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Overview

 Salary offers
 Contracts 
 Benefits
 Assumptions 
 Guidelines and tips  
 Multiple offers 



Salary Offers

 Signing bonuses 
 Exploding offers 
 Base salary / bonus combinations 
 Commissions / incentives
 Stock options 
 Annual reviews and merit raises 
 Raises (merit and cost-of-living)
 Collective bargaining units 



Contracts 

 Is a contract required? 
 What are the terms and conditions? 
 Required for term of hire? 
 Required to reinforce salary agreement? 
 Intellectual property 
 Non-compete clauses
 Severance agreements
 Additional employment 
 Industry-specific issues
 Others? 



Benefits 

 Pension
 403B/401K (matching funds) 
 Life insurance 
 Health/Dental/Vision insurance (related insurances) 
 Disability insurance
 Leave (vacation, sick, family, community service, other)
 Relocation expenses (limited, unlimited, moving, house-

hunting, reimbursement, pre-paid, preferred vendor)
 Allowances (auto, insurance, housing, wardrobe) 
 Tuition/Continuing education support 
 In-house services (daycare, dry cleaning, personal 

assistant, health club, banking, credit union) 
 Union dues 
 PARKING! 



CSU UWF 

GROSS 85000 68000

Fed Tax 0.1725 -14662.5 -11730

State Tax 0.058 -4930 0

SS/Medi 0.075992 -6459.35 -5167.48

Parking -240 -44

Premium Life 0 -360

Premium Vision -70

Premium Dental 0 -106

Premium Health 0 -600

Retirement 0.05 -4250 -3400

NET 54458.15 46522.52

Rent -19800 -12000

Power -600 -1000

Student Loan -6000 -6000

Cell/Land/DSL -1800 -1800

Health Club -675 -675

Car  -8400 -8400

Car Insurance -2000 -1500

Disposable Income 15183.15 15147.52



Assumptions of Employer/Candidate

 When you apply for a job, you are genuinely interested 
 Employer knows more about their internal compensation 

than you do
 Employer wants to save money and pay you fairly 
 Tight job market (higher unemployment) = lower 

salaries = possible compromised negotiating position  
 Friendly job market (lower unemployment) = higher 

salaries = possible positive negotiating position  
 Salary is not discussed in the initial interviewing stages 
 Salary may be and should be discussed final hiring 

process
 Ask about salary if the employer has not initiated the 

discussion and you believe the time is right 
 Honesty in disclosing salary history 



Guidelines 

 Do your research first; be prepared 
 Average salaries for a person with similar skills and 

qualifications 
 DOL Employment and Earnings Monthly 
 Salary Survey from NACE 
 Occupational Outlook Handbook or O-NET (ball park figures) 
 Professional association salary surveys
 Places Rated Almanac (Cost of Living Index) 
 Salary recalculators 
 Employer’s salary history 

 Is there a published salary scale?
 Get a feel for the salaries of the people you will supervise 

and of the person who will supervise you.  You negotiation 
should fall between those two salaries barring any 
extenuating circumstances 



Guidelines 

 Negotiate only when you are prepared and ready to 
address the issue
 Turn the employer away politely if salary questions arise 

prematurely
 Never negotiate on the spot; ask for time to consider 
 Negotiating prematurely may impact your commitment to the 

organization later (poor morale because you are the lowest paid 
person) 

 Know your location-based bare bones minimum salary 
 Never accept an offer that is below that number  

 Develop your range
 The higher the salary, the wider the range 
 A 10 to 20 percent range is acceptable
 “ . . . . negotiable depending upon other job factors and benefits.”

 Factor in ALL of the components of the offer
 Listen and ask a lot of good questions 



Guidelines 

 If you want to negotiate 
 Ask “Is that offer negotiable?” 
 Other statements . . . “I’m surprised by the offer considering . . . 
 Reiterate your interest in the employer and the position  

 If you negotiate 
 Focus on your qualifications and the job requirements, NOT on 

your debt, expenses or other offers 
 Negotiate for the RIGHT reasons (ego and emotion set aside) 
 Consider negotiating other options related to your values  

 Leave time 
 Accelerated review with merit pay
 Telecommuting 

 Don’t negotiate if you don’t need or want to
 Negotiating is a calculated risk 
 Negotiating may set the tone for your working relationship with 

your employer 

 Ask for verbal offers in writing; accept the same way   



Multiple Offers 

 Employer
 Job responsibilities 
 Job title 
 Reporting relationship
 Reputation
 Team role 
 Office (location, support staff, computer, etc.) 
 Travel expectations 
 Job advancement or career ladder/path 
 Performance appraisal (measures, frequency, etc.) 
 Compensation 
 Colleagues/employees 
 Cost of living 


