
 Richard Castellini, senior career 
adviser for CareerBuilder, wrote, 
“You wrote a flawless résumé, ap-
plied to what seemed like thousand 
of jobs, networked ‘til you were 
blue in the face, dazzled them in 
the interviews, and got an offer for 
the perfect job. All that hard work 
has paid off … well, almost.” 
 You and I know that now it’s 
time to really talk “turkey,” so to 
speak. Getting the salary and ben-
efits you desire can be a tricky part 
of the job-hunting process. Is the 
package going to meet your crite-
ria, or will there need to be a bit of 
negotiating?

 According to a recent survey 
by Career Builder.com, 58 per-
cent of hiring managers say they 
leave some negotiating room when 
extending initial offers. With this 
thought in mind, you need to be 
prepared to present your case. Here 
are a few strategies for negotiating 
a better compensation package:
 • Be prepared. The key to suc-
cessful salary negotiation is re-
search and information. One of the 
best Web sites I’ve experienced to 
gather information is www.salary.
com. This site enables you to learn 
your worth by conducting research 
on current salaries for your specific 

profession, job title and geographi-
cal location; utilize various tools 
for calculating a salary to meet your 
criteria to avoiding under- or over-
selling yourself; and the site also 
provides numerous other points of 
interest. 
 Another site to consider that ac-
tually offers a salary negotiation 
tutorial is www.quintcareers.com. 
In addition, two books I suggest are 
“Get Paid What You’re Worth: The 
Expert Negotiator’s Guide to Sal-
ary and Compensation”  by Robin 
L. Pinkley and Gregory B. North-
craft, and a book written especially 
for women by Linda Babcock and 

Sara Laschever — “Women 
Don’t Ask: Negotiation and the 
Gender Divide.”
 • Negotiate for a win-win. In 
her book, “Job Offer! A How-
to Negotiation Guide,” author 
Maryanne L. Wegerbauer sug-
gests that the negotiation pro-
cess is not about strong-arm 
tactics or win/lose. It is a two-

way process where you and your 
prospective employer are each try-
ing to get something you need. In 
a negotiation, you’re both design-
ing the terms of a transaction so 
that each of you will receive the 
maximum benefit from the final 
agreement.
 • Salary is not everything. A 
job is not always about the money. 
While salary is certainly the most 
important element of a job offer, it 
is by no means the only point of 
consideration. The total package in-
cludes all of the benefits and other 
“perks” that are provided to you 
as an employee of the company. 

There are many benefits that may 
be negotiated in addition to sal-
ary. Consider extra vacation time, 
tuition reimbursement, a signing 
bonus, profit sharing, cell phone, 
laptop, company car, and the list 
goes on. And, a point to always 
keep in mind: simply enjoying the 
job and the new possibilities it pro-
vides can be extremely important.
 • Act as your own agent. Negoti-
ate for yourself as if you were ne-
gotiating for someone else. Think 
about what you would do if you 
were advocating on behalf of a 
person you care about. Then, ap-
proach your personal negotiations 
similarly. Consider your worth, and 
go over all the reasons why you de-
serve what you’re requesting. Keep 
in mind, you are your toughest au-
dience. Once you convince your-
self you’re worth the extra salary 
and benefits, you’ll have no trouble 
convincing someone else.
 The bottom line — negotiating 
requires gathering information, 
planning your approach, consider-
ing different alternatives and view-
points, communicating clearly and 
specifically, and making decisions 
to reach your goal. Learning to ne-
gotiate will empower you. You’ll 
be able to shape situations to en-
sure that your needs are satisfied. 
Once you master the art of negoti-
ating, you will soon recognize that 
the only real limits to your success 
are those you place on yourself.
 To inquire about Dr. White’s 
programs and publications, 
please contact her at (225) 769-
2307 or visit her Web site at 
www.successimages.com. ❑
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Consider your worth, and go over 

all the reasons why you deserve 

what you’re requesting.


