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HR/Recruiter
Gaylen D. Paulson
In the following negotiation, you will be working to hire a candidate for a position with the Package Consulting firm.  As a current Package  Human Resources representative, you’ve been tasked with bringing on new talent, and securing employment contracts that are competitive and in accordance with current company levels.  The current potential hire has interviewed three times with partners, and has succeeded in becoming a “preferred candidate” for a position.  It is now your job to determine if terms can be reached that are agreeable to both parties.  You will soon be meeting with the candidate to negotiate these terms.

The position at Package is graded “R-9”, which comes with a pre-set range for compensation and benefits.  There are 6 issues to consider within the compensation package:

· Monthly Salary (in “Betas”)

· Signing Bonus

· Stock Options 

· Insurance Coverage 

· Vacation Time

· Office Location

Your goal is to reach the agreement that is best for the firm on all six issues.  The issues are listed separately on the company prepared “PAYOFF SCHEDULE” that is attached.  There are five different agreement options listed for each issue, along with the corresponding value (in points) that Package receives for each option.  Note that each issue has a different degree of importance to the firm, as reflected in the number of points gained or lost.   Note that the points you receive DO NOT directly correspond to dollar benefits, and are intended for INTERNAL USE ONLY.  

Carefully familiarize yourself with the payoff schedule, and monitor your point level during the negotiation.  You could conceivably earn as many as 20,000 points in this negotiation, were you to attain the most lucrative option for each issue.  At the other extreme, the candidate might demand a lavish contract.  Were you to agree to the least lucrative option for each issue, you would net 0 (zero) points.  A sample contract and corresponding point total (using the 2nd worst value for each issue) appear at the bottom of this page.  

You should also be aware of the cost to the company for comparable hires.  The current candidate definitely brings strong analytic skills and industry knowledge that is valued by Package.  The firm’s partners believe that the candidate is up to the challenge of transitioning to a consulting role.  As part of the background check, you called the candidate’s current HR department and confirmed their current salary (which pays 74,000 Betas per month).  At this level, any offer within the R-9 range will exceed the candidate’s current salary, though benefits may differ.  Finally, extensive company records indicate that good R-9 candidates must be hired and retained at a level that yields the firm at least 11,800 points using the payoff schedule, with more points obviously being preferable.  You are not authorized to go below this level today, but should instead seek to maximize your point total.

You now have the information you need to enter into the negotiation.  Again, you SHOULD NOT discuss your point totals, nor should you allow the other negotiator to see the payoff schedule.  The company profit schedule is intended for your eyes only.

SAMPLE AGREEMENT

	
	Term agreed to…
	Payoff

	Monthly Salary
	ß88,000
	2000

	Signing Bonus
	20%
	  200

	Stock Options
	750 Shares
	  300

	Vacation Days
	22.5 days
	1000

	Insurance Coverage
	Plan 4
	  800

	Office Location
	Newark
	  600

	Total
	
	4,900


PACKAGE CONSULTING

RECRUITER PAYOFF SCHEDULE

               ISSUE


 
      OPTIONS


         POINTS


	
	ß 90,000
	0

	Monthly
	ß 88,000
	2000

	Salary
	ß 86,000
	4000

	
	ß 84,000
	6000

	
	ß 82,000
	8000


	
	25%
	0

	
	20%
	200

	Signing Bonus
	15%
	400

	
	10%
	600

	
	5%
	800


	
	1000 shares
	0

	
	750 shares
	300

	Stock Options
	500 shares
	600

	
	250 shares
	900

	
	0 shares
	1200


	
	25
	0

	
	22.5
	1000

	Vacation Days
	20
	2000

	
	17.5
	3000

	
	15
	4000


	
	Plan 1
	3600

	Insurance
	Plan 2
	2400

	Coverage
	Plan 3
	1600

	
	Plan 4
	800

	
	Plan 5
	0


	
	Boston
	0

	
	Newark
	600

	Office Location
	Chicago
	1200

	
	Miami
	1800

	
	Atlanta
	2400


THIS INFORMATION IS FOR INTERNAL USE ONLY!

(workspace)

FINAL CONTRACT

PLEASE CIRCLE TO INDICATE THE FINAL NEGOTIATION AGREEMENT

______ We reached a settlement, and the settlement was as follows:

MONTHLY SALARY:

90
88
86
84
82                           (ß1000’s)

SIGNING BONUS:


25
20
15
10
 5
                     (percent)

STOCK OPTIONS:


1000
750
500
250
0
                       (shares)

VACATION TIME:


25
22.5
20
17.5
 15

              (days)

INSURANCE COVERAGE:

5
4
3
2
1


  (plan)

OFFICE LOCATION:
Atlanta     Miami      Chicago     Newark     Boston                  (city)

______ We could not identify favorable terms.  The primary sticking points were:

Negotiators:

Recruiter:  _____________________________
Signature:  _________________________

Candidate:  ____________________________
Signature:  _________________________

______________________________________________________________________________

