
 
The Art of Salary Negotiation: 5 Proven Tips for Success 
By: Daniel Lopez, Career Services Advisor at RochesterWorks 
 
Salary negotiation often feels like navigating uncharted waters, but it's a crucial skill that can 
significantly impact your lifetime earnings. Research shows that failing to negotiate your starting 
salary could cost you up to $750,000 over the course of your career. Let's explore how to approach 
this conversation with confidence and professionalism. 

Understanding Your Value 
Market Research: Before entering into any negotiation, know your worth. Use resources like the 
Bureau of Labor Statistics, industry salary surveys, and RochesterWorks' salary data to 
understand the typical range for your role and experience level in our region. Remember that local 
market rates may differ from national averages. Create a spreadsheet documenting salary ranges 
from multiple sources to establish a solid foundation for your target range. 
 
Experience Quantification: Document your achievements, certifications, and unique skills that 
justify your desired salary. Include metrics whenever possible: revenue generated, costs reduced, 
or efficiency improved. Create a "victory folder" with performance reviews, client testimonials, and 
project successes. This documentation not only builds your confidence but provides concrete 
examples to support your negotiation position. 

The Negotiation Process 
Timing is Everything: Wait for the employer to bring up salary or until you have a formal offer. 
This gives you maximum leverage and demonstrates that you're primarily interested in the role and 
its responsibilities. If asked about salary expectations early in the process, try redirecting with 
phrases like "I'd like to learn more about the role's responsibilities first" or "I'm flexible within market 
range for this position." 
 
Response Strategy: When presented with an offer, always express appreciation first. Then, use 
the "feel, felt, found" method: 

• "I feel honored to receive this offer" 
• "I've felt that given my experience in [specific skill], there might be room for discussion" 
• "I've found through market research that similar roles typically range from [X] to [Y]" 

 
Follow up with specific examples from your experience that justify your counteroffer. Practice 
maintaining a positive, professional tone throughout the conversation. 
 
Benefits Beyond Base: Remember that salary is just one component of compensation. Consider 
negotiating for additional benefits like flexible work arrangements, professional development 
opportunities, or performance bonuses. Create a prioritized list of what matters most to you, 
including: 

• Health insurance coverage and premiums 
• Retirement contribution matching 
• Professional development budgets 
• Remote work options 
• Performance review timelines 
• Bonus structures 
• Paid time off policies 

 



Common Pitfalls to Avoid 
Don't: 

• Apologize for negotiating 
• Accept the first offer immediately 
• Make ultimatums 
• Focus solely on base salary  

Do: 
• Stay professional and positive 
• Consider the total compensation package 
• Get offers in writing 
• Express gratitude throughout the process 

 
Action Item: Practice negotiation scenarios with a RochesterWorks career counselor through our 
mock interview services. Role-playing builds confidence and helps refine your approach. 
Fun Fact: Studies show that employers expect negotiation and often set aside 5-10% above their 
initial offer for candidates who ask professionally. 
 
Remember, successful negotiation isn't about winning or losing – it's about finding a mutually 
beneficial agreement. Schedule an appointment with RochesterWorks to develop your 
personalized negotiation strategy and practice your approach. Our career coaches can help you 
navigate this crucial conversation with confidence and professionalism. 
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