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Candidate A :

� The company will assess my 
worth and likely pay me 
about what they pay 
everyone else. I want to start 
out on the right foot, so am 
more concerned with fairness 
and establishing a good 
relationship than with 
improving the deal. I’ll need 
to prove myself over time to 
get a  higher salary than 
others.

WHO ARE YOU?
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Candidate B :

o I have a clear sense of what I 
can bring to this company. I’ve 
done a careful analysis of how 
my personal skills, education, 
and performance history stack 
up against the rest of the 
market. I think it’s important 
that I share this information 
with the recruiter. In fact, I plan 
to respectfully ask for a level of 
compensation that reflects my 
worth and the contribution I am 
determined to make.

WHO ARE YOU?
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� Regardless Of Who You Are, You 
Are Unlikely To Be Paid What 
You’re Worth:

� Recruiters, & Headhunters Told Us:
� 100% - It is acceptable to 

negotiate.
� 90% - Their 1 st offer does not  

include all that he or she is 
willing to pay.

� Yet, Only 25% - 50% - Of Candidates 
Negotiate Their Salary & 
Compensation

� And Only 15% - Of Employees 
Renegotiate Their Salary & 
Compensation

Get Paid What You’re Worth
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Get Paid What You’re Worth

Candidate A :

� The company will assess my worth and likely pay me 
about what they pay everyone else. I want to start out on 
the right foot, so am more concerned with fairness and 
establishing a good relationship than with improving the 
deal. I’ll need to prove myself over time to get a  higher 
salary than others.

� 92% Of Women 

� 21% of Men

Candidate B :

o I have a clear sense of what I can bring to this company. 
I’ve done a careful analysis of how my personal skills, 
education, and performance history stack up against the 
rest of the market. I think it’s important that I share this 
information with the recruiter. In fact, I plan to respectfully 
ask for a level of compensation that reflects my worth 
and the contribution I am determined to make.

o 8% Of Women

o 79% Of Men
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Get Paid What You’re 
Worth

� Women Are Even Less Likely 
Then Men To Be Paid What 
They’re Worth
� Women = $.75
� African American Women = 

$.63 or less

� 1/3 Of The Difference Between 
Male and Female Salaries Is Due 
To Differences In Starting Salary .
� Men are more likely to 

negotiate.
� Men tend to negotiate higher 

salaries than do women.
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� Differences In Starting Salary 
Have Been Found To Impact: 

� Salary Increases at the end 
of year one.

� Advancement throughout 
one’s career

� The Markets Perception of 
your value relative to others in 
the same market.

Get Paid What You’re 
Worth
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Get Paid What You’re 
Worth

CONCLUSION

� What You Get = You’re Worth 
+ Whether You Negotiate + 
How Well You Negotiate

� If You Want Something, You 
Had Better Negotiate For It

� So Negotiate And Neg. Well,
Like A MASTER NEGOTIATOR
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Negotiate Like A Master Negotiator

Get Paid What You’re Worth
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How Do Masters Negotiate?

1) They Have A Clear Plan:

� To take the hand of the 
customer and walk them to 
where they want them to go

Get Paid What You’re Worth
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How Do Masters Negotiate?

2) They Have A Firm Objective :
� Clear about what they want to 

achieve (Their 1 st Objective)

� Consistent across people and 
situations

� Measurable

Get Paid What You’re Worth
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How Do Masters Negotiate?

3) They use a Flexible Strategy :
� Increase their benefit
� Decrease their cost
� Decrease their risk
� Decrease their alternatives
� Be soft on the people, but     

hard on the issues

Get Paid What You’re Worth
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Don’t Negotiate Prematurely 

Get Paid What You’re WorthGet Paid What You’re Worth

Negotiate Like A Master Negotiator
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Don’t Negotiate Prematurely

Do Your Homework and Be Prepared

Get Paid What You’re Worth

Negotiate Like A Master Negotiator
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Make A MAP To Guide You

Objective : Max Own Gain

Issue Candidate Offer BATNA Recruiter (?)

Salary
$150 +15,000 -15,000
$175 +17,500 -17,500
$200 +20,000 -20,000
$225 +22,500 -22,500
$250 +25,000 -25,000

Starting Date
June 1 2,000 -1,000
June 15 4,000 -2,000
July 1 6,000 -3,000
July 15 8,000 -4,000    

Location
New York -4,000 -8,000
Boston -3,000 -6,000
Chicago -2,000 -4,000
Dallas -1,000 -2,000

Utility
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Don’t Negotiate Prematurely

Do Your Homework And Be Prepared

Lead With Your Target And Use Accounts

Get Paid What You’re Worth

Negotiate Like A Master Negotiator
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Master Negotiation

A’s Bottom-Line A’s Bid
12.5K 42K

2M 40K
B’s Bid B’s Bottom-Line

•SETTLEMENT ZONE (Unknown)

• Is located between the A’s bottom-line  
and the B’s bottom-line.

• No agreement can fall outside of it.

• It is the REAL playing field.

• The task of negotiation is to discover, 
create and ultimately CLAIM the 
surplus between A & P’s bottom-line.

Settlement Zone
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A’s Bottom-Line A’s Bid
12.5K 42K

2M 22K                  40K
B’s Bid Likely Outcome  B’s Bottom-Line

BARGAINING ZONE (known):

� Falls  between the A’s initial bid  
and the B’s initial bid.

� Where all negotiating will take place. 
� Is typically perceived as the playing 

field. 
� Most agreements fall somewhere  

near the middle.

BARGINING ZONE

Get Paid What You’re Worth
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Offers and Counter-offers :

� Who should make the 
first offer (you or them)?

� Why?

Get Paid What You’re Worth
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A’s Bottom-Line A’s Bid
12.5K 42K

2M 22K 40K
B’s Bid Likely Outcome B’s Bottom-Line

Beware!!!!

� Don’t assume that the Bargaining Zone tells you   
anything about the Settlement Zone. 

� Typically falls closer to the 1st offer than to the
counter-offer (1st offer as anchor) (

� People often expect for you to negotiate – move  
away from your 1st offer towards a compromise          
solution.

� People do not like it when you move less than they  
do.   So…………… .?

BARGAINING ZONE SETTLEMENT ZONE

Negotiated Agreements

Get Paid What You’re Worth
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� How extreme an offer should 
you make?

� How should you respond to an 
extreme offer 

� How should you respond to an 
exploding offer?

� Should your offer be in the 
form of a specific amount or 
range?

� What strategy should you use 
for making concessions?

� What is a threat and should it 
be used in negotiation?

Extreme Offers

Get Paid What You’re Worth
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� Shoot with your target – the highest 
bid that you can defend.

� Explain the “whys” behind your bid 
– rational and how it will address 
their needs (provide an account).

� Include all of the issues in the 
negotiation (present a package bid)

� Your bid should include specific 
values rather than ranges of value.

� Respond to counter bids with 
questions, rather than answers 
(don’t shoot your strategic arrows 
until you know the target).

� Respond to extreme bids with 
questions & request for a new bid

Get Paid What You’re Worth
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Don’t Negotiate Prematurely

Do Your Homework And Be Prepared

Lead With Your Target And Use Accounts

Counter Their Offer With Questions

Get Paid What You’re Worth

Negotiate Like A Master Negotiator
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� Ask questions, before you counter 
the offer (don’t shoot your strategic 
arrows until you know the target).

� Why this offer?
� What informed it?
� How informed by internal and 

external market?

� Why did they not include ______?
� Determine what you know about the 

other’s MAP before you make an 
offer:
� Find out directionality of each 

issue (ex. preferences – more or 
less).

� Find the relative importance of 
each issue (priorities).

� Fill in the recruiters MAP (???)
� Don’t ask a question unless you know 

what you will do with the answer.

Get Paid What You’re Worth
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Don’t Negotiate Prematurely

Do Your Homework And Be Prepared

Lead With Your Target And Use Accounts

Counter The Offer With Questions

Change The Offers Form Not Its Value

Get Paid What You’re Worth

Negotiate Like A Master Negotiator
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Make Them Better Off If They 
Make You Better Off:

� Trade-offs and Package Bargaining

� Guaranty A Return On Investment -

� If You Do X, I Guarantee Y.

� Use Contingency Agreements -

� If I do X- then you do Y-.

� If I do X, then you do Y.

� If I do X+, then you do Y+.

� Reduce Their Perceived Risk

� Get The Upside For Risking The 
Downside

Get Paid What You’re
Worth

Get Paid What You’re 
Worth
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Don’t Negotiate Prematurely

Do Your Homework And Be Prepared

Lead With Your Target And Use Accounts

Counter The Offer With Questions

Change The Offers Form Not Its Value

Create Alternatives And Know When 
To Walk Away

Get Paid What You’re Worth

Negotiate Like A Master Negotiator
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Let’s Pretend . . .
� You are the Recruiter
� You have interviewed all of 

the viable candidates
� One is slightly better 
� Based on your due diligence 

(performance history, 
recommendations, cases, 
psychological tests, 
interview, etc.) you decide 
that this Candidate is worth 
$150K in salary & 
compensation

A Gain-Gain Approach
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Scenario #1 :

� Your top choice has a 
Possible Alternative given 
her recent 2 nd interview 
with another company. 

� What is she worth to 
you?

A Gain-Gain Approach
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Scenario #1 : 

� Your top choice has a 
Possible Alternative given her 
recent 2 nd interview with 
another company.

Scenario #2 :

� Your top choice has an 
Alternative Offer worth $150K.

� What is she worth to you?

A Gain-Gain Approach
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Scenario #1 : 

� Your top choice has a Possible 
Alternative given her recent 2 nd

interview with another company.

Scenario #2 :

� Your top choice has an 
Alternative Offer worth $150K.

Scenario #3 :

� Your top choice has an 
Alternative Offer worth $175K.

� What Is She Worth?

A Gain-Gain Approach
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Scenario #1 : 

� Your top choice has a Possible 
Alternative given her recent 2 nd

interview with another company.

Scenario #2 :

� Your top choice has an Alternative 
Offer worth $150K.

Scenario #3 :

� Your top choice has an Alternative 
Offer worth $175K.

Scenario #4 :

� No Alternative Offer
� What Is She Worth?

A Gain-Gain Approach
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Get Paid What You’re 
Worth

GO FOR THE GOLD

Get Paid What You’re 
Worth


