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1. What are the two discussion questions for the class to explore?
a) What do you think are the mitigating and exigent circumstances that should set the tone for the considerations given in setting salary range and issuing a rise in wages?
b) What strategy do you consider effective in the determination of remuneration packages for each position?
2. What are the key points that you took away from the article?
Job seekers have an obligation to themselves and the recruiters to well adept on knowledge of salary range for the position they seek and what remuneration packages they consider adequate and deserving of their skills. Such comprehension is critical in the evaluation of the job opportunity, and as such, should be a critical discussion point during recruitment. The boldness of the job seeker is an attribute that extends to asking for a raise when they deem they deserve more in their current employment. Recruiters also must know the pay parity for the positions they advertised. Recruiters should make the discussion on the compensation benefits early to save on time.
3. How might you use this information in your role as an internal or external consultant?
[bookmark: _GoBack]As an external consultant, the data will prove beneficial in sorting and sourcing for the right set of skill and confidence during recruitment. The information is also vital in the appropriation of remuneration packages which enables me to advise the firm on what policies might be useful in comparison with the acceptable standards and external set ranges. 
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