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Why I Wrote This Book
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Passion.

Millions of teachers, authors, parents, friends, clergy, poets, and musicians have tried to help others find their passions. But I’ll tell you where you can find yours.

In your voice.

When you’re speaking about something you’re truly passionate about, there’s a change in your tone. Your heart beats a little faster, your eyes get a little wider, and sometimes the thoughts and ideas cascade from your brain so quickly that they trip over themselves in a rush to exit your mouth.

Throughout my life, I’ve been passionate about many things, from cars and computers to sports and travel. But one constant passion has been career development. I love developing a mental picture of a person through their résumé, helping people go after their dream job, and guiding young professionals.

But while some might be ambivalent to the font on their cover letter or the benefits of networking, I’ve found the topic of salary negotiation ignites an equal amount of passion in every person I speak with.

I noticed that, without fail, people would light up at the mention of the topic and wanted to absorb as much information as humanly possible. The reason for this was that no one had ever sat them down and taught them the necessary skills. It was as if I was revealing a big secret.

I knew that sharing this information had enormous potential. Not only could people increase their income and standard of living, but also their happiness and self-esteem.

I decided to consolidate everything that I had learned into a single document. That document became a presentation that I gave as a class, and that class presentation evolved into this book.

In my experience, people showed interest when I provided step-by-step instructions that could help them with negotiation. But it was when I wrapped the learning with personal, real-life examples, funny anecdotes, and narrative stories that they truly engaged with the content. Call it a “novel” approach, if you will.

They needed to learn the secrets of getting a higher salary, but wanted the experience to feel like a close personal friend was teaching them.

Thus, Salary Tutor: Learn the Salary Negotiation Secrets No One Ever Taught You was born.

Jim Hopkinson


Chapter 1

Introduction

Think back to your childhood.

What did you want to be when you grew up? Was it a firefighter, or a doctor, or an astronaut?

That’s what you wanted when you were younger, but then life got in the way. When it came time to choose your college major, “space travel” was not among the choices. When you graduated, you were faced with college loans, everyday bills, and security deposits on your first apartment.

Suddenly your dream of being a firefighter or a doctor or an astronaut fades away, and you end up being a Junior Assistant Sales Representative, a Senior Manager of Customer Care, or the Associate Coordinator of Business Accounts.

However, those jobs are all fantastic, if you’re passionate about what you do.

Yes, this is a book about salary negotiation. But before you worry about money, take the pillow test.

What’s the pillow test?


	
When you go to bed, are you stressed about your job? Can you put your head down on the pillow at night and sleep peacefully?



	
When you wake up in the morning and take your head off the pillow, are you excited and eager to go to work?





What happens when you start and end your day with a good attitude about your career? Let me give you a real-life example of this, which is called a “virtuous cycle.” A virtuous cycle is a complex set of events that reinforces itself through a feedback loop. I like to tell the story of a “virtuous bicycle.”
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Jim on the bike

When I moved to Seattle, I made a lot of friends who shared with me their love of mountain biking. After a few rides with them, it became pretty clear that my existing bike was too outdated, too heavy, and not suited to the steep, rocky, slippery terrain of the Northwest.

A friend recommended that I buy an upgraded bike, one that cost well over a thousand dollars. In fact, he pulled out the glossy catalog, pointed to one, and said, “Now this would be the one you’d really love.” I remember that it was $2,200. I had sticker shock. “Two grand? The one I have now was $499 when I bought it, and it was one of the more expensive models they offered. I could never spend more than $1,000.”

Now, here was my fear. No matter which bike I chose, it was a huge amount of money for a new hobby.

What if it was more than what I needed? What if I decided to stop biking?

However, after weeks and weeks of research, I made a decision based on the best choice for me, which was the next model down from the one my friend recommended. I found an incredible deal, getting $600 off the full retail price of $1,800.

This is what happened. I was really excited about the bike, so I rode more. The more I rode, the more skilled I became. Since it was a better bike, I became a better rider. Because I became a better rider, I had more fun. The more fun I had, the more I wanted to ride. The more I rode, the more skilled I became. And the virtuous cycle just kept repeating.

You can look at it the same way with your job. If you start out by saying, “I love my job,” then, generally, what’s going to happen is you’re going to get good at your job. If you’re good at your job, you’ll get a raise. When you get a raise, you’ll like your job more. When you like your job more, you’re probably going to do better at it. When you do better at your job, you will likely get noticed more. When you get noticed more, you’ll get a promotion, and hopefully a pay increase as well.

If you follow your heart and do something you’re passionate about, will you skip to work each morning and be greeted with an unending flow of cash? No. But it’s a good start, and it sure beats hating going to work every day for forty years. You still need to familiarize yourself with basic salary negotiation skills.

As the saying goes, “Do what you love, and the money will follow.”

But, for everyone else, there’s Salary Tutor.


Notice to panicked job seekers

I realize that many of you might have picked up this book days or even hours before an interview. The thought races through your mind: Oh my gosh, they’re probably going to ask me about salary in this interview, and I have no idea what to say. I better find out quickly.

If that’s the case, feel free to jump ahead to chapter 6 to get a crash course on the step-by-step fundamentals.

However, I urge you to return and pick up from the beginning to get a fuller understanding of the entire process. For those with a little more time, sit back and enjoy the story.
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