ƳƻǊŜ ǘƘƛƴƎΦέ YƴƻǿƛƴƎ ȅƻǳǊ ōƻǘǘƻƳ ƭƛne puts you in a better position to get what you want, since you have 

established a set of quantifiable conditions needed for acceptance. 

 

 


