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Negotiation Myths

By Nan Siemer , originally published in the December 2005 CTC Newsletter

Why do myths about negotiation thrive? Because some things about workplace negotiations have changed with the times, and some myths used to be true. But another reason is it’s easier to believe those myths than to take the proper negotiation steps.

Negotiating for yourself is not easy or comfortable. It’s far easier to negotiate on behalf of the Government with the weight of the United States behind you. More importantly, it’s not personal when you negotiate on behalf of the Government. When you negotiate for yourself, you can’t help but feel you are being judged. It’s better to remind yourself it’s not you, but your skills, that you are selling.

Below are the myths and the truths about job negotiations today:

Myth: Nobody talks about money at the first meeting.

Truth: In fact, you may be asked the salary question BEFORE the first meeting. It is not unusual for a person to ask you on the phone what kind of salary you are seeking. Be prepared! You should have a range in mind (based on worth, not need) before you make the call, and it is safe to state that range with the disclaimer, “depending on the responsibilities and scope of the job.” Just remember you are not negotiating with that person. You only negotiate with the person who hires you. This inquiry is usually presented by a Human Resources person, and it is simply intended to see if your salary range is in the ballpark with what this company offers.
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Truth: It’s nice to get a feeling about a salary range 
from the interviewer. He/she may even surprise you 
by quoting a figure higher than you expected. So, it 
is okay if the interviewer asks you the salary question 
to casually turn it around and ask what is budgeted 
for this job.  However, if he turns it back to you, be 
prepared to quote a range that reflects what your 
research has found about the value of your skills in 
your selected market.

Myth:  You don’t have to talk about money at the first interview.

Truth:  Anyone who leaves an interview without having a sense of what the job pays is a fool. If a competitive wage is that unimportant to you, you’d be better off volunteering. An interview is for you to share AND GATHER information. Compile a wish list and know what is important to you. Make sure you have answers to your most important questions. And, “What is the salary?” should certainly be one of your most important questions.

Myth:  Salaries are fixed and there is no room for negotiation.

Truth:  Salary is not the only thing you should be negotiating. You should be looking at the entire employment package. That includes money matters, quality of life issues, educational opportunities and management perks. By looking at all the items in these four areas, a job with a marginal salary may be a lot more appealing to you.

Myth:  It’s best to get a salary at the top of the range offered to you.
Truth:  Ideally, you’d like to earn a good salary at the upper midpoint of the salary range, so you have room to grow in this position. If you hit the salary ceiling when you first take a job, you’ll likely be frustrated about your inability to get increases beyond that ceiling.

Myth:  They know I’m getting an annuity, so they won’t pay me what I’m worth.

Truth:  UNTRUE in the private sector. They may pay you less, because you ask for less or act like you don’t deserve a competitive wage. But the private sector simply doesn’t consider your other sources of income when considering your salary.

Myth: It’s okay to ask for a salary that fills the gap between what your annuity pays and what you earned in your last job.

Truth: This is not the way to negotiate. You should be negotiating on worth, not need. What are your skills worth? What is the market paying for someone with your skills? You shouldn’t be taking less money because you won the lottery, did a good job with your investments or have an inheritance. Your annuity is nobody’s business but yours, and doing the research to get a competitive wage is an investment you make in yourself.  













“Negotiation in the classic diplomatic sense assumes parties more anxious to agree than to disagree.”





- Dean Acheson




















“We’re eyeball to eyeball and the other 


fellow just blinked.”





- Dean Rusk
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