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Negotiating Salary and Benefits

Â Introductions

ÂDoôs and Donôts of Salary Negotiation

ÂExceptions and Suggestions

ÂNegotiating Benefits and Intangibles

ÂDiscussion  



Doôs and Donôts 

ÂDiscuss salary only once youôve received 
the offer

ÂYou are at risk of getting screened out

ÂYou are at risk of getting low -balled 

ÂVerify fiscal health of the organization
ÂStruggling companies are less likely to negotiate

ÂThey are less likely to provide regular raises and 
opportunity for advancement



Doôs and Donôts

Â Know and document your value
ÂUnderstand the relationship between prior jobsô 

compensation, responsibility, and business impact 

Â Know what similar jobs in similar markets and geographies 
typically pay

Â Never accept the offer immediately upon receipt
Â Thank them and defer to the next day or even the next week

Â Carefully assess the offer, even ask questions through the 
assessment period

Â Prepare to counter if necessary



Doôs and Donôts

Â Prepare to negotiate
Â Do your homework (i.e. your compensation history, market 

value of position, your skill set, etc.)

Â Anticipate objections and create responses

Â Rehearse your proposal and your prepared responses

Â Negotiate
Â Always remain positive and professional

Â Stick to facts, and adhere to your plan

Â Note: Our personal financial situations have no direct baring 
on compensation for the position offered

Â IMPORTANT: The goal is to enhance the offer, not 
lose the offer 



Doôs and Donôts

Â Propose non-monetary compensation
Â Car/Gas/Car allowance

Â Additional vacation

Â Paid training or professional development

Â Flexible hours

Â Negotiate your first pay raise prior to accepting
Â Agree upon a date and the amount of your first raise

Â Get it in the offer letter



Doôs and Donôts

Â Accept the offer óas isô
Â Understand the impact on your family finances

Â Potential impact on your career going forward

Â The impact on you as a person 

Â Decline the offer
Â Provide succinct and professional reasons

Â Thank them for their consideration



Exceptions and Suggestions

Â Exception:  Salary can be discussed with 
recruiters

Â They need to know your range

ÂThey donôt want to waste their time, or their clientsô time 

Â Seek input from peers and networking 
acquaintances

Â Utilize resources such as:
Â www.payscale.com

Â www.salary.com

Â www.cbsalary.com (Career Builder)

Â www.labor.ny.gov (NYS Department of Labor)

http://www.payscale.com
http://www.salary.com
http://www.cbsalary.com
http://www.labor.ny.gov


Sources

Â The Ten Commandments of Salary Negotiation - Jack Chapman

Â Rites of Passage/Guide to Executive Job Changing- John Lucht

Â 2011 Salary Negotiation Techniques (Article from The Ladders) - Kristina 
Cowan

Â Negotiating the Intangibles (Article from The Ladders) - Debra Donston-
Miller

Â Tips for Successful Salary Negotiation (Article from About.com) - Susan M. 
Heathfield

Â How to Succeed at Salary Negotiation (Article from About.com) - Dawn 
Rosenberg McKay

Â Ten Killer Salary Negotiation Tip Tags (Article from ClaimThatJob.com) -
Sharon Alexander

Â Salary Negotiation Tips for Introverts (Article from Psychology Today) -
Nancy Ancowitz

Â Todd Nicholas - Career Partners International

Â Tim Minneci - Paramax Corporation

Â Gregg Kimball - Generation Health Inc.


