
Interdependence
Parties need each other to achieve their preferred objectives:

the job candidate is searching for a job and the hiring
manager seeks to hire someone

Relationships Establishing a positive and healthy interaction plays a
significant role in a successful outcome

Flexibility
Being able to offer alternative options around sticking points
in a negotiation demonstrates your creativity, maturity, and

willingness to find solutions

Cultural Bias
Reminding yourself that each party holds certain

predispositions, affecting your willingness to negotiate (e.g.,
you may believe that negotiating is too “bold”; you may be

worried about appearing “ungrateful” or “greedy”)

“Must Haves”
Determine your must-have compensation and the mix

between salary, signing bonus, and paid time off (PTO); be
willing to entertain different scenarios (e.g., lower salary with

signing bonus; lower salary with extra PTO)

Best Alternative To
a Negotiated
Agreement

Best Alternative To a Negotiated Agreement (BATNA):
Deciding the most advantageous approach to take if an
agreement cannot be reached is your alternative if the

negotiation is not successful; the stronger your BATNA (e.g., “I
have four other interviews”; “I have another job offer”), the

better your negotiating position

Negotiating a Job Offer
Effectively 

Deciding to accept or decline a job offer depends on a number of factors for a job
candidate. A job entails not just compensation and benefits, but also the working
conditions surrounding the role. Negotiation is the process of interacting with at least
one other party to reach an agreement. The parties, such as the job candidate and the
hiring manager, typically have shared goals with some conflicting interests. Often,
accommodation and compromise are required. In many instances, negotiating
effectively can lead to a win-win outcome, enhanced communication, and the
foundation for a strong relationship. 

Negotiating Principles



Before engaging in any negotiation about the entire hiring package (e.g., salary, benefits), it is
essential to understand the particular work context. Any offer you receive is a function of work
sector (e.g., medical, tech), organizational type (i.e., public, private, nonprofit), size, and location,
among others. For example, working in the private sector is generally more lucrative, while
working in the public sector tends to be more stable. Your job offer will reflect these differences
and your compensation and working conditions will vary accordingly.
 
Types of Compensation 
The hiring package typically includes various forms of compensation. When comparing offers, all
elements of compensation should be considered. The following three elements are the most
negotiated at the time of hire:

Salary is often the hardest form of compensation to negotiate. However, if you can leverage
another offer, your previous salary, or your past performance, you increase your chances of a
higher starting salary. 
Signing bonus is a popular type of compensation, especially when there is high worker
demand. In job markets where the salaries are constrained, you might ask for a one-time
signing bonus with the hopes of getting a raise after a year. 
Paid time off, consisting of sick days, holidays, and vacation, is often the easiest form of
compensation to negotiate. For example, if an organization allows new hires two weeks of
PTO and you have been getting three weeks, you can say, “Can you match with three weeks?”
Many organizations have the flexibility to do so—with the exception of government positions. 

Other forms of compensation exist that can often be negotiated including stock options (e.g., in
startups, in tech firms) as well as annual bonuses (e.g., for executives, senior technical employees),
and in some cases, relocation costs. Benefits, as part of the total compensation, typically include
insurance (e.g., medical, disability, long-term care), pension or 401(k) retirement savings plan,
profit sharing, maternity and/or paternity leave, and educational funding, among others. Benefits
are usually established based on internal policy and are not negotiated.

Types of Working Conditions
Remote work can save you travel time and costs. If this
feature of the position is the most important for you,
you could ask for a lower salary if they allow you to work
remotely. Similarly, you could negotiate a hybrid
arrangement, working part-time in the office. A newer
feature in the workplace entails negotiating fewer (or
no) days in the office after working about three months
there, although this element is typically negotiated
after you have proven yourself. 
Work hours often offer flexibility, with employees
expected to be working during a set of core hours.
Other organizations tend to operate on shifts with a set
schedule (e.g., hospitals, manufacturing plants).
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Working conditions also may specify where employees work (e.g., at headquarters vs. regional
office), the proportion of worktime associated with travel (e.g., serving clients, attending
conferences), and whether employees have their own workstation (rather than hoteling), cubicle,
or office.

An Anthropological Perspective

Anthropologists understand culture, including any negotiation, in its wider context. As such, it is
not limited to the “negotiating table” of the job offer negotiation. Incorporating anthropology’s
holistic perspective, rather than operating solely “in the moment,” not only makes the entire
process visible, but builds in time for preparation, reflection, problem solving, and follow-up.

What is the best way of approaching an interview and subsequent job offer? How should you
prepare for a potential negotiation around a hiring package? Below are key elements of the
negotiation process across four phases. Use the period between the interview and a job offer
negotiation to evaluate your offer in terms of salary, benefits, and working conditions; compare it
with your current position, another offer, and/or the potential of future offers.

Before the Interview
Prepare carefully in advance by learning about the organizational
culture from the organization’s website, employees, news outlets,
and other sources
Learn what is negotiable beyond salary (e.g., other forms of
compensation, working conditions) from current or former
employees, or from the recruiter hired to fill the position
Anticipate that the hiring manager may face constraints (e.g.,
work policies, inflexible new hire start date) or hold different values
(e.g., specific work hours) that can affect the negotiation
Conduct research to determine the value of your expertise and the
salary ranges for the role; be able to cite a range if a recruiter asks
you about expected salary
Determine your “deal breakers” in preparation for a job offer (e.g.,
job is on site, not remote) 

During the Interview
Concentrate on the relationship between you and your potential employer so that it remains
strong and healthy and enhances your reputation
Clarify or summarize what you would bring to the position, showing energy and interest and
without overstating your qualifications; emphasize why you would be a good fit for the
position
Listen actively to the hiring manager, putting yourself “in their shoes” to show understanding,
enhance rapport, and begin the problem solving process (if your expectations diverge from
the hiring manager’s)
Control and leverage your emotions by asking neutral, open-ended questions (e.g., “What are
your thoughts on X?”) and taking notes to highlight key points
Do not raise the issue of salary (or bonuses) with either a recruiter or hiring manager and do
not suggest any amount unless and until a dollar value is on the table; if pressed, offer a salary
range or reply with “A competitive salary for this market and my experience is $XX,XXX.” 
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During the Job Offer Negotiation
Identify your BATNA—the minimum you require to accept this position 
Show appreciation for receiving the written job offer and point out those features of the hiring
package that are most salient to you
Identify your concerns with the package (e.g., money, working conditions), recognizing that
the hiring manager faces constraints
Introduce your proposal to address both your needs and those of the hiring manager to try to
find a creative solution that is satisfactory for both of you 
 Act ethically and with integrity, standing behind your words and commitments

After the Negotiation
Send a thank you note to the hiring
manager, conveying your gratitude and
professionalism, regardless of the outcome
If you become an employee, continue to
cultivate rapport, engage in active listening,
and problem solve with your hiring manager
turned supervisor
If you worked with a recruiter, inquire about
future openings that may be a better fit in
the near future

Negotiation Examples

Here are some examples of potential negotiation scenarios: 

Scenario 1 - A job candidate faces what appears to be an insurmountable obstacle:
the offer will not cover the cost of child care for her small child at home. 

Employer: The salary I can offer you is $50,000 annually.
Prospective Hire: Is there any flexibility in your salary offer?
Employer: I am sorry this is the highest I can offer as it is already on the highest end of the pay
scale.
Prospective Hire (realizing that her BATNA was $60,000): The minimum salary I can accept
with three years of experience is $60,000. I would love to work here and would accept this role in
a heartbeat if you could accommodate that amount. Alternatively, I would be interested to know
if you think there will be a similar senior role available in the future.
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Scenario 2 - The job candidate lives about two hours from the home organization.
The candidate suspects that working remotely five days/week may be an issue since
the word “remote” did not appear in the job description.  

Employer: We are very excited to make you an offer, and we have an excellent benefits package. 
Prospective Hire (smiling): I am so happy to hear that! This is where I want to begin my career.
Employer: Fantastic! Now, the one thing we are concerned about is the amount of driving you
will need to do each week. You live south of Toledo, right?
Prospective Hire: Yes. I am worried about travel time too. (A momentary pause occurs.) Is the
company open to having me work remotely given that my work involves users? 
Employer: Since January 2024, we discontinued remote work because we value what employees
can learn at the office.
Prospective Hire: Yes, I understand. For my role in user experience, it helps to have a quiet space
to conduct virtual sessions with users. I also have to maintain the anonymity of my participants
which can be challenging in an office environment. Would it be possible to work from home say,
four days/week and be at the office on the day you designate so that I benefit directly from my
peers? I have been working remotely and my performance has been enhanced by my
productivity. 
Employer: Let me talk with my supervisor about your proposal and we can talk by phone
tomorrow.

Alternatively, the prospective hire accepts the position and works on-site for 12 weeks. He
then asks for a meeting with his manager. 

New Hire: I requested this meeting to gather some direct feedback from you on my job
performance. 
Employer: Yes, indeed you have! I can tell you that I am thrilled you are part of our team. Your
expertise in UX is amazing, as are the results from the last project you did that was a game-
changer for us.
New Hire: Great! I am fortunate to be working with such a talented group of people on user
issues. (Pause) I did want to revisit my request during our job-offer discussion about working
remotely four days per week. It sounds like I have been able to demonstrate my value to you.
Would you consider allowing me to work remotely for the next two to three months as a pilot? I
think it would be relatively easy for you to assess my performance if my role were hybrid. 
Employer: I will have to raise this issue with my management. Let me check with them and then
get back to you.

Version A

Version B
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Scenario 3 - The job candidate reaches the final stage of the hiring process. Keep in
mind that all future raises are contingent on the starting salary.

Employer: Since you have your PhD in hand, we are pleased to be able to offer you a starting
salary of $100,000. Here is our offer letter. After we finish our discussion, I will take you over to
Human Resources where they will tell you about our benefits package.
Prospective Hire (pauses for several seconds): I would love to work here because of the
opportunities to work on impactful projects. However, I was hopeful for a higher starting salary
because of all the consulting I have done while completing my dissertation. 
Employer: Yes, I noticed you had done some consulting.
Prospective Hire: I have been working with clients in a professional capacity for two years. In that
sense, I am not simply another new PhD.
Employer: Let me see if there is something we can do on our end to sweeten the offer. We really
would like you to join our team. Give me a few days to get back to you.

Alternatively, the prospective hire makes a different argument and has a similar effect on
the hiring manager:

Prospective Hire (pauses for several seconds): I would love to work here but I was hoping for a
higher starting salary, since I have another job offer for $120,000.
Employer: Let me see what we can do. Just give me a few days to get back to you.

Version A

Version B

This selection of websites provides insight on assessing the value of your expertise. Such
comparisons can help inform negotiating your hiring package.

Salary.com
Glassdoor.com
Payscale.com
Conference-Board.org

Discovering Your Value
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The chances of having an offer rescinded for
negotiating are low. If a negotiation does not work
out, consider reviewing the scenario with someone
you trust for feedback on how you could improve
next time. If an employer reacts negatively to
negotiation attempts, you can take that as an
indicator of what it would be like to work there and
a warning of a potentially toxic workplace.

https://www.salary.com/
https://www.glassdoor.com/
https://www.payscale.com/
https://www.conference-board.org/

