
SALARY NEGOTIATION 
 

 
Confidential Information for the Professor Gordon 

 
You are about to go to your salary negotiation with the new head of your 
department at the university.  You have been a professor for 14 years.  You are 
considered a very productive researcher, excellent teacher and solid civic-duty 
minded person.  You love your job and are extremely well-liked by your students 
and colleagues.  In addition, you have really put down roots in the community.  
Your work as a radio talk show pundit is highly visible and provides valuable free 
advertising for the university. 
 
The problem is your present salary level of $70,000.  Although everyone is very 
tight-lipped about what they earn, you’ve heard enough conversations in the 
hallway to conclude that the new professors (young whipper-snappers!) being 
hired are all earning at least $10,000 to $15,000 more than you are.  You realize 
that this is the result of the academic market, but you are not pleased.   
 
You have discussed the upcoming negotiation with your spouse who thinks you 
should demand an immediate $20,000 increase, or resign.  After arguing with 
your spouse over this, you have decided to set a bottom line for the increase at 
$12,500 (roughly 18%), making your annual salary $82,500.  In your view, this will 
not necessarily mean you are being paid commensurate with your experience, 
but at least you would be at an average faculty salary.  Of course, you will try as 
hard as you can to get more than a $12,500 increase.  Every dollar above that is 
one more dollar to make your spouse really happy.  You realize that your 
demands will be considerably above the University President’s recent 
announcement that average raises this year will be a measly 3%.  However, at 
3% your raise would be just $2,100, making your annual salary only $72,100.         
 
You have spent a good deal of time putting together your lists of publications, 
teacher evaluations, etc., to present a good argument to your boss on why the 
large increase is warranted.   
 
Remember – stay focused on the salary issue, don’t lose control of the meeting, 
and try to get as close to a $20,000 increase as possible.  Under no 
circumstances can you accept a salary increase less than $12,500.   Anything 
less and it’s doubtful your marriage would stay intact.  In fact, the last thing that 
your spouse yelled out the door as you left – “IT’S THE DOLLARS DARLING, DON’T 
GET SIDETRACKED ON OTHER STUFF.”   
 

 
 
 
 




