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So, you’ve been offered a job and you’re ready to negotiate. Congratulations!

But you want to make sure that you get the best deal possible, leaving nothing on
the table. Right?

Right?

Well, if I hear a little hesitancy with negotiating in general, you’re not alone.
Negotiating can feel confrontational, and many people feel uncomfortable with
that, but there are several reasons that negotiating is a good thing. Let’s talk about
that now.

Why You Should Negotiate Your Offer

First off, most companies will expect you to negotiate. That means that they build
that expectation into what they are offering you – in other words, there is almost
always a little wiggle room.

Second, starting out with a higher salary to begin with can add up to a lot of cash
over time (and as you’ll see, there’s a lot more to negotiate than just salary,) but it
does benefit you to start higher, because you’ll have more time at that higher rate.
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Third, many companies want candidates who are willing to negotiate. The
confidence to self-advocate is seen as a competence trigger (something that cues
other people that you are of high status or worth paying attention to), vs. someone
who is going to roll over and take the first offer they get.

This usually will be seen as an asset to the company that they can use in the future.
More on that later.

How to Negotiate

How do you actually have a negotiation conversation with your potential employer?

Just like different communication styles, there are different negotiation styless. Five
negotiation styles are recognized, and often, people will use a combination of styles.
Great negotiators know how to use their top negotiation style to their advantage
and when it works to introduce another. I’ll outline the styles here:

Compete

This style can be described as “I win, you lose.” Competitive negotiators tend to do
whatever it takes to get the outcome they are looking for – even when it comes at
the expense of another. They are results-oriented and focused on achieving
short-term goals. Their desire for success motivates them, but they are in danger of
ignoring potentially harmful impacts.

Collaborate

The collaborative negotiation style is “I win, you win.” Collaborative negotiators
focus on making sure all parties have their needs met. They value strengthening,
establishing, and building relationships without compromising other’s best
interests.
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Compromise

Unlike the “win-win” collaborative style, the compromising negotiation style follows a “I
win/lose some, you win/lose some” model. Compromisers split the agreement’s value
between the parties instead of finding a solution that everyone benefits from.

Avoid

An avoiding negotiation style is “I lose, you lose.” Avoiders hate conflict and may
seem passive-aggressive which can cause rifts in business relationships.

Accommodate

The accomodator’s focus is on maintaining relationships by sacrificing their interests in
favor of the other person’s. This “I lose, you win” approach isn’t in your best interest
when negotiating a new job offer.

Accommodators try to win people over by giving in, and often share more information
than they should. They are often well-liked because of their kindness – but kindness
doesn’t work in every negotiation situation.

Which Style is Best?

Michelle Marks of George Mason University and Crystal Harold of Temple
University found in a study of 149 professional employees that those who used
competitive negotiation strategies did better (in terms of salary increase) than
those who used collaboration, but collaborators were more satisfied than
competitive negotiators with the process.

By contrast, compromising and accommodating strategies were not linked to salary
gains.
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What to Negotiate

Of course, I’m sure you’re wondering what to negotiate. Let’s go over that here,
starting with the obvious, salary.

Salary

First, do your research. You’ll want to know what a competitive salary is for
someone in your role. Do your research online through websites like salary.com
and Glassdoor.

Though it may be considered taboo or awkward, you might consider talking to
people in similar positions at different companies to see if you can get a sense of
salary, or people who have recently held the same position at the same company to
see what their starting salary was. People don’t love to talk about their salary, so
you may not get the answers you’re looking for, but you can consider asking.

Go in with a range in mind, with a “bottom” number that you won’t go below. Do not
be the first person to mention a number (this applies early in the conversation,
when speaking to the recruiter or hiring manager.) There may have been a salary
range or expectation set at this point, and there will be a salary offered in your offer
of employment.

When negotiating, you might say what’s been described as the “non offer” offer:
Instead of saying “I think I deserve $80k,” say, “Correct me if I’m wrong, but I believe
people with my skillset and experience generally are earning between “80 -90K”

Benefits

Benefits may be flexible. You may be able to gain access to certain benefits that
were not initially offered in the package, or expand benefits that are offered. Often,
companies offer a “standard benefit package.”
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You probably won’t be able to change anything about your offered health plan, but if
you have health insurance covered through a spouse, you may be able to get a
higher salary by declining it (the company saves by not having to cover you.)

There are other benefits that are covered in their own sections below.

Bonus or Commission

You may be able to negotiate the terms of your bonus or commission structure, or
even create bonuses and/or commissions where none existed. These bonuses may
be tied to milestones or exceptional performance. If this is part of your deal, just be
sure that what is required to earn the bonus (and what the payout is and how it’s
given) is clear and in writing.

Time Off

When negotiating for time off, people often think of extra weeks of vacation. This is
great, but you might also think about negotiating how quickly you accrue vacation
time, or your ability to take unpaid time off.

WFH

Do you want to work from home? It is seen as a benefit by some (and it’s debated
whether or not it should be.) But if this is important to you, whether you want
full-time remote or hybrid, negotiate for it and get it written into your contract.

Training/Continuing Education

It’s important to think about your learning and growth - not just for success in this
role, but also for your next one, whether it’s inside or outside of this organization.
Make sure you stay on the cutting edge of whatever technology or trends are
important in your industry and negotiate for funds to attend trainings and
continuing education that will benefit your growth. This might even include tuition
reimbursement if you decide you want to go back to traditional school.
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Annual Review

You might not think to negotiate for an annual review – or have it written into your
offer, but you can. Some jobs go off the rails because there is no formal review
process in place.

While having it in your offer letter won’t guarantee it will happen, you at least have
something to point to if the process fails. You can say, “Listen, feedback is so
important to me, I had it written into my offer letter. It’s not happening. What are
we going to do?” It’s a bigger problem for them than if it wasn’t written in and
you’re one of many employees for whom its not happening.

Success

Ask yourself, “What tools do I need to be successful in this role one year from now?”
Do you have those tools? If not, are they things you can negotiate for? For example,
is there a key hire you want to make? Do you need a seat in the C-Suite in order to
make strategic decisions?

Set yourself up for success from the beginning so that in a year your boss is singing
your praises, rather than wondering what roadblocks are in your way from getting
your job done – or worse, wondering if s/he made the right decision in hiring you!

Career Development Plan

Are there challenges you really want to take on? For example, do you want to
manage a team? A career development plan is a plan you work on with your
employer that puts you on a path toward a higher level job. If you’re growing in your
career, this can be a fantastic way to show that you’re eager to learn and
(potentially) stay with the company. The organization can help you develop
milestones, reviews and possible promotions to get you to your goals.
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Your Job Title

Your job title isn’t set in stone, and if you want a better one, you should ask for it. Of
course, you should have reasoning about why your new title makes sense. But
before you say, “I’m not one to get hung up on titles; this doesn’t matter to me.” I
need you to hold the phone.

Even if you don’t care about your title, your next job (and your next paycheck) will.
So if you can get that next level title, go for it. It will allow you to reach higher next
time you’re looking for something new.

Stock Options or Equity

Depending on the size and stage of your company, and the role you’re being
offered, you might be able to negotiate for stock options or equity. Not only does
this add to the package’s overall value (without the company shelling out additional
cash), but it also shows your belief and commitment to the organization when
you’re willing to take compensation in this form.

Your Start Date

You may want to negotiate your start date. Perhaps you have a vacation coming up
that you’d already planned, or maybe you just have too many Netflix shows you
want to watch, and you really need some time between jobs to catch up. Whatever
the case might be, you can push back your start date so that you can get some time
back for yourself.

Fringe Benefits

These are the little (and not-so-little) benefits you can negotiate for. Of course, this
isn’t an exhaustive list.

● Dental and vision insurance
● Disability insurance
● Signing bonus
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● Commuter benefits / transportation reimbursement
● Access to mental health counseling and support
● Dependent care assistance
● Childcare expenses
● Paid time off (PTO) and sabbaticals
● Paid holidays
● Relocation costs
● Additional maternity and paternity support
● Technology (Computer, phone, etc)
● Retirement planning services 401(k)
● Life insurance
● Employee discounts
● Wellness benefits (gym memberships, personal trainer)
● Out-of-pocket expenses paid (travel, meals, internet)

Tips & Tricks

Remain likeable: Of course, it’s easier said than done, but stay mindful of things
such as asking for a salary you deserve without seeming greedy, pointing out things
you don’t like about the offer without seeming petty, and being persistent without
being a pain.

Show them why you’re worth it: Remember that you can tell them what your
bottom line is, but if they don’t understand why you’re worth what you’re asking for,
they won’t say yes to your counter-offer. Remember to put that why in terms of
what will benefit them.

Let them know that you’re excited: As you’re negotiating, it may start to feel that
you’ve lost enthusiasm for the role. Make sure that you let them know that you’re
still excited about the offer.

Get a read on your power: Get a sense of how much power you have in the
situation. While most companies won’t rescind an offer because someone chooses
to negotiate, there may be times when the parties can’t come to an agreement. You
want to “know when to hold them and know when to fold them.”
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Get EVERYTHING in writing: It only takes a little miscommunication to make one
of your hard-won benefits to disappear. Make sure that you get everything written
down so that there aren’t any errors or misunderstandings.

Mindset

Your mindset plays a huge role in the outcome of your negotiations. Going in to the
negotiation feeling confident, feeling like you know your worth, and feeling ready to
make a deal is imperative!

It’s Time

Now, you’re prepared to negotiate a great deal for yourself. Go get ‘em!
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