
The Power of Negotiation
For New Positions, Raises, and Promotions 



Negotiating Basic Strategies When it comes to 
negotiation, there are a lot 
of basic strategies that are 
taken into consideration. 
These strategies consist of 
the following:

• Approach
• Knowing Your BATNA
• Estimating the ZOPA 



Negotiation 
Methods of 
Approach

Different methods of approach consist of collaboration, 
competing, accommodating, compromising, and avoiding. 
Avoiding is the last thing you want to do and is known as 
ghosting. 

A BATNA is a best alternative to a negotiated agreement 
and the cost of walking away from a negotiation is taken 
into consideration. 

Estimating the ZOPA is important and is a zone of 
proximal agreement. Take into consideration the range 
being provided to you. Does it overlap with your 
competition’s ZOPA?  



Negotiating salary for 
a new position 

The following are consistent when you are 
looking to negotiate your salary for a new 
position 

• Research, Research, Research

• Establishing a Baseline 

• Knowing your Options (BATNA)



New 
Opportunity 

Tips 

 Research Tools: Glassdoor, Indeed, LinkedIn, 
and PayScale to get a range for comparison. 
You can also connect to other employees on 
professional networking platforms such as 
LinkedIn to get their take.  

 Establishing a Baseline: Counter with, “What is 
your range?” Explain that you are flexible to an 
extent.  

 Knowing your Options (BATNA): Having multiple 
options and offers gives you leverage. 



Negotiating a Raise 

Negotiating a raise takes a lot of courage but can 
be painless if you play your cards correctly. Are you 
a contributing member of your organization who is 
outperforming expectations? You deserve a raise! 
The key points of performance relating to raise 
negotiation are as follows:
• Establishing a solid and proven track record 
• Being proactive and scheduling performance 

conversations
• Presenting a solid case 
• Accept the decision with grace, and if the 

answer is no, set a follow up conversation and 
establish action items that will lead you to the 
desired raise



Negotiating as a Woman 
In today’s world, regardless of area and culture many female negotiators are 
perceived by all sexes as being aggressive, unlikable, or even being difficult. 
There are a multitude of tactics that can be used to even the playing field to 
be on the same page to the person or group you are attempting to negotiate 
through. Making your negotiation about the greater good involves some of the 
following “I” qualities:

• “I want to help correct historically uneven pay between the sexes”

• “I want to set a good example for my child/family member”

• “I am asking because I want to be a better provider for my family, 
and I have the track record to back it up”

• “I am trying to correct the pay gap for women/men of color in this 
industry” (works for all sexes)

It is entirely possible to use “I” statements for the bettering of both an 
organization and your peers who work with and around you. 



What to do and what not 
to do in a negotiation 

The To-Do’s

• Document anything and everything 

• Research all available markets and competition

• Maintain professionalism 

• Be Responsive 

• Be Flexible 

The Not To-Do’s

• Getting too personal

• Making the negotiation about personal expenses 

• Ghosting



Conclusion 

When it comes to negotiation, there are a multitude of 
approaches to use. With the given approaches, there is also 
a lot to take into consideration. While things that may be 
out of your control such as leaders having budget 
constraints, potential employer budget constraints, and not 
having multiple competitive offers under your belt, there are 
many ways in which you can successfully negotiate a merit 
based on performance or that of a new career for personal 
and professional development. 
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