Negotiating an Offer:

You have received the offer after 4 interviews.  Now it is time to sit back and relax… Wrong!  Negotiating an offer can be the most stressful point of a career search.  Many professionals feel uncomfortable in discussing salary and they typically settle for something less.  

When reviewing an offer it is best to determine what your negotiating power is.  In today’s tough employment market company’s can identify several professionals who will accept an offer that you turned down.  It is best to be realistic on what the market currently provides.  Also keep in mind that currently employed candidates are offered higher salaries than those who are unemployed.

Companies will typically inquire on what your salary expectations are.  It is always best to state a range and don’t reveal specific numbers.  As an example it is best to say mid 70’s to low 80’s instead of $75,000.  If you say $75,000 your bargaining power is out the window.  The range mid 70’s could mean $76,500 to the person you are speaking to.  When speaking about salary it is important to emphasize that you are more concerned about the job itself and the career potential it may present than the salary.  Always state that you are open to negotiation.

When reviewing an offer it is best to look at the big picture.  Is the company right for you?  Does the new role make sense for your career progression?  How do the benefits compare to previous employers?

“Principles for Negotiating: The Ten Commandments of Employment Negotiations” excerpted from Get More Money on Your Next Job, by Lee Miller; © 1998 by The McGraw Hill Companies, Inc.

Commandment #1: Be Prepared

Commandment #2: Recognize That Employment Negotiations Are Unique

Commandment #3: Understand Your Needs and Those of Your Prospective Employer

Commandment #4: Understand the Dynamics of the Particular Negotiations

Commandment #5: Never Lie, but Use the Truth to Your Advantage

Commandment #6: Understand the Role That Fairness Plays in the Process

Commandment #7: Use Uncertainty to Your Advantage

Commandment #8: Be Creative

Commandment #9: Focus on Your Goals, Not on Winning

Commandment #10: Know When to Quit Bargaining

Commandment #11: Never Forget That Employment Is an Ongoing Relationship

What do the Experts Have to Say?

Below are links to experts in the skill of negotiating.  Their insight is invaluable to help you land your perfect job.

www.batna.com
Batna.com is the negotiation resource center.  Also offers a free newsletter to help you become a better negotiator.

http://www.bls.gov/oco/oco20046.htm
US Department of Labor – Bureau of Labor Statistics

http://www.rileyguide.com/offers.html/#counter
The Riley Guide assists with evaluating job offers and negotiating salaries.

