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Basic Methods to Negotiate a Salary Compensation
Negotiating for a pay rise is not an easy job especially during the current hard economy occasioned by the COVID 19 pandemic that has seen companies struggling to even pay their staff in time and in full, (Geraci and Farrell, 2019). However, using the right strategies to negotiate for the rise can make it possible to win the heart of the employer and appreciate the need for the pay rise. The following are the strategies that I am prepared to use when negotiating for the increment of my salary. 
Before the negotiation day, I will do thorough research about the current payment to a person with similar qualifications and in similar positions. This will arm me with the right data to prove that what I am asking for is indeed worth it as it is in line with the current industry range. The information can be gathered using online tools or even by asking an experienced employee of similar companies. The online tools that can help guide the right salary include Glassdoor or PayScale.
I will prepare a range for what I will be asking for. Research has established that giving a range increases the chances of their request being accepted (Geraci and Farrell, 2019). The range should be evidence-based as it should be based on the current industry pay. Setting this range should always be well considered to ensure I ask for what I am worth and at the same time ask for a reasonable amount. According to Geraci and Farrell, (2019) a range always provides flexibility to the employer when determining the inclement. 
In case the employer is unable to accept the pay rise, I will organize with him another follow-up meeting. Such a meeting will increase the probability of getting the pay rise. During such meeting, I will be ready to present detailed information about my newly acquired skills as well as my accomplishment in the company. Drawing a proper picture of my value to the company will enable the employer to realize the loss the company is likely to suffer if I am to leave the job, (Geraci and Farrell, 2019). 
Finally, I will be ready to ask for a better working environment especially if the company is unable to provide for a pay rise. For instance, I may ask to be allotted an office space that would not only increase my output to the company but also provide a better working condition to me. 
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