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Although the recession has left 15 million Americans without jobs, hiring is starting to pick up in some fields, like 
financial services, information technology and biotech, according to salary negotiation pros. And even with the 
economy still stumbling, you can negotiate a strong compensation package.  

In fact, if you get a job offer at all these days it means the employer really wants you. "Once you're at the salary 
negotiation stage, realize that you've made it through a huge pool of candidates," says Matthew Rothenberg, editor-
in-chief of career advice at the jobs website TheLadders.com. "You're truly someone they've taken a profound 
interest in, whom they've selected from a lot of possibilities."  

 "Employers are not just staffing up these days," agrees Constance Melrose, managing director of 
eFinancialCareers.com's North American operations. "People are not going to be out there recruiting unless there's a 
real need." 

That gives you more leverage as a job candidate than you might have in a weak economy, these experts say. But 
don't start negotiating before you have a formal offer, says Dawn Chandler, a management professor at California 
Polytechnic State University who has taught courses on salary negotiation. "Sometimes people will jump the gun," 
she says. 

Also don't be the first to bring up the topic, Chandler adds. If the hiring manager asks you what you want to make, 
quickly ask if the question means he or she wants to make an offer. In fact, at any point during the process, if you're 
asked how much you currently earn, you can simply say, "I make a competitive salary." Most career coaches agree 
you never need to give hiring managers an actual number. 

Chandler says many employers look at jobs in terms of what she calls salary "bands," or ranges. Once you're 
negotiating, you can ask the employer about that range. "Say you're offered $85,000," she says. "You could then say, 
'I'm curious where I fall in the band for this position. Am I low, middle or high, and what skills and knowledge 
would you see as warranting moving me to the higher end of the bracket?'" 

Once an employer has revealed a number, don't respond right away, Chandler suggests. Show enthusiasm, she 
advises, but wait at least 24 hours before you start negotiating. 

She says that studies have shown that most job applicants can negotiate increases of between 3% and 8% above an 
initial offer. Rothenberg, at TheLadders, which specializes in jobs that pay more than $100,000 a year, says more 
highly compensated professionals can have as much as 20% upward wiggle room. Melrose adds that professionals 
who are bringing business with them to a new firm especially have room to push an offer higher. 

In a tight economy it's also wise to ask to be promised a salary review after six months, Rothenberg and Chandler 
both suggest.  

Rothenberg says it's important to go into salary discussions knowing what you're willing to give up. Consider 
suggesting that extra compensation could come in the form of a bonus structure, he suggests. Rothenberg says that 
hiring managers almost always respond if you ask for something specific. "I know a salesperson who got a larger 
salary than she expected, and some stock options, just because she raised the issue of getting some daycare costs 
covered," says Rothenberg. The company refused to pay for her daycare, but the extra compensation more than 
covered it. "The company will feel more satisfied that they've negotiated successfully if you concede something," he 
points out. 

Rehearsing ahead of time can only help, Rothenberg and Chandler also agree. Call a friend who works in your 
industry, and talk through several scenarios.  



The bottom line: Do negotiate. Chandler sites several studies that show women often don't even try to get a higher 
offer. "The discrepancy between men's and women's salaries may be because women don't negotiate," she says. 
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