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The Sales Professional’s Guide to Salary Negotiation 

 

Maximise your offer by negotiating at the right time and with the right focus. 

  



Salary negotiation for Sales Professionals - A practical guide from CN Sales Recruitment 

  Page 2 of 3 
 

Introduction 

Salary negotiation is most effective once you’ve reached the offer stage. This 
guide is for sales professionals negotiating directly with employers — not 
recruiters — and focuses on maximising your total compensation package. 

Negotiating too early can limit your potential earnings. If you discuss specific 
numbers before an offer, you risk leaving money on the table, particularly if the 
employer hasn’t confirmed the budget or level of the role. 

Instead, early discussions should explore the total compensation package — 
everything the company offers beyond basic salary. 

 

When to Negotiate 

• Only negotiate once you know the employer wants to hire you. 
• Avoid specifying salary expectations until you have an official offer. 
• Focus preliminary discussions on understanding the overall package 

rather than the base salary alone. 

Tip: Get the employer to outline the full compensation package before any 
negotiations. This sets the stage for an informed discussion. 

 

Understanding Total Compensation 

A strong negotiation considers the full package, not just base pay. Key elements 
include: 

• Base salary – the guaranteed income. 
• Commission structure – breakdown, ramp-up period, and earning 

potential. 
• Benefits – pension contributions, healthcare, gym memberships, cycle-to-

work schemes, company car allowance. 
• Work flexibility – hybrid working arrangements and travel allowances. 
• Holiday allowance – sometimes negotiable, often low cost to the 

employer but high value to you. 

Tip: Ask open-ended questions to let the employer outline the total package. 
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Negotiating the Offer 

1. Request the offer in writing – this ensures clarity and avoids 
misunderstandings. 

2. Review the paperwork – take time to evaluate the full package. 
3. Respond strategically – focus discussions on how you will deliver value 

to the company. 

Tip: Avoid negotiating based on personal traits, experience years, or a contact 
list alone — employers care about what you can achieve for them. 

Base Your Case on Revenue 

When negotiating a sales role, the strongest argument is your ability to 
generate revenue: 

• Understand the revenue targets of the role. 
• Present your track record of achieving similar targets. 
• Demonstrate how your skills and experience will deliver results. 

Other aspects of your personality or “potential” are secondary — revenue is the 
key driver of your value. 

What Can and Can’t Be Negotiated 

• Negotiable: Base salary, commission structure, sometimes holiday 
allowance. 

• Usually fixed: Benefits dictated by HR policies (e.g., pension scheme, 
healthcare plan). 

• Focus on elements that impact your earnings and work experience 
most directly. 

Conclusion / Key Takeaways 

• Negotiate after receiving an offer, not before. 
• Consider the total package, not just base salary. 
• Base your discussion on revenue you can generate, not personal traits. 
• Always get the offer in writing before agreeing. 

Tip: A well-prepared negotiation is a professional discussion, not a confrontation. 
Approach it with confidence and clarity — your future earnings are worth it. 


