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they want you (and you’ve decided you want them). And at that point, 
the salary will be negotiable. I’ll explain why in the next Secret.

For now, let me hammer home this first Secret: it is in your best 
interest to not discuss salary until all of the following conditions have 
been fulfilled:

• Not until they’ve gotten to know you, at your best, so they can 
see how you stand out above the other applicants, and therefore 
how you’re worth more than they would pay them.

• Not until you’ve gotten to know them, as completely as you can, 
so you can tell if this really is a place where you want to work.

• Not until you’ve found out exactly what the job entails.

• Not until they’ve had a chance to find out how well you match 
their job requirements.

• Not until you’re in the final interview at that place, for that job.

• Not until you’ve decided, “I really would like to work here.”

• Not until they’ve conveyed to you their feelings, such as: “Well 
that’s good, because we want you.” Or, better yet:

• Not until they’ve conveyed the feeling, “We’ve got to have you.”

If you’d prefer this be put in the form of a diagram, here it is:
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WHEN TO NEGOTIATE SALARY
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