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Anchors, Silence, and Preparation
The first number on the table creates an “anchor” that frames the rest of the discussion. While
many believe speaking first is risky, anchoring can be powerful when supported by research.
Candidates and employers alike should know the fair market value before entering the
conversation.

Silence is another underestimated tool. After making a proposal, pausing allows the other side
time to reflect and often encourages them to share more than they intended. Used strategically,
silence fosters clarity rather than confrontation.
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Why Employees Hesitate
Many employees would rather negotiate with a new employer than their current manager. This
points to a trust issue: if people feel safer asking strangers for more money than their own
leaders, it signals a breakdown in workplace culture. For organizations, this means creating a safe
environment for open and honest negotiation is critical to retention.

Salary negotiation is often one of the most uncomfortable parts of the workplace, for both

employees and employers. Yet, when approached thoughtfully, it can strengthen trust, improve

retention, and create value on both sides of the table.

Salary Negotiation: 
From Transaction to Collaboration

Too often, negotiation is treated as a tug of war over dollars. In reality, the most effective
discussions consider the full package: time, flexibility, professional development, equity, benefits,
and growth opportunities. Money may be the baseline, but factors like work-life balance or career
progression often weigh more heavily on long-term satisfaction.

Negotiation Beyond Money

For example, if flexibility is worth more to someone than a
modest raise, then adjusting work hours might provide greater
overall value. Viewing negotiation through this wider lens
transforms it from a conflict into an opportunity for partnership.
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Know your levers: Salary is just one piece; consider PTO, flexibility, signing bonuses, or
development budgets.

Clarify motivations: Understand what really matters to the other side, whether it’s
balance, growth, or security.

Prepare your anchors: Research market data to set realistic expectations.

Leverage technology: Use AI and analytics to compare compensation trends.

Use silence strategically: After making or receiving a proposal, pause. Give space for
reflection rather than rushing to fill the gap.

Frame it as partnership: Instead of asking “Can we afford this?” ask “How can we make
this a win on both sides?”

Avoid short-term “wins”: Don’t push a candidate into a number that leaves them
disengaged. The true win is retaining motivated, committed employees.

Keep doors open: If you can’t meet someone exactly where they want today,
communicate a clear path for revisiting compensation or benefits down the line.

Why Employers Should Avoid “Winning”

Tell me more!

Organizations that approach negotiation as a contest risk
disengaging employees before they even start. The goal is not to
“win” but to establish a foundation for long-term collaboration. 

The ultimate objective is a partnership that benefits both the
individual and the organization.

Your Team’s Checklist: Turning Negotiation into Collaboration

Salary negotiation doesn’t have to be adversarial, awkward, or dreaded. By broadening the
conversation, preparing thoughtfully, and focusing on long-term partnership, both employers and
employees can turn an uncomfortable process into an opportunity for mutual success.

Whether you’re the one asking for more, or the one fielding the request, the shift is the same:
stop asking, “How do I win?” and start asking, “How do we both succeed?”


