The Counteroffer
You have decided to accept an offer for a new sales or sales management position with a new firm. You walk into your current sales manager’s office, submit your resignation, and suddenly the counteroffer makes its seductive appearance.

In most situations, a counteroffer will involve a raise and /or promotion. But regardless of how sincere it appears, your sales manager’s first thought is not what this means to you, but rather how this will impact him/her. Some sample thoughts in your sales manager’s head:


“I am already spread too thin, my region is already behind the sales plan, and this is going to hurt my team’s morale.”


“If I can keep this person in place until I find a suitable replacement, that would make my life a lot easier—and might just salvage my vacation plans.”

What your boss actually says might sound compelling, but you would do well to remember the following:

· You will, from that moment on, be considered a fidelity risk. You will lose your status as a team player and your place in the inner circle.  This will factor into future decisions on career-enhancing opportunities.
· 85 to 90 percent of executives who accept counteroffers leave within 18 months of accepting.  Some leave willingly: others are eventually fired or downsized.
· Counteroffers are sometimes simply a means of stalling your departure to figure how to replace you.
Do you want the advice of this professional recruiter and former sales manager for Johnson & Johnson?  Approach all counteroffers with a skeptical eye.  When a company make one, it’s often because it has its best interests—not yours—in mind.

