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In many cases, you can negotiate a job offer when you feel like your qualifications make you 
more valuable to the organization. It is important to be ready to discuss this as soon as you are 
offered a position. 

Prepare 

ü Research your field’s and position’s salary ranges (please see resources on the other side of
this tip sheet).  It is crucial that you negotiate based on facts, and not just what you believe
you are worth

ü Determine a target salary and benefits range.  You may not get the exact amount, but having a
specific objective can help

Strategy 

ü Don’t initiate salary and compensation discussions.  Wait for the organization to bring the
subject up, even if it’s postponed to a second interview or to the job offer stage.  Typically the
best time to negotiate your salary is after you receive the offer, and before you accept the
offer

ü When firms ask for your salary and compensation requirements, say that they’re “negotiable.”
If asked to provide current salary in a job application, write “to be covered during the
interview.”  Without knowing the details about benefits and the position, you can’t accurately
propose a salary figure – and feel free to say so if you are pressed at an interview!

ü If discussing why you deserve a substantial increase, use examples of your accomplishments
that prove your value, not merely your experience.  Comparisons to your current salary are
irrelevant and should be avoided

ü Always assume a firm’s first offer is negotiable and never accept an offer at the interview or
on the phone.  Express your strong interest and when you’ll contact him or her with your
decision.  Analyze the written offer with a family member or friend, or with an insurance,
investment or bank professional.  They can provide you with an objective second opinion

ü Keep in mind that some components of your compensation package might be non-
negotiable.  Entry-level positions are often attached to job grades with pre-set salary
ranges.  If this is the case, focus on the aspects that might be negotiable including starting
date, date of first salary review, vacation, or education


