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WHY YOU SHOULD WALK AWAY FROM THAT PAY RAISE

“A Raise Won’t Permanently Cushion Thorns in the Nest.”

By Paul Hanson

Matthew Henry, a 17th-century English Pastor, once wrote, “Dangerous temptation comes to us in vivid colors,
but it is only skin deep.” This expression also applies to counteroffers (those magnetic enticements designed to
lure you back into the nest after you have decided it is time to fly away). As an executive recruiter, consultant,
and publisher, | have uncovered countless horror stories (and provided a litmus test) that prove counteroffers
should never, EVER be accepted. The extra money doesn’t sound bad, and it’ll be easier to stay. However, a
survey of 200 professionals by the firm WSJ shows 80% of employees that accept a counteroffer leave within
six months and 90% within a year. This survey proves money is not the answer to overcoming the problems
that made you want to seek opportunities in the first place.

Accepting a counteroffer is likely to damage your re-
lationship with your current employer. After all, you’ve
just told them you were leaving and are now only
staying because they offered you more money. This
action might cause them to question your loyalty and
whether you’ll resign the second you receive a better
offer.

Consider this, what really goes through a boss’ mind
when someone quits?

“This couldn’t be happening at a worse time.”

“This is one of my best people, and if | let him
quit now, it’ll ruin morale.”

“Maybe | can keep him on until | find a suitable
replacement.”

(Some of these comments are common)

“I’'ve been meaning to tell you about the great
plans we have for you, but it’'s been confidential
until now.”

“The V.P. has you in mind for some exciting and
expanding responsibilities.”

“Your raise will go into effect next quarter, but
we’ll make it effective immediately.”

Let’s face it. When someone quits, it’s a direct reflec-
tion of leadership. Unless you’re incompetent (or a
pesky thorn), a manager might want to avoid allowing
someone to leave until they’re ready to find a replace-
ment. Bosses typically know which incentives to offer
a burned-out person to keep them around longer.
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CONSIDER THIS BEFORE
ACCEPTING AN OFFER:

Any situation that forces an employee to get an
outside offer before the present employer considers
a raise (or promotion, or better working conditions)
should raise red flags.

Most employees who accept a counteroffer feel
“pushed out” of their current organization. And,
sometimes, companies go as far as to create a con-
tingency plan and start looking for someone to fill
your position before you can find a better offer.
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ROPELLA

GROWING GREAT COMPANIES

ABOUT ROPELLA

As the world’s leading Executive Search Firm specializing in the chemical, consumer products and
technology industries, we understand the challenges you face in trying to find the perfect fit for those
highly specialized and complex executive positions.

Ropella excels at finding those select few executive candidates with the right skills, qualifications,
background and management style, who fit your compensation parameters and are ready to relocate.

We believe nobody should have to waste time screening resumes of candidates who aren’t qualified, don’t
fit your compensation parameters, aren’t serious about the role or aren’t ready to relocate. That’s why we
developed the SMART Search System?® to provide our clients with precise and predictable hiring results,
giving them a huge competitive advantage.
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