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Negotiation 
• Don’t negotiate 
• Clearly and succinctly communicate your requirements 
• Do your homework – know what they have 
• Easy to spot a maximizer 
• Don’t turn into too much work… and show a willingness to work 
• Balance your enthusiasm with their offer. How much do you want the 

particular position? You may accept a position in one institution with a 
worse offer than that provided by another institution if other factors (e.g. 
location, colleagues) are considered. Work out what your ‘deal breaker’ 
threshold is for each offer – it may not be the same for each (e.g. you 
may go to place ‘A’ just with an offer for you but would only go to place 
‘B’ if they also extend an offer to your partner) 

• What about playing offer ‘A’ against offer ‘B’? Be very careful – this pisses 
people off. Be fully transparent and informative. Make it clear you are 
NOT playing one off against the other (even if you then do so…). Explain 
why you are leaning one way or another but do not be indecisive 
 



Grants 
• What is the difference between a grant and a contract? What does the EU issue? 
• Conceptual flow – make sure you communicate the opportunity and excitement 

provided by the research plan. And place in the context of long term research 
goals… to emphasize importance 

• State the hypothesis to be tested 
• The hypothesis will be tested in the following specific aims… (clearly stated, 

testable) 
• Importance and expected outcomes 
• Place into the context of a model (computational or other) 
• Problems and pitfalls 
• Avoid a ‘house of cards’… 
• Avoid getting bogged down in technical details – publish methods papers of 

methods you have developed or that are not standard (enhance credibility) 
• Blow your own trumpet… but do so modestly 
• Connect with the Program Officer while preparing the application 
• Do not squidge the research plan into the wrong call 
• Form your own test review panel (for pros!) 

 
 



Start-up 
• Connect the requirements to your research plan – infuse it with 

enthusiasm – e.g. you require the things you request because of the 
fantastic opportunity to do such and such experiment…(laboratory 
concept document) 

• Explain your requirements with regard to level of the need or demand 
e.g. we need an HPLC every day but access to NMR elsewhere would be 
fine – show you are reasonable and are simply trying to ensure you will 
be able to realize your research plans and succeed! So do not ask to 
possess things if you don’t need to possess them 

• Ask to have your start up available for 2 years or for a second tranche 
once the dust settles and you have scoped out what is available at your 
new institution 

• Show off but modestly – say ‘I can hope to get access to Cryo-EM through 
collaborating with your group leader ‘X’’, (e.g. show you know the 
research faculty)… or ‘what does RGL ‘Y’ do when he/she needs NGS? 

• Espionage – you have to know what is within the normal range of 
expectations – find an internal champion or informant 

• Being cheaper is not always better - credibility 



Salary / partner/ move 
• Don’t negotiate 
• Explain your dependencies but not too laboriously (house, children, …) 
• Match previous salary or other offers but do not play one off against the other (be savvy – 

look for cleaver opportunities e.g. in Germany and most of Europe, discuss net salary. In 
the USA, discuss brut salary) 

• VIPs (Institute Directors, VPs, Presidents etc) are happy to discuss salary and equipment 
needs… as long as it is not too lengthy – but in crude packages e.g. base salary. 

• Ask if it is OK to be referred to the personnel dept (or HR) to inquire about administrative 
issues such as whether moving costs will be covered, pension plans, health insurance etc. 
Do not discuss these things with the VIP scientist (they often don’t even know what their 
institution provides)  

• Only demand a position for your partner if you know this will be well received (e.g. you 
have already spoken informally about this and got a positive response). Otherwise say 
something like ‘my partner is a engineer working on carbon nanotubes – is there anyone 
you can recommend I contact?’ Or ‘if I were to provide a CV, could you forward it to the 
relevant department?’ 

• Never turn into too much work or become too sticky a prospect (e.g. I need a position for 
my spouse, I need pensions and health insurance according to such and such 
framework…). 
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