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The executive interview is often a challenging experience. We recently shared our guidelines to help you prepare for your
interview in our post The Best Ways to Prepare for an Executive Interview. The interview process is often one where search
consultants analyze your experience, skills, competences, and potential fit with the company. The process is often less of
a two-way conversation and more of a Q&A session with the search consultants directing the questions at you. But, there
are some vital questions that you should be prepared to ask and discuss during the interview process. However, the timing
of these questions – and how you ask them – is vitally important as it sets the tone for future discussions. One of these
questions concerns your compensation requirements. You’ve been offered the job and you know your role requirements;
don’t keep pushing the discussion around your compensation until the bitter end. Be upfront with the search consultant
and have these conversations throughout the process to ensure that both you and your new employer are happy and that
you start your new career with them on a positive note.
Here are some of our top tips to help you when you discuss your compensation requirements:
Don’t Discuss Salary/Compensation in a Cover Letter
Your job title and years of experience will immediately provide a good indication of the salary band that you should be
in; there is no need to include your specific salary and compensation package in your cover letter.
Be Comfortable Negotiating
You have the skills, you have the experience, and you have the industry-knowledge that will set you apart from your
competitors. Be confident in discussing your compensation package requirements and include as much detail upfront
as possible, such as current bonus scheme and any additional benefits that you currently get. This will give the company
a very realistic indication of your value and will enable them to make an attractive offer. If you need to relocate or find
new schools for your children, tell them in the interview process as they will need to factor these elements in to your
offer. Remember, the executive search consultant is there to act as a sounding board and guiding advisor to both you
and the company, but don’t ask for anything via a search consultant that you wouldn’t ask for yourself if you were with
your potential employer.
Consider Other Types of Compensation
When discussing your total financial package, don’t just focus on the salary portion. Could the possibility of benefits
outweigh a particular salary limitation? Consider additional benefits, such as healthcare, retirement contributions, stock
options, paid leave, etc., that could all form part of your overall package. Again, don’t be afraid to ask for a detailed
breakdown of what you could be getting.
State Your Expectations Early On
Be open and honest about your current financial package and what you would like to receive with the new job, but make
sure this is realistic and within market range. Set expectations and benchmarks early on as this will avoid any future
misunderstandings or unnecessary unhappiness. Give a range that includes your current salary and the lowest salary
at which you are comfortable, according to your standard of living. If you are coming from a company that is known to
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underpay, it is best to state that you are aware of the fact that you are currently underpaid, compared to the market. When
making this statement, be very cautious of the tone of voice you use. Don’t bad mouth your current employer in any way.
Be factual and leave the emotion out.
Do Your Research
Find out the market rates for the job you’re seeking. Think about what you want out of the job itself and clearly
communicate your expectations in terms of salary.
Be Realistic About Your Expectations
The hard truth to accept is that if you have not increased your skill level, you cannot expect a salary increase. Your salary
is dependent on a number of factors, mainly by the skills and competences that you have acquired through your career
progression. Ask for a salary range that is equivalent to your work experience. If you ask for a salary range above your
experience, be prepared to justify why you are asking for this increase. Emphasize that salary isn’t your sole consideration
and priority, but that you are mainly interested in finding the right job for you.
Sell Yourself
Remind the employer how they will benefit from your skills and experience by focusing on the employer/company needs,
not just your own. Emphasize how your contribution can drive the company forward and show them how you would add
value.
Being open and honest is an essential part of maintaining a good reputation, especially when there is more on the table.
Poorly handled negotiations can taint a reputation – in many instances, the markets are small and the more senior you are,
the more people talk.
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