How to Negotiate a Fair Salary

Successful salary negotiation occurs after the job applicant andthe employer share
a common understanding of the job. Once the tasks and responsibilities of the job
are clearly articulated and understood, the two parties can establish a monetary
value for the job. At the beginning both the applicant and the employer have an
opinion of the monetary value of the job which may not be the same. Negotiating
is the process of both parties coming to an agreement on the value.

Ideal salary agreements: Successful salary negotiations:

o Are based on mutual respect. « Are neither adversarial nor antagonistic. The employer and the

« Create gain for both parties. applicant are not enemies.

« Lay a firm foundation for a good working relationship. « Gives both the employer and the applicant the feeling that they've
won.

You're ready to negotiate when:

« You've gathered information about the labor market and you know how much your job typically pays.

« You've determined your needs and wants.

« You've gathered sufficient information about the employer, the work, the environment and the people with whom you
will be working.

« You've done all you can to convey your willingness and ability to do the job and the employer has all the information needed to reach a decision
about you. Typically, salary negotiation occurs toward the end of the interview or after the applicant receives a job offer from the employer.

What is the job worth?

o, The relationship between the employer and the employee is a business relationship. Typically, employers analyze the dollar

amount they invest in an employee and forecast the financial return they are likely to receive from the employee.

« Employers know that new employees usually cost more than they return in productivity. In time, however, new employees
become experienced and more productive. It is not until then that the employer breaks even and finally returns a dollar for
each dollar of effort by the employee.

« Sawy job hunters know how long it will take to bring them up to the point when they are making money for the employer.
Their salary demands are based on that knowledge.

When should you discuss salaries? It pays to increase ? ﬂ‘
Mentioning a specific salary early in the employment process can eliminate your negotiating power 7o ’ b
you fron:;o;mderat:;g even before you've had a chance to demonstrate that Your negotiating power reflects how e
?loxre © best clan ! ate.t' h lication f i1 Weuotiable.” much you're in demand. You have more &
4 swer any sa1 ary question on the application form with "Negotiable. room to negotiate when:
. Af‘t:r p ul: a salary rec11uesltl ol yout resun;e. he fi . ) « You work in a fast-growing field in which there are many job
e job interview, let the interviewer be the irst to mention salary. openings with few skilled people to fill them.

Wait until you know more about the job and the employer, and the employer ~ * You can demonstrate unique skills that few applicants have.
knows more about you, before you price yourself too low or too high. Ifthe ~ ° You have job offers from more than one company, and you let

employer begins discussing a salary in the early part of the interview, potential employers know that you are in demand.
postpone negotiations by saying something like, "If you don’t mind, I'dlike  * You have a job or you have savings reserves to fall back on,
to wait to discuss salaries after I have learned a little more about the job." and you're not feeling financial or psychological pressure to
take the job.
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Know your needs e Know your wants

How much salary do you need to support yourself and your family? ﬁ What extras would you like to afford, beyo
* Determine the minimum income you need by completing the o iy s - your basic needs? Perhaps you want a beti
worksheet found in the JobSearch Guide What Are Your Salar ; "' = Y- car, an annual vacation abroad or to save {
Needs?, early retirement. Determine what salary wou
* If the salary offer doesn't cover your needs, you can: let you afford the ‘extras’ that you want.

— Accept the job and find other work to supplement your income.
— Walk away from the job offer because the salary is insufficient and non-negotiable.
~ Negotiate a higher salary.

What you need to know before you start the salary negotiations:

* What you will be required to do on the job. * What are the typical earnings of the company an
~ Analyze the job description and other information you have been given by the how do they compare to the industry?
employer. — Find out the name of the company's closes

competitor and ask what they would pay. It

* The typical earnings for the Job according to industry standards. likely to be similar.

ameritanjobcenter  — Examine The Department of Labor statistics at your local

American Job Center. ¢ Find out if there are many other applicants.
= Write or telephone trade associations, — How do they compare with you? This may b«
~ Talk to local employment agencies. difficult to investigate, but employers wil
— Ask the reference librarian at your public library. sometimes provide this information.

= Search the job banks on the Internet for comparable jobs.

— Conduct informational interviews. Review the JobSearch Guide How 7o Acquire
Job Information by Interviewing.

= Check the web site, www.indeed, com/salary. This web site provides average
wages for occupations by location.

* Find out how long the position has been open.

After you receive a job offer When you accept an offer, do it
* Is when you have the most negotiating leverage. graciously and get everything in writing.
* Step back from the situation and evaluate the offer. Applicants should give serious consideration before

* List the pros and cons of accepting the offer as it stands. accepting a salary that they feel is too low so that they do not
* Determine what is acceptable and what could be better.  feel that they have been cheated.

Making a counter offer

Many companies and governmental agencies have a published salary scale or range. Salary ranges allow for differences between candidates'
skills, qualifications and the amount of training they will need. If the job you seek is covered by a salary range your goal is to show that you have
the strengths, skills, job history and enthusiasm to merit a salary near the top of the range.

If the salary offer is low, make a counter offer. When you make the counter offer make sure that you:

* Compare it to industry norms.

* Compare it to past work you've done that is similar and for which you were paid more.

* If you have a higher offer from another company, this is the time to mention it.

Notice that in each case you link your counter offer to a real-world example of higher eamnings. State your case simply without being arrogant.

T % 5 I the employer won't raise the starting salary and you still want the Jjob:
| S - “t._“—\cc « * Ask the employer to describe the conditions under which the employer would be willing to pay more.
z \\ea““_‘_‘ft,.,, &, © Focus on how you can either save the company money or generate more revenue for the company.

Ef e ﬁ}?; A Tl Negotiate a contingency that your salary will be increased in three to six months if your work meets mutually agreed upon
: o ‘ criteria. Get the agreement in writing in case the person who hires you leaves the company.
* Are there other benefits or conditions of the job that you can negotiate? For instance, could you have three weeks of paid vacation instead of

two weeks, fewer hours for the same pay, flexible time or additional benefits?

Internet resources
www.askmen. com/money/career/36_career.html -- Twenty great negotiating tips.

{ https://www.livecareer. com/career/advice/jobs(iob-offer—tutorial-- Salary negotiation tutorial and quiz.

www.workcoachcafe.com/2014/08/1 8/negotiating-starting-salary-new-job/ - Negotiating a starting salary.
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