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Abstract:
Salary negotiation plays an important role in an individual’s financial interests and career development. This study 
focuses on the application of performance adjustment strategies in salary negotiations and their value to employees and 
employers. By emphasizing common interests, trust between the parties is established, leading to successful negotiations 
and long term cooperation. For employees, this strategy can increase the success rate of negotiations, enhance 
competitiveness, and improve job satisfaction. It can also reflect the common interests of both parties and promote win-
win results. In order to use this strategy effectively, individuals must be fully prepared, demonstrate their value, maintain 
a flexible communication style, and adopt a compromising mentality. These measures ensure a constructive negotiation 
process and a harmonious salary agreement is reached. In general, the use of performance adjustment strategies 
contributes to the success and satisfaction of individual salary negotiations and promotes the common interests of 
employees and employers.
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1.Introduction
As an important link in the workplace, salary negotiation 
is directly related to personal economic gains and career 
development (Wesner & Smith, 2019). Effective salary 
negotiation can protect the interests of individuals, while 
achieving a win-win relationship between enterprises and 
employees. In the practice of salary negotiation, adopting 
the strategy of reconciling interests is helpful to enhance 
the trust between the two parties, improving the success 
rate of negotiation, and promoting the long-term cooper-
ation  among the parties concerned. Many scholars have 
studied salary negotiation from different perspectives and 
disciplinary backgrounds, including management, organi-
zational behavior, labor economics, psychology and so on. 
For instance, Linda Babcock and Sara Laschever study 
the challenges women face in salary negotiations and how 
to overcome them. Their findings show that women tend 
to ask for less in salary negotiations, which leads to pay 
gaps. Their book, Women Don’t Ask: Negotiation and the 
Gender Divide, reveals the important impact of gender 
differences in salary negotiations and provides suggestions 
to change this situation (Babcock & Laschever, 2003). 
Roy J. Lewicki, David M. Saunders, and John W. Minton 
study the impact of negotiation strategies and techniques 
on salary negotiation outcomes. Their research results 
pointed out that the use of negotiation strategies and tech-
niques can significantly affect the results of salary negoti-

ations, and they summarized the negotiation elements in 
the book “Essentials of Negotiation” to provide guidance 
for achieving better negotiation results (Lewicki & Saun-
ders, 2021). The value of applying the reconciling-inter-
ests strategy to salary negotiation has been recognized, 
benefiting both labor and the employer. However, despite 
the significance of this topic, the existing research and in-
formation available regarding salary negotiation strategies 
are not comprehensive enough. Therefore, the purpose 
of this paper is to synthesize and consolidate the existing 
knowledge and research on salary negotiation, providing 
a more comprehensive understanding of the application of 
the reconciling-interests strategy.

2. Value of the application of reconcil-
ing-interests strategy to salary negotia-
tion
2.1 Value to labor
2.1.1 Increase the success rate of negotiation

The application of reconciling-interests strategy is con-
ducive to boosting the success rate of negotiation. By 
fully understanding the market salary level, industry 
standards and enterprise salary policies, individuals can 
more accurately formulate their own salary expectations, 
and put forward arguments and appeals in the negotiation 
process. This strategy can reduce the differences and con-
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flicts in the negotiations, thus improving the possibility 
of reaching a consensus. From a bilateral perspective, it 
can enhance mutual trust. During the negotiation process, 
individuals can establish an image of integrity and profes-
sionalism by demonstrating knowledge of the company 
and the industry, as well as an objective assessment of 
their own abilities and values, based on which they can 
more actively seek the common ground and interests of 
both sides,conveying an attitude of cooperation and win-
win. This can further deepen the trust and cooperation 
relationship with enterprises.
2.1.2 Enhance individual competitiveness and job sat-
isfaction

In a highly competitive workplace, individuals with abili-
ty to handle salary negotiation are often more competitive 
in workplaces. With negotiation experience accumulated 
and negotiation skills improved, individuals can become 
more skilled in using strategies to negotiate for a more 
respectable pay terms (Campbell & Hart, 2018). This abil-
ity not only helps then get better treatment in the current 
enterprise, but provides more options and alternatives for 
future job hopping or career change. Reasonable pay is 
an important part of personal job satisfaction. By using 
the strategy of reconciling interests in salary negotiation, 
individuals can obtain a salary that is more in line with 
their own values and expectations, thus improving job 
satisfaction. Satisfactory salary level in return, helps to 
arouse personal enthusiasm and creativity, improve work 
efficiency and quality, and then create more value for the 
enterprise.

2.2 Value to the employee and the employer
2.2.1 Reflect the common interests of both sides

It is crucial in the negotiation process to emphasize the 
common interests of both sides (Halvey & Melby, 2015). 
This helps build a relationship of trust and makes both 
parties more willing to find more feasible solutions to 
meet needs of both sides. Common interests can be re-
flected in the development of the company and the growth 
of employees, improved performance and salary increases. 
Through the application of interest reconciliation strategy, 
the common interests of both parties can be reflected, ap-
parently narrowing the distance between the two parties in 
creating favorable conditions for reaching a harmonious 
salary agreement.
2.2.2 Stimulant both sides to achieve win-win results

The core of the reconciling-interests strategy is to find a 
win-win solution that is acceptable to both sides (Davis, 
2019). In salary negotiations, this means both sides had 
better make certain compromises and concessions in order 

to achieve the maximum benefit. For that, both parties can 
explore different pay structures, benefit policies, and ca-
reer development opportunities to find a win-win solution 
to meet respective needs. The core of the strategy of rec-
onciling interests in salary negotiation lies in its achieving 
balance between interests and win-win situation. By stra-
tegically reconciling the needs and expectations of both 
parties, the negotiation results can meet both the salary 
requirements of individuals and  salary policy of the com-
pany. Such outcomes are beneficial to establish a stable 
employment relationship, simultaneously laying a founda-
tion for the long-term development of both the employee 
and the company.

3. Suggested countermeasures of the 
application of Reconciling-interests 
Strategy in Salary negotiation
3.1 Do preliminary preparation and research
Before salary negotiations, it is essential for individuals 
to make adequate preparation and research. They are ex-
pected to get clear about the compensation level in the 
industry, the company’s compensation policy, and their 
own market value. By collecting and analyzing the data,  
set a reasonable salary expectation can be set to   provide 
a strong basis for subsequent negotiations. It is especially 
important to clarify personal goals and bottom line in this 
process, like a salary target based on factors such as their 
career planning, job performance and market value. The 
remarkable significance of bottom line, or exactly the ac-
ceptable minimum level of salary, lies in its role in help-
ing keep a clear head in negotiations to avoid making too 
many concessions.

3.2 Demonstrate fully personal value and ad-
vantages
It is the key to fully demonstrate personal value and ad-
vantages in salary negotiation. Individuals can demon-
strate their value by listing their work achievements, skills 
and contributions to the company. At the same time, it 
is necessary to highlight their unique advantages, such 
as innovation ability, teamwork ability, etc., in order to 
increase the bargaining chips. In addition, they can cite 
market and industry data to strengthen argument; they can 
collect relevant salary reports and industry statistics to 
fulfil salary expectations, which can provide an objective 
basis for negotiations and make it easier for the other side 
to accept their demands.

3.3 Be flexible with communication to avoid 
confrontation and conflict
Salary negotiation is a dynamic process that requires flexi-
bility to respond to a variety of situations. In negotiations, 
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individual should remain calm and rational, be good at 
listening to the other side’s views and needs, and flexibly 
adjust negotiation strategies (Miller, 2017); they also pay 
attention to the use of communication skills, such as clear 
expression and effective communication in bid to create 
a good negotiation atmosphere (Wesner & Smith,2019). 
Antagonism and conflict often hinder the process and 
result of negotiations in salary negotiations. This means 
that both sides need to avoid taking too strong or radical 
positions and statements for fear  differences and conflicts 
are exacerbated. Instead, the two sides are supposed to ne-
gotiate in a peaceful and rational manner and resolve the 
issue through constructive discussion and consultation, for 
which, the need to respect and understand the other side’s 
position is vital to reconcile the interests. It is indispens-
able for the two sides to have different positions. At this 
point, they need to remain calm and rational, respect the 
views and positions of the other side. By doing so, a mu-
tually acceptable solution can be available eventually .

3.4 Make a compromise with a win-win mind-
set
most frequently individuals have to make compromises in 
negotiations. However, it does not mean giving up one’s 
own interests. As a matter of fact, individuals can com-
prise to approach negotiations with a win-win mindset, 
looking for a mutually acceptable solution, through which 
mutual understanding and trust can be enhanced, laying a 
good foundation for future cooperation. To this end, it is 
necessary to respect and understand the other side’s posi-
tion, which is the key to applying the negotiation strategy 
of reconciling interests, so as to better find a solution 
acceptable to both sides by adjusting the salary structure 
and increasing welfare benefits, and to seek to maximize 
comprehensive benefits when achieving a a win-win state.

Conclusion
To sum up, the strategy of reconciling interests in salary 
negotiation negotiation has remarkable value. By fully 
understanding the needs of both parties, emphasizing 
commonplace interests, finding win-win solutions, flexi-
bly using communication skills and maintaining an open 
and cooperative attitude to avoid confrontation and con-
flict, the process of salary negotiation can be effectively 
promoted, with a harmonious salary agreement reached 
eventually. Looking towards future research, there are 
several areas that warrant further exploration. Firstly, the 
influence of individual characteristics, such as personal-

ity traits and negotiation styles, on negotiation outcomes 
should be examined to tailor strategies to individuals’ 
strengths and weaknesses. Additionally, the role of orga-
nizational culture in shaping negotiation dynamics and 
the impact of power imbalances on negotiation outcomes 
should be investigated. Cross-cultural perspectives, 
gender disparities, and the influence of organizational 
policies and practices on negotiation effectiveness also 
require further attention. It is important to acknowledge 
the limitations of this study. While this research provides 
valuable insights into salary negotiation and the reconcil-
ing-interests strategy, it is based on existing literature and 
may not encompass all perspectives and contexts. Future 
research should aim to address these limitations by con-
ducting comprehensive studies and incorporating diverse 
samples and contexts. By exploring these avenues for fu-
ture research and addressing the limitations of this study, a 
more comprehensive understanding of salary negotiation 
and the application of the reconciling-interests strategy 
can be achieved. This will contribute to the development 
of effective negotiation strategies and foster fair and in-
clusive workplaces. Ultimately, the continued exploration 
of salary negotiation will promote positive outcomes for 
individuals and organizations alike.
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