
Salary Negotiation Role-Play Scenarios



Why Most Professionals Leave Money on the 
Table

Salary negotiation is one of the highest-ROI skills a working professional can develop — yet it remains among the most avoided 
conversations in the modern workplace. Research consistently shows that fewer than 40% of professionals negotiate their first offer, and 

even among those who do, many settle far below what they could have secured with the right preparation and practice.

The reason isn't a lack of desire. It's a lack of rehearsal. When the stakes feel high, the body defaults to scripts it knows — and if you've 

never practiced negotiating, your script defaults to silence, "thank you," or worse, immediate acceptance. This guidebook changes that 

dynamic entirely by putting you inside the conversation before the conversation happens.

What This Resource Solves

Most negotiation content tells you what to say. This guidebook 

teaches you how to say it — through structured role-play 

scenarios that mirror the real conversations you'll face, 

complete with pushback, silence, and curveballs.

How to Use This Guidebook

Read-through: Build your mental model first

Reference: Return to specific scenarios before real 

conversations

Worksheet mode: Fill in templates with your own numbers 

and language

Practice partner: Use scenarios with a coach, peer, or 

mentor
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The Negotiation Mindset: What You Need to 
Believe Before You Begin

Before you rehearse a single line of dialogue, the most important work is internal. Salary negotiation is not a confrontation — it is a 

professional conversation between two parties who both want a mutually beneficial outcome. Employers expect negotiation. Recruiters 

are not surprised by it. Managers anticipate it. The discomfort you feel is a conditioned response, not a signal of danger.

The single most powerful reframe you can make is this: you are not asking for a favor. You are presenting a business case. Your salary 
is a reflection of the value you bring to an organization — and when you walk in prepared, with market data, specific achievements, and a 

clear ask, you are doing exactly what a high-performing professional does.

Negotiation Is Expected
Over 85% of hiring managers say they 

have room to negotiate the initial 

offer. Silence signals that you don't 

know your worth — not that you're 
grateful.

Your Ask Is Not Permanent 
Risk
In virtually all professional settings, 

making a reasonable, well-supported 

ask does not rescind an offer. What 

signals red flags is aggression or poor 

preparation — not the ask itself.

Preparation Eliminates 
Anxiety
The emotional discomfort around 

negotiation is almost entirely a 

function of unpreparedness. When 

you know your number, your 

evidence, and your walk-away point, 
confidence follows naturally.

Before any role-play scenario in this guidebook, complete the Mindset Reset Checklist on the next section. Ground yourself in 

fact before you ground yourself in script.
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Mindset Reset Checklist

Complete this before any negotiation — real or rehearsed. Check each item only when you genuinely believe it, not just intellectually 
acknowledge it. This is preparation, not performance.

I know my market value range based on at least 2–3 data sources (Glassdoor, LinkedIn Salary, industry reports)

I have identified at least 3 specific, quantified achievements that justify my ask

I know my target number AND my walk-away floor

I have practiced saying my number out loud without apologizing or qualifying it

I understand the full compensation package (base, bonus, equity, benefits, PTO)

I have prepared a response to "that's above our budget" or "I'll have to check with my manager"

I have a clear, one-sentence rationale for my ask that I can deliver calmly

I have identified one non-salary item I'm willing to trade on if base is truly fixed

"The single most powerful thing you can do before a salary negotiation is decide your number before you walk in. Uncertainty is the 

enemy of confidence. Preparation is the cure." — Senior Talent Leader, Fortune 500
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Your Negotiation Toolkit: The Three Levers

Every salary negotiation — regardless of context — comes down to three variables. Understanding which lever to pull, in which situation, 

and in what order separates professionals who negotiate well from those who stumble. Master the three levers before you enter any 
scenario.

Lever 1: Market Value
The external anchor. What the market 

pays for your role, level, location, and 

industry. This is your most objective 

tool and your first line of defense 

against low offers. Use sites like 
Glassdoor, Levels.fyi, LinkedIn Salary, 

Payscale, and industry salary surveys. 

Always cite sources explicitly — it 

signals rigor, not desperation.

Lever 2: Your Demonstrated 
Value
The internal anchor. Your unique track 
record of impact — revenue generated, 

costs reduced, processes improved, 

teams led. This is what separates you 

from the average candidate at your 

level and justifies compensation 
above the market midpoint. Prepare 

3–5 achievement statements in CAR 

format: Challenge, Action, Result.

Lever 3: Total 
Compensation
The package anchor. Base salary is 
only one component. Signing 

bonuses, performance bonuses, 

equity, remote work flexibility, 

professional development budgets, 

additional PTO, and title level are all 
negotiable in most organizations. 

When base is firm, this lever often has 

the most room.

The most effective negotiators use all three levers in sequence — leading with market data to set context, reinforcing with personal 

impact to justify the premium, and pivoting to total compensation when the base conversation stalls. Each scenario in this guidebook will 

indicate which levers are most relevant.
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The CAR Achievement Builder

Before entering any role-play scenario, you need your ammunition. The CAR framework (Challenge → Action → Result) is the gold standard 

for translating your work history into negotiation-ready evidence. Use this worksheet to build 3–5 statements before each practice 

session.

Achievement Challenge (What was the 
problem?)

Action (What did YOU specifically 
do?)

Result (Quantified 
outcome)

Example 1 Sales pipeline was stagnant for Q2, 
team morale low

Redesigned outreach cadence + 
coached 3 reps on consultative 

selling

32% increase in 
pipeline within 6 

weeks

Example 2 Manual reporting process 
consuming 10+ hrs/week

Built automated dashboard in 
Tableau, trained team of 5

Saved 520 hours 
annually, promoted to 

lead analyst

Your Turn 1

Your Turn 2

Your Turn 3

Pro tip: The Result column is where negotiations are won. If you don't have an exact number, use ranges ("reduced by 

approximately 20–25%"), timeframes ("cut delivery time by two weeks per sprint"), or scale ("impacted a team of 45 across 
three departments").
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The New Job Offer: Negotiating Your Starting 
Salary

This is the most common — and highest-stakes — negotiation scenario. You've received an offer. The recruiter is friendly but the number 

is lower than your target. You have 24–48 hours to respond. This scenario covers everything from the initial response to the final close, 

including the most common pushback you'll face.

🎯 Scenario Setup

Role: Mid-level Marketing Manager, 6 years experience

Offer Received: $82,000 base

Your Target: $95,000
Market Range: $88,000–$102,000

Key Lever: Market Value + Demonstrated Impact

📋 What You'll Practice

Buying time without appearing hesitant

Opening the counter without over-explaining

Handling "that's our best offer" pushback

Closing the loop professionally

The Role-Play Script

Step 1: Buy Time Gracefully
Recruiter: "We're excited to extend 
you this offer of $82,000. We think it's 

a competitive package for the role."

You: "Thank you so much — I'm 

genuinely excited about this 
opportunity and the team. I'd like to 

take a day to review the full package 

carefully before responding. Is that 

okay?"

Why it works: You avoid the trap of 

responding on the spot. It also signals 

you are thorough and deliberate — 

both positive professional qualities.

Step 2: Make the Counter
You (follow-up call/email): "After 
reviewing the offer and market data 

for Marketing Manager roles in 

[city/remote], the range sits between 

$88K and $102K. Given my track 

record — including the 32% pipeline 
growth I led at [Company] — I'd like to 

discuss a base of $95,000. Is there 

flexibility there?"

Why it works: You anchored to 
market data, cited a specific 

achievement, stated a specific 

number, and asked a direct question. 

No hedging, no apology.

Step 3: Handle Pushback
Recruiter: "I appreciate you sharing 
that, but $82K really is our budgeted 

range for this role."

You: "I understand budget constraints 

are real. If the base is firm at $82K, 
would there be flexibility in the signing 

bonus or a 6-month performance 

review with a defined raise tied to 

outcomes? I want to make this work 

for both of us."

Why it works: You pivot to Lever 3 

(total compensation) without backing 

down or appearing difficult. You're 

collaborative, not combative.
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The Annual Review: Asking for a Raise You've 
Already Earned
\

Asking for a raise inside your current organization is psychologically different from negotiating an external offer — and often harder. 

You're negotiating with someone who already knows you, which cuts both ways. The stakes feel more personal, the history is visible, and 

the conversation requires a different set of openers. This scenario covers the most effective approach for an annual performance review 
conversation.

🎯 Scenario Setup

Role: Software Engineer, 3 years at company
Current Salary: $105,000

Target Ask: $118,000 (12.4% increase)

Context: Strong performance year, promoted one level, market 

shifted

Key Lever: Demonstrated Value + Market Recalibration

📋 What You'll Practice

Opening the raise conversation without waiting to be asked

Framing as a recalibration, not a complaint

Responding to "we don't have budget right now"

Locking in a timeline if yes isn't immediate

Make the AskSet the 
Meeting

Build the 
Case

Internal raise conversations succeed or fail based on preparation density and conversational framing. The script below shows how each 

step translates into actual dialogue.

Opening Line (Don't Bury the 
Lead)
You: "I'd like to talk about my 

compensation. Over the past year I've 

delivered [X, Y, Z outcomes] and taken 

on responsibilities above my original 
scope. I've also been looking at market 

benchmarks for engineers at my level, 

and there's a meaningful gap I'd like to 

address. I'm targeting $118,000."

If They Say "Now Isn't a Good 
Time"
You: "I understand timing constraints. 

Can we agree on a specific date — 

ideally within the next 60 days — to 

revisit this formally? I'd like to put it on 
the calendar now so we're both 

prepared."

If They Say "We Can Do 5%"
You: "I appreciate that. I want to be 

transparent — 5% still leaves a 

significant gap relative to the market 

and what I'm delivering. Could we do 9% 
now and revisit the delta in Q2 tied to 

the platform migration milestone?"
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The Career Change: Negotiating When You're 
Switching Industries

Career changers face the most psychologically complex negotiation scenario — and also one with the most untapped upside. The 

common trap is letting hiring managers frame your transition as a deficit. Your job is to reframe it as exactly the opposite: a deliberate, 

high-value move that brings cross-functional perspective most candidates simply don't have.

The most critical mindset shift here: your salary floor should be determined by your skills and market value — not by the number of years 
you've spent in the target industry. Transferable skills have quantifiable market value. Your job is to name that value explicitly.

❌ The Framing Trap

"I know I'm coming from a different industry, so I understand if 
the offer is on the lower end..."

This framing pre-negotiates against yourself before the 

employer says a word. Never volunteer a lower anchor.

✅ The Reframe

"My background in [previous field] gives me capabilities in 
[specific skill] that most candidates at this level don't bring — 

including [specific example]. That's what I'm pricing into my ask."

This frames your transition as additive value, not a gap. 

It puts the burden on the employer to explain why your 
transferable skills don't merit fair market pay.

Sample Role-Play Dialogue
Hiring Manager: "We love your background, but you don't have direct SaaS experience. We were thinking $72,000 to start — which is a 

bit below our usual range given the learning curve."

You: "I appreciate the transparency. I'd push back gently on framing the transition as a cost. In my last role in [field], I built [specific 

system/skill] that directly maps to what you need here — and I did it for an organization 3x the complexity of your current environment. 

I'm targeting $84,000, which aligns with the mid-market for this role. I'm confident I'll be at full productivity within 60 days, not six 

months."

Practice this dialogue until you can deliver the second paragraph without flinching, pausing, or over-explaining. The confidence 

in delivery matters as much as the words.
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The Competing Offer: Leveraging External 
Interest Without Burning Bridges

Few situations shift negotiating leverage as dramatically as a competing offer. Done well, it can compress timelines, unlock budget that 

"didn't exist," and reset your market value perception overnight. Done poorly, it reads as an ultimatum and damages trust. The difference 

lies entirely in how you frame the conversation.

1

Disclose Honestly
Tell your current employer or the hiring 
company you have an offer — without 

weaponizing it. "I want to be transparent 

with you" is always the right opening.

2

Express Clear Preference
Make clear which opportunity you 
genuinely prefer. Employers respond 

better to "I want to be here" than "match 

this or lose me." Preferences invite 

collaboration; ultimatums invite 

resistance.

3

Give a Specific Number
Don't say "can you do better?" Say "the 
competing offer is $X — if you can get to 

$Y, I'm ready to commit by Friday." 

Specificity creates urgency without 

aggression.

The Dialogue
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Opening the Conversation
"I want to be upfront with you — I've 

received an offer from another 
company at $97,000. I genuinely prefer 

this role and this team, and I'm not 

using this as a pressure tactic. I'm 

sharing it because I want to see if we 

can find a path that works before I 
make a decision."

If They Ask "What Would It 
Take?"
"If you can get to $94,000 — I know it's 

slightly below theirs but the growth 

trajectory here is better — I'm ready to 
sign today. I don't need to match it 

exactly; I need to feel like my value is 

recognized."

If They Can't Move
"I really appreciate you looking into it. 

Is there anything else we could explore 
— an accelerated review at 6 months, 

or a signing bonus to bridge the gap — 

before I make my final decision?"



The Consultant's Rate Negotiation: Pricing Your 
Expertise

Freelancers and consultants face a structurally different negotiation — one without HR guardrails, standardized ranges, or a defined 

"band." This freedom is both an advantage and a trap. Without anchors, underpricing is the default. This scenario addresses the unique 

dynamics of rate negotiation, including how to handle the "what's your rate?" question without immediately anchoring low.

The Golden Rule for Consultants

Never be the first to name a number if you can avoid it. Respond 

with: "I'd like to understand the scope and timeline better 
before I give you a firm number — what's the budget range 

you're working with?" This flips the anchor.

When You Must Name a Rate First

Use a range, not a single number — and start with the top of 

your range. "For a project of this scope, I typically work in the 
$X–$Y range." The client will negotiate to the bottom of your 

range; make sure the bottom is still a number you're happy with.

01

Anchor to Value, Not Hours
Frame your rate in terms of outcomes 
delivered, not time spent. "My rate reflects 

the ROI I consistently deliver — clients in 

similar projects have seen a 4:1 return" 

reframes cost as investment.

02

Separate Rate from Scope
If they push back on rate, offer to reduce 
scope — not rate. "If the budget is firm at $X, 

I can scope down to Phase 1 and defer the 

analytics dashboard to Phase 2. Would that 

work?" This protects your rate integrity 
while remaining flexible.

03

Build in a Review Mechanism
For longer engagements, build in a rate 
review at 3 or 6 months. "I propose we 

review the rate after Q1 — if delivery 

benchmarks are met (and I'm confident 

they will be), we move to $Y." This gives 
both parties a performance-linked 

adjustment path.
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Handling the Most Common Pushback Lines

Even with perfect preparation, you will face resistance. Pushback is not rejection — it is a negotiating move, and every experienced 

recruiter and hiring manager deploys the same handful of lines. When you've heard them before, they lose their power. This section gives 

you a playbook for each major objection, with word-for-word response options at different assertiveness levels.

The infographic above maps each objection to its strategic counter. The detailed scripts below give you the exact language to use — adapt 
the tone to fit your natural communication style, but keep the structural logic intact.
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Word-for-Word Responses to Every Pushback

"That's our maximum 
budget."
Assertive: "I understand. If the base 

is firm, could we explore a signing 
bonus of $8–10K to bridge the gap? 

Or a performance review at 6 months 

with a defined raise tied to outcomes 

I commit to in writing?"

Collaborative: "I appreciate the 

transparency. Let me ask — is there 

any flexibility in other parts of the 

package, such as remote work 

arrangements, professional 
development budget, or additional 

PTO?"

"We treat everyone at this 
level equally."
Assertive: "I respect that structure — 

and I'd argue I bring a differentiated 
profile within that level. In my last 

role, I [specific achievement]. That's 

the basis for my ask. Not seniority — 

impact."

Collaborative: "That makes sense as 

a policy. Given that, is there a 

performance-linked mechanism — a 

bonus structure or accelerated review 

— that accounts for above-average 
delivery?"

"Let's revisit this in 6 
months."
Assertive: "I'd be open to that — can 

we put a formal review date in writing 
today, with 3 specific performance 

benchmarks that, if met, result in 

[target salary]? I want both of us to be 

clear on the agreement."

Collaborative: "Absolutely. To make 

sure we're aligned, could we 

document what success looks like at 

6 months so the review conversation 

is anchored in clear criteria rather 
than subjective assessment?"

Never accept a vague "let's revisit later" without getting a specific date, specific criteria, and a specific outcome documented. 

"Later" without structure almost never becomes "yes."
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Before, During & After: The Negotiation Timeline

Most professionals think about salary negotiation as a single moment — the conversation itself. High-performers treat it as a process with 

three distinct phases, each requiring different actions and mindsets. This section maps everything you need to do across the full 

negotiation arc, so nothing falls through the cracks when it counts most.

1

Phase 1: Before
Research market data. Build CAR achievement statements. Set 

target, ideal, and walk-away numbers. Practice your opening 
line out loud. Prepare responses to the top 5 objections.

2

Phase 2: The Conversation
Express genuine enthusiasm first. Lead with market data. 

State your specific number without hedging. Listen actively — 
don't fill silence. Ask clarifying questions before conceding. 

Never accept on the spot if you need time.

3

Phase 3: After
Follow up in writing within 24 hours. Document every 

agreement made. Confirm timeline for formal offer revision. If 
declined, send a gracious note and request a 90-day review 

date.

The Silence Rule
One of the most powerful tools in any negotiation is silence — and it's the one most professionals abandon under pressure. After you 
state your number, stop talking. Do not add qualifications. Do not soften the ask. Do not offer a lower alternative. Say your number, and 

wait. The discomfort you feel in that silence is the negotiation working in your favor. Whoever speaks first after the number is stated has 

conceded psychological ground.

"State your number. Then be quiet. Most people talk themselves out of $10,000 in the 15 seconds after their ask." — Executive Coach, 

LinkedIn Top Voice
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Your Personal Negotiation Prep Sheet

Fill in this worksheet before any real negotiation. Print it, screenshot it, or keep it in front of you during the conversation. The more 

specific your answers, the more confident your delivery will be.

Category Your Answer

Role Title Being Negotiated

Current Offer / Salary

Your Target Number

Your Absolute Walk-Away Floor

Market Data Range (Source 1)

Market Data Range (Source 2)

Achievement #1 (CAR format)

Achievement #2 (CAR format)

Achievement #3 (CAR format)

Non-Salary Items to Negotiate

Most Likely Objection I'll Face

My Response to That Objection

My Opening Line (word-for-word)

Complete this sheet at least 24 hours before your negotiation — not the morning of. Preparation done under pressure is rarely 

preparation at full depth.
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Real-World Application: A Full Negotiation Case 
Study

Meet Jordan. Jordan is a 7-year content strategist transitioning from a media company to a B2B SaaS firm. The offer came in at $88,000 — 

Jordan's target was $102,000. Here's exactly how Jordan navigated the negotiation across three interactions over four days, using the 

frameworks and scripts in this guidebook.

📋 Jordan's Profile

Background: 7 years content strategy, media industry

Target role: Senior Content Strategist, B2B SaaS
Offer received: $88,000

Target: $102,000

Market range: $92,000–$110,000

Key achievements: Built content engine generating 40K 

monthly organic visits; led team of 6; reduced content 
production cost by 28%

🗓️ The Timeline

Day 1: Offer received. Jordan sends a warm 

acknowledgment email, requests 48 hours to review.

Day 2: Jordan completes Prep Sheet. Practices opening line 
10+ times. Identifies "budget ceiling" as most likely 

objection.

Day 3: Jordan calls recruiter. States counter of $100,000 

with market data and two CAR achievements.

Day 4: Recruiter returns: "We can do $93,000." Jordan 

negotiates $96,000 + $5,000 signing bonus + 6-month 

review. Total first-year uplift: $13,000.

Jordan's Actual Counter Script (Day 3)

"Thanks so much for the offer — I'm genuinely excited about the role and the team. After reviewing the package and looking at market 

data for Senior Content Strategists in B2B SaaS, the range sits between $92K and $110K. Given my track record — I built a content 
engine that drives 40K monthly organic visits and led a team of 6 through a full rebrand — I'd like to target $100,000. Is there flexibility 

to get there?"

Notice what Jordan did: expressed enthusiasm (genuine, not performative), cited market data with a specific range, listed two specific 
achievements with numbers, made a specific ask, and closed with a direct question. No apology. No over-explanation. No pre-emptive 

concession. The script ran 47 seconds. The outcome was $13,000 above the initial offer.
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Common Mistakes That Cost Professionals 
Thousands

Understanding what not to do is as powerful as having a great script. The following mistakes are observed across thousands of real salary 

negotiations — and every one of them is entirely preventable with the right preparation and mindset. Review this section before every 

negotiation as a final quality check.

Mistake 1: Anchoring Too Low
Asking for exactly what you want leaves no room for the 

employer to feel they've "won" something. Always anchor 10–
15% above your true target so there's room to land where you 

want.

Mistake 2: Negotiating Via Email Only
Email is weak for negotiation. Tone is lost. Questions can be 

avoided. Nuance disappears. Use email to set up the call and 
follow up in writing — but do the actual negotiation live.

Mistake 3: Revealing Your Current Salary 
First
Your current salary is the most powerful anchor an employer 

can use against you. In most jurisdictions, you're not legally 

required to share it. Decline gracefully: "I'd prefer to focus on 
the value I bring to this role and the market rate."

Mistake 4: Accepting on the Spot
Even if the offer is exactly what you wanted, never accept on 

the spot. Always take at least 24 hours. It signals 
deliberateness and leaves the door open for any final 

adjustments you think of after the call.

Mistake 5: Over-Explaining Your Ask
The more you explain your number, the weaker it sounds. 

State your ask once, with one supporting data point. If they 

push back, you can provide more context — but the initial ask 

should be clean and direct.

Mistake 6: Negotiating Against Yourself
Phrases like "I know it might be a stretch" or "I understand if 

that's too much" pre-concede before the employer has said a 

word. Cut them entirely. State your ask. Let the employer 

respond.

Mistake 7: Ignoring Non-Salary Value
Professionals who only negotiate base salary routinely leave 

$5,000–$20,000 in equivalent value on the table. Remote 

flexibility, signing bonuses, equity, development budgets — 

every element has monetary value. Negotiate the whole 

package.

Mistake 8: Not Practicing Out Loud
Reading negotiation scripts silently builds intellectual 

understanding but not emotional fluency. You must say your 

number out loud, to another person, multiple times, until it 

feels normal. That's the practice that changes outcomes.
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Post-Negotiation Debrief Sheet

Whether your negotiation went exactly as planned or left you wishing you'd said something differently, a structured debrief is how you 

convert experience into expertise. Complete this within 24 hours of any real negotiation while the details are fresh. Be honest — this sheet 
is for you, not for anyone else.

📊 Outcome Review
What was the final offer/outcome?

What was your target? Did you 

reach it?

What elements of the package did 

you successfully negotiate beyond 

base?

What did you leave on the table 

that you now wish you had asked 

for?

💬 Conversation Quality
Did you state your number clearly 

and without apology?

Did you use market data or 

achievement evidence?

Where did you feel most 

confident? Least confident?

What was the moment you wish 

you had handled differently?

🔄 Next Time I Will...
What is the single most important 

thing you will do differently next 

time?

What preparation step would have 

made the biggest difference?

Which objection caught you off 

guard? How will you prepare for it 

next time?

What's the highest-value skill to 
practice before your next 

negotiation?

Professionals who debrief formally after negotiations report dramatically faster skill development than those who rely on 

passive reflection. This sheet is your competitive edge — use it every single time.

https://www.planetspark.in/resources 18



Your Negotiation Cheat Sheet

Keep this page handy before any salary conversation. It distills the entire guidebook into a fast-scan reference you can review in 90 
seconds — in the car, in the elevator, or right before you dial in.

🎯 The Non-Negotiables

Know your number BEFORE the call

Always anchor 10–15% above target

Lead with market data, then achievement

State your number. Then be silent.

Never accept on the spot

Always follow up in writing

💬 Phrases That Work

"Based on market data for this role, I'm targeting $X."

"I want to make this work for both of us."

"If the base is firm, is there flexibility in [Y]?"

"Can we agree on a specific review date?"

"I'd like 24 hours to review before I respond."

"I'm genuinely excited — and I want to get the details right."

85%
Offers Have Room

of hiring managers say there's budget flexibility in initial offers

$5K+
Average Uplift

typical gain for professionals who negotiate vs. those who accept 

first offer

3x
Practice Rule

say your number out loud at least 3 times before the real 

conversation

24hrs
Always Ask For

minimum time to request before responding to any offer
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Key Takeaways: What to Remember, What to Do 
Next

You now have everything you need to walk into your next salary negotiation prepared, grounded, and confident. This guidebook is 

designed to be returned to — bookmark it, print the worksheets, and use the role-play scripts with a partner. The professionals who get 

paid what they're worth are not necessarily the most talented in the room. They are the most prepared.

1 Preparation is the product
Salary negotiation success is almost entirely determined before the conversation begins. Research your market rate, build your 

CAR achievements, complete the Prep Sheet, and practice your opening line out loud until it sounds natural.

2 Anchor high, speak once, then be silent
Set your opening ask 10–15% above your true target. State it clearly, with one supporting data point. Then stop talking. Silence is 

not awkward — it is the negotiation working.

3 Pushback is not rejection
Every objection you will face in a salary negotiation is predictable and scriptable. "That's our max budget," "let's revisit later," and 

"you lack direct experience" all have strong, professional responses. Learn them, practice them, deploy them without flinching.

4 Negotiate the whole package
Base salary is one lever. Signing bonuses, performance reviews, remote flexibility, professional development, equity, and title 

level are all negotiable. When base stalls, pivot — don't stop.

5 Debrief and iterate
Every negotiation — successful or not — is data. Use the Post-Negotiation Debrief Sheet within 24 hours of every conversation. 
The professionals who get consistently better at negotiation treat it as a skill to develop, not a one-time event to survive.
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