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Who is in the Audience?

 How many interested primarily in
academic jobs?

 How many interested primarily in non
academic jobs?

— Examples

* For how many will this be their first major
job In this field?
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The Choice to Negotiate

Linda Babcock examined the starting salaries
of CMU MBA graduates. Starting salaries of
men were 7.6% higher than those of women.

— Only 7% of the women, but 57% of the men had
asked for more money (i.e., negotiated on salary).

— Those students who negotiated (most of whom
were men) were able to increase their starting
salaries by 7.4% — almost exactly the difference
between men’'s and women's starting salaries!

Women Don’t Ask — Babcock & Laschever, 2003



The Cost of Not Negotiating

Suppose at age 30, two equally qualified
applicants (Chris and Fraser) get job offers
for $100,000 per year. Chris negotiates a
salary of $107,600 (7.6%) while Fraser
accepts the $100,000 — and they receive the
same 5% annual raises each year. By age
40 (10 yrs later), what is the cost of Fraser's
one-time decision not to negotiate?

$107,972 By age 65 = $728,356







