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How to negotiate salary and benefits for IT Computer Support Job 

Negotiating for the salary you feel you deserve is not about just asking for a bigger paycheck. 

You are proving to your employer that you have done the research to understand what you are 

worth. Negotiating your salary is not just always about you. When you negotiate, you are forcing 

your potential employer to reexamine their compensation strategy. You should negotiate when 

you first start a position but you can also negotiate when you are already in your position. Make 

sure you do some research to find out what the salary is for the position you are applying for or if 

you are already on the job, you can research what the going salary is for your position. It is 

important to understand why you want to negotiate, you can take a Salary Survey and figure out 

how much you should be paid. You can see if you are getting a fair salary on websites such as 

www.payscale.com, www.indeed.com, www.glassdoor.com and the U.S. Bureau of Labor 

Statistics. 

Whenever you negotiate is should be in a data-drive, non-adversarial manner. Don’t ever go into 

negotiations without data to back up your reasons for negotiating. You should not go into 

negotiation just because you heard someone else in the same job get a paid more than you. You 

should get background details. What is your background versus the other person?  How long has 

each of you been employed for the company? Do you and the other person hold the same degrees 

and have the same amount of experience? These are some of the questions you should research 

before going to speak with a manager or upper management regarding negotiating your salary 

compared to someone else.  Don’t start your research based on hearsay. If the other person is 

telling you they get paid more than you. Ask for proof, without being rude. Sometimes people 

just want to be perceived as being better than you because they get more pay without having any 

real data to back up what they are saying.  

Before you try to negotiate your salary, you should practice. Write out what you want to say, 

practice what you want to say in front of a mirror or someone else. Offer examples of your work 

and how you have helped make sure position better since you have been in that position. Present 

additional duties you may be willing to do. These may be some things that you are already doing 

that your manager is unaware of. Be prepared to take on more duties or task as a result of a 

higher salary. Sometimes your manager can justify giving you more pay and they add on a few 

more duties.  

Negotiating your salary is not just about money. Sometimes negotiating could be working a 

flexible schedule. Getting comp time instead of additional pay. Some of the benefits you may 

want to consider when negotiating a salary when you are being hired for a position is health, 

dental and life insurance, day care benefits, retirement funds matching, telecommuting options, 

tuition reimbursement, vacation time, and opportunities for professional development.   

Resources 

www.payscale.com 

www.theblancecareers.com 

www.glassdoor.com 
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