Guide to
Nailing Salary
Negotiations
in Tech

How to get the
best outcomes



Salary negotiations can be stressful,
but there are ways to take some of
the anxiety out of the process, so
that you don’t end up second-
guessing, over-thinking or fearful of
saying the wrong thing and ending
up with regret.

Here’s a guide to getting it right no
matter what situations the
negotiating process involves.




gender pay gap widens
/ith career progression

pace than men (

phenomenon knowt
opportunity gap). Eg. ¢ .
roughly equal percentage c
men and women begin their
careers as individual
contributors, i.e. they do not
manage people. Inthe US in
2020, 15% of men and 76%
of women ages 20 to 29 are
in individual contributor
roles. However, by age 30 to
44 36% of men became
supervisors or managers
while only 30% of women
did.
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Avoid the Expectation Trap

TO AVOID FALLINGINTO
THIS TRAP WE RECOMMEND:

Research has revealed that there’s a salary _

‘expectation gap’ in the field of software e s Aol ot Bt ¢ MenExpect @ Women Expect
engineering that grows over time, meaning

that men’s expectations increase at a higher $160,000

rate than women’s year on year. This is

likely to be a significant contributor to the /
very real gap that exists in the tech sector $140,000 -

as job applicants are typically asked to state //

their salary expectations either in their \/
application or early in the interview process. $120,000 //

We’d hypothesis that this phenomenon is

likely to extend beyond the software /

engineering discipline to other related areas $100,000 /

of technology.

Men increase their salary expectations by $30,000

about $9,000 a year, while women tend to

increase theirs by $7,000 per year (USD).

By the time they have eight years of SECIREE 5 1 5 5 M 5 : Z &
professional engineering experience behind

them, men have salary expectations about

15% higher than what women expect.
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Asking for a pay increase or negotiating a starting salary in a new
H ow TO Eva | u ate YO ur WO rt h job both require an understanding of value - actual and perceived.

You absolutely must understand what plays into this.
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Do’s & Don’ts in Negotations

DO KEEP NEGOTIATIONS DATAAND DON’T BRING PERSONAL DO MAKE IT A BUSINESS CASE, NOT DO MAKE IT ABUSINESS CASE, NOT
FACT-BASED. CIRCUMSTANCES OR EMOTION A COMPLAINT. A COMPLAINT.
INTOIT.
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What If They Say...

“It’s higher than we’d budgeted for “We’re delighted to offer you the role “Unfortunately we canonly goas high  “Unfortunately we can only go as high
this role.” at$______ (gut-punchingly below what as$______ as$______
you wanted) .”
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In Summary

Salary negotiations are likely to

make you feel somewhat 1.Know what you are looking for
anxious throughout yourentire 2, Frame it in a positive, business-
career, no rﬂatter how fdept : focused and collaborative way
you get at them, so just expec :

that. But recognise then that 3.Have an appropriate fallbgck,
you can still improve your so you always get something
negotiating skills even while 4. Ask for it

you feel uncomfortable. Stick 5 Thank them for having the

with these basic rules of discussion

approach:
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