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Negotiating Your Compensation 

Congratulations—You’re Close to the Finish Line! 

Your hard work has paid off, and you’re on the verge of receiving a job offer. As your job search nears 

completion, it’s time to discuss the offer with your prospective employer. This is your opportunity to 

negotiate and secure the best possible package. 

Negotiation is a regular part of the hiring process, and it’s your chance to leverage your value. Be clear about 

what’s important to you and prepare to have a confident, constructive conversation. 

Tips for Negotiating Your Salary and Benefits 

● Negotiation Is Expected: Most employers anticipate some level of negotiation. They understand 
that candidates have unique needs and want to satisfy and motivate new hires from day one. 

● Review Your Priorities: Revisit your list of “must-haves” you created earlier in your career 
transition process. (Resource 1.1.) Compare them to the offer you’ve received to identify gaps or 
areas for improvement. 

● Timing Is Key: The best time to negotiate is before accepting the offer. Emphasize the value you 
bring to the company as the basis for your requests. 

● Prioritize Your Needs: Start with the items that most matter to you. Know your non-negotiables 
and where you’re willing to compromise. 

● Be Confident, Not Aggressive: Approach negotiations with confidence and clarity, but avoid being 
pushy or making unreasonable demands. 

● Justify Your Value: Provide one or two strong examples of your value, as employers—like 
consumers—need an apparent reason to invest more. 

● Stay Professional and Future-Focused: Keep the conversation focused on work-related needs and 
your value to the organization. Avoid mentioning personal financial needs. 

● It’s Okay to Counter: If the initial offer doesn’t meet your expectations, don’t hesitate to propose a 
counteroffer. 

● Take Your Time: It’s perfectly acceptable to ask for 1–3 business days to consider the offer. This 
shows that you’re thoughtful and deliberate in your decision-making. 

● Explore All Options: Remember, salary isn’t the only negotiable item. Consider other aspects of the 
offer, such as benefits, bonuses/incentives, job title, remote work options, and more. 
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What to Consider When Negotiating 

After reviewing your “must-have list,” use the categories below to fine-tune your counteroffer. Prioritize the 

items that are most important to you: 

● Base Salary 

● Job Title 

● Start Date 

● Vacation/Paid Time Off 

● Flexible Work Schedule 

● Work-from-Home Arrangements 

● Tuition Reimbursement 

● Relocation Expenses 

● Transportation Allowance (Car, Mileage, etc.) 

● Professional Dues, Memberships, Subscriptions 

● Signing Bonus, Performance Bonuses, Incentives 

● Equipment or Stipends (Laptop, Cellphone, Home Office Setup) 

● Stock Options 

● Pre-planned Dates or Commitments (e.g., already booked vacation, family obligations) 

Final Thoughts 

Negotiation is about finding a win-win solution that satisfies both you and your employer. By being prepared, 

confident, and strategic, you can maximize your offer and start your new role on the right foot. 


