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I t  can come near  the beg inn ing o f  an o f f i c i a l  job  in te rv iew o r  sneak  up bef ore  the meet ing i s  
about  to  c lose,  but  under  any c i rcumstance,  po ised execut ives  are  a lways  ready to  ans wer  the 
mos t  impor tant  ques t ion that  sur faces  in  a  se r ious  d i a logue bet ween dec is ion-makers  and 
prospec t ive  employees .  Exac t  phras ing va r ies  but  the  meaning is  c lea r :  "W hat  wi l l  i t  t ake for  
you t o  jo i n  ou r  team?"  or  "W hat  i s  i t  go ing to  cos t  to  get  you here?"   

Does  the ve ry  thought  o f  be ing i n  such a  s i tuat i on make you r  hands  c lammy,  you r  hear t  race 
and your  s tomach churn? W ould  you p re fe r  any pun i shment  ra the r  than conf ron t  th is?  
Unfo r tunate l y ,  pa r t  o f  accept ing a  job  o f fer  f requent ly  enta i l s  negot i a t ing  the te rms o f  
employment .  Get  prepared and save yourse l f  some las t  m inute  angs t .  Here are  a  few t ips  to  
he lp  you face the inev i tab le  wi th  conf idence and a rmed wi t h  good adv ice.  

Tips on How to  Answer:  Advantage Candidate  

1.  Do your  homework.  Be prepa red wi th  f i gu res  and fac ts  demons t ra t ing  your  va lue to  the 
prospec t ive  employer .  Know your  wor th  in  the market .  Research what  comparab le  pos i t ions  
wi th  s im i la r  res pons ib i l i t i es  command in  you r  indus t r y  and in  your  loc a le .   

2.  Make i t  c lear  that  your  goal  is  fa i rness.  You want  to  be compensated commensurat e l y  wi th  
what  your  co l l eagues  a re  pa id  fo r  comparab le  respons ib i l i t i es ,  and you want  to  be rewarded fo r  
super io r  pe r fo rmance.  

3.  Show that  h i r ing you i s  not  an expense bu t  a  smart  investment .  Prove that  you wi l l  be  
ab le  t o  add to  the bot tom l ine  through i nc reased sa les ,  cos t  reduc t ions ,  revenue ga ins ,  
enhanced produc t iv i t y ,  e tc .  Have tab les  or  char ts  to  i l l us t ra te  the impac t  you r  exper t i se  wi l l  
have.  Use ac tua l  data  i f  ava i lab le .  

4.  Never  reveal  an exact  number  for  your  desi red salar y or  what  you are curren t l y making.  
Give a  range that  w i l l  a l l ow you more room to  negot i a te  for  bonuses ,  benef i t s ,  t ime o f f ,  e tc .  
because no t wo jobs  are  t he same,  no two cand idates  are  a l i ke .  See T ip  #  6  be low.  

5.  Have a  bo ttom l ine in  mind.  W hat  i s  th is  oppor tun i t y  wor t h  to  you? W hat  wi l l  you g i ve  up? 
W hat  can you exc hange to  make the numbers  work? I s  there  a  necess i t y ,  mus t  have,  
uncomprom is ing need? Then,  be wi l l i ng  to  be f lex ib le  on the res t .  Th ink  about  t ime o f f  vs .  
sa lary ,  educat iona l  oppor t un i t ies  vs .  conference a t t endance,  e tc .  

6.  Remember  tha t  th i s  should  be a  w in-w in for  you  and your  future emplo yer .  Make su re  
that  they unders tand that  you want  th is  job  and you a re  conf ident  that  i f  they a lso  ag ree t hat  
you are  the r igh t  cho ice,  together  you can make th is  happen.  Take the focus  o f f  the  do l la rs  and 
put  i t  on  the chance to  have an impac t ,  f ind  so lu t i ons ,  move forward,  e tc .  

7.  W ork th is  out  w i th  your  futu re boss ra ther  than thei r  HR s ta f f  person.  Only you r  fu ture  
boss  knows  what  they need and wi l l  go  to  bat  to  get  t h is  dea l  t oget he r  fo r  you.  I t ' s  the i r  budget  
— show them your  "o t he r"  sk i l l s  r igh t  f rom  the beg inn ing wi t h  you r  ab i l i t i es  to  negot i a te  fo r  
you rse l f !  

  
© 2007 Debra Fe ldman  
Debra Fe ldman  i s  the  JobWhiz™,  a  nat i ona l l y - recogn i zed exper t  who des igns  and pers ona l l y  
imp lements  sw i f t ,  s t ra teg ic ,  and cus tomi zed sen io r  leve l  execut ive  job  searc h campaigns ,  
ban ish ing ba r r i e rs  that  prevent  immedia t e  success .  Her  g i f t  fo r  co ld  ca l l ing ,  executed w i th  h igh 
ene rgy  and savvy  panac he ,  connec ts  cand idates  d i rec t l y  to  dec is ion makers ,  no t  HR.  Network  
Purposefu l l y™ w i th  the JobWhiz,  and compress  your  job  sea rch in t o  mere week s ,  us ing 
groundbreak ing techn iques  pro f i l ed  i n  Forbes  maga zine(  2 /28/ 05 )  and featu red i n  an upcoming 
synd icated te l ev is ion se r ies .   In  add i t ion  to  wr i t ing  co lumns  and conduc t ing workshops  for   
severa l  reve red pro fess iona l  assoc ia t ions ,  Debra prov ides  career  gu idance to  a l umni  o f  top- t ie r  
bus iness  schoo ls .  Contac t  Debra a t  www. jobwhi z.com to  exped i t e  you r  execut ive  ascent .  

 

http://www.jobwhiz.com/
mailto:DebraFeldman@JobWhiz.com
http://www.jobwhiz.com/



