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INSIDE

By DAVID E. SANGER
WASHINGTON, Nov. 26 — A draft

report on strategies for Iraq, which
will be debated here by a bipartisan
commission beginning Monday,
urges an aggressive regional diplo-
matic initiative that includes direct
talks with Iran and Syria but sets no
timetables for a military withdraw-
al, according to officials who have
seen all or parts of the document.

While the diplomatic strategy ap-
pears likely to be accepted, with
some amendments, by the 10-mem-
ber Iraq Study Group, members of
the commission and outsiders in-
volved in its work said they expected
a potentially divisive debate about
timetables for beginning an Ameri-
can withdrawal. 

In interviews, several officials
said announcing a major withdrawal
was the only way to persuade the
government of Iraq’s prime minis-
ter, Nuri Kamal al-Maliki, to focus on
creating an effective Iraqi military
force. 

Several commission members, in-
cluding some Democrats, are dis-
cussing proposals that call for a dec-
laration that within a specified peri-
od of time, perhaps as short as a
year, a significant number of Ameri-
can troops should be withdrawn, re-
gardless of whether the Iraqi govern-
ment’s forces are declared ready to
defend the country. 

Among the ideas are embedding
far more American training teams
into Iraqi military units in a last-
ditch improvement effort. While
numbers are still approximate,
phased withdrawal of combat troops
over the next year would leave 70,000
to 80,000 American troops in the
country, compared with about
150,000 now.

“It’s not at all clear that we can
reach consensus on the military
questions,’’ one member of the com-
mission said late last week.

The draft report, according to
those who have seen it, seems to link
American withdrawal to the per-
formance of the Iraqi military, as
President Bush has done. But details
of the performance benchmarks,
which were described as not specific,
could not be obtained, and it is this
section of the report that is most like-
ly to be revised.

While the commission is scheduled
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By MICHAEL SLACKMAN
BEIRUT, Lebanon, Nov. 26 — In

April 1975, gunmen fired on a church
in East Beirut in what appeared to be
an attempt to kill Pierre Gemayel,
founder of the main right-wing Leba-
nese Christian militia. He was not
killed, but the shooting set off a cycle
of revenge that became a 15-year
civil war. 

Last week, three gunmen assassi-
nated Mr. Gemayel’s grandson and
namesake, a government minister
and symbol of Lebanon’s besieged
Christian, pro-Western community.
Now an unnerving question is emerg-
ing here: as the battle between the
Iranian-backed group Hezbollah and
the Western-backed governing coali-
tion reaches a crescendo, is it in fact
the prelude to a civil war?

Lebanon’s seeming slide toward
civil conflict is not just a symbol of
unfortunate historic symmetry. This
country is a barometer for the re-
gion, serving as a measure of ten-
sions and rivalries. 

It is no coincidence that Lebanon is
suffering its worst political crisis in
decades at a time when Iraq has de-
scended into sectarian war, the Is-
raeli-Palestinian conflict in the past
few months reached new heights and
power seems to be shifting away
from the Western-allied Sunni Mus-
lim countries of Egypt and Saudi
Arabia to the Shiite state of Iran. 

“Generally, the regional situation
at the time was very much what it is
today,” said Kamal Salibi, a histori-
an and author from Beirut, speaking
of the start of the 1975-90 civil war.

Then as now, a major Arab mili-
tary humiliation prompted radical-
ism, hostility and questions of legiti-
macy for Arab governments from
Morocco to Bahrain. Then it was the
1967 war in which Israel defeated
four armies, and the spreading ideol-
ogy was secular nationalism. Today,
it is the American military presence
in Iraq and the ideology is Islamism.
In both cases, rising oil prices and
terrorism serve as fuel and tool for
the conflicts. 

In May 2003, with Baghdad occu-
pied by American forces, Colin L.
Powell, then the secretary of state,
visited Damascus and warned Syri-
an and Lebanese leaders that there
was a “new strategic situation” in
the Middle East. He said they had to
end support for groups the West con-
sidered terrorist, including Hamas
and Hezbollah.

Today, events in Iraq, Lebanon
and the Palestinian areas have dem-
onstrated the diminished status of
the United States and its allies. In
Iraq, the powerful Shiite cleric Mok-
tada al-Sadr has threatened to stop 
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By LOUIS UCHITELLE

A decade into the practice of medi-
cine, still striving to become “a well
regarded physician-scientist,” Rob-
ert H. Glassman concluded that he
was not making enough money. So he
answered an ad in the New England
Journal of Medicine from a business
consulting firm hiring doctors. 

And today, after moving on to Wall
Street as an adviser on medical in-
vestments, he is a multimillionaire. 

Such routes to great wealth were
just opening up to physicians when
Dr. Glassman was in school, gradu-
ating from Harvard College in 1983
and Harvard Medical School four
years later. Hoping to achieve break-
throughs in curing cancer, his spe-

cialty, he plunged into research, even
dreaming of a Nobel Prize, until Wall
Street reordered his life. 

Just how far he had come from a
doctor’s traditional upper-middle-
class expectations struck home at
the 20th reunion of his college class.
By then he was working for Merrill
Lynch and soon would become a
managing director of health care in-
vestment banking. 

“There were doctors at the reunion
— very, very smart people,” Dr.
Glassman recalled in a recent in-
terview. “They went to the top pro-
grams, they remained true to their

ethics and really had very pure
goals. And then they went to the 20th-
year reunion and saw that somebody
else who was 10 times less smart was
making much more money.” 

The opportunity to become abun-
dantly rich is a recent phenomenon
not only in medicine, but in a growing
number of other professions and oc-
cupations. In each case, the great
majority still earn fairly uniform
six-figure incomes, usually less than
$400,000 a year, government data
show. But starting in the 1990s, a sig-
nificant number began to earn much
more, creating a two-tier income
stratum within such occupations. 

The divide has emerged as people
like Dr. Glassman, who is 45, latched
onto opportunities within their fields 
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Robert and Denise Glassman with sons Jeremy, 8, at right, and Spencer, 5, at their home in Short Hills, N.J.
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The Tennessee Titans
scored 24 points in the
final nine and a half
minutes, including
Brandon Jones’s tying
touchdown reception with
44 seconds left, and
stunned the Giants, 24-21.
The Giants have now lost
a demoralizing three
games in a row. 
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Discount chains tend to dominate
the start of holiday shopping, but this
year malls took a page from their
playbook — opening early, offering
deep discounts — and saw big sales
boosts. BUSINESS DAY, PAGE C1

Shopping Malls Strike Back

A suicide bomber killed 15 other
people in a packed restaurant in
southeastern Afghanistan. The at-
tack raised fears of renewed insur-
gent violence. PAGE A11

Deadly Attack in Afghanistan

Shiho Fukada for The New York Times

A girl zipped across a meditative labyrinth yesterday in the mild autumn air at Union Square. Even milder weather is expected today. 
A Kick, a Push and a Quick Escape 

By MICHAEL WILSON
It is known in police parlance as

“contagious shooting” — gunfire that
spreads among officers who believe
that they, or their colleagues, are
facing a threat. It spreads like
germs, like laughter, or fear. An offi-
cer fires, so his colleagues do, too.

The phenomenon appears to have
happened last year, when eight offi-
cers fired 43 shots at an armed man
in Queens, killing him. In July, three
officers fired 26 shots at a pit bull
that had bitten a chunk out of an offi-
cer’s leg in a Bronx apartment build-
ing. And there have been other epi-
sodes: in 1995, in the Bronx, officers
fired 125 bullets during a bodega rob-
bery, with one officer firing 45
rounds. 

Just what happened on Saturday is
still being investigated. Police ex-
perts, however, suggested in inter-
views yesterday that contagious
shooting played a role in a fatal po-
lice shooting in Queens Saturday
morning. According to the police ac-
count, five officers fired 50 shots at a
bridegroom who, leaving his bache-
lor party at a strip club, twice drove
his car into a minivan carrying plain-
clothes police officers investigating
the club. 

The bridegroom, Sean Bell, who
was to be married hours later, was
killed, and two of his friends were
wounded, one critically.

To the layman, and to the loved
ones of those who were shot, 50 shots
seems a startlingly high number, es-
pecially since the men were found to
be unarmed. And police experts con-
cede that the number was high. Yet
they also note that in those chaotic
and frightening fractions of a second
between quiet and gunfire, nothing is
clear-cut, and blood is pumping furi-
ously. Even 50 shots can be squeezed
off in a matter of seconds.

“We can teach as much as we can,”
said John C. Cerar, a retired com-
mander of the Police Department’s
firearms training section. “The fog of
the moment happens. Different
things happen that people don’t un-
derstand. Most people really believe
what it’s like in television, that a po-
lice officer can take a gun and shoot
someone out of the saddle.”

The five officers involved in the
shooting were placed on administra-
tive duty yesterday — without their 
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By LAURA MANSNERUS

FRANKLIN TOWNSHIP, N.J.,
Nov. 21 — The man identified in
court documents as A. B. does not
talk to his neighbors or tarry at the
convenience store. Seventy-seven
years old, soft-spoken and some-
times confused, he hardly ever
leaves the little ranch house he
bought in 1969. “People know what’s
what with me,” he said. 

What’s what with A. B. is that he
moved back here last year after
serving seven years in prison for sex-
ually molesting two grandchildren
and another youngster. And because
his home is in a “child safety zone”
drawn by the township, he may be
forced to leave it. 

But the public defender’s office in
New Jersey, a state government
agency, filed suit against the town-
ship on his behalf last month, claim-
ing that the ordinance not only vio-
lates his right to due process, but
also conflicts with a state law requir-
ing that parole officers decide where
registered sex offenders live. It is the

first such case the agency has taken
up, and could herald a curb on the
rapidly proliferating local ordi-
nances that threaten to push pedo-
philes to the fringes of civilization.

Such regulations — more than 100
have been enacted in New Jersey
municipalities — are popular around
the nation. More than 20 states have
broad laws keeping sex offenders
from schools, churches, playgrounds
and the like. This month 70 percent of
California voters approved expand-
ing statewide restrictions to include
more sex offenders, and authorized
towns to designate even stricter lim-
its.

On Long Island, the East Rocka-
way Village Board voted on Nov. 13
to add areas in which sex offenders
are barred: Now they cannot live
within 1,000 feet of day care centers,
community centers, places of wor-
ship, libraries and recreational facil-
ities. And the Village of Babylon an-

Continued on Page B5

Zoning Laws That Bar Pedophiles
Raise Concerns for Law Enforcers

By WILLIAM YARDLEY

SEATTLE, Nov. 26 — For all the
fame of the rain in this soggy city,
conversations about climate often
lead to local defensiveness: Seattle,
which averages about 38 inches of
rain annually, is far from the coun-
try’s wettest big city. Atlanta, Bos-
ton, Houston, Miami and New York
are just some of the others that get
more rain.

The rain here has made its name
mostly through persistence, not vol-
ume. It plays bass, not lead guitar.
And not every complaint about pre-
cipitation involves wanting less.

“I hate mist, because mist is just a
tease,” said Alex Sloan, 17, waiting
Saturday night for the Number 28
bus to take her home to the Broad-
view neighborhood after shopping
downtown. “Thicker rain, I love it.”

Her friend Lani Farley, 16, chimed
in, “Yeah.” 

“If you’re going to get wet,” Lani
said, “you might as well get soaking

wet.”
This month, Alex and Lani got

their wish.
At midday on Sunday, near the end

of what is typically Seattle’s rainiest
month, the official rain gauge at Se-
attle-Tacoma International Airport
was well past 14 inches and rising,
having mocked the November aver-
age of about 5.9 inches and smeared
the previous single-month record
documented at the airport, 12.92
inches, set in January 1953.

Storm after storm has slammed
the Puget Sound region, riding warm
air from southern parts of the Pa-
cific Ocean.

Now some wonder whether the
weather here might deliver the sin-
gle-month record for rainfall since
such data was first collected back in
the 19th century. The mark, 15.33
inches, was set in December 1933,
when the official rain gauge was
downtown; the official gauge was
moved to the airport in 1945.

With just four days left in Novem-
ber and colder, drier air in the fore-
cast — snow, a rarity, dusted parts of
the city on Sunday — chances for set-
ting the record have diminished, but

hope remains.
“The way I look at it, we might as

well go all the way,” said Carl Cerni-
glia, a meteorologist at the National
Weather Service in Seattle. 

An inconsistency muddles the
comparison of past and present pud-
dles: usually, more rain falls at the
airport than downtown. According to 
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INSIDE

By DAVID E. SANGER
WASHINGTON, Nov. 26 — A draft

report on strategies for Iraq, which
will be debated here by a bipartisan
commission beginning Monday,
urges an aggressive regional diplo-
matic initiative that includes direct
talks with Iran and Syria but sets no
timetables for a military withdraw-
al, according to officials who have
seen all or parts of the document.

While the diplomatic strategy ap-
pears likely to be accepted, with
some amendments, by the 10-mem-
ber Iraq Study Group, members of
the commission and outsiders in-
volved in its work said they expected
a potentially divisive debate about
timetables for beginning an Ameri-
can withdrawal. 

In interviews, several officials
said announcing a major withdrawal
was the only way to persuade the
government of Iraq’s prime minis-
ter, Nuri Kamal al-Maliki, to focus on
creating an effective Iraqi military
force. 

Several commission members, in-
cluding some Democrats, are dis-
cussing proposals that call for a dec-
laration that within a specified peri-
od of time, perhaps as short as a
year, a significant number of Ameri-
can troops should be withdrawn, re-
gardless of whether the Iraqi govern-
ment’s forces are declared ready to
defend the country. 

Among the ideas are embedding
far more American training teams
into Iraqi military units in a last-
ditch improvement effort. While
numbers are still approximate,
phased withdrawal of combat troops
over the next year would leave 70,000
to 80,000 American troops in the
country, compared with about
150,000 now.

“It’s not at all clear that we can
reach consensus on the military
questions,’’ one member of the com-
mission said late last week.

The draft report, according to
those who have seen it, seems to link
American withdrawal to the per-
formance of the Iraqi military, as
President Bush has done. But details
of the performance benchmarks,
which were described as not specific,
could not be obtained, and it is this
section of the report that is most like-
ly to be revised.

While the commission is scheduled
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By MICHAEL SLACKMAN
BEIRUT, Lebanon, Nov. 26 — In

April 1975, gunmen fired on a church
in East Beirut in what appeared to be
an attempt to kill Pierre Gemayel,
founder of the main right-wing Leba-
nese Christian militia. He was not
killed, but the shooting set off a cycle
of revenge that became a 15-year
civil war. 

Last week, three gunmen assassi-
nated Mr. Gemayel’s grandson and
namesake, a government minister
and symbol of Lebanon’s besieged
Christian, pro-Western community.
Now an unnerving question is emerg-
ing here: as the battle between the
Iranian-backed group Hezbollah and
the Western-backed governing coali-
tion reaches a crescendo, is it in fact
the prelude to a civil war?

Lebanon’s seeming slide toward
civil conflict is not just a symbol of
unfortunate historic symmetry. This
country is a barometer for the re-
gion, serving as a measure of ten-
sions and rivalries. 

It is no coincidence that Lebanon is
suffering its worst political crisis in
decades at a time when Iraq has de-
scended into sectarian war, the Is-
raeli-Palestinian conflict in the past
few months reached new heights and
power seems to be shifting away
from the Western-allied Sunni Mus-
lim countries of Egypt and Saudi
Arabia to the Shiite state of Iran. 

“Generally, the regional situation
at the time was very much what it is
today,” said Kamal Salibi, a histori-
an and author from Beirut, speaking
of the start of the 1975-90 civil war.

Then as now, a major Arab mili-
tary humiliation prompted radical-
ism, hostility and questions of legiti-
macy for Arab governments from
Morocco to Bahrain. Then it was the
1967 war in which Israel defeated
four armies, and the spreading ideol-
ogy was secular nationalism. Today,
it is the American military presence
in Iraq and the ideology is Islamism.
In both cases, rising oil prices and
terrorism serve as fuel and tool for
the conflicts. 

In May 2003, with Baghdad occu-
pied by American forces, Colin L.
Powell, then the secretary of state,
visited Damascus and warned Syri-
an and Lebanese leaders that there
was a “new strategic situation” in
the Middle East. He said they had to
end support for groups the West con-
sidered terrorist, including Hamas
and Hezbollah.

Today, events in Iraq, Lebanon
and the Palestinian areas have dem-
onstrated the diminished status of
the United States and its allies. In
Iraq, the powerful Shiite cleric Mok-
tada al-Sadr has threatened to stop 
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By LOUIS UCHITELLE

A decade into the practice of medi-
cine, still striving to become “a well
regarded physician-scientist,” Rob-
ert H. Glassman concluded that he
was not making enough money. So he
answered an ad in the New England
Journal of Medicine from a business
consulting firm hiring doctors. 

And today, after moving on to Wall
Street as an adviser on medical in-
vestments, he is a multimillionaire. 

Such routes to great wealth were
just opening up to physicians when
Dr. Glassman was in school, gradu-
ating from Harvard College in 1983
and Harvard Medical School four
years later. Hoping to achieve break-
throughs in curing cancer, his spe-

cialty, he plunged into research, even
dreaming of a Nobel Prize, until Wall
Street reordered his life. 

Just how far he had come from a
doctor’s traditional upper-middle-
class expectations struck home at
the 20th reunion of his college class.
By then he was working for Merrill
Lynch and soon would become a
managing director of health care in-
vestment banking. 

“There were doctors at the reunion
— very, very smart people,” Dr.
Glassman recalled in a recent in-
terview. “They went to the top pro-
grams, they remained true to their

ethics and really had very pure
goals. And then they went to the 20th-
year reunion and saw that somebody
else who was 10 times less smart was
making much more money.” 

The opportunity to become abun-
dantly rich is a recent phenomenon
not only in medicine, but in a growing
number of other professions and oc-
cupations. In each case, the great
majority still earn fairly uniform
six-figure incomes, usually less than
$400,000 a year, government data
show. But starting in the 1990s, a sig-
nificant number began to earn much
more, creating a two-tier income
stratum within such occupations. 

The divide has emerged as people
like Dr. Glassman, who is 45, latched
onto opportunities within their fields 
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GILDED PAYCHECKS
New Paths to a Windfall

Emile Wamsteker for The New York Times

Robert and Denise Glassman with sons Jeremy, 8, at right, and Spencer, 5, at their home in Short Hills, N.J.
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The Tennessee Titans
scored 24 points in the
final nine and a half
minutes, including
Brandon Jones’s tying
touchdown reception with
44 seconds left, and
stunned the Giants, 24-21.
The Giants have now lost
a demoralizing three
games in a row. 

SPORTSMONDAY, PAGE D1

With Victory Near,
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New York: Today, very mild, dim
sun, high 64. Tonight, mostly cloudy,
low 51. Tomorrow, a bit cooler, some
sunshine, high 59. Yesterday, high 59,
low 45. Weather map is on Page A20.
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Discount chains tend to dominate
the start of holiday shopping, but this
year malls took a page from their
playbook — opening early, offering
deep discounts — and saw big sales
boosts. BUSINESS DAY, PAGE C1

Shopping Malls Strike Back

A suicide bomber killed 15 other
people in a packed restaurant in
southeastern Afghanistan. The at-
tack raised fears of renewed insur-
gent violence. PAGE A11

Deadly Attack in Afghanistan

Shiho Fukada for The New York Times

A girl zipped across a meditative labyrinth yesterday in the mild autumn air at Union Square. Even milder weather is expected today. 
A Kick, a Push and a Quick Escape 

By MICHAEL WILSON
It is known in police parlance as

“contagious shooting” — gunfire that
spreads among officers who believe
that they, or their colleagues, are
facing a threat. It spreads like
germs, like laughter, or fear. An offi-
cer fires, so his colleagues do, too.

The phenomenon appears to have
happened last year, when eight offi-
cers fired 43 shots at an armed man
in Queens, killing him. In July, three
officers fired 26 shots at a pit bull
that had bitten a chunk out of an offi-
cer’s leg in a Bronx apartment build-
ing. And there have been other epi-
sodes: in 1995, in the Bronx, officers
fired 125 bullets during a bodega rob-
bery, with one officer firing 45
rounds. 

Just what happened on Saturday is
still being investigated. Police ex-
perts, however, suggested in inter-
views yesterday that contagious
shooting played a role in a fatal po-
lice shooting in Queens Saturday
morning. According to the police ac-
count, five officers fired 50 shots at a
bridegroom who, leaving his bache-
lor party at a strip club, twice drove
his car into a minivan carrying plain-
clothes police officers investigating
the club. 

The bridegroom, Sean Bell, who
was to be married hours later, was
killed, and two of his friends were
wounded, one critically.

To the layman, and to the loved
ones of those who were shot, 50 shots
seems a startlingly high number, es-
pecially since the men were found to
be unarmed. And police experts con-
cede that the number was high. Yet
they also note that in those chaotic
and frightening fractions of a second
between quiet and gunfire, nothing is
clear-cut, and blood is pumping furi-
ously. Even 50 shots can be squeezed
off in a matter of seconds.

“We can teach as much as we can,”
said John C. Cerar, a retired com-
mander of the Police Department’s
firearms training section. “The fog of
the moment happens. Different
things happen that people don’t un-
derstand. Most people really believe
what it’s like in television, that a po-
lice officer can take a gun and shoot
someone out of the saddle.”

The five officers involved in the
shooting were placed on administra-
tive duty yesterday — without their 

50 Shots Fired,
And the Experts 
Offer a Theory
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By LAURA MANSNERUS

FRANKLIN TOWNSHIP, N.J.,
Nov. 21 — The man identified in
court documents as A. B. does not
talk to his neighbors or tarry at the
convenience store. Seventy-seven
years old, soft-spoken and some-
times confused, he hardly ever
leaves the little ranch house he
bought in 1969. “People know what’s
what with me,” he said. 

What’s what with A. B. is that he
moved back here last year after
serving seven years in prison for sex-
ually molesting two grandchildren
and another youngster. And because
his home is in a “child safety zone”
drawn by the township, he may be
forced to leave it. 

But the public defender’s office in
New Jersey, a state government
agency, filed suit against the town-
ship on his behalf last month, claim-
ing that the ordinance not only vio-
lates his right to due process, but
also conflicts with a state law requir-
ing that parole officers decide where
registered sex offenders live. It is the

first such case the agency has taken
up, and could herald a curb on the
rapidly proliferating local ordi-
nances that threaten to push pedo-
philes to the fringes of civilization.

Such regulations — more than 100
have been enacted in New Jersey
municipalities — are popular around
the nation. More than 20 states have
broad laws keeping sex offenders
from schools, churches, playgrounds
and the like. This month 70 percent of
California voters approved expand-
ing statewide restrictions to include
more sex offenders, and authorized
towns to designate even stricter lim-
its.

On Long Island, the East Rocka-
way Village Board voted on Nov. 13
to add areas in which sex offenders
are barred: Now they cannot live
within 1,000 feet of day care centers,
community centers, places of wor-
ship, libraries and recreational facil-
ities. And the Village of Babylon an-
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Zoning Laws That Bar Pedophiles
Raise Concerns for Law Enforcers

By WILLIAM YARDLEY

SEATTLE, Nov. 26 — For all the
fame of the rain in this soggy city,
conversations about climate often
lead to local defensiveness: Seattle,
which averages about 38 inches of
rain annually, is far from the coun-
try’s wettest big city. Atlanta, Bos-
ton, Houston, Miami and New York
are just some of the others that get
more rain.

The rain here has made its name
mostly through persistence, not vol-
ume. It plays bass, not lead guitar.
And not every complaint about pre-
cipitation involves wanting less.

“I hate mist, because mist is just a
tease,” said Alex Sloan, 17, waiting
Saturday night for the Number 28
bus to take her home to the Broad-
view neighborhood after shopping
downtown. “Thicker rain, I love it.”

Her friend Lani Farley, 16, chimed
in, “Yeah.” 

“If you’re going to get wet,” Lani
said, “you might as well get soaking

wet.”
This month, Alex and Lani got

their wish.
At midday on Sunday, near the end

of what is typically Seattle’s rainiest
month, the official rain gauge at Se-
attle-Tacoma International Airport
was well past 14 inches and rising,
having mocked the November aver-
age of about 5.9 inches and smeared
the previous single-month record
documented at the airport, 12.92
inches, set in January 1953.

Storm after storm has slammed
the Puget Sound region, riding warm
air from southern parts of the Pa-
cific Ocean.

Now some wonder whether the
weather here might deliver the sin-
gle-month record for rainfall since
such data was first collected back in
the 19th century. The mark, 15.33
inches, was set in December 1933,
when the official rain gauge was
downtown; the official gauge was
moved to the airport in 1945.

With just four days left in Novem-
ber and colder, drier air in the fore-
cast — snow, a rarity, dusted parts of
the city on Sunday — chances for set-
ting the record have diminished, but

hope remains.
“The way I look at it, we might as

well go all the way,” said Carl Cerni-
glia, a meteorologist at the National
Weather Service in Seattle. 

An inconsistency muddles the
comparison of past and present pud-
dles: usually, more rain falls at the
airport than downtown. According to 

Continued on Page A16
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher

Continued From Page A1

"I wasn’t sure that I was willing to take the risk of spending many years applying for grants
and working long hours for the very slim chance of winning at the roulette table and

making a significant contribution to the scientific literature."
ROBERT H. GLASSMAN

A doctor who left practicing medicine for Wall Street

Emile Wamsteker for The New York Times 

Articles in this series are examining
executive compensation. Previous arti-
cles can be found at nytimes.com/
business.

Gilded Paychecks
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher
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that offered significantly higher incomes.
Some lawyers and bankers, for example,
collect much larger fees than others in their
fields for their work on business deals and
cases.

Others have moved to different, higher-
paying fields — from academia to Wall
Street, for example — and a growing num-
ber of entrepreneurs have seen windfalls
tied largely to expanding financial markets,
which draw on capital from around the
world. The latter phenomenon has allowed,
say, the owner of a small mail-order busi-
ness to sell his enterprise for tens of millions
instead of the hundreds of thousands that
such a sale might have brought 15 years
ago.

Three decades ago, compensation among
occupations differed far less than it does to-
day. That growing difference is diverting
people from some critical fields, experts
say. The American Bar Foundation, a re-
search group, has found in its surveys, for
instance, that fewer law school graduates
are going into public-interest law or govern-
ment jobs and filling all the openings is be-
coming harder.

Something similar is happening in acade-
mia, where newly minted Ph.D.’s migrate
from teaching or research to more lucrative
fields. Similarly, many business school
graduates shun careers as experts in, say,
manufacturing or consumer products for
much higher pay on Wall Street.

And in medicine, where some specialties
now pay far more than others, young doc-
tors often bypass the lower-paying fields.
The Medical Group Management Associa-
tion, for example, says the nation lacks
enough doctors in family practice, where
the median income last year was $161,000.

“The bigger the prize, the greater the ef-
fort that people are making to get it,” said
Edward N. Wolff, a New York University
economist who studies income and wealth.
“That effort is draining people away from
more useful work.”

What kind of work is most useful is a mat-
ter of opinion, of course, but there is no
doubt that a new group of the very rich have
risen today far above their merely affluent
colleagues.

Turning to Philanthropy
One in every 825 households earned at

least $2 million last year, nearly double the
percentage in 1989, adjusted for inflation,
Mr. Wolff found in an analysis of govern-
ment data. When it comes to wealth, one in
every 325 households had a net worth of $10
million or more in 2004, the latest year for
which data is available, more than four
times as many as in 1989. 

As some have grown enormously rich,
they are turning to philanthropy in a compe-
tition that is well beyond the means of their
less wealthy peers. “The ones with $100 mil-
lion are setting the standard for their own
circles, but no longer for me,” said Robert
Frank, a Cornell University economist who
described the early stages of the phenom-
enon in a 1995 book, “The Winner-Take-All
Society,” which he co-authored.

Fighting AIDS and poverty in Africa are
favorite causes, and so is financing educa-
tion, particularly at one’s alma mater.

“It is astonishing how many gifts of $100
million have been made in the last year,”
said Inge Reichenbach, vice president for
development at Yale University, which like
other schools tracks the net worth of its
alumni and assiduously pursues the richest
among them.

Dr. Glassman hopes to enter this circle
someday. At 35, he was making $150,000 in
1996 (about $190,000 in today’s dollars) as a
hematology-oncology specialist. That’s
when, recently married and with virtually
no savings, he made the switch that brought
him to management consulting.

He won’t say just how much he earns now
on Wall Street or his current net worth. But
compensation experts, among them John-
son Associates, say the annual income of
those in his position is easily in the seven fig-
ures and net worth often rises to more than
$20 million.

“He is on his way,” said Alan Johnson,
managing director of the firm, speaking of
people on career tracks similar to Dr. Glass-
man’s. “He is destined to riches.”

Indeed, doctors have become so interest-
ed in the business side of medicine that
more than 40 medical schools have added,
over the last 20 years, an optional fifth year
of schooling for those who want to earn an
M.B.A. degree as well as an M.D. Some go
directly to Wall Street or into health care
management without ever practicing medi-
cine. 

“It was not our goal to create masters of
the universe,” said James Aisner, a spokes-
man for Harvard Business School, whose
joint program with the medical school start-
ed last year. “It was to train people to do
useful work.”

Dr. Glassman still makes hospital rounds
two or three days a month, usually on free
weekends. Treating patients, he said, is “a
wonderful feeling.” But he sees his present
work as also a valuable aspect of medicine. 

One of his tasks is to evaluate the numer-
ous drugs that start-up companies, partic-
ularly in biotechnology, are developing.
These companies often turn to firms like
Merrill Lynch for an investment or to spon-
sor an initial public stock offering. Dr.
Glassman is a critical gatekeeper in this
process, evaluating, among other things,
whether promising drugs live up to their
claims.

What Dr. Glassman represents, along
with other very rich people interviewed for
this article, is the growing number of Amer-
icans who acknowledge that they have accu-

mulated, or soon will, more than enough
money to live comfortably, even luxuri-
ously, and also enough so that their children,
as adults, will then be free to pursue careers
“they have a hunger for,” as Dr. Glassman
put it, “and not feel a need to do something
just to pay the bills.”

In an earlier Gilded Age, Andrew Car-
negie argued that talented managers who
accumulate great wealth were morally obli-
gated to redistribute their wealth through
philanthropy. The estate tax and the pro-
gressive income tax later took over most of
that function — imposing tax rates of more
than 70 percent as recently as 1980 on in-
comes above a certain level.

Now, with this marginal rate at half that
much and the estate tax fading in impor-
tance, many of the new rich engage in the
conspicuous consumption that their wealth
allows. Others, while certainly not stinting
on comfort, are embracing philanthropy as
an alternative to a life of professional ac-
complishment.

Bill Gates and Warren Buffett are held up
as models, certainly by Dr. Glassman.
“They are going to make much greater con-
tributions by having made money and then
giving it away than most, almost all, scien-
tists,” he said, adding that he is drawn to
philanthropy as a means of achieving a
meaningful legacy. 

“It has to be easier than the chance of be-
coming a Nobel Prize winner,” he said, ex-
plaining his decision to give up research,
“and I think that goes through the minds of
highly educated, high performing individ-
uals.” 

As Bush administration officials see it —
and conservative economists often agree —
philanthropy is a better means of redistrib-
uting the nation’s wealth than higher taxes
on the rich. They argue that higher margin-
al tax rates would discourage entrepre-
neurship and risk-taking. But some among
the newly rich have misgivings.

Mark M. Zandi is one. He was a founder of
Economy.com, a forecasting and data gath-
ering service in West Chester, Pa. His net
worth vaulted into eight figures with the
company’s sale last year to Moody’s Invest-
or Service. 

“Our tax policies should be redesigned
through the prism that wealth is being in-
creasingly skewed,” Mr. Zandi said, arguing
that higher taxes on the rich could help re-
store a sense of fairness to the system and
blunt a backlash from a middle class that
feels increasingly squeezed by the costs of
health care, higher education, and a secure
retirement. The Federal Reserve’s Survey
of Consumer Finances, a principal govern-
ment source of income and wealth data,
does not single out the occupations and pro-
fessions generating so much wealth today.
But Forbes magazine offers a rough idea in
its annual surveys of the richest Americans,
those approaching and crossing the billion
dollar mark.

Some routes are of long standing. Inherit-
ance plays a role. So do the earnings of Wall
Street investment bankers and the super in-
comes of sports stars and celebrities. All of
these routes swell the ranks of the very rich,
as they did in 1989.

But among new occupations, the winners
include numerous partners in recently

formed hedge funds and private equity
firms that invest or acquire companies.
Real estate developers and lawyers are
more in evidence today among the very
rich. So are dot-com entrepreneurs as well
as scientists who start a company to market
an invention or discovery, soon selling it for
many millions. And from corporate Amer-
ica come many more chief executives than
in the past. 

Seventy-five percent of the chief execu-
tives in a sample of 100 publicly traded com-
panies had a net worth in 2004 of more than
$25 million mainly from stock and options in
the companies they ran, according to a
study by Carola Frydman, a finance profes-
sor at the Massachusetts Institute of Tech-
nology’s Sloan School of Management. That
was up from 31 percent for the same sample
in 1989, adjusted for inflation. 

Chief executives were not alone among
corporate executives in rising to great
wealth. There were similar or even greater
increases in the percentage of lower-rank-
ing executives — presidents, executive vice
presidents, chief financial officers — also
advancing into the $25 million-plus catego-
ry.

The growing use of options as a form of
pay helps to explain the sharp rise in the
number of very wealthy households. But so
does the gradual dismantling of the progres-
sive income tax, Ms. Frydman concluded in
a recent study.

“Our simulation results suggest that, had
taxes been at their low 2000 level throughout
the past 60 years, chief executive compensa-
tion would have been 35 percent higher dur-
ing the 1950s and 1960s,” she wrote.

Trying Not to Live Ostentatiously 
Finally, the owners of a variety of ordi-

nary businesses — a small chain of coffee
shops or temporary help agencies, for ex-
ample — manage to expand these family op-
erations with the help of venture capital and
private equity firms, eventually selling
them or taking them public in a market-
place that rewards them with huge sums. 

John J. Moon, a managing director of
Metalmark Capital, a private equity firm,
explains how this process works.

“Let’s say we buy a small pizza parlor
chain from an entrepreneur for $10 million,”
said Mr. Moon, who at 39, is already among
the very rich. “We make it more efficient,
we build it from 10 stores to 100 and we sell
it to Domino’s for $50 million.”

As a result, not only the entrepreneur gets
rich; so do Mr. Moon and his colleagues,

who make money from putting together
such deals and from managing the money
they raise from wealthy investors who pro-
vide much of the capital. 

By his own account, Mr. Moon, like Dr.
Glassman, came reluctantly to the accumu-
lation of wealth. Having earned a Ph.D. in
business economics from Harvard in 1994,
he set out to be a professor of finance, land-
ing a job at Dartmouth’s Tuck Graduate
School of Business, with a starting salary in
the low six figures. 

To this day, teaching tugs at Mr. Moon,
whose parents immigrated to the United
States from South Korea. He steals enough
time from Metalmark Capital to teach one
course in finance each semester at Colum-
bia University’s business school. “If Wall
Street was not there as an alternative,” Mr.
Moon said, “I would have gone into acade-
mia.” 

Academia, of course, turned out to be no
match for the job offers that came Mr.
Moon’s way from several Wall Street firms.
He joined Goldman Sachs, moved on to Mor-
gan Stanley’s private equity operation in
1998 and stayed on when the unit separated
from Morgan Stanley in 2004 and became
Metalmark Capital.

As his income and net worth grew, the
Harvard alumni association made contact
and he started to give money, not just to
Harvard, but to various causes. His growing
charitable activities have brought him a
leadership role in Harvard alumni activi-
ties, including a seat on the graduate school
alumni council.

Still, Mr. Moon tries to live unostenta-
tiously. “The trick is not to want more as
your income and wealth grow,” he said.
“You fly coach and then you fly first class
and then it is fractional ownership of a jet
and then owning a jet. I still struggle with
first class. My partners make fun of me.”

His reluctance to show his wealth has a
basis in his religion. “My wife and I are com-
mitted Presbyterians,” he said. “I would like
to think that my faith informs my career de-
cisions even more than financial consider-
ations. That is not always easy because
money is not unimportant.” 

It has a momentum of its own. Mr. Moon
and his wife, Hee-Jung, who gave up law to
raise their two sons, are renovating a newly
purchased Park Avenue co-op. “On an abso-
lute scale it is lavish,” he said, “but on a rel-
ative scale, relative to my peers, it is small.” 

Behavior is gradually changing in the
Glassman household, too. Not that the doc-
tor and his wife, Denise, 41, seem to crave

change. Nothing in his off-the-rack suits, or
the cafes and nondescript restaurants that
he prefers for interviews, or the family’s
comparatively modest four-bedroom home
in suburban Short Hills, N.J., or their two
cars (an Acura S.U.V. and a Honda Accord)
suggests that wealth has altered the way the
family lives. 

But it is opening up “choices,” as Mrs.
Glassman put it. They enjoy annual ski va-
cations in Utah now. The Glassmans are
shopping for a larger house — not as large
as the family could afford, Mrs. Glassman
said, but large enough to accommodate a
wood-paneled study where her husband
could put all his books and his diplomas and
“feel that it is his own.” Right now, a
glassed-in porch, without book shelves,
serves as a workplace for both of them.

Starting out, Dr. Glassman’s $150,000 a
year was a bit less than that of his wife, then
a marketing executive with an M.B.A. from
Northwestern. Their plan was for her to stop
working once they had children. To build up
their income, she encouraged him to set up
or join a medical practice to treat patients.
Dr. Glassman initially balked, but he was
coming to realize that his devotion to re-
search would not necessarily deliver a big
scientific payoff.

“I wasn’t sure that I was willing to take
the risk of spending many years applying
for grants and working long hours for the
very slim chance of winning at the roulette
table and making a significant contribution
to the scientific literature,” he said.

In this mood, he was drawn to the ad that
McKinsey & Company, the giant consulting
firm, had placed in the New England Jour-
nal of Medicine. McKinsey was increasingly
working among biomedical and pharmaceu-
tical companies and it needed more physi-
cians on staff as consultants. Dr. Glassman,
absorbed in the world of medicine, did not
know what McKinsey was. His wife enlight-
ened him. “The way she explained it, McKin-
sey was like a Massachusetts General Hos-
pital for M.B.A.’s,” he said. “It was really
prestigious, which I liked, and I heard that it
was very intellectually charged.”

He soon joined as a consultant, earning a
starting salary that was roughly the same
as he was earning as a researcher — and
soon $100,000 more. He stayed four years,
traveling constantly and during that time
the family made the move to Short Hills
from rented quarters in Manhattan. 

Dr. Glassman migrated to Merrill Lynch
in 2001, first in private equity, which he
found to be more at the forefront of innova-
tion than consulting at McKinsey, and then
gradually to investment banking, going full
time there in 2004. 

Linking Security to Income
Casey McCullar hopes to follow a similar

circuit. Now 29, he joined the Marconi Cor-
poration, a big telecommunications compa-
ny, in 1999 right out of the University of Tex-
as in Dallas, his hometown. Over the next
six years he worked up to project manager
at $42,000 a year, becoming quite skilled in
electronic mapmaking.

A trip to India for his company introduced
him to the wonders of outsourcing and the
money he might make as an entrepreneur
facilitating the process. As a first step, he
applied to the Tuck business school at Dart-
mouth, got in and quit his Texas job, despite
his mother’s concern that he was giving up
future promotions and very good health in-
surance, particularly Marconi’s dental plan.

His life at Tuck soon sent him in still an-
other direction. When he graduates next
June he will probably go to work for Mercer
Management Consulting, he says. Mercer
recruited him at a starting salary of
$150,000, including bonus. “If you had told
me a couple of years ago that I would be
making three times my Marconi salary, I
would not have believed you,” Mr. McCullar
said.

Nearly 70 percent of Tuck’s graduates go
directly to consulting firms or Wall Street
investment houses. He may pursue finance
later, Mr. McCullar says, always keeping in
mind an entrepreneurial venture that could
really leverage his talent. 

“When my mom talks of Marconi’s dental
plan and a safe retirement,” he said, “she
really means lifestyle security based on job
security.’’

But “for my generation,’’ Mr. McCullar
said, “lifestyle security comes from finan-
cial independence. I’m doing what I want to
do and it just so happens that is where the
money is.” 

The Very Rich Leave
The Merely Rich Behind,
Often After a Job Change 

Michael Nagle for The New York Times 

"If Wall Street was not there as an alternative, I would have gone into academia."
JOHN J. MOON

Managing director of a private equity firm, who had intended to become a teacher

Continued From Page A1

"I wasn’t sure that I was willing to take the risk of spending many years applying for grants
and working long hours for the very slim chance of winning at the roulette table and

making a significant contribution to the scientific literature."
ROBERT H. GLASSMAN

A doctor who left practicing medicine for Wall Street

Emile Wamsteker for The New York Times 

Articles in this series are examining
executive compensation. Previous arti-
cles can be found at nytimes.com/
business.

Gilded Paychecks
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make digital actors (at right) seem
more lifelike. BUSINESS DAY, PAGE C1
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Four weeks after a close election
plunged Mexico into political crisis,
the leftist candidate escalated his
campaign to undo the official results,
telling a mass rally of supporters to
engage in civil disobedience to “de-
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Mexican Leftist Urges Sit-Ins

The New York Observer was sold
to Jared Kushner, a 25-year-old law
student. His father, a jailed real es-
tate developer, has been a target of
its scorn. BUSINESS DAY, PAGE C4

$10 Million for a Pink Paper

By STEPHANIE STROM
PATNA, India — The drug that

could have cured Munia Devi
through a series of cheap injections
was identified decades ago but then
died in the research pipeline because
there was no profit in it. 

So Mrs. Devi lay limp in a hospital
bed here recently, her spleen and liv-
er bulging from under her rib cage
as a bilious yellow liquid dripped into
her thin arm. The treatment she was
receiving can be toxic, and it costs
$500. But it was her best hope to cure
black fever, a disease known locally
as kala azar, which kills an estimat-
ed half-million people worldwide
each year, almost all of them poor
like Mrs. Devi. 

Soon, however, all that may
change. A small charity based in San
Francisco has conducted the medical
trials needed to prove that the drug
is safe and effective. Now it is on the
verge of getting final approval from
the Indian government. A course of
treatment with the drug is expected
to cost just $10, and experts say it
could virtually eliminate the disease. 

If approval is granted as expected
this fall, it will be the first time a
charity has succeeded in ushering a
drug to market.

This novel way of helping people
whose needs have not been met by
for-profit pharmaceutical companies
is gaining traction. Several partner-
ships are working to develop drugs to
fight neglected diseases, underwrit-
ten by the Bill and Melinda Gates
Foundation, Doctors Without Bor-
ders and other groups. Another non-
profit agency, the Aeras Global TB
Vaccine Foundation, is searching for
a means to prevent tuberculosis. 

For its first project, the San Fran-
cisco charity, the Institute for One-
World Health, focused on reclaiming
the all but abandoned drug, paromo-
mycin, which research found prom-
ising in the 1960’s. 

That was the easy part. Its hurdles
lay elsewhere. The Internal Revenue
Service at first denied the charity
nonprofit status, concerned that it 

A Small Charity Takes the Reins
In Fighting a Neglected Disease

Continued on Page A8

The Yankees plugged holes in their
lineup and rotation by acquiring out-
fielder Bobby Abreu and starting
pitcher Cory Lidle from the Phillies
for four prospects. PAGE D1

Yanks Deal Before Deadline 

New York: Today, mostly sunny, sul-
try, high 92. Tonight, muggy, partly
cloudy, low 78. Tomorrow, stifling
heat, mostly sunny, high 98. Yester-
day, high 89, low 77. Details, Page B8.
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By LOUIS UCHITELLE 
and DAVID LEONHARDT

ROCK FALLS, Ill. — Alan Begge-
row has stopped looking for work.
Laid off as a steelworker at 48, he
taught math for a while at a commu-
nity college. But when that ended, he
could not find a job that, in his view,
was neither demeaning nor under-
paid.

So instead of heading to work, Mr.
Beggerow, now 53, fills his days with
diversions: playing the piano, read-
ing histories and biographies, writ-
ing unpublished Western potboilers
in the Louis L’Amour style — all ac-
tivities once relegated to spare time.
He often stays up late and sleeps un-
til 11 a.m. 

“I have come to realize that my
free time is worth a lot to me,” he
said. To make ends meet, he has
tapped the equity in his home
through a $30,000 second mortgage,
and he is drawing down the family’s
savings, at the rate of $7,500 a year.

About $60,000 is left. His wife’s in-
come helps them scrape by. “If
things really get tight,” Mr. Begge-
row said, “I might have to take a low-
wage job, but I don’t want to do that.”

Millions of men like Mr. Beggerow
— men in the prime of their lives, be-
tween 30 and 55 — have dropped out
of regular work. They are turning
down jobs they think beneath them
or are unable to find work for which
they are qualified, even as an ex-
panding economy offers opportuni-
ties to work. 

About 13 percent of American men
in this age group are not working, up
from 5 percent in the late 1960’s. The
difference represents 4 million men
who would be working today if the
employment rate had remained
where it was in the 1950’s and 60’s.

Most of these missing men are,

like Mr. Beggerow, former blue-col-
lar workers with no more than a high
school education. But their ranks are
growing at all education and income
levels. Refugees of failed Internet
businesses have spent years out of
work during their 30’s, while former
managers in their late 40’s are trying
to stretch severance packages and
savings all the way to retirement. 

Accumulated savings can make
dropping out more affordable at the
upper end than it is for Mr. Begge-
row, but the dynamic is often the
same — the loss of a career and of a
sense that one’s work is valued. 

“These are men forced to compete
to get back into the work force, and
even then they cannot easily recon-
struct what many lost in a former
job,” said Thomas A. Kochan, a labor

Men Not Working, and Not Wanting Just Any Job

Continued on Page A14

Sally Ryan for The New York Times

Alan and Cathleen Beggerow have been scraping by since he lost his job in 2001, and he is not seeking work. 

THENEWGENDERDIVIDE
Men, Idle and in Their Prime

Tyler Hicks/The New York Times

Rescuers moved bodies out of an apartment building in Qana, Lebanon, that was hit by an Israeli missile yesterday. Dozens of people were killed.

By SABRINA TAVERNISE

QANA, Lebanon, July 30 — The
dead lay in strange shapes. Several
had open mouths filled with dirt.
Faces were puffy. A man’s arm was
extended straight out from his body,
his fingers spread. Two tiny children,
a girl and boy, lay feet to head in the
back of an ambulance, their skin like
wax.

In the all-day scramble to retrieve
the bodies from the remains of this
one house — backhoes dug for hours
at the site after an early-morning
airstrike — tallies of the dead varied,
from as many as 60 to 27, many of
them children. 

This was the single most lethal epi-
sode in the course of this sudden war.
The survivors will remember it as
the day their children died. For the
village, it is a fresh pain in a wound
cut more than 10 years ago, when an
Israeli attack here killed more than
100 civilians. Many of them were
children, too. 

The Israeli government apologized
for that airstrike, as it did for the one
here on Sunday. It said that residents
had been warned to leave and should
have already been gone. 

But leaving southern Lebanon now
is dangerous. The two extended fam-
ilies staying in the house that the Is-
raeli missile struck — the Shalhoubs
and the Hashims — had discussed
leaving several times over the past
two weeks. But they were poor —
most worked in tobacco or construc-
tion — and the families were big and
many of their members weak, with a
95-year-old, two relatives in wheel-
chairs and dozens of children. A taxi
north, around $1,000, was unafford-
able. 

And then there was the risk of the
road itself. 

Dozens, including 21 refugees in
the back of a pickup truck on July 15,
have been killed by Israeli strikes

while trying to evacuate. Missiles hit
two Red Cross ambulances last
weekend, wounding six people and
punching a circle in the center of the
cross on one’s roof. A rocket hit the
ambulance convoy that responded in
Qana on Sunday. 

“We heard on the news they were
bombing the Red Cross,” said Zaineb
Shalhoub, a 22-year-old who survived
the bombing. She was lying quietly in
a hospital bed in Tyre. 

“What can we do with all of our
kids?” she asked. “There was just no
way to go.”

They had moved to the house on
the edge of a high ridge, which was

dug into the earth. They thought it
would be safer. The position helped
muffle the sound of the bombs.

But its most valuable asset was
water. The town, mostly abandoned,
had not had power or running water
in many days. A neighbor rigged a
pumping system, and the Shalhoubs
and Hashims ran a pipe from that
house to theirs. 

Life had taken on a strange, stunt-
ed quality. In a crawl-space base-
ment area near the crushed house,
five mattresses were on the floor. A
Koran was open to a prayer. A school
notebook was on a pillow. Each
morning, the women made breakfast
for the children. Ms. Shalhoub gave
lessons. And they all hoped for res-
cue. 

The first missile struck around 1
a.m., throwing Mohamed Shalhoub,
one of the relatives who uses a wheel-
chair, into an open doorway. His five 

Night of Death and Terror for Lebanese Villagers

Continued on Page A11

A Decade Later, It Is
Again a Day When
the Children Died

BY JULIA PRESTON
CINCINNATI, July 30 — Immigra-

tion agents had prepared a nasty sur-
prise for the Garcia Labor Company,
a temporary worker contractor,
when they moved against it on
charges of hiring illegal immigrants.
They brought a 40-count federal in-
dictment, part of a new nationwide
strategy by immigration officials to
clamp down on employers of illegal
immigrant laborers. 

Maximino Garcia, the president of
the company, which provides low-
wage laborers to businesses from
Pennsylvania to Texas, stood before
a federal judge here on Tuesday to
answer conspiracy charges of aiding
illegal immigrants and money laun-
dering. If convicted, Mr. Garcia, who
pleaded not guilty, could serve 20
years in jail and forfeit his head-
quarters building and $12 million. 

The criminal charges against Mr.
Garcia and his company were
brought by the Immigration and Cus-
toms Enforcement agency, part of
the Department of Homeland Securi-
ty. The campaign has included at
least five other federal indictments
of business executives in Ohio and
Kentucky and has sent payroll man-
agers rushing to re-examine their
workers’ papers and rethink plans
for their work force.

It also created a new environment
of fear in Ohio’s immigrant commu-
nities.

“It’s a very uneasy feeling,” said
Sister Teresa Ann Wolf, a Roman
Catholic nun who works with immi-
grant workers in Canton, Ohio. “Peo-
ple are afraid to leave the house to go

U.S. Puts Onus
On Employers
Of Immigrants

Continued on Page A15

By STEVEN ERLANGER 
and HASSAN M. FATTAH

JERUSALEM, Monday, July 31 —
Israel agreed to suspend air attacks
in southern Lebanon for 48 hours af-
ter one of its raids on the southern
town of Qana left dozens of civilians,
many of them children, dead on Sun-
day, the bloodiest day of the conflict
so far.

Israel said the Qana raid was
aimed at Hezbollah fighters firing
rockets into Israel from the area, but
the strike collapsed a residential
apartment building, crushing Leba-
nese civilians who were taking shel-
ter for the night in the basement.

There were different accounts of
the death toll. Residents said as
many as 60 people had been inside.
News agencies reported that 56 had
been killed, and that 34 of them were
children. The Lebanese Red Cross,
which conducted the rescue, counted
27 bodies, as many of 17 of them chil-
dren. The youngest of the dead was
10 months old, and the oldest was 95.
One was in a wheelchair.

One Israeli military official raised
the possibility that the building col-
lapsed hours after the strike and that
munitions had been stored in it.
American and Israeli officials said
Israel would use the pause in air at-
tacks to investigate.

Whatever the actual toll, the
deaths set off a chain reaction, with
protesters in Beirut ridiculing the in-
action of Arab governments, ran-
sacking the United Nations offices
and burning an American flag. 

There were also fresh condemna-
tions worldwide of the Israeli tactics
that have left hundreds of civilians
dead as it fights Hezbollah, the Shiite
militia that set off the hostilities with
a raid into Israel 19 days ago. Hez-
bollah vowed revenge for the deaths
in Qana. 

After the strike, Secretary of State
Condoleezza Rice canceled a planned
trip to Beirut and decided to return
to Washington on Monday to ham-
mer out a resolution to the conflict
that could be brought before the
United Nations this week. 

“I will continue to work and work 

ISRAEL SUSPENDING
LEBANON AIR RAIDS
AFTER DOZENS DIE

HALT OF 48 HOURS
Rice Visit Is Cut Short

— Casualties Include
Many Children

Continued on Page A11

By HELENE COOPER
JERUSALEM, Monday, July 31 —

Taken aback by the carnage from
the Israeli bombing of Qana, Leba-
non, Secretary of State Condoleezza

Rice wrung the first
significant concession
from Israel late on
Sunday in its nearly
three-week-old war

against the Hezbollah militia: an im-
mediate 48-hour suspension of aerial
strikes. 

Especially notable about the sus-
pension was that Ms. Rice’s deputy,
Adam Ereli, and not the Israelis, an-
nounced it after she held intensive
talks with both Prime Minister Ehud
Olmert and the Israeli foreign min-
ister, Tzipi Livni.

The American decision to break
the news on what was essentially an
Israeli tactical change reflected the
increased concern in the Bush ad-
ministration about the rising civilian
death toll in Lebanon and the havoc it
is wreaking with America’s already
shaky relations with the Arab world.

Indeed, while Mr. Ereli took pains
to assure reporters that American
officials had confirmation of the tem-
porary suspension directly from Mr.
Olmert’s office, Israeli officials had
said nothing publicly about the sus-
pension as of early Monday.

Ms. Rice, who had been making lit-
tle progress in her talks with the Is-
raelis this weekend, clearly needed
to come away with something in re-
sponse to the Qana bombing, which
killed dozens of people, many of them
children, and incited a new level of
world anger against the Israeli mil-
itary campaign in southern Lebanon. 

Even so, one fact is unchanged:
the United States is still not calling
for an immediate cease-fire.

Ms. Rice’s maneuvering highlights
the deepening crisis in which she now

From Carnage,
A Concession

Concerned, U.S. Gains
Quick Tactical Change

Continued on Page A10
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By STEPHANIE STROM
PATNA, India — The drug that

could have cured Munia Devi
through a series of cheap injections
was identified decades ago but then
died in the research pipeline because
there was no profit in it. 

So Mrs. Devi lay limp in a hospital
bed here recently, her spleen and liv-
er bulging from under her rib cage
as a bilious yellow liquid dripped into
her thin arm. The treatment she was
receiving can be toxic, and it costs
$500. But it was her best hope to cure
black fever, a disease known locally
as kala azar, which kills an estimat-
ed half-million people worldwide
each year, almost all of them poor
like Mrs. Devi. 

Soon, however, all that may
change. A small charity based in San
Francisco has conducted the medical
trials needed to prove that the drug
is safe and effective. Now it is on the
verge of getting final approval from
the Indian government. A course of
treatment with the drug is expected
to cost just $10, and experts say it
could virtually eliminate the disease. 

If approval is granted as expected
this fall, it will be the first time a
charity has succeeded in ushering a
drug to market.

This novel way of helping people
whose needs have not been met by
for-profit pharmaceutical companies
is gaining traction. Several partner-
ships are working to develop drugs to
fight neglected diseases, underwrit-
ten by the Bill and Melinda Gates
Foundation, Doctors Without Bor-
ders and other groups. Another non-
profit agency, the Aeras Global TB
Vaccine Foundation, is searching for
a means to prevent tuberculosis. 

For its first project, the San Fran-
cisco charity, the Institute for One-
World Health, focused on reclaiming
the all but abandoned drug, paromo-
mycin, which research found prom-
ising in the 1960’s. 

That was the easy part. Its hurdles
lay elsewhere. The Internal Revenue
Service at first denied the charity
nonprofit status, concerned that it 

A Small Charity Takes the Reins
In Fighting a Neglected Disease

Continued on Page A8

The Yankees plugged holes in their
lineup and rotation by acquiring out-
fielder Bobby Abreu and starting
pitcher Cory Lidle from the Phillies
for four prospects. PAGE D1

Yanks Deal Before Deadline 

New York: Today, mostly sunny, sul-
try, high 92. Tonight, muggy, partly
cloudy, low 78. Tomorrow, stifling
heat, mostly sunny, high 98. Yester-
day, high 89, low 77. Details, Page B8.
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By LOUIS UCHITELLE 
and DAVID LEONHARDT

ROCK FALLS, Ill. — Alan Begge-
row has stopped looking for work.
Laid off as a steelworker at 48, he
taught math for a while at a commu-
nity college. But when that ended, he
could not find a job that, in his view,
was neither demeaning nor under-
paid.

So instead of heading to work, Mr.
Beggerow, now 53, fills his days with
diversions: playing the piano, read-
ing histories and biographies, writ-
ing unpublished Western potboilers
in the Louis L’Amour style — all ac-
tivities once relegated to spare time.
He often stays up late and sleeps un-
til 11 a.m. 

“I have come to realize that my
free time is worth a lot to me,” he
said. To make ends meet, he has
tapped the equity in his home
through a $30,000 second mortgage,
and he is drawing down the family’s
savings, at the rate of $7,500 a year.

About $60,000 is left. His wife’s in-
come helps them scrape by. “If
things really get tight,” Mr. Begge-
row said, “I might have to take a low-
wage job, but I don’t want to do that.”

Millions of men like Mr. Beggerow
— men in the prime of their lives, be-
tween 30 and 55 — have dropped out
of regular work. They are turning
down jobs they think beneath them
or are unable to find work for which
they are qualified, even as an ex-
panding economy offers opportuni-
ties to work. 

About 13 percent of American men
in this age group are not working, up
from 5 percent in the late 1960’s. The
difference represents 4 million men
who would be working today if the
employment rate had remained
where it was in the 1950’s and 60’s.

Most of these missing men are,

like Mr. Beggerow, former blue-col-
lar workers with no more than a high
school education. But their ranks are
growing at all education and income
levels. Refugees of failed Internet
businesses have spent years out of
work during their 30’s, while former
managers in their late 40’s are trying
to stretch severance packages and
savings all the way to retirement. 

Accumulated savings can make
dropping out more affordable at the
upper end than it is for Mr. Begge-
row, but the dynamic is often the
same — the loss of a career and of a
sense that one’s work is valued. 

“These are men forced to compete
to get back into the work force, and
even then they cannot easily recon-
struct what many lost in a former
job,” said Thomas A. Kochan, a labor

Men Not Working, and Not Wanting Just Any Job

Continued on Page A14

Sally Ryan for The New York Times

Alan and Cathleen Beggerow have been scraping by since he lost his job in 2001, and he is not seeking work. 

THENEWGENDERDIVIDE
Men, Idle and in Their Prime

Tyler Hicks/The New York Times

Rescuers moved bodies out of an apartment building in Qana, Lebanon, that was hit by an Israeli missile yesterday. Dozens of people were killed.

By SABRINA TAVERNISE

QANA, Lebanon, July 30 — The
dead lay in strange shapes. Several
had open mouths filled with dirt.
Faces were puffy. A man’s arm was
extended straight out from his body,
his fingers spread. Two tiny children,
a girl and boy, lay feet to head in the
back of an ambulance, their skin like
wax.

In the all-day scramble to retrieve
the bodies from the remains of this
one house — backhoes dug for hours
at the site after an early-morning
airstrike — tallies of the dead varied,
from as many as 60 to 27, many of
them children. 

This was the single most lethal epi-
sode in the course of this sudden war.
The survivors will remember it as
the day their children died. For the
village, it is a fresh pain in a wound
cut more than 10 years ago, when an
Israeli attack here killed more than
100 civilians. Many of them were
children, too. 

The Israeli government apologized
for that airstrike, as it did for the one
here on Sunday. It said that residents
had been warned to leave and should
have already been gone. 

But leaving southern Lebanon now
is dangerous. The two extended fam-
ilies staying in the house that the Is-
raeli missile struck — the Shalhoubs
and the Hashims — had discussed
leaving several times over the past
two weeks. But they were poor —
most worked in tobacco or construc-
tion — and the families were big and
many of their members weak, with a
95-year-old, two relatives in wheel-
chairs and dozens of children. A taxi
north, around $1,000, was unafford-
able. 

And then there was the risk of the
road itself. 

Dozens, including 21 refugees in
the back of a pickup truck on July 15,
have been killed by Israeli strikes

while trying to evacuate. Missiles hit
two Red Cross ambulances last
weekend, wounding six people and
punching a circle in the center of the
cross on one’s roof. A rocket hit the
ambulance convoy that responded in
Qana on Sunday. 

“We heard on the news they were
bombing the Red Cross,” said Zaineb
Shalhoub, a 22-year-old who survived
the bombing. She was lying quietly in
a hospital bed in Tyre. 

“What can we do with all of our
kids?” she asked. “There was just no
way to go.”

They had moved to the house on
the edge of a high ridge, which was

dug into the earth. They thought it
would be safer. The position helped
muffle the sound of the bombs.

But its most valuable asset was
water. The town, mostly abandoned,
had not had power or running water
in many days. A neighbor rigged a
pumping system, and the Shalhoubs
and Hashims ran a pipe from that
house to theirs. 

Life had taken on a strange, stunt-
ed quality. In a crawl-space base-
ment area near the crushed house,
five mattresses were on the floor. A
Koran was open to a prayer. A school
notebook was on a pillow. Each
morning, the women made breakfast
for the children. Ms. Shalhoub gave
lessons. And they all hoped for res-
cue. 

The first missile struck around 1
a.m., throwing Mohamed Shalhoub,
one of the relatives who uses a wheel-
chair, into an open doorway. His five 

Night of Death and Terror for Lebanese Villagers

Continued on Page A11

A Decade Later, It Is
Again a Day When
the Children Died

BY JULIA PRESTON
CINCINNATI, July 30 — Immigra-

tion agents had prepared a nasty sur-
prise for the Garcia Labor Company,
a temporary worker contractor,
when they moved against it on
charges of hiring illegal immigrants.
They brought a 40-count federal in-
dictment, part of a new nationwide
strategy by immigration officials to
clamp down on employers of illegal
immigrant laborers. 

Maximino Garcia, the president of
the company, which provides low-
wage laborers to businesses from
Pennsylvania to Texas, stood before
a federal judge here on Tuesday to
answer conspiracy charges of aiding
illegal immigrants and money laun-
dering. If convicted, Mr. Garcia, who
pleaded not guilty, could serve 20
years in jail and forfeit his head-
quarters building and $12 million. 

The criminal charges against Mr.
Garcia and his company were
brought by the Immigration and Cus-
toms Enforcement agency, part of
the Department of Homeland Securi-
ty. The campaign has included at
least five other federal indictments
of business executives in Ohio and
Kentucky and has sent payroll man-
agers rushing to re-examine their
workers’ papers and rethink plans
for their work force.

It also created a new environment
of fear in Ohio’s immigrant commu-
nities.

“It’s a very uneasy feeling,” said
Sister Teresa Ann Wolf, a Roman
Catholic nun who works with immi-
grant workers in Canton, Ohio. “Peo-
ple are afraid to leave the house to go

U.S. Puts Onus
On Employers
Of Immigrants

Continued on Page A15

By STEVEN ERLANGER 
and HASSAN M. FATTAH

JERUSALEM, Monday, July 31 —
Israel agreed to suspend air attacks
in southern Lebanon for 48 hours af-
ter one of its raids on the southern
town of Qana left dozens of civilians,
many of them children, dead on Sun-
day, the bloodiest day of the conflict
so far.

Israel said the Qana raid was
aimed at Hezbollah fighters firing
rockets into Israel from the area, but
the strike collapsed a residential
apartment building, crushing Leba-
nese civilians who were taking shel-
ter for the night in the basement.

There were different accounts of
the death toll. Residents said as
many as 60 people had been inside.
News agencies reported that 56 had
been killed, and that 34 of them were
children. The Lebanese Red Cross,
which conducted the rescue, counted
27 bodies, as many of 17 of them chil-
dren. The youngest of the dead was
10 months old, and the oldest was 95.
One was in a wheelchair.

One Israeli military official raised
the possibility that the building col-
lapsed hours after the strike and that
munitions had been stored in it.
American and Israeli officials said
Israel would use the pause in air at-
tacks to investigate.

Whatever the actual toll, the
deaths set off a chain reaction, with
protesters in Beirut ridiculing the in-
action of Arab governments, ran-
sacking the United Nations offices
and burning an American flag. 

There were also fresh condemna-
tions worldwide of the Israeli tactics
that have left hundreds of civilians
dead as it fights Hezbollah, the Shiite
militia that set off the hostilities with
a raid into Israel 19 days ago. Hez-
bollah vowed revenge for the deaths
in Qana. 

After the strike, Secretary of State
Condoleezza Rice canceled a planned
trip to Beirut and decided to return
to Washington on Monday to ham-
mer out a resolution to the conflict
that could be brought before the
United Nations this week. 

“I will continue to work and work 

ISRAEL SUSPENDING
LEBANON AIR RAIDS
AFTER DOZENS DIE

HALT OF 48 HOURS
Rice Visit Is Cut Short

— Casualties Include
Many Children

Continued on Page A11

By HELENE COOPER
JERUSALEM, Monday, July 31 —

Taken aback by the carnage from
the Israeli bombing of Qana, Leba-
non, Secretary of State Condoleezza

Rice wrung the first
significant concession
from Israel late on
Sunday in its nearly
three-week-old war

against the Hezbollah militia: an im-
mediate 48-hour suspension of aerial
strikes. 

Especially notable about the sus-
pension was that Ms. Rice’s deputy,
Adam Ereli, and not the Israelis, an-
nounced it after she held intensive
talks with both Prime Minister Ehud
Olmert and the Israeli foreign min-
ister, Tzipi Livni.

The American decision to break
the news on what was essentially an
Israeli tactical change reflected the
increased concern in the Bush ad-
ministration about the rising civilian
death toll in Lebanon and the havoc it
is wreaking with America’s already
shaky relations with the Arab world.

Indeed, while Mr. Ereli took pains
to assure reporters that American
officials had confirmation of the tem-
porary suspension directly from Mr.
Olmert’s office, Israeli officials had
said nothing publicly about the sus-
pension as of early Monday.

Ms. Rice, who had been making lit-
tle progress in her talks with the Is-
raelis this weekend, clearly needed
to come away with something in re-
sponse to the Qana bombing, which
killed dozens of people, many of them
children, and incited a new level of
world anger against the Israeli mil-
itary campaign in southern Lebanon. 

Even so, one fact is unchanged:
the United States is still not calling
for an immediate cease-fire.

Ms. Rice’s maneuvering highlights
the deepening crisis in which she now

From Carnage,
A Concession

Concerned, U.S. Gains
Quick Tactical Change

Continued on Page A10
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 
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one of every eight men age 30 to 54 does not work. Men not working tend to be less 
educated than the population as a whole and are less likely to be married. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 
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Stepping Out of the Labor Force 
Millions of men in their prime are disappearing from the work force. Today, more than 
one of every eight men age 30 to 54 does not work. Men not working tend to be less 
educated than the population as a whole and are less likely to be married. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.

The New Gender Divide 

ID NAME: Nxxx,2006-07-31,A,014,Bs-BW,E2 3 7 15 25 50 75 85 93 97

A14 Ø N NATIONALTHE NEW YORK TIMES MONDAY, JULY 31, 2006

and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.

The New Gender Divide 
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 

Men Not Working,
And Not Wanting

Just Any Job 
Continued From Page A1

Stepping Out of the Labor Force 
Millions of men in their prime are disappearing from the work force. Today, more than 
one of every eight men age 30 to 54 does not work. Men not working tend to be less 
educated than the population as a whole and are less likely to be married. 

6

9

12%

Officially
unemployed

Not
working
and not
looking

for a job

’05’00’95’90’85’80’75’70

Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 

Men Not Working,
And Not Wanting

Just Any Job 
Continued From Page A1

Stepping Out of the Labor Force 
Millions of men in their prime are disappearing from the work force. Today, more than 
one of every eight men age 30 to 54 does not work. Men not working tend to be less 
educated than the population as a whole and are less likely to be married. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.

The New Gender Divide 
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and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 

Men Not Working,
And Not Wanting

Just Any Job 
Continued From Page A1

Stepping Out of the Labor Force 
Millions of men in their prime are disappearing from the work force. Today, more than 
one of every eight men age 30 to 54 does not work. Men not working tend to be less 
educated than the population as a whole and are less likely to be married. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.

The New Gender Divide 



6

ID NAME: Nxxx,2006-07-31,A,014,Bs-BW,E2 3 7 15 25 50 75 85 93 97

A14 Ø N NATIONALTHE NEW YORK TIMES MONDAY, JULY 31, 2006

and management expert at the Sloan School
of Management at Massachusetts Institute
of Technology. “So they stop trying.”

Many of these men could find work if they
had to, but with lower pay and fewer bene-
fits than they once earned, and they have de-
cided they prefer the alternative. It is a sig-
nificant cultural shift from three decades
ago, when men almost invariably went back
into the work force after losing a job and
were more often able to find a new one that
met their needs. 

“To be honest, I’m kind of looking for the
home run,” said Christopher Priga, who is
54 and has not had steady work since he lost
a job with a six-figure income as an electri-
cal engineer at Xerox in 2002. “There’s no
point in hitting for base hits,” he explained.
“I’ve been down the road where I did all the
things I was supposed to do, and the end re-
sult of that is nil.” 

Instead, Mr. Priga supports himself by
borrowing against the rising value of his Los
Angeles home. Other men fall back on wives
or family members.

But the fastest growing source of help is a
patchwork system of government support,
the main one being federal disability insur-
ance, which is financed by Social Security
payroll taxes. The disability stipends range
up to $1,000 a month and, after the first two
years, Medicare kicks in, giving access to
health insurance that for many missing men
no longer comes with the low-wage jobs
available to them. 

No federal entitlement program is grow-
ing as quickly, with more than 6.5 million
men and women now receiving monthly dis-
ability payments, up from 3 million in 1990.
About 25 percent of the missing men are col-
lecting this insurance. 

The ailments that qualify them are usu-
ally real, like back pain, heart trouble or
mental illness. But in some cases, the ill-
nesses are not so serious that they would
prevent people from working if a well-pay-
ing job with benefits were an option.

The disability program, in turn, is an ob-
stacle to working again. Taking a job holds
the risk of demonstrating that one can earn
a living and is thus no longer entitled to the
monthly payments. But staying out of work
has consequences. Skills deteriorate, along
with the desire for a paying job and the hab-
its that it requires.

“The longer you stay on disability bene-
fits,” said Martin H. Gerry, deputy commis-
sioner for disability and income security at
the Social Security Administration, “the
longer you’re out of the work force, the less
likely you are to go back to work.”

As a rule, out-of-work men are less edu-
cated than the population as a whole. Their
numbers have grown sharply among black
men and men who live in hard-hit industrial
areas like Michigan, West Virginia and up-
state New York, as well as those who live in
rural states like Mississippi and Oklahoma.

The missing men are also more likely to
live alone. Nearly 60 percent are divorced,
separated, widowed or never married, up
from 50 percent a decade earlier, the Census
Bureau reports. Sometimes women who are
working throw out men who are not, says
Kathryn Edin, a sociologist at the Universi-
ty of Pennsylvania. In any case, without a
household to support, there is less pressure
to work, and for men who fall behind on sup-
port payments, an incentive exists to work
off the books — hiding employment — so
that wages cannot be garnisheed.

“What happens to a lot of guys who be-
come unmoored from family life, they be-
come unmoored from everything,” Ms. Edin
said. “They are just living without attach-
ments and by the time they are 40 or 50
years old, the things that kept these men
from falling away — family and community
life — are gone.”

Even as more men are dropping out of the
work force, more women are entering it.
This change has occurred partly because
employment has shrunk in industries where
men predominated, like manufacturing,
while fields where women are far more
common, like teaching, health care and re-
tailing, have grown. Today, about 73 percent
of women between 30 and 54 have a job,
compared with 45 percent in the mid-1960’s,
according to an analysis of Census data by
researchers at Queens College. Many wom-
en without jobs are raising children at
home, while men who are out of a job tend to
be doing neither family work nor paid work.

Women are also making inroads in fields
where they were once excluded — as law-
yers and doctors, for example, and on Wall
Street. Men still make significantly more
money than women, but as women become
more educated than men, even more men
may end up out of the work force. 

At the low end of the spectrum, men
emerging from prison with felony records
are not easily absorbed into steady em-

ployment. Hundreds of thousands of young
men were jailed in the 1980’s and 1990’s, in a
surge of convictions for drug-related
crimes. As prisoners, they were not counted
in the employment data; as ex-prisoners
they are. They are now being freed in their
30’s and 40’s and are struggling to be hired.
Roughly two million men in this group have
prison records, according to a calculation by
Richard Freeman and Harry J. Holzer, la-
bor economists at Harvard and the Urban
Institute, respectively.Many of these men do
not find work because of their records.

Despite their great numbers, many of the
men not working are missing from the na-
tion’s best-known statistic on unemploy-
ment. The jobless rate is now a low 4.6 per-
cent, yet that number excludes most of the
missing men, because they have stopped
looking for work and are therefore not con-
sidered officially unemployed. That makes
the unemployment rate a far less useful
measure of the country’s well-being than it
once was.

Indeed, a larger share of working-age
men are not working today than at almost
any point in the last half-century, which
raises the question of how they will get by as
they age. They may be forced back to work
after years of absence, they may fall into
poverty, or they may be rescued by the gov-
ernment. This same trend is evident in other
industrialized countries. In the European
Union, 14 percent of men between 25 and 54
were not working last year, up from 7 per-
cent in 1975, according to the Organization
for Economic Cooperation and Develop-
ment. Over the same period in Japan, the
proportion of such men rose to 8 percent
from 4 percent. 

In these countries, too, decently paying
blue-collar jobs are disappearing, and as
they do men who held them fall back on gov-
ernment benefits for income. But the growth
of subsidies through federal and state pro-
grams like disability insurance has hap-
pened largely without notice in this country
while it is a major topic of political debate in
Europe.

“We have a de facto welfare system as
Europe does,” said Teresa Ghilarducci, a la-
bor economist at the University of Notre
Dame. “But we are not proud of it, as they
are.” 

Reading, Sleeping, Scraping By
Alan Beggerow has not worked regularly

in the five years since the steel mill that em-
ployed him for three decades closed. He and
his wife, Cathleen, 47, cannot really afford to
live without his paycheck. Yet with her
sometimes reluctant blessing, Mr. Begge-
row persists in constructing a way of life
that he finds as satisfying as the work he did
only in the last three years of his 30-year ca-
reer at the mill. The trappings of this new
life surround Mr. Beggerow in the cluttered
living room of his one-story bungalow-style
home in this half-rural, half-industrial prai-
rie town west of Chicago. A bookcase covers
an entire wall, and the books that Mr. Beg-
gerow is reading are stacked on a glass cof-
fee table in front of a comfortable sofa
where he reads late into the night — con-
suming two or three books a week — many
more than in his working years.

He also gets more sleep, regularly more
than nine hours, a characteristic of men
without work. As the months pass, they av-
erage almost nine-and-a-half hours a night,
about 80 minutes more than working men,
according to an analysis of time-use surveys
by Harley Frazis and Jay Stewart, econo-
mists at the Bureau of Labor Statistics.

Very few of the books Mr. Beggerow
reads are novels, and certainly not the es-
capist Westerns that he himself writes (two
in the last five years), his hope being that
someday he will interest a publisher and
earn some money. His own catholic tastes
range over history — currently the Bolshe-
vik revolution and a biography of Charle-
magne — as well as music and the origins of
Christianity. 

He often has strong views about what he
has just read, which he expresses in reviews
that he posts on Amazon.com: 124 so far, he
said.

Always on the coffee table is a thick refer-
ence work, “Guide to the Pianist’s Reper-
toire” by Maurice Hinson. Mr. Beggerow is
a serious pianist now that he has the time to
practice, sometimes two or three hours at a
stretch. He does so on an old upright in a
corner of the living room, a piano he pur-
chased as a young steelworker, when he
first took lessons.

His new life began in the spring of 2001
with the closing of Northwestern Wire and
Steel in Sterling, Ill., where he had worked
since 1971. During the last three of those 30
years, Mr. Beggerow found himself as-
signed to work he really liked: as a union
representative on union-management
teams that assessed every aspect of the
plant’s operations. 

What made him valuable was his dexter-
ity as a writer. No one could put together
committee reports as articulately as he did,
and he found himself on nearly every team.
His salary rose to $50,000. During those
years, he taught himself more math, too, to
help in the analyses of the issues that the
teams tackled: productivity, safety, plant
layout and the like.

“I actually loved that job,” he said. “I even
looked forward to going to work. The more
teams they had, the more they found out
what I could do and the more I found out
what I could do.”

Mr. Beggerow would take another job in a
heartbeat, he says, if it were like the work
he did in those last three years at North-
western. The closest he has gotten has been

as an instructor at a community college,
teaching plant maintenance and other use-
ful factory skills. His students were from
nearby manufacturing companies, which
subsidized the courses, including his pay of
$45 an hour. But factory operations in the
area are shrinking, and Mr. Beggerow has
not had a teaching stint since November.

Like Mr. Beggerow, the great majority of
the missing men are out of the work force
for months or years at a time rather than
drifting in and out of jobs. There appears to
have been no rise since the 1960’s in the per-
centage of men out of work for short peri-
ods, according to research by Chinhui Juhn,
a University of Houston professor, and other
economists.

Mr. Beggerow will not take a lesser job,
he says, because of his bitter memories of
earlier years at Northwestern Wire, partic-
ularly the 1980’s, when the industry was in
turmoil. A powerful man, over 6 feet and 200
pounds, he worked then as a warehouseman. 

What got to him was not the work. It was
the frequent furloughs, the uncertainty
whether he would be recalled, the manda-
tory overtime and 50-hour weeks often im-
posed when he did return, the schedules that
forced him to work every holiday except
Christmas, and then, as rising seniority fi-
nally gave him some protection, a six-month
strike in 1983 followed by a wage cut. His
pay shrank to $13 an hour from $17, a loss he
did not fully recover until those last three
years. 

“I was always thinking if there was some
way I could get out of this, do something
else,” Mr. Beggerow said. “What made me
so upset was the insecurity of it all and the
humiliation. I don’t want to take a job that
would put me through that again.” 

Shortly after Northwestern closed, Mr.
Beggerow married. It was his third mar-
riage, and also Cathleen’s third. He has one
adult child by the first wife; Cathleen has no
children. For six months they lived on his
$12,000 from a shrunken pension and her
$28,000 as a factory worker — until severe
injuries in an auto accident five months af-
ter their wedding forced her out of that job.
She eventually qualified for $12,000 a year in
disability insurance.

Their two incomes are not enough to cov-
er expenses, which bothers Mrs. Beggerow,
although not enough to badger her husband
to take a job, any job. She respects him too

much for that, she says. 
Instead, she finds ways to make money

herself, in activities she enjoys. She is tak-
ing in work as a seamstress, baking pastries
for parties and selling merchandise for oth-
ers on eBay, collecting a fee. Still, she says,
she hopes to land a part-time clerical job.
“The comfort of a paycheck every week
would take a load off my mind,” she said. 

While she is tolerant of her husband’s re-
luctance to work, respecting his current
pursuits, she is not above looking for a job
he would consider suitable. “I look at the
employment ads every day,’’ she said, “and
every so often I find one that I think might
be right up his alley.”

Less Concern About the Future
Recently there was an opening for an edi-

tor-writer at a small travel magazine pub-
lished in a nearby town. “I applied,” Mr.
Beggerow said, “but the publisher did not
seem to want someone my age.” 

Meanwhile the Beggerows’ savings are
shrinking. This year, for the first time, they
have drawn down so much from their
401(k)’s they have been forced to pay early-
withdrawal penalties. But Mr. Beggerow re-
sists being stampeded.

“The future is always a concern, but I no
longer allow myself to dwell on it,” he said,
waving aside, in his new and precarious life,
the preparations for retirement and old age
that were a feature of his 30 years as a steel-
worker.

“When you are in the mode of having
money coming in,” he explained, “naturally
you think about planning and saving. And
then when you don’t have the money coming
in, you think less about the future, at least
money-wise. It is still a concern, but not a
concern that keeps me up at night, not in
this life that I am now leading.”

Men like Mr. Beggerow, neither working
nor looking for a job, also have become
more common in the popular culture, mak-
ing the phenomenon more acceptable. On
the television show “Seinfeld,” Cosmo Kra-
mer, who did not work, and George Costan-
za, who regularly lost jobs, were beloved fig-
ures. Personal-finance magazines whose
circulations have grown rapidly over the
last 25 years also encourage not working —
by telling readers how to afford retirement
at 50 and by painting not working as the

good life, which it apparently is for a small
number of wealthy men. About 8 percent of
non-working men between 30 and 54 lived in
households that had more than $100,000 of
income in 2004.

“Men don’t feel a need to be in a career,
not as much as they once did,” said Ruth
Milkman, a sociologist at the University of
California at Los Angeles. “Nor do men have
the incentive they once had to pursue a ca-
reer, not when employers are no longer
committed to them.” 

Mr. Priga, the former Xerox engineer
who lives in Los Angeles, has been wander-
ing in this latter Diaspora. He is a tall, thin
man with a perpetually dour expression. His
dress — old jeans and a faded khaki shirt —
seemed out of place in the upscale Beverly
Hills restaurant where he was interviewed
for this article. But his education and skill
were not out of place. 

Mr. Priga is an electrical engineer skilled
in computer technology, and much involved,
as he tells the story, in writing early ver-
sions of Internet and e-mail software for
banks and other companies. A divorce in
1996 left him with custody of his three chil-
dren. One of them had behavioral problems
and to care for the boy he dropped out of
steady work for a while, mortgaging his
house to raise money and designing Web
sites as a freelancer.

He re-entered the work force in 2000, join-
ing Xerox at just over $100,000 a year as a
systems designer for a new project, which
did not last. In the aftermath of the dot-com
bust, Xerox downsized and Mr. Priga was
let go in January 2003.

From Prison to Joblessness
“I’ve been through a lot of layoffs over the

years, and there is a certain procedure you
follow,” he said. “You contact the headhunt-
ers. You go looking for other work. You do
all of that, and this time around it didn’t
work.”

So he went back to designing Web sites as
a freelancer, postponing the purchase of
health insurance. No work has come his way
since March, and even if people had hired
him to design Web sites for them, Mr. Priga
would not consider that real employment.

His father is his standard. At Mr. Priga’s
age, 54, “my father was with Rockwell In-
ternational designing the fiber optic back-
bone for U.S. Navy ships,” he said. “He got a
regular paycheck. He had retirement bene-
fits, medical benefits, all of that. I’m at that
age and I don’t see that as even possible.
I’ve kind of written off the idea completely.
I’m more like a casual laborer.”

The Bureau of Labor Statistics deter-
mines who is working through a monthly
survey of 65,000 representative households.
People are asked if they did any work for
pay in the week before the survey, including
self-employment. For Mr. Beggerow and
Mr. Priga, the answer has been no.

The same goes for Rodney Bly, a 41-year-
old Philadelphia man struggling with a pris-
on record, although he has had income —
from off-the-books work that he refuses to
think of as employment. 

Mr. Bly, a lanky, neatly dressed six-foot-
er, was in and out of jail, mostly on drug con-
victions, from 1996 until 2003, but has been
clean since then, he said in an interview last
month. He has even been a leader of an Alco-
holics Anonymous-style group of former ad-
dicts who meet regularly and do their best
to stay off drugs and out of jail. 

Mr. Bly has been living in a recovery shel-
ter for addicts and shows up occasionally
for meals at St. Francis Inn, a soup kitchen
and health clinic in a poor North Philadel-
phia neighborhood that tries to help ex-
convicts get work and keep it. 

He has worked pretty regularly, distribut-
ing flyers. But that brings him only $270 a
week, most of which goes to the shelter for
rent, utilities and food. More to the point, the
work is off the books, which makes Mr. Bly
invisible in the national statistics as a mem-
ber of the work force. 

Still, he has a girlfriend, reports Karen
Pushaw, a staff member at St. Francis, “and
that grounds him, keeps him looking for le-
gitimate work.” 

Ms. Pushaw tries to help. At her encour-
agement, he applied for 25 jobs this spring
but received no offers, not even an inter-
view. The obstacle is two felony convictions,
one for car theft, the other for three in-
stances of drug possession. 

“Because of the two felonies, I can’t get a
job as a security guard or a sales person or
a short-order cook,” Mr. Bly said. “I can be a
pot washer or a dish washer, but I can’t get
a job that pays more than $8 an hour, not a
legitimate one. I’m excluded.” 

Monica Almeida/The New York Times

FOUR YEARS WITHOUT WORK
Christopher Priga, 54, has not had steady work since he lost a job with a six-figure income as an electrical

engineer at Xerox in 2002. He supports himself by borrowing against his home in Los Angeles. 
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Stepping Out of the Labor Force 
Millions of men in their prime are disappearing from the work force. Today, more than 
one of every eight men age 30 to 54 does not work. Men not working tend to be less 
educated than the population as a whole and are less likely to be married. 
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Percentage of 
30- to 54-year-old men 
who are not working Who they are

How 25- to 54-year-olds spend their time

Men not
working, age

30 to 54

Working
men, age

30 to 54
RACE OR ETHNICITY

White 61 % 70 %
Black 19  9
Hispanic 14  14

EDUCATION

Less than high school 21 % 10 %
High school 41  32
Some college 24  27
4+ years of college 14  32

MARITAL STATUS

Married 41 % 70 %
Never been married 22  13 
Separated, divorced, 8  9  
widowed  

HOUSEHOLD INCOME, 2004

Less than $25,000 43 % 9 %
$25,000 to $50,000 28  22
$50,000 to $100,000 21  42
More than $100,000 8  27

Compared with men who work full time, men not working spend about 25 more hours each 
week watching television and pursuing other leisure and recreational activities.

The New York TimesSources: Labor Department; Jay Stewart, Bureau of Labor Statistics

Average hours per day

Housework
and child care

Not
working

Working 
full time

Watching
television

Other leisure
and recreation Sleeping

MEN 3.3 4.5 3.2 9.3

WOMEN 6.3 2.9 2.0 9.0

MEN 2.3 2.2 2.4 8.0

WOMEN 3.4 1.7 1.7 8.2

Amanda Cox contributed reporting for this
article from New York.

Articles in this series are examining
what has happened to men and women
several decades after the women’s
movement began.

A taped interview with Alan Begge-
row and a state-by-state map showing
men’s joblessness going back to 1950
are available at nytimes.com/business.

The New Gender Divide 



C M Y K
ID NAME: Nxxx,2006-02-26,BU,001,Bs-4C,E1_+ YELO MAG CYAN BLK 3 7 15 25 50 75 85 93 97

Sunday, February 26, 2006

MB NJ +Commercial Real Estate, Pages 20-22

Continued on Page 7

Illustration by The New York Times

Two Tiers,
Slipping Into One
As Workers Retire, a High-Wage Era Ends

By LOUIS UCHITELLE

PEORIA, Ill.

R ICK DOTY is a 30-year veteran of Caterpillar, the
big tractor and earth-moving equipment manu-
facturer. He is paid $23.51 an hour as a machinist,

and he receives additional benefits worth almost as
much. That sets him far above newly hired workers con-
signed to a much lower wage scale.

To these fellow workers, Mr. Doty, who is also a lo-
cal union leader, struggles to justify an inequality that
he helped to negotiate.

“I remind them they are making more now than
they were before they came to Cat,” said Mr. Doty, who
spends part of his day at the one-story union hall of Unit-
ed Automobile Workers Local 974 arguing that $12 to $13
an hour is good pay here. “And I assure them that five
years down the road, when the present contract expires,
we in the union are going to improve their lot in life.”

That does not seem likely. After more than a dec-
ade of failed strikes and job actions — mainly in Illinois,
where Caterpillar has its biggest factories — the U.A.W.
reluctantly accepted a two-tier contract that provides
for significantly lower wages and benefits for newly
hired employees. The new second tier is as much as $20

an hour below the cost of employing Mr. Doty, 50, and a
dwindling band of other veterans. 

As older workers depart, at Caterpillar and at other
companies, the longstanding wage advantage that man-
ufacturing workers enjoy over their counterparts in
services or construction is shrinking fast. The trade-off
is the promise of a manufacturing revival at long last in
the old Rust Belt, as new hires come aboard at much
lower labor costs.

“What we’ve done is reposition ourselves to actu-
ally grow employment in our Midwestern plants,” said
Jim Owens, Caterpillar’s chief executive. “We finally
have a labor cost that is viable.”

Caterpillar is adding a significant chapter to the la-
bor cost-cutting that is widespread in America, partic-
ularly at old-line manufacturing companies. Until re-
cently, cutbacks in the wages and benefits of hourly
workers were limited mostly to money-losing compa-
nies: failing steel mills, for example, and struggling air-
lines. They have said that their survival was at stake. 

Now, however, even healthy and highly profitable
companies like Caterpillar are engaging in the practice,
and as they do so, the longstanding presumption that
factory workers at successful companies can achieve a
secure, relatively prosperous middle-class life for them-

WHEN Bruce Wasserstein, the enigmatic in-
vestment banker who runs Lazard, pre-
sented a plan to break up Time Warner al-

most three weeks ago, he crossed a line between
adviser and co-conspirator. 

Rather than making a case on behalf of his cli-
ent, Carl C. Icahn, the activist investor leading the
fight against Time Warner, Mr. Wasserstein as-
sumed the role of activist investor himself, for rea-
sons that remain inexplicable. He proclaimed to a
crowded ballroom at the St. Regis Hotel in Manhat-
tan that the plan to break the company into four
pieces was his own.

“We were not engaged with the understanding
that we shared a particular view with our client nor
that we would reach a predetermined recommen-
dation,” Mr. Wasserstein insisted, despite how pre-
posterous it sounded, given that it echoed the views
that Mr. Icahn had espoused before hiring Lazard. 

Of course, by now you know how the story ends.
Ten days after Mr. Wasserstein declared that
“there’s no compelling reason today for these busi-
nesses to remain together,’’ Mr. Icahn capitulated,
settling his fight against Time Warner in exchange
for some minor face-saving concessions. Time
Warner, meanwhile, remains completely intact.

Mr. Wasserstein’s decision to play such a
prominent role in Mr. Icahn’s failed fight — and to
declare the break-up plan his own — may have ex-
posed him as Wall Street’s Emperor With No Clout.
And perhaps more important, it may have put him
in a precarious position with his current and pro-
spective clients, at least until Wall Street’s notori-
ous short-term memory fades.

An unscientific survey of some of Lazard’s top
clients found that many privately expressed con-
cerns about Mr. Wasserstein’s foray into corporate 
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Bruce Wasserstein, left, Frank J. Biondi Jr. and Carl C.
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The Adviser
Who Became
The Activist

By KEN BELSON

AT first glance, Amir Majidimehr does not look
like a game-changer in the battle to develop
the next generation of DVD players and

discs. As the vice president for Windows digital me-
dia at Microsoft, he neither steers a Hollywood stu-
dio nor controls one of the many consumer elec-
tronics giants that are betting billions of dollars on
one of the two new formats that promise to play
high-definition movies and television shows.

Yet when he and his team in Redmond, Wash.,
decided last September to abandon their neutral
stance and to support Toshiba and its HD-DVD
standard over the Blu-ray format led by Sony, the
unexpected change of heart reverberated through
the technology industry. 

Suddenly, Toshiba’s seemingly quixotic de-
fense of its format had new life. Intel joined Micro-
soft in backing HD-DVD. Hewlett-Packard with-
drew its exclusive support of Blu-ray. This month,
another member of the Blu-ray camp, LG Electron-
ics, hedged its bets, too, signing a deal to license
Toshiba’s technology.

And earlier this month, one of the main rea-
sons underpinning Microsoft’s move to shuck its
neutrality — the complexity of producing Blu-ray
technology — led to Sony’s acknowledgment that it
might delay this spring’s scheduled release of its
PlayStation 3 game console partly because the
needed technology was still being worked out.

The possible delay and the Blu-ray group’s loss
of its once-commanding lead are not encouraging
developments for Sony in its attempt to revive its
electronics group after a series of bungles. Play-
Station 3 is crucial to Sony’s future, and not only be-
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“I remind them they are making more now than
they were before they came to Cat,” said Mr. Doty, who
spends part of his day at the one-story union hall of Unit-
ed Automobile Workers Local 974 arguing that $12 to $13
an hour is good pay here. “And I assure them that five
years down the road, when the present contract expires,
we in the union are going to improve their lot in life.”

That does not seem likely. After more than a dec-
ade of failed strikes and job actions — mainly in Illinois,
where Caterpillar has its biggest factories — the U.A.W.
reluctantly accepted a two-tier contract that provides
for significantly lower wages and benefits for newly
hired employees. The new second tier is as much as $20

an hour below the cost of employing Mr. Doty, 50, and a
dwindling band of other veterans. 

As older workers depart, at Caterpillar and at other
companies, the longstanding wage advantage that man-
ufacturing workers enjoy over their counterparts in
services or construction is shrinking fast. The trade-off
is the promise of a manufacturing revival at long last in
the old Rust Belt, as new hires come aboard at much
lower labor costs.

“What we’ve done is reposition ourselves to actu-
ally grow employment in our Midwestern plants,” said
Jim Owens, Caterpillar’s chief executive. “We finally
have a labor cost that is viable.”

Caterpillar is adding a significant chapter to the la-
bor cost-cutting that is widespread in America, partic-
ularly at old-line manufacturing companies. Until re-
cently, cutbacks in the wages and benefits of hourly
workers were limited mostly to money-losing compa-
nies: failing steel mills, for example, and struggling air-
lines. They have said that their survival was at stake. 

Now, however, even healthy and highly profitable
companies like Caterpillar are engaging in the practice,
and as they do so, the longstanding presumption that
factory workers at successful companies can achieve a
secure, relatively prosperous middle-class life for them-

WHEN Bruce Wasserstein, the enigmatic in-
vestment banker who runs Lazard, pre-
sented a plan to break up Time Warner al-

most three weeks ago, he crossed a line between
adviser and co-conspirator. 

Rather than making a case on behalf of his cli-
ent, Carl C. Icahn, the activist investor leading the
fight against Time Warner, Mr. Wasserstein as-
sumed the role of activist investor himself, for rea-
sons that remain inexplicable. He proclaimed to a
crowded ballroom at the St. Regis Hotel in Manhat-
tan that the plan to break the company into four
pieces was his own.

“We were not engaged with the understanding
that we shared a particular view with our client nor
that we would reach a predetermined recommen-
dation,” Mr. Wasserstein insisted, despite how pre-
posterous it sounded, given that it echoed the views
that Mr. Icahn had espoused before hiring Lazard. 

Of course, by now you know how the story ends.
Ten days after Mr. Wasserstein declared that
“there’s no compelling reason today for these busi-
nesses to remain together,’’ Mr. Icahn capitulated,
settling his fight against Time Warner in exchange
for some minor face-saving concessions. Time
Warner, meanwhile, remains completely intact.

Mr. Wasserstein’s decision to play such a
prominent role in Mr. Icahn’s failed fight — and to
declare the break-up plan his own — may have ex-
posed him as Wall Street’s Emperor With No Clout.
And perhaps more important, it may have put him
in a precarious position with his current and pro-
spective clients, at least until Wall Street’s notori-
ous short-term memory fades.

An unscientific survey of some of Lazard’s top
clients found that many privately expressed con-
cerns about Mr. Wasserstein’s foray into corporate 
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The Adviser
Who Became
The Activist

By KEN BELSON

AT first glance, Amir Majidimehr does not look
like a game-changer in the battle to develop
the next generation of DVD players and

discs. As the vice president for Windows digital me-
dia at Microsoft, he neither steers a Hollywood stu-
dio nor controls one of the many consumer elec-
tronics giants that are betting billions of dollars on
one of the two new formats that promise to play
high-definition movies and television shows.

Yet when he and his team in Redmond, Wash.,
decided last September to abandon their neutral
stance and to support Toshiba and its HD-DVD
standard over the Blu-ray format led by Sony, the
unexpected change of heart reverberated through
the technology industry. 

Suddenly, Toshiba’s seemingly quixotic de-
fense of its format had new life. Intel joined Micro-
soft in backing HD-DVD. Hewlett-Packard with-
drew its exclusive support of Blu-ray. This month,
another member of the Blu-ray camp, LG Electron-
ics, hedged its bets, too, signing a deal to license
Toshiba’s technology.

And earlier this month, one of the main rea-
sons underpinning Microsoft’s move to shuck its
neutrality — the complexity of producing Blu-ray
technology — led to Sony’s acknowledgment that it
might delay this spring’s scheduled release of its
PlayStation 3 game console partly because the
needed technology was still being worked out.

The possible delay and the Blu-ray group’s loss
of its once-commanding lead are not encouraging
developments for Sony in its attempt to revive its
electronics group after a series of bungles. Play-
Station 3 is crucial to Sony’s future, and not only be-
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Slipping Into One
As Workers Retire, a High-Wage Era Ends
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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Employees at Caterpillar, like these at a factory in East Peoria, Ill., are encouraged to take courses in order to qualify for promotion to salaried jobs.
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
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ployees in the United States. Local
974 now has 6,000 members, up from
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 

Two Tiers
Of Pay,
Slipping
Into One

Photographs by Kristen Schmid for The New York Times 

Employees at Caterpillar, like these at a factory in East Peoria, Ill., are encouraged to take courses in order to qualify for promotion to salaried jobs.

Jim Owens, the chief executive of Cater-
pillar, says that lowering wages has al-
lowed the company to add jobs.

Continued From Page 1

Continued on Following Page

REWRITING THE SOCIAL CONTRACT

Barriers to Middle-Class Pay

Articles in this series will pe-
riodically examine the chal-
lenges for business, govern-
ment and society as corporate
support for health care, pen-
sions and other social benefits
has eroded under economic
pressures. The articles will re-
main online at nytimes.com
/business/businessspecial2.

Rewriting
The Social Contract

BE
DON’T

LEFT IN
 THE DARK.

1. The Investment Specialists Group provides recommendations on mutual funds, bonds, preferred stocks, closed-end funds, structured products – including equity linked CDs, 
and asset allocation. Customers are required to complete additional forms and documentation in order to receive such services. Different commission structures may apply and 
in some cases be less or more than the rates posted on the website. 
System response and account access times may vary due to a variety of factors, including trading volumes, market conditions, system performance, and other factors. 
Securities products and services are offered by E*TRADE Securities LLC, Member NASD/SIPC. 
© 2006 E*TRADE FINANCIAL Corp. All rights reserved.

SIGN UP TODAY FOR A FREE PORTFOLIO REVIEW.

1-800-398-7854   etrade.com/switchtoday

®

NEW FREE
POWERFUL

RESEARCH
5 INDEPENDENT SOURCES

INVESTMENT
RECOMMENDATIONS
ONLINE, IN PERSON 

OR BY PHONE1

INTELLIGENT
INVESTING OPTIMIZER

NEW

C M Y K
ID NAME: NYTx,2006-02-26,BU,007,Bs-4C,E1 YELO MAG CYAN BLK 3 7 15 25 50 75 85 93 97

BU 7THE NEW YORK TIMES, SUNDAY, FEBRUARY 26, 2006

selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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Employees at Caterpillar, like these at a factory in East Peoria, Ill., are encouraged to take courses in order to qualify for promotion to salaried jobs.

Jim Owens, the chief executive of Cater-
pillar, says that lowering wages has al-
lowed the company to add jobs.
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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Jim Owens, the chief executive of Cater-
pillar, says that lowering wages has al-
lowed the company to add jobs.
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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Employees at Caterpillar, like these at a factory in East Peoria, Ill., are encouraged to take courses in order to qualify for promotion to salaried jobs.

Jim Owens, the chief executive of Cater-
pillar, says that lowering wages has al-
lowed the company to add jobs.
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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Employees at Caterpillar, like these at a factory in East Peoria, Ill., are encouraged to take courses in order to qualify for promotion to salaried jobs.

Jim Owens, the chief executive of Cater-
pillar, says that lowering wages has al-
lowed the company to add jobs.
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selves and their families is evaporat-
ing.

“Caterpillar is a powerful symbol
of this process,” said Harley Shaiken,
a labor economist at the University
of California, Berkeley. “It domi-
nates its field. It is one of America’s

largest exporters, and it is very prof-
itable. If there ever was a company
that could bring back the social con-
tract of the mid-20th century, it is
Caterpillar. But it chooses not to.”

AS Caterpillar’s managers see it,
they have no choice. “There is
a balance that must be struck

between being competitive and being
middle class,” said Douglas R. Ober-
helman, a group president. Although
Caterpillar’s factories are among
the most productive in the world, the
managers argue that the company
cannot afford to be more generous
simply because it is doing well right
now.

“You could say that in good times
you could afford a different kind of
package and in bad times you
couldn’t,” said Christopher E. Glynn,
the director of corporate labor rela-
tions. “The real question is: What’s
competitive? And our target is com-
petitiveness.”

The new contract reflects the com-
pany’s success in imposing a “mar-
ket competitive” pay scale; that is,
wages and benefits that attract
enough qualified workers by being
slightly better than the packages of-
fered by others in each community

or region where Caterpillar has oper-
ations. 

In the Midwest market, the com-
petitive wage-and-benefit package is
about $23 an hour, on average, Mr.
Glynn says. Caterpillar’s package
for new hires in the U.A.W. contract
ratified 13 months ago is pegged
above that, at $28 an hour, which in-
cludes about $9 an hour in benefits. 

Only the most skilled workers in
the new lower tier — electricians and
machinists, for example — make
more than $20 an hour, or $41,000 a
year, while in the gradually expiring
upper tier, everyone does, even un-
skilled laborers and shop helpers. 

In the new lower tier, such easily
replaceable workers will no longer
earn more than $12.50 an hour, or
$26,000 a year. They must work their
way up toward middle-class jobs,
Mr. Owens argues, shedding the
“union mind-set” of annual raises for

doing the same minimally skilled
task year after year.

“I want people to have a higher in-
come,” Mr. Owens said. “But you do
that by starting out maybe driving a
forklift or working in a warehouse
and then you get new skills. You can
learn how to paint. You can learn
how to assemble. You can become a
welder.” Beyond that, he says, tal-
ented workers are encouraged to
take courses to qualify for promotion
to salaried jobs, like supervisor, out-
side the union.

Going back decades, the hourly
wage in manufacturing has been
higher, on average, than in nonmanu-
facturing jobs. Through most of the

1990’s, that premium was 10
percent or more, but by last
year, it had fallen to just 7.45
percent above the average in
other industries, according to
an analysis of Bureau of La-
bor Statistics data by the Eco-
nomic Policy Institute, a re-
search group based in Wash-
ington. 

“We are converging in the
Midwest on a $13- to $18-an-
hour wage package and $9
more for benefits,” said Dan-
iel Luria, an economist at the
Michigan Manufacturing
Technology Center in Ann Ar-
bor. “That is roughly $25 an
hour, and it is down from
about $40.”

The trade-off for lower
wages, Caterpillar’s top exec-
utives counter, is more jobs
for the region. Three-quarters
of the 4,200 hourly workers
that Caterpillar added in the
United States last year, after
the new labor contract was
ratified in January, joined
factories in Illinois instead of
the network of small, low-
wage plants that the company
has opened in recent years in
the South. 

This southern network, as
well as plants in Mexico,
feeds parts and components
to the big Illinois factories,
where most of Caterpillar’s
tractors and earth movers,
backhoes and excavators, gi-
ant off-highway trucks and
other heavy equipment are
assembled for sale in the
United States and, to some de-
gree, for export.

The domestic plants form
the hub of what Mr. Owens

calls a “globally cost-competitive”
system that includes factories else-
where in the world to serve different
markets. A plant in Japan, for exam-
ple, is producing earth movers for
China’s expanding mining industry;
the next step, Mr. Owens says, is to
put a factory in China.

But the company itself, he says,
cannot succeed without the conces-
sionary U.A.W. contract, combined
with the network of lower-wage “fo-
cus plants” in the Sun Belt and in
Mexico.

“It’s a beautiful North American
equation,” Mr. Owens said.

Shane Hillard says he does not
think it is so beautiful. He is one of
the new Illinois hires, having taken a
second-tier job at the big tractor fac-
tory here, closing down a small land-
scaping company to join Caterpillar.
In doing so, he lowered his health
care costs — he is a diabetic, and
Caterpillar’s health insurance was
less expensive than his own — and he
is no longer idle in winter.

“When you get down to it, I earned
a little more in landscaping than I
am earning now, even after ex-
penses,” he said. “But I enjoy struc-
ture, and I enjoy my job. I need
something to do every day.”

By the end of last year, Mr. Hil-
lard, 28, had moved up from welder
to machinist — and to a wage of $18
an hour, $2 above what the original
contract called for. Caterpillar in-
creased the pay scale for those jobs
last October, to make sure that it
could continue to attract the workers
it wanted in the face of higher-wage
offers for people with skills in those

categories. 
Those offers were coming to weld-

ers and machinists at a Caterpillar
plant in Aurora, Ill., a suburb of Chi-

cago where earth graders for high-
way construction are made. “We
were having difficulty hiring some of
the people we wanted,” Mr. Owens

said. “And our attrition rate was
higher than we wanted, so we ad-
justed the wage to get the people we
wanted and retain them.” 

Mr. Hillard, 160 miles away in Peo-
ria, benefited. But even the $18 an
hour is not enough, he says, to sup-
port the four people in his household.
He lives with his fiancée, who is go-
ing to college and not working, and
two children — one each from their
previous marriages.

“We don’t ever have any extra
money to do things,” Mr. Hillard
said. “I’d like to do normal things
that I remember doing as a kid. The
family going on vacation, that kind of
thing.”

WHAT he would like, he said,
is the $23 an hour or so that
Mr. Doty and others earn

as machinists, doing essentially the
same work that Mr. Hillard does.

“I am not upset that they are mak-
ing more,” he said. “I believe they
are being paid what they are worth.
They are being paid what they need
to live the way people ought to live.”

His anger — directed at Caterpil-
lar for not sharing more of its soar-
ing profits — has made him an active
member of U.A.W. Local 974. If the
bottom tier does not rise substantial-
ly in the next contract, he says, he
will vote against ratification. His su-
periors in the union are more cir-
cumspect, including Mr. Doty, who
counts on a rising membership to
strengthen the U.A.W.’s bargaining
position.

The Illinois hiring over the past
year has swollen the U.A.W.’s ranks
to 11,500 of Caterpillar’s 41,000 em-
ployees in the United States. Local
974 now has 6,000 members, up from
4,500 in 2004, and Mr. Doty, an execu-
tive vice president of the local who
also works nearby at Caterpillar’s
diesel engine factory in Mossville,
Ill., argues that the greater “union
density” will give the U.A.W. more 
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Employees at Caterpillar, like these at a factory in East Peoria, Ill., are encouraged to take courses in order to qualify for promotion to salaried jobs.

Jim Owens, the chief executive of Cater-
pillar, says that lowering wages has al-
lowed the company to add jobs.
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negotiating leverage when its con-
tract expires in 2011.

“We have to get down the road to
where we can bargain a better
agreement,” he said, “and six years
will pass before you know it.” 

CATERPILLAR, meanwhile, is
prospering. It reported reve-
nue of $36.34 billion last year,

up 20 percent from 2004. That was on
top of a 33 percent increase in 2004
from 2003. Net income was up 40 per-
cent last year, to $2.85 billion; it has
nearly tripled since 2003. Tens of mil-
lions of dollars have gone into re-
search to develop a great variety of
Caterpillar products that sell against
those of Komatsu and Volvo, the two
biggest foreign competitors.

In the past, such gains would have
also translated into higher wages
and more generous benefits as con-
tracts were renegotiated every two
or three years. But the current, long-
term U.A.W. contract at Caterpillar
calls for just one general raise: 2
percent in December 2008. 

Otherwise, there are some fixed
bonuses and modest specified in-
creases every six months as new
hires work their way up the wage
scale, which starts at $12 to $13 an
hour for most factory workers and
rarely gets to $20.

Fixed monthly pensions go now
only to veteran workers, like Mr.
Doty, and job security is effectively
canceled for new hires, who must
work 12 years without interruption to
become immune to layoffs. Mr.
Glynn notes that the arrangement
gives Caterpillar lee-
way to shed the new
workers when demand
turns down for the com-
pany’s products. 

Employee co-pay-
ments for health insur-
ance also rose in the
current contract, for re-
tirees as well as for ac-
tive workers, although
not by as much as the
company had initially
wanted, particularly for the retirees.
The union membership voted twice
against ratification and then ap-
proved the contract, with 59 percent
voting in favor, after the company
sweetened its health care package
for retirees. 

Having essentially won against the
U.A.W., Caterpillar’s managers are
trying to persuade hourly workers to
think of the current contract as hav-
ing only one tier, the lower one, while
those in the upper tier should be
thought of as older workers whose

wages were “grandfathered” until
they depart. Ultimately, they hope to
shift their new workers’ basic loyalty
from the union to the company. 

“It’s a good term, ‘grandfathered,’
because those folks were preserved
at a wage-and-benefits level that was

essentially twice the
market,” Mr. Glynn said.
Already, 50 percent of
the upper-tier workers
who were around in 2004
have left, through retire-
ment and attrition.

New hires are encour-
aged to view assembly-
line work as short term.
The way up from the ad-
mittedly meager wage

scale is not a better union contract,
the message goes, but a promotion —
if not within Caterpillar, then at an-
other employer. Driving a forklift or
working on an assembly line for 20
years should not be a career goal. 

“We talk these things out in round-
table discussions with workers on ev-
ery shift,” said Paul Strang, opera-
tions manager for the tractor divi-
sion in Peoria, where Caterpillar
started in 1925, making tractors with
tracks instead of wheels.

“People say: ‘My dad hired in at

$25 an hour, and I’m at $12 an hour.
Help me understand that.’ And we
just talk through that,” Mr. Strang
said, adding that “we are compet-

itive; this is a place where people
want to work, and there are opportu-
nities for promotion.” 

That goal is very much on display
at the diesel engine plant in Moss-
ville, which employs 2,400 people,
about 25 percent of whom have been
on the job less than a year. To make
employees feel better, D. Dean Mes-
singer, a plant manager, said, the
bathrooms have been modernized
and the cafeteria redecorated in a ce-
dar shingle design. More to the point,
a learning center recently opened on
the factory floor, equipped with 30
computers and staffed with teachers
from a nearby community college. 

TRAINING in résumé-writing
and job interviewing are sta-
ples of the eight-week curricu-

lum. For those who want to go on to
college, Caterpillar offers to pay up
to 90 percent of their tuition costs, as
it has done in the past, and career
counselors help steer hourly workers
toward salaried office jobs.

“Whether people get a promotion
or not, they have the opportunity, and
that is what matters,” Mr. Messinger
said. “The ones who are most ag-
gressive, they go back to school and
they can rise.” Ø

Kristen Schmid for The New York Times

Caterpillar is prospering. It reported that its net income last year rose 40 percent from 2004, to $2.85 billion.
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activism. While several executives
said they were generally satisfied
with the work of Lazard, Mr. Wasser-
stein’s spectacular failure has com-
panies looking at him a little differ-
ently. Had he won, it would have been
a different story, they said; Mr. Was-
serstein would have again proved
himself to be the smartest guy in the
room and beaten the odds. But in an
advisory business based on demon-
strating good judgment, he proved,
in this case, he didn’t have much.

Of course, Mr. Wasserstein has
taken it on the chin before. For much
of the late 1980’s and 1990’s, he lived
with the nickname, Bid ’Em Up
Bruce, a reference to accusations
that he pushed his clients to overpay
for deals to enrich himself.

The extent of the damage from his
Time Warner escapade
is unclear. But it prob-
ably would have been
minimal if Mr. Wasser-
stein had simply been a
behind-the-scenes advis-
er, assuming the tradi-
tional investment bank-
er role. Wall Street’s
denizens might have
snickered at Mr. Icahn,
but Mr. Wasserstein and
Lazard could have had
some plausible deniabil-
ity when the campaign
failed to generate any
enthusiasm.

Mr. Wasserstein likes playing the
front man, though. He believes in the
power of ideas and, more important,
in his own powers of persuasion.
(During an interview in December,
he proudly mentioned several times
that, “We have the thinking prac-
tice.”) And Mr. Icahn’s entire cam-
paign was based on the power of a
thought — not necessarily on his abil-
ity to bully Time Warner’s board
with his financial influence, but to
persuade current and new investors
to bully Time Warner’s board for
him.

That’s where Mr. Wasserstein was
supposed to come in, with his reputa-
tion as a master strategist — some-
one who is two steps ahead even
when he looks as if he is about to lose.
A common refrain on Wall Street is:
“Don’t bet against Bruce.”

Still, the Time Warner fiasco
seems to be a different case because
he made so many miscalculations.
He took on the assignment even
when he knew that one of his board
members at Lazard, who was also on
the board of Time Warner, would be
caught in the cross hairs. The direc-
tor later resigned from Lazard,
though Mr. Wasserstein, still seem-
ingly deaf to the concerns of the in-
vesting public, insisted that he could
have stayed on. 

And proposing Frank J. Biondi Jr.
to be chief of Time Warner may have
been among the most embarrassing
blunders. Mr. Wasserstein was hired
by Mr. Icahn to bring credibility to
the proxy campaign, in part to at-
tract top executives to the slate. In-
stead, the best that the activists
could do was to hire Mr. Biondi, who
hasn’t run a media company in years

and happens to be the
brother of a Lazard part-
ner. 

Mr. Wasserstein was
also supposed to add in-
tellectual heft to Mr.
Icahn’s campaign. In-
stead, the fundamental
premise of the 343-page
polemic that was called
the Lazard Report — not
the Icahn Report — was
widely panned by Wall
Street, landing in the
equivalent of the re-
mainder bin before it

had a chance to reach store shelves. 
Even Richard Greenfield, an ana-

lyst at Pali Research who thinks
Time Warner could use a shake-up,
wrote, “While Lazard’s tome on
Time Warner provided an interest-
ing history lesson on the company
and its perceived missteps, its un-
necessarily aggressive valuation,
gratuitous personal attacks and
questionable strategic assumptions
(such as TWX would have been bet-
ter off winning the AT&T Broadband
auction) mitigated its effectiveness.”

But according to the Wasserstein
world view, all this nattering will do
little to harm the bottom line. De-
spite his failing performance, he and
his company will be paid handsome-
ly. Lazard collected $5 million
upfront from Mr. Icahn and will col-
lect more than $6.5 million for every
dollar that Time Warner’s shares
trade above $18 a share over the next
18 months. 

And that may not have been such a
bad bet. Ø

Lazard’s chief
steps out from
behind a deal,
leaving
himself open
to criticism.

The Adviser Became
The Activist Investor
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That Estate Tax Gap
To the Editor:

Re “Inheriting? Don’t Forget Your
State’s Tax Bill” (Your Taxes, Feb.
12), which described how some
states had not raised the exemption
level for their estate taxes to match
the federal government’s: 

We are members of that small mi-
nority with estates liable to taxes.
Estate taxes are the most progres-
sive taxes we have. They return to
society some of the benefits received
over a lifetime: public education and
other services of a great city, oppor-
tunities to invest securely and, in our
case, the luck of having bought prop-

erty on the Upper West Side of Man-
hattan in the 1960’s. 

Elimination of federal and state
estate taxes would inevitably mean
increases in income or sales taxes,
cuts in services, or both. It will also
drastically diminish charitable con-
tributions to colleges or organiza-
tions serving the poor.

Even if the Bush administration
eliminates federal estate taxes,
those of us in that fortunate minority
should be happy to contribute a fair
share to New York State.

DR. THOMAS HAINES
DR. MARY CLEVELAND

Manhattan, Feb. 14

The writers are members of Respon-
sible Wealth, an organization that fa-
vors the estate tax.

Helping the Sudanese
To the Editor:

“How States Are Aiming to Keep
Dollars Out of Sudan” (Feb. 19)
raised the complex question about
how to best help the Sudanese. 

Abandonment of all business ties
to the country would mean abandon-
ing some of the poorest people in Af-
rica. Seeing how so many of our
sanctions have not changed policies
in other countries, like Cuba, what
convinces us that they will help to
end Sudan’s two-decade-long civil
war? Perhaps the more constructive
method lies in using these business
ties as a bargaining chip.

PAYAL D. PATEL
Portland, Me., Feb. 21

LETTERS

Letters for Sunday Business may be
sent to sunbiz@nytimes.com.
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States that have set minimum 
wages higher than the federal 
minimum of $5.15 an hour.

Higher Wages

By JOHN M. BRODER
Despite Congressional refusal for

almost a decade to raise the federal
minimum wage, nearly half of the ci-
vilian labor force lives in states
where the pay is higher than the rate
set by the federal government. 

Seventeen states and the District
of Columbia have acted on their own
to set minimum wages that exceed
the $5.15 an hour rate set by the fed-
eral government, and this year law-
makers in dozens of the remaining
states will debate raising the mini-
mum wage. Some states that already
have a higher minimum wage than
the federal rate will be debating fur-
ther increases and adjustments for
inflation.

The last time the federal mini-
mum wage was raised was in 1997 —
when it was increased from $4.75 an
hour. Since then, efforts in Congress
to increase the amount have been
stymied largely by Republican law-
makers and business groups who ar-
gued that a higher minimum wage
would drive away jobs. 

Thwarted by Congress, labor
unions and community groups have
increasingly focused their efforts at
raising the minimum wage on the
states, where the issue has received
more attention than in Republican-
dominated Washington, said Bill
Samuel, the legislative director of
the national A.F.L.-C.I.O. 

Opinion polls show wide public
support for an increase in the federal
minimum wage, which falls far short
of the income needed to place a fam-
ily at the federal poverty level. Even
the chairman of Wal-Mart has en-
dorsed an increase, saying that a
worker earning the minimum wage
cannot afford to shop at his stores. 

“The public is way ahead of Wash-
ington,” Mr. Samuel said. “They see
this as a matter of basic fairness, the
underpinning of basic labor law in
this country, a floor under wages so
we’re not competing with Bangla-
desh.”

The minimum wage has been the
subject of fierce ideological debate
since it was first established in 1938
under President Franklin D. Roose-
velt as part of the Fair Labor Stand-
ards Act. Business groups and con-
servative economists have argued
that the minimum wage is an unwar-
ranted government intrusion into the
employer-employee relationship and
a distortion of the marketplace for
labor. An increase in the minimum
wage, they say, drives up labor costs 

STATES TAKE LEAD
IN PUSH TO RAISE

MINIMUM WAGES

BYPASSING FEDERAL RATE

Frustrated by Congress,
Labor Plans to Widen
Campaign This Year
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Defending an eavesdropping pro-
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The Giants will play host to the
Carolina Panthers on Sunday in the
first round of the N.F.L. playoffs. The
Jets ended their season with a vic-
tory over the Bills. SPORTSMONDAY

Giants to Face Panthers

Dick Clark returned to New Year’s
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The King of the Countdown

News reporters find themselves
under increasing scrutiny, as dissat-
isfied interview subjects take to the
Internet through e-mail and especial-
ly the amplifying power of Web logs
to correct the record or to make sure
the story is told from their perspec-
tive. PAGE C1

Take That, Reporters!

By DAVID S. CLOUD
and JEFF GERTH

WASHINGTON, Jan. 1 — A Penta-
gon contractor that paid Iraqi news-
papers to print positive articles writ-
ten by American soldiers has also
been compensating Sunni religious
scholars in Iraq in return for assist-
ance with its propaganda work, ac-
cording to current and former em-
ployees.

The Lincoln Group, a Washington-
based public relations company, was
told early in 2005 by the Pentagon to
identify religious leaders who could
help produce messages that would
persuade Sunnis in violence-ridden
Anbar Province to participate in na-
tional elections and reject the insur-
gency, according to a former em-
ployee.

Since then, the company has re-
tained three or four Sunni religious
scholars to offer advice and write re-
ports for military commanders on
the content of propaganda cam-
paigns, the former employee said.
But documents and Lincoln execu-
tives say the company’s ties to reli-
gious leaders and dozens of other
prominent Iraqis is aimed also at en-
abling it to exercise influence in
Iraqi communities on behalf of cli-
ents, including the military.

“We do reach out to clerics,” Paige
Craig, a Lincoln executive vice presi-
dent, said in an interview. “We meet
with local government officials and
with local businessmen. We need to
have relationships that are broad
enough and deep enough that we can
touch all the various aspects of soci-
ety.” He declined to discuss specific
projects the company has with the
military or commercial clients.

“We have on staff people who are
experts in religious and cultural mat-
ters,” Mr. Craig said. “We meet with
a wide variety of people to get their
input. Most of the people we meet
with overseas don’t want or need
compensation, they want a dia-
logue.”

Internal company financial
records show that Lincoln spent
about $144,000 on the program from
May to September. It is unclear how
much of this money, if any, went to
the religious scholars, whose identi-
ties could not be learned. The amount
is a tiny portion of the contracts,
worth tens of millions, that Lincoln 
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By NORIMITSU ONISHI
BEIJING — At Korea City, on the

top floor of the Xidan Shopping Cen-
ter, a warren of tiny shops sell hip-
hop clothes, movies, music, cosmet-
ics and other offerings in the South
Korean style.

To young Chinese shoppers, it
seemed not to matter that some of
the products, like New York Yankees
caps or Japan’s Astro Boy dolls,
clearly have little to do with South
Korea. Or that most items originat-
ed, in fact, in Chinese factories.

“We know that the products at Ko-
rea City are made in China,” said
Wang Ying, 28, who works for the lo-
cal branch of an American company.
“But to many young people, ‘Korea’
stands for fashionable or stylish. So
they copy the Korean style.”

From clothes to hairstyle, music to
television dramas, South Korea has
been defining the tastes of many Chi-
nese and other Asians for the past
half decade. As part of what the Chi-
nese call the Korean Wave of pop cul-
ture, a television drama about a roy-
al cook, “The Jewel in the Palace,” is
garnering record ratings throughout
Asia, and Rain, a 23-year-old singer
from Seoul, drew more than 40,000
fans to a sold-out concert at a sports
stadium here in October. 

But South Korea’s “soft power”
also extends to the material and spir-
itual spheres. Samsung’s cellphones
and televisions are symbols of a cov-
eted consumerism for many Chinese.
Christianity, in the evangelical form
championed by Korean missionaries
deployed throughout China, is finding
Chinese converts despite Beijing’s
efforts to rein in the spread of the re-
ligion. South Korea acts as a filter for
Western values, experts say, making
them more palatable to Chinese and
other Asians.

For a country that has been influ-

China’s Youth
Look to Seoul
For Inspiration

By DAVID D. KIRKPATRICK
WASHINGTON, Jan. 1 — As Judge

Samuel A. Alito Jr. enters his final
week of dress rehearsals for his Su-
preme Court confirmation hearings,
participants say his performance
has already made one thing clear: he
will never be as polished and cam-
era-ready as Chief Justice John G.
Roberts Jr. was at his own hearings
a few months ago. 

“He is not going to be the well-
manicured nominee,” said one par-
ticipant in the rehearsals, known as
murder boards, at which Republican
lawyers have played the roles of in-
terrogating senators. “That is not to
say it is going to be worse. It is just
going to be different.”

How Judge Alito will come off be-
fore the panel of senators and televi-
sion cameras is an unknown in the
politics of his confirmation. Senators
of both parties have said it will not be
easy to follow Chief Justice Roberts,
about whom Senator Richard J. Dur-
bin, Democrat of Illinois, said “they
retired the trophy” for an outstand-
ing performance by a judicial nomi-
nee. 

And some Democrats said they al-
ready had much more pointed ques-
tions waiting for Judge Alito, focus-
ing mainly on strongly worded state-
ments that he made as lawyer in the
Reagan administration about his
conservative approach to the Consti-

Alito Team Says
He Lacks Polish,
But Grit Is a Plus

Continued on Page A11

By LOUIS UCHITELLE
HASTINGS-ON-HUDSON, N.Y. —

The handsome Tudor-style home at
150 Edgars Lane, built for less than
$10,000 in 1925 on a hillside in this
Hudson River town, never seemed to
change much through all of its previ-
ous owners. Each family updated the
house, but in modest ways until Tom
and Julie Hirschfeld came along.

The Hirschfelds purchased the
two-story house with its gabled roof
and stucco-and-wood-beam exterior
for $890,000 in the fall of 2002. Good
schools, safe streets, a picturesque
community, like-minded neighbors, a
relatively short commute to New
York — all these drew the family,
just as they drew the previous own-
ers. 

But as home prices have soared in
recent years, houses like this one
have become not just nice places to
live but remarkably valuable invest-

ments as well. Responding to this
newly embedded wealth, the Hirsch-
felds, like hundreds of thousands of
other families living in suburbs of
cities like New York, Chicago and
San Francisco, have transformed
their homes into something grander
and more personal. 

Tracing the history of the house at
150 Edgars Lane through the dec-

ades shows how the Hirschfelds have
broken with the past — and how the
idea of what a house means to a fam-
ily has changed. Eight different fam-
ilies have lived in this house for at
least a year. Most were middle-in-
come earners in their day: a high
school principal, a typographer, a
civil engineer, a psychiatrist, an en-
vironmentalist, small businessmen.

In contrast to the previous owners,
the Hirschfelds have poured many
thousands of dollars into renovation,
making their home more comfort-
able and well-appointed than the ear-
lier owners considered necessary.
And more so than the others, they
can certainly afford it.

As the chief operating officer of a
hedge fund, Mr. Hirschfeld has plen-
ty of income to sink into renovation
without going into debt. The couple
has not held back. Lifting the house
to their standards has become so im-

At 150 Edgars Lane, Changing the Idea of Home

The Tudor-style house on Edgars
Lane, shown in the early 1940’s.

Continued on Page A10
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Today: Cloudy, rain arriving, some
ice north of city, high 41. Tonight, rain,
snow, ice, low 35. Tomorrow, period of
snow, high 37. Yesterday, high 42, low
32. Weather map is on Page B8.

ONE DOLLAR

Late Edition

Ozier Muhammad/The New York Times

Mayor Michael R. Bloomberg arriving yesterday at City Hall. “We can take our beloved city even further forward,” he told the crowd of thousands.

By JIM RUTENBERG
Seizing on his electoral mandate in

a second inaugural address that pro-
jected unabashed optimism, Mayor
Michael R. Bloomberg promised yes-
terday to pursue the most ambitious
housing program in New York City’s
history, to begin a national campaign
against illegal guns, and to “lock in
and extend” his program to improve
the schools.

The address was a stark change
from his first inaugural four years
ago, when Mr. Bloomberg somberly
called for shared sacrifice after the
Sept. 11 attack. Yesterday, the may-
or declared the city whole again in a
boisterous ceremony that was, if
anything, a celebration of its recov-
ery and a call to build an even strong-
er New York.

“We’ve come a long way, and now
we have a choice to make,” Mr.
Bloomberg said on the dais set atop

the steps of City Hall. “We could be
content with what we have accom-
plished and preserve our gains, or we
can take our beloved city even fur-
ther forward — and make the prom-
ise of opportunity real for every per-
son in every community.”

Mr. Bloomberg made his remarks
after reciting the oath of office along-
side his two daughters, Emma and
Georgina, and his mother, Charlotte,
who turns 97 today and who held the
Bible upon which the mayor placed
his hand. His address was followed
by a rendition of “New York, New
York’’ by Liza Minnelli that was at

once rousing and bittersweet, bring-
ing some in the crowd — perhaps
those who remembered the somber-
ness of the last inaugural — visibly
near tears.

For his part, Mr. Bloomberg em-
braced the day as his own, unlike
four years earlier, when he stood in
the long shadow of his predecessor,
Rudolph W. Giuliani, and addressed
a city whose sprawling complexity
was largely alien to him.

“Four years ago I spoke of build-
ing a better New York, and I can tell
you exactly who is building it,’’ Mr.
Bloomberg said before a sea of pub-
lic officials and his three living pred-
ecessors, Mr. Giuliani, David N. Din-
kins and Edward I. Koch. “It’s the
couple who has just made the down
payment on their first home in Cy-
press Hills. It’s the second grader
with a newfound love of reading,
checking a book out of the Harlem 

A Buoyant Bloomberg Begins His Second Term 
Vows to Build More

Housing and Clear
Out Illegal Guns

Continued on Page B5

Highway 12 in Sonoma County was one of several in Northern California closed yesterday after a torrential storm.
Southern California has been preparing for days for heavy rain that could set off mudslides. PAGE A8

After the Deluge 
Jeff Chiu/The Associated Press
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After failing to agree on the price of natural gas in a political conflict, Rus-
sia cut off the supply to Ukraine. The dispute could affect European countries
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Russia Cuts Off Gas to Ukraine in Price Dispute
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minimum of $5.15 an hour.

Higher Wages

By JOHN M. BRODER
Despite Congressional refusal for

almost a decade to raise the federal
minimum wage, nearly half of the ci-
vilian labor force lives in states
where the pay is higher than the rate
set by the federal government. 

Seventeen states and the District
of Columbia have acted on their own
to set minimum wages that exceed
the $5.15 an hour rate set by the fed-
eral government, and this year law-
makers in dozens of the remaining
states will debate raising the mini-
mum wage. Some states that already
have a higher minimum wage than
the federal rate will be debating fur-
ther increases and adjustments for
inflation.

The last time the federal mini-
mum wage was raised was in 1997 —
when it was increased from $4.75 an
hour. Since then, efforts in Congress
to increase the amount have been
stymied largely by Republican law-
makers and business groups who ar-
gued that a higher minimum wage
would drive away jobs. 

Thwarted by Congress, labor
unions and community groups have
increasingly focused their efforts at
raising the minimum wage on the
states, where the issue has received
more attention than in Republican-
dominated Washington, said Bill
Samuel, the legislative director of
the national A.F.L.-C.I.O. 

Opinion polls show wide public
support for an increase in the federal
minimum wage, which falls far short
of the income needed to place a fam-
ily at the federal poverty level. Even
the chairman of Wal-Mart has en-
dorsed an increase, saying that a
worker earning the minimum wage
cannot afford to shop at his stores. 

“The public is way ahead of Wash-
ington,” Mr. Samuel said. “They see
this as a matter of basic fairness, the
underpinning of basic labor law in
this country, a floor under wages so
we’re not competing with Bangla-
desh.”

The minimum wage has been the
subject of fierce ideological debate
since it was first established in 1938
under President Franklin D. Roose-
velt as part of the Fair Labor Stand-
ards Act. Business groups and con-
servative economists have argued
that the minimum wage is an unwar-
ranted government intrusion into the
employer-employee relationship and
a distortion of the marketplace for
labor. An increase in the minimum
wage, they say, drives up labor costs 
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News reporters find themselves
under increasing scrutiny, as dissat-
isfied interview subjects take to the
Internet through e-mail and especial-
ly the amplifying power of Web logs
to correct the record or to make sure
the story is told from their perspec-
tive. PAGE C1

Take That, Reporters!

By DAVID S. CLOUD
and JEFF GERTH

WASHINGTON, Jan. 1 — A Penta-
gon contractor that paid Iraqi news-
papers to print positive articles writ-
ten by American soldiers has also
been compensating Sunni religious
scholars in Iraq in return for assist-
ance with its propaganda work, ac-
cording to current and former em-
ployees.

The Lincoln Group, a Washington-
based public relations company, was
told early in 2005 by the Pentagon to
identify religious leaders who could
help produce messages that would
persuade Sunnis in violence-ridden
Anbar Province to participate in na-
tional elections and reject the insur-
gency, according to a former em-
ployee.

Since then, the company has re-
tained three or four Sunni religious
scholars to offer advice and write re-
ports for military commanders on
the content of propaganda cam-
paigns, the former employee said.
But documents and Lincoln execu-
tives say the company’s ties to reli-
gious leaders and dozens of other
prominent Iraqis is aimed also at en-
abling it to exercise influence in
Iraqi communities on behalf of cli-
ents, including the military.

“We do reach out to clerics,” Paige
Craig, a Lincoln executive vice presi-
dent, said in an interview. “We meet
with local government officials and
with local businessmen. We need to
have relationships that are broad
enough and deep enough that we can
touch all the various aspects of soci-
ety.” He declined to discuss specific
projects the company has with the
military or commercial clients.

“We have on staff people who are
experts in religious and cultural mat-
ters,” Mr. Craig said. “We meet with
a wide variety of people to get their
input. Most of the people we meet
with overseas don’t want or need
compensation, they want a dia-
logue.”

Internal company financial
records show that Lincoln spent
about $144,000 on the program from
May to September. It is unclear how
much of this money, if any, went to
the religious scholars, whose identi-
ties could not be learned. The amount
is a tiny portion of the contracts,
worth tens of millions, that Lincoln 
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By NORIMITSU ONISHI
BEIJING — At Korea City, on the

top floor of the Xidan Shopping Cen-
ter, a warren of tiny shops sell hip-
hop clothes, movies, music, cosmet-
ics and other offerings in the South
Korean style.

To young Chinese shoppers, it
seemed not to matter that some of
the products, like New York Yankees
caps or Japan’s Astro Boy dolls,
clearly have little to do with South
Korea. Or that most items originat-
ed, in fact, in Chinese factories.

“We know that the products at Ko-
rea City are made in China,” said
Wang Ying, 28, who works for the lo-
cal branch of an American company.
“But to many young people, ‘Korea’
stands for fashionable or stylish. So
they copy the Korean style.”

From clothes to hairstyle, music to
television dramas, South Korea has
been defining the tastes of many Chi-
nese and other Asians for the past
half decade. As part of what the Chi-
nese call the Korean Wave of pop cul-
ture, a television drama about a roy-
al cook, “The Jewel in the Palace,” is
garnering record ratings throughout
Asia, and Rain, a 23-year-old singer
from Seoul, drew more than 40,000
fans to a sold-out concert at a sports
stadium here in October. 

But South Korea’s “soft power”
also extends to the material and spir-
itual spheres. Samsung’s cellphones
and televisions are symbols of a cov-
eted consumerism for many Chinese.
Christianity, in the evangelical form
championed by Korean missionaries
deployed throughout China, is finding
Chinese converts despite Beijing’s
efforts to rein in the spread of the re-
ligion. South Korea acts as a filter for
Western values, experts say, making
them more palatable to Chinese and
other Asians.

For a country that has been influ-

China’s Youth
Look to Seoul
For Inspiration

By DAVID D. KIRKPATRICK
WASHINGTON, Jan. 1 — As Judge

Samuel A. Alito Jr. enters his final
week of dress rehearsals for his Su-
preme Court confirmation hearings,
participants say his performance
has already made one thing clear: he
will never be as polished and cam-
era-ready as Chief Justice John G.
Roberts Jr. was at his own hearings
a few months ago. 

“He is not going to be the well-
manicured nominee,” said one par-
ticipant in the rehearsals, known as
murder boards, at which Republican
lawyers have played the roles of in-
terrogating senators. “That is not to
say it is going to be worse. It is just
going to be different.”

How Judge Alito will come off be-
fore the panel of senators and televi-
sion cameras is an unknown in the
politics of his confirmation. Senators
of both parties have said it will not be
easy to follow Chief Justice Roberts,
about whom Senator Richard J. Dur-
bin, Democrat of Illinois, said “they
retired the trophy” for an outstand-
ing performance by a judicial nomi-
nee. 

And some Democrats said they al-
ready had much more pointed ques-
tions waiting for Judge Alito, focus-
ing mainly on strongly worded state-
ments that he made as lawyer in the
Reagan administration about his
conservative approach to the Consti-

Alito Team Says
He Lacks Polish,
But Grit Is a Plus

Continued on Page A11

By LOUIS UCHITELLE
HASTINGS-ON-HUDSON, N.Y. —

The handsome Tudor-style home at
150 Edgars Lane, built for less than
$10,000 in 1925 on a hillside in this
Hudson River town, never seemed to
change much through all of its previ-
ous owners. Each family updated the
house, but in modest ways until Tom
and Julie Hirschfeld came along.

The Hirschfelds purchased the
two-story house with its gabled roof
and stucco-and-wood-beam exterior
for $890,000 in the fall of 2002. Good
schools, safe streets, a picturesque
community, like-minded neighbors, a
relatively short commute to New
York — all these drew the family,
just as they drew the previous own-
ers. 

But as home prices have soared in
recent years, houses like this one
have become not just nice places to
live but remarkably valuable invest-

ments as well. Responding to this
newly embedded wealth, the Hirsch-
felds, like hundreds of thousands of
other families living in suburbs of
cities like New York, Chicago and
San Francisco, have transformed
their homes into something grander
and more personal. 

Tracing the history of the house at
150 Edgars Lane through the dec-

ades shows how the Hirschfelds have
broken with the past — and how the
idea of what a house means to a fam-
ily has changed. Eight different fam-
ilies have lived in this house for at
least a year. Most were middle-in-
come earners in their day: a high
school principal, a typographer, a
civil engineer, a psychiatrist, an en-
vironmentalist, small businessmen.

In contrast to the previous owners,
the Hirschfelds have poured many
thousands of dollars into renovation,
making their home more comfort-
able and well-appointed than the ear-
lier owners considered necessary.
And more so than the others, they
can certainly afford it.

As the chief operating officer of a
hedge fund, Mr. Hirschfeld has plen-
ty of income to sink into renovation
without going into debt. The couple
has not held back. Lifting the house
to their standards has become so im-

At 150 Edgars Lane, Changing the Idea of Home

The Tudor-style house on Edgars
Lane, shown in the early 1940’s.

Continued on Page A10
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Today: Cloudy, rain arriving, some
ice north of city, high 41. Tonight, rain,
snow, ice, low 35. Tomorrow, period of
snow, high 37. Yesterday, high 42, low
32. Weather map is on Page B8.

ONE DOLLAR

Late Edition

Ozier Muhammad/The New York Times

Mayor Michael R. Bloomberg arriving yesterday at City Hall. “We can take our beloved city even further forward,” he told the crowd of thousands.

By JIM RUTENBERG
Seizing on his electoral mandate in

a second inaugural address that pro-
jected unabashed optimism, Mayor
Michael R. Bloomberg promised yes-
terday to pursue the most ambitious
housing program in New York City’s
history, to begin a national campaign
against illegal guns, and to “lock in
and extend” his program to improve
the schools.

The address was a stark change
from his first inaugural four years
ago, when Mr. Bloomberg somberly
called for shared sacrifice after the
Sept. 11 attack. Yesterday, the may-
or declared the city whole again in a
boisterous ceremony that was, if
anything, a celebration of its recov-
ery and a call to build an even strong-
er New York.

“We’ve come a long way, and now
we have a choice to make,” Mr.
Bloomberg said on the dais set atop

the steps of City Hall. “We could be
content with what we have accom-
plished and preserve our gains, or we
can take our beloved city even fur-
ther forward — and make the prom-
ise of opportunity real for every per-
son in every community.”

Mr. Bloomberg made his remarks
after reciting the oath of office along-
side his two daughters, Emma and
Georgina, and his mother, Charlotte,
who turns 97 today and who held the
Bible upon which the mayor placed
his hand. His address was followed
by a rendition of “New York, New
York’’ by Liza Minnelli that was at

once rousing and bittersweet, bring-
ing some in the crowd — perhaps
those who remembered the somber-
ness of the last inaugural — visibly
near tears.

For his part, Mr. Bloomberg em-
braced the day as his own, unlike
four years earlier, when he stood in
the long shadow of his predecessor,
Rudolph W. Giuliani, and addressed
a city whose sprawling complexity
was largely alien to him.

“Four years ago I spoke of build-
ing a better New York, and I can tell
you exactly who is building it,’’ Mr.
Bloomberg said before a sea of pub-
lic officials and his three living pred-
ecessors, Mr. Giuliani, David N. Din-
kins and Edward I. Koch. “It’s the
couple who has just made the down
payment on their first home in Cy-
press Hills. It’s the second grader
with a newfound love of reading,
checking a book out of the Harlem 

A Buoyant Bloomberg Begins His Second Term 
Vows to Build More

Housing and Clear
Out Illegal Guns

Continued on Page B5

Highway 12 in Sonoma County was one of several in Northern California closed yesterday after a torrential storm.
Southern California has been preparing for days for heavy rain that could set off mudslides. PAGE A8

After the Deluge 
Jeff Chiu/The Associated Press

News Summary A2

Arts ......................................................... E1-14
Business Day .......................................... C1-8
Editorial, Op-Ed ................................ A12-13
International .......................................... A3-7
Metro ........................................................ B1-8 
National ................................................. A8-11
SportsMonday ........................................ D1-8

Obituaries ................ B7 Weather .................. B8

Classified Ads ................ B6 Auto Exchange ............ D8
Commercial Real Estate Marketplace .......................... C8

Updated news: nytimes.com
Tomorrow in The Times: Page B4

After failing to agree on the price of natural gas in a political conflict, Rus-
sia cut off the supply to Ukraine. The dispute could affect European countries
that get Russian natural gas through pipelines that cross Ukraine. PAGE A7

Russia Cuts Off Gas to Ukraine in Price Dispute



2

C M Y K
ID NAME: Nxxx,2006-01-02,A,010,Bs-BK,E2 YELO MAG CYAN BLK 3 7 15 25 50 75 85 93 97

A10 Ø N NATIONALTHE NEW YORK TIMES MONDAY, JANUARY 2, 2006

portant to them that between the purchase
price and the outlays for improvements, Mr.
Hirschfeld says, the investment exceeds his
home’s current market value, estimated at
$1.2 million.

Juliet B. Schor, a Boston College sociolo-
gist and the author of “The Overspent
American,” classifies the burst of spending
on home improvement in recent years as
“competitive consumption going on in the
top 20 percent of the income distribution.’’

But many home owners, the Hirschfelds
among them, insist that quite apart from
status and comfort, what was once mainly a
dwelling in a compatible suburb now as-
sumes even greater personal importance in
an age when families increasingly focus on
themselves.

“Community is still very important,” said
William M. Rohe, director of the Center for
Urban and Regional Studies at the Universi-
ty of North Carolina, Chapel Hill. “But
homeowners today pay greater attention to
the house itself as an expression of them-
selves and as a haven for family life.”

For the Hirschfelds, a spacious new kitch-
en wing that juts into the backyard of their
property embodies their sense of how they
want their home to enhance their lives. Fin-
ished a year ago, the kitchen has become a
gathering place not just for cooking and
meals, but for homework, games, art
projects, reading and conversation with the
Hirschfelds’ children, Ben, 12, and Leila, 8. 

“We didn’t build this kitchen for any tro-
phy motivation or to achieve any level of
luxury,” Mr. Hirschfeld said, pointing out
that the appliances, including the refrigera-
tor and stove, are ordinary off-the-floor
models, not state-of-the-art extravaganzas.
“We did it to make our family life more free-
flowing and warm.”

The yard was not suitable for the new
kitchen wing, however. So a stone retaining
wall went up to carve more flat space from
the sloping land — unexpectedly adding
thousands of dollars to renovation costs.

The Hirschfelds also spent more than
planned to reverse the deterioration of their
80-year-old house — one
of the tens of thousands
built during the nation’s
first great suburban
housing boom, before the
Depression. 

“We really bought this
to be our family home,”
Mrs. Hirschfeld said,
“and we made an error in
judgment in not knowing
what it would cost to deal
with the deterioration.”
But the basement, she
added, which “was wet
for 40 years, is no longer
wet.”

Before the Hirschfelds,
each of the previous own-
ers made incremental improvements,
spreading renovation over their years in
residence rather than bunching it at the be-
ginning. Mostly those earlier owners lived
with the house’s shortcomings, including the
cramped kitchen, now converted into a mud
room. 

Wealthy Buyers Move In
The Hirschfelds, in their early 40’s, were

less constrained by income, an increasingly
common characteristic of the households
engaged in home improvement. Those with
at least $120,000 in annual income accounted
for 32 percent of all the spending on home
renovation in 2003, the latest year for which
data is available. That is up from 21 percent
in 1995, adjusted for inflation, according to
the Joint Center for Housing Studies at Har-
vard. The spending itself reached $233 bil-
lion in 2003, a rise of 52 percent from 1995. 

For decades, a home in the suburbs was a

family haven for the middle class, “a kind of
anchor in the heavy seas of urban life,” as
Kenneth T. Jackson, a Columbia University
historian, put it in his 1985 book “Crabgrass
Frontier.”

That was true of the owners of 150 Edgars
Lane. But with the surge in home prices, the
big side yard took on a new dimension as a
potentially valuable building plot. It was no
longer cherished as the colorful, terraced
flower garden nurtured by several former
owners and written up admiringly in the lo-
cal newspaper.

The objections of neighbors stopped the
owner of the house in 2001, a woman who
had received it in a divorce settlement, from
obtaining a zoning variance so that she
could split off the old flower garden and sell
the property as two lots for more than the
$819,000 that she finally received. 

With that sale, the house moved out of the
reach of middle-income buyers. The buyer,
Matthew Stover, came from Wall Street,
and he soon sold the house to Mr. Hirschfeld,
also from Wall Street. 

Still, the Stovers and the Hirschfelds, like
nearly all of the owners before them, came
to Hastings from apartments in New York
City, choosing the town in part because it of-
fered a demographic mix greater than
many other suburbs, as well as neighbors
who were often artists, writers and academ-
ics.

The intellectual aura was particularly
present on Edgars Lane. Margaret Sanger,
an early leader of the birth control move-
ment, lived across the street from 150, and
Lewis Hine, the famous photographer of in-
dustrial realism, owned the house two doors
up. They are long gone, but the Hirschfelds,
who received graduate degrees from Oxford
after going to college in the United States,
are proud of this legacy.

“We really wanted to live in Hastings,”
Mr. Hirschfeld said. 

Suburban Diversity
The homes that made this town a suburb

went up in the woody hills above Broadway.
Below that dividing street, blue-collar work-
ers, many of them Polish and Italian immi-

grants, occupied the apart-
ments and row houses near
the waterfront, close to the
chemical plant and the cop-
per mill that employed
them, until the last factory
closed in 1975.

The children of those
workers went to school
with the children in the
hills and “there is still a
feeling that the diversity
continues to exist — more
a feeling than a reality,”
David W. McCullough, a lo-
cal historian, said. 

As a community, Hast-
ings tries to resist the trap-
pings of affluence that are

spreading through so many suburbs. The
downtown is still a collection of mostly older
stores and restaurants — reflecting “a cer-
tain pride that we have in the shabbiness,”
as Mr. McCullough put it.

Very few of the upscale stores and restau-
rants evident elsewhere have arrived here
yet. But almost certainly they will as rising
home prices, which limit eligible newcom-
ers to families like the Hirschfelds, gradual-
ly squeeze out lower-income families.

The Hirschfelds, adding even greater val-
ue to their home, have installed air condi-
tioning, expanded the master bathroom and
more than doubled the size of Leila’s bed-
room, by constructing a second story on top
of the kitchen wing. They rebuilt the base-
ment, spending far more than they intended
to get rid of mold and wetness, and took
down the wall between the living room and
the dining room, creating what Mr. Hirsch-
feld described as “a flowing space so we can
have a conversation from the kitchen with

someone who is two rooms away in the liv-
ing room.” New windows are next.

“You can’t live in this day and age with
drafty windows,” Mrs. Hirschfeld said. “Ei-
ther you pump your furnace for all it’s
worth all winter, or you have double-glazed
windows.”

Drafty windows did not bother Ralph
Breiling, who designed and built this house
in 1925 on land he had purchased three years
earlier, spending less than $10,000 in all, or
about $111,000 adjusted for inflation. Mr.
Breiling was an architect, but in the severe
recession after World War I, he shifted to
teaching school, later rising to assistant
principal and then principal of Brooklyn
Technical High School.

A group of teachers had purchased land in
Hastings, and Mr. Breiling joined them, buy-
ing one of the lots. 

“He loved the Hudson Valley and when the
leaves were off the trees, we had a view of
the river and the Palisades,” Robert, one of
his sons, remembered. For years, “he com-
muted an hour and a half each way to his
job.”

When the Breiling family moved to Ed-
gars Lane, the exterior was finished — it
looked then much as it looks today — but the
interior walls were mostly unfinished plas-
ter. From then on, until he sold the house in
1950, Mr. Breiling renovated, with his own
hands. 

A Love for the Hudson Valley
He built the one-car garage that is still

there, and the room above it, which became
a children’s playroom. He enclosed a patio,
incorporating it into the living room. When
his third child, Clover, was born, he ex-
panded a small sewing room into the fourth
bedroom, building out over the front door. 

“He spread the work out; he could not af-
ford to do it all at once,” said Robert Breil-
ing, 83, now a retired engineer. “The De-
pression hit him hard. The New York City
schools cut pay in half. They said they would
make it up after the war, which they didn’t.
My mother started a nursery school in the
dining room. She had a bunch of little tables
and chairs; made a schoolroom out of it. I
thought she liked doing it. But looking back
it was for need.”

The Breilings’ lasting legacy was the gar-
den in the big side yard, which Mr. Breil-
ing’s wife, Leila, tended. In a 1933 article on
“beautiful gardens of Hastings,” the weekly
Hastings News had this to say about the
Breilings’ place: “From the stone retaining

wall along the street with its dense privet
hedge up to the children’s terrace that now
backs against the farm wall on the garden’s
highest level, one passes, terrace by terrace,
through grassy greensward, flowering
shrubs, long borders aglow with a hundred
blossoms.”

From that garden came the holly that
Duncan Wilson fashioned into wreaths and
sold at Christmas. His parents, Byron and
Jane Wilson, purchased 150 Edgars Lane in
1951 for $25,000, the equivalent of a little less
than $190,000 in today’s dollars, moving
from a smaller home in nearby Dobbs Fer-
ry when their third child was still young. 

“My mother decided that the family need-
ed more space,” Duncan Wilson, now 69, re-
calls.

The Wilsons put energy into maintaining
the elaborate garden, but they did little to
the house itself. They were square dancers,
so they fixed up the basement, refinishing
the walls and tiling the floor, Mr. Duncan
said. Like the Breilings, they sold the house
after their youngest child finished high
school, in 1963. 

The next four owners either moved on
quickly, to new jobs in other cities, or stayed
to raise children. The turnover helps to ex-
plain why the typical American family owns
a home for five or six years, a tenure un-
changed going back decades. 

Jerome and Carolyn Zinn stayed for eight
years, having purchased the house in 1964
from a psychiatrist who lived in it only 18
months. The Zinns paid $40,000 — roughly
$250,000 adjusted for inflation — coming
from a city apartment with eight-week-old
twin boys. 

“I knew that you raised children in a
house,” Mrs. Zinn said. “I didn’t know any-
thing about Hastings or anyone in the com-
munity. We started out looking in Yonkers
and we wandered into Hastings and we liked
the hilliness and the trees.” 

Mr. Zinn had started as a linotype opera-
tor, and his wife taught school, saving
enough from her salary for the $11,000 down
payment. The remaining $29,000 was the
amount still owed on the psychiatrist’s
mortgage, which the Zinns took over — a
common practice in those days. Before com-
ing to Hastings, Mr. Zinn had gone from
printer to owner of a small typography shop.
It flourished, and in 1982 the Zinns built a
bigger home in Irvington, a neighboring
town. 

“I kept thinking I wanted to do this to the
house and that to the house,” Mrs. Zinn said,
“and then I said, if there are so many things

I want to do we should buy a house, or build
one.”

In 1974, the Zinns sold 150 Edgars Lane
for $67,500 — adjusted for inflation, not that
much more than they had paid — to Gerald
Franz, a specialist in environmental issues
then employed by the New York City Plan-
ning Commission, and his wife, Susan, a
public school math teacher. They had been
married five years, hoping to have children
— they later adopted two daughters — and
the purchase price was a stretch for them.

“My expectation was to be married for-
ever and to live there forever,” Mrs. Franz
said. 

What Was Once a Garden
The Zinns agreed to let the Franzes post-

pone payment for the side yard, and they
waited nearly a decade before they pur-
chased that portion of their property for
$17,000. By then, with neither family caring
for the garden, it had gone to seed and Mr.
Zinn, in any event, was thinking of its value
as a building plot. “I had always hoped in the
back of my mind to get the variance to
build,” he said.

Divorce interrupted those plans. Mrs.
Franz, who recently remarried and is now
Susan Franz Ledley, got the house in the
1996 settlement. By then, it was valued at
$500,000. As a school teacher, she could
barely afford the upkeep and in 2001, while
her youngest daughter was a high school
senior, she sold it for $819,000 — about
$900,000 in today’s dollars — to Mr. Stover, a
stock analyst for Citigroup, and his wife,
Jeanine.

The Stovers were in their 30’s and plan-
ning a family, like the Franzes nearly 30
years earlier. Unlike the Franzes, however,
and all the other earlier owners, they began
to plan renovations, hiring an architect.

“Just as we were starting to get some
steam, we were called to Boston,” Mr. Stov-
er said. He took a better job in that city. 

Now that housing prices are subsiding,
the future monetary payoff from owning 150
Edgars Lane is clouded. But for the Hirsch-
felds the pleasures of indulging themselves
count for more. Julie Hirschfeld points to
the new bathroom sinks, for example, which
resemble 19th-century wash bowls, and the
“ridiculously expensive” border tiles in the
master bathroom.

“Once we started,’’ she said, “because we
had to do so much, it seemed we should
make the choices about how we wanted it to
look.” 

A Changing Idea of Home
As Buyers Come and Go

Photographs by Alan Zales for The New York Times

The Hirschfeld family enjoys the expanded kitchen in their home at 150 Edgars Lane in Hastings-on-Hudson, N.Y. Built for less
than $10,000 in 1925, the home is valued at $1.2 million. A succession of previous owners might not recognize its interior today.
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1940’s The house while it was still the 
property of the original owners and 
builders, Ralph and Leila Breiling.

1980’s Susan Franz and her daughter 
Erica at the house in the 1980’s.

2005 The house in November; it is now
owned by Tom and Julie Hirschfeld.

One House,   
Eight Owners
Built in 1925 by Ralph Breiling, an 
architect turned public school teacher, 
the house at 150 Edgars Lane in the New 
York suburb of Hastings-on-Hudson has 
gone through significant changes in 
recent years, reflecting the transformation 
of many once-ordinary suburban dwell-
ings into grander statements of personal 
wealth and status. The real estate boom 
of the late 1990’s and early 2000’s, 
concentrated around cities like New York, 
Chicago and San Francisco, has driven 
the changes by turning such homes into 
valuable investments in their own right.

1951: SOLD FOR 

$25,000 ($187,700)

House is sold to 
Byron and Jane 
Wilson.

1963: $38,000 

($241,800)

House is sold to 
Robert and 
Betty Senescu.

1964: $40,000 

($251,400)

House is sold 
to Jerome and 
Carolyn Zinn.

1974: $67,500  ($266,800)

House is sold to 
Gerald and
Susan Franz.

1996: $500,000  ($621,300)

Susan Franz gets the 
house in a divorce 
settlement.

2001: $819,000  ($901,500)

House is sold to Matthew 
and Jeanine Stover.

2002: $890,000  ($964,400)

House is sold to Tom 
and Julie Hirschfeld.

2005: VALUED AT $1,200,000

Present estimated market 
value of house.

1925: BUILT FOR LESS THAN $10,000 

($111,100 IN 2005 DOLLARS)

Ralph and Leila Breiling move 
into a house designed and built 
by Mr. Breiling — an architect, 
probably acting as his own 
contractor — for less than 
$10,000, his son, Robert, says.

INFLATION-ADJUSTED (REAL) PRICE

ACTUAL PRICE

Continued From Page A1
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portant to them that between the purchase
price and the outlays for improvements, Mr.
Hirschfeld says, the investment exceeds his
home’s current market value, estimated at
$1.2 million.

Juliet B. Schor, a Boston College sociolo-
gist and the author of “The Overspent
American,” classifies the burst of spending
on home improvement in recent years as
“competitive consumption going on in the
top 20 percent of the income distribution.’’

But many home owners, the Hirschfelds
among them, insist that quite apart from
status and comfort, what was once mainly a
dwelling in a compatible suburb now as-
sumes even greater personal importance in
an age when families increasingly focus on
themselves.

“Community is still very important,” said
William M. Rohe, director of the Center for
Urban and Regional Studies at the Universi-
ty of North Carolina, Chapel Hill. “But
homeowners today pay greater attention to
the house itself as an expression of them-
selves and as a haven for family life.”

For the Hirschfelds, a spacious new kitch-
en wing that juts into the backyard of their
property embodies their sense of how they
want their home to enhance their lives. Fin-
ished a year ago, the kitchen has become a
gathering place not just for cooking and
meals, but for homework, games, art
projects, reading and conversation with the
Hirschfelds’ children, Ben, 12, and Leila, 8. 

“We didn’t build this kitchen for any tro-
phy motivation or to achieve any level of
luxury,” Mr. Hirschfeld said, pointing out
that the appliances, including the refrigera-
tor and stove, are ordinary off-the-floor
models, not state-of-the-art extravaganzas.
“We did it to make our family life more free-
flowing and warm.”

The yard was not suitable for the new
kitchen wing, however. So a stone retaining
wall went up to carve more flat space from
the sloping land — unexpectedly adding
thousands of dollars to renovation costs.

The Hirschfelds also spent more than
planned to reverse the deterioration of their
80-year-old house — one
of the tens of thousands
built during the nation’s
first great suburban
housing boom, before the
Depression. 

“We really bought this
to be our family home,”
Mrs. Hirschfeld said,
“and we made an error in
judgment in not knowing
what it would cost to deal
with the deterioration.”
But the basement, she
added, which “was wet
for 40 years, is no longer
wet.”

Before the Hirschfelds,
each of the previous own-
ers made incremental improvements,
spreading renovation over their years in
residence rather than bunching it at the be-
ginning. Mostly those earlier owners lived
with the house’s shortcomings, including the
cramped kitchen, now converted into a mud
room. 

Wealthy Buyers Move In
The Hirschfelds, in their early 40’s, were

less constrained by income, an increasingly
common characteristic of the households
engaged in home improvement. Those with
at least $120,000 in annual income accounted
for 32 percent of all the spending on home
renovation in 2003, the latest year for which
data is available. That is up from 21 percent
in 1995, adjusted for inflation, according to
the Joint Center for Housing Studies at Har-
vard. The spending itself reached $233 bil-
lion in 2003, a rise of 52 percent from 1995. 

For decades, a home in the suburbs was a

family haven for the middle class, “a kind of
anchor in the heavy seas of urban life,” as
Kenneth T. Jackson, a Columbia University
historian, put it in his 1985 book “Crabgrass
Frontier.”

That was true of the owners of 150 Edgars
Lane. But with the surge in home prices, the
big side yard took on a new dimension as a
potentially valuable building plot. It was no
longer cherished as the colorful, terraced
flower garden nurtured by several former
owners and written up admiringly in the lo-
cal newspaper.

The objections of neighbors stopped the
owner of the house in 2001, a woman who
had received it in a divorce settlement, from
obtaining a zoning variance so that she
could split off the old flower garden and sell
the property as two lots for more than the
$819,000 that she finally received. 

With that sale, the house moved out of the
reach of middle-income buyers. The buyer,
Matthew Stover, came from Wall Street,
and he soon sold the house to Mr. Hirschfeld,
also from Wall Street. 

Still, the Stovers and the Hirschfelds, like
nearly all of the owners before them, came
to Hastings from apartments in New York
City, choosing the town in part because it of-
fered a demographic mix greater than
many other suburbs, as well as neighbors
who were often artists, writers and academ-
ics.

The intellectual aura was particularly
present on Edgars Lane. Margaret Sanger,
an early leader of the birth control move-
ment, lived across the street from 150, and
Lewis Hine, the famous photographer of in-
dustrial realism, owned the house two doors
up. They are long gone, but the Hirschfelds,
who received graduate degrees from Oxford
after going to college in the United States,
are proud of this legacy.

“We really wanted to live in Hastings,”
Mr. Hirschfeld said. 

Suburban Diversity
The homes that made this town a suburb

went up in the woody hills above Broadway.
Below that dividing street, blue-collar work-
ers, many of them Polish and Italian immi-

grants, occupied the apart-
ments and row houses near
the waterfront, close to the
chemical plant and the cop-
per mill that employed
them, until the last factory
closed in 1975.

The children of those
workers went to school
with the children in the
hills and “there is still a
feeling that the diversity
continues to exist — more
a feeling than a reality,”
David W. McCullough, a lo-
cal historian, said. 

As a community, Hast-
ings tries to resist the trap-
pings of affluence that are

spreading through so many suburbs. The
downtown is still a collection of mostly older
stores and restaurants — reflecting “a cer-
tain pride that we have in the shabbiness,”
as Mr. McCullough put it.

Very few of the upscale stores and restau-
rants evident elsewhere have arrived here
yet. But almost certainly they will as rising
home prices, which limit eligible newcom-
ers to families like the Hirschfelds, gradual-
ly squeeze out lower-income families.

The Hirschfelds, adding even greater val-
ue to their home, have installed air condi-
tioning, expanded the master bathroom and
more than doubled the size of Leila’s bed-
room, by constructing a second story on top
of the kitchen wing. They rebuilt the base-
ment, spending far more than they intended
to get rid of mold and wetness, and took
down the wall between the living room and
the dining room, creating what Mr. Hirsch-
feld described as “a flowing space so we can
have a conversation from the kitchen with

someone who is two rooms away in the liv-
ing room.” New windows are next.

“You can’t live in this day and age with
drafty windows,” Mrs. Hirschfeld said. “Ei-
ther you pump your furnace for all it’s
worth all winter, or you have double-glazed
windows.”

Drafty windows did not bother Ralph
Breiling, who designed and built this house
in 1925 on land he had purchased three years
earlier, spending less than $10,000 in all, or
about $111,000 adjusted for inflation. Mr.
Breiling was an architect, but in the severe
recession after World War I, he shifted to
teaching school, later rising to assistant
principal and then principal of Brooklyn
Technical High School.

A group of teachers had purchased land in
Hastings, and Mr. Breiling joined them, buy-
ing one of the lots. 

“He loved the Hudson Valley and when the
leaves were off the trees, we had a view of
the river and the Palisades,” Robert, one of
his sons, remembered. For years, “he com-
muted an hour and a half each way to his
job.”

When the Breiling family moved to Ed-
gars Lane, the exterior was finished — it
looked then much as it looks today — but the
interior walls were mostly unfinished plas-
ter. From then on, until he sold the house in
1950, Mr. Breiling renovated, with his own
hands. 

A Love for the Hudson Valley
He built the one-car garage that is still

there, and the room above it, which became
a children’s playroom. He enclosed a patio,
incorporating it into the living room. When
his third child, Clover, was born, he ex-
panded a small sewing room into the fourth
bedroom, building out over the front door. 

“He spread the work out; he could not af-
ford to do it all at once,” said Robert Breil-
ing, 83, now a retired engineer. “The De-
pression hit him hard. The New York City
schools cut pay in half. They said they would
make it up after the war, which they didn’t.
My mother started a nursery school in the
dining room. She had a bunch of little tables
and chairs; made a schoolroom out of it. I
thought she liked doing it. But looking back
it was for need.”

The Breilings’ lasting legacy was the gar-
den in the big side yard, which Mr. Breil-
ing’s wife, Leila, tended. In a 1933 article on
“beautiful gardens of Hastings,” the weekly
Hastings News had this to say about the
Breilings’ place: “From the stone retaining

wall along the street with its dense privet
hedge up to the children’s terrace that now
backs against the farm wall on the garden’s
highest level, one passes, terrace by terrace,
through grassy greensward, flowering
shrubs, long borders aglow with a hundred
blossoms.”

From that garden came the holly that
Duncan Wilson fashioned into wreaths and
sold at Christmas. His parents, Byron and
Jane Wilson, purchased 150 Edgars Lane in
1951 for $25,000, the equivalent of a little less
than $190,000 in today’s dollars, moving
from a smaller home in nearby Dobbs Fer-
ry when their third child was still young. 

“My mother decided that the family need-
ed more space,” Duncan Wilson, now 69, re-
calls.

The Wilsons put energy into maintaining
the elaborate garden, but they did little to
the house itself. They were square dancers,
so they fixed up the basement, refinishing
the walls and tiling the floor, Mr. Duncan
said. Like the Breilings, they sold the house
after their youngest child finished high
school, in 1963. 

The next four owners either moved on
quickly, to new jobs in other cities, or stayed
to raise children. The turnover helps to ex-
plain why the typical American family owns
a home for five or six years, a tenure un-
changed going back decades. 

Jerome and Carolyn Zinn stayed for eight
years, having purchased the house in 1964
from a psychiatrist who lived in it only 18
months. The Zinns paid $40,000 — roughly
$250,000 adjusted for inflation — coming
from a city apartment with eight-week-old
twin boys. 

“I knew that you raised children in a
house,” Mrs. Zinn said. “I didn’t know any-
thing about Hastings or anyone in the com-
munity. We started out looking in Yonkers
and we wandered into Hastings and we liked
the hilliness and the trees.” 

Mr. Zinn had started as a linotype opera-
tor, and his wife taught school, saving
enough from her salary for the $11,000 down
payment. The remaining $29,000 was the
amount still owed on the psychiatrist’s
mortgage, which the Zinns took over — a
common practice in those days. Before com-
ing to Hastings, Mr. Zinn had gone from
printer to owner of a small typography shop.
It flourished, and in 1982 the Zinns built a
bigger home in Irvington, a neighboring
town. 

“I kept thinking I wanted to do this to the
house and that to the house,” Mrs. Zinn said,
“and then I said, if there are so many things

I want to do we should buy a house, or build
one.”

In 1974, the Zinns sold 150 Edgars Lane
for $67,500 — adjusted for inflation, not that
much more than they had paid — to Gerald
Franz, a specialist in environmental issues
then employed by the New York City Plan-
ning Commission, and his wife, Susan, a
public school math teacher. They had been
married five years, hoping to have children
— they later adopted two daughters — and
the purchase price was a stretch for them.

“My expectation was to be married for-
ever and to live there forever,” Mrs. Franz
said. 

What Was Once a Garden
The Zinns agreed to let the Franzes post-

pone payment for the side yard, and they
waited nearly a decade before they pur-
chased that portion of their property for
$17,000. By then, with neither family caring
for the garden, it had gone to seed and Mr.
Zinn, in any event, was thinking of its value
as a building plot. “I had always hoped in the
back of my mind to get the variance to
build,” he said.

Divorce interrupted those plans. Mrs.
Franz, who recently remarried and is now
Susan Franz Ledley, got the house in the
1996 settlement. By then, it was valued at
$500,000. As a school teacher, she could
barely afford the upkeep and in 2001, while
her youngest daughter was a high school
senior, she sold it for $819,000 — about
$900,000 in today’s dollars — to Mr. Stover, a
stock analyst for Citigroup, and his wife,
Jeanine.

The Stovers were in their 30’s and plan-
ning a family, like the Franzes nearly 30
years earlier. Unlike the Franzes, however,
and all the other earlier owners, they began
to plan renovations, hiring an architect.

“Just as we were starting to get some
steam, we were called to Boston,” Mr. Stov-
er said. He took a better job in that city. 

Now that housing prices are subsiding,
the future monetary payoff from owning 150
Edgars Lane is clouded. But for the Hirsch-
felds the pleasures of indulging themselves
count for more. Julie Hirschfeld points to
the new bathroom sinks, for example, which
resemble 19th-century wash bowls, and the
“ridiculously expensive” border tiles in the
master bathroom.

“Once we started,’’ she said, “because we
had to do so much, it seemed we should
make the choices about how we wanted it to
look.” 

A Changing Idea of Home
As Buyers Come and Go

Photographs by Alan Zales for The New York Times

The Hirschfeld family enjoys the expanded kitchen in their home at 150 Edgars Lane in Hastings-on-Hudson, N.Y. Built for less
than $10,000 in 1925, the home is valued at $1.2 million. A succession of previous owners might not recognize its interior today.
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1940’s The house while it was still the 
property of the original owners and 
builders, Ralph and Leila Breiling.

1980’s Susan Franz and her daughter 
Erica at the house in the 1980’s.

2005 The house in November; it is now
owned by Tom and Julie Hirschfeld.

One House,   
Eight Owners
Built in 1925 by Ralph Breiling, an 
architect turned public school teacher, 
the house at 150 Edgars Lane in the New 
York suburb of Hastings-on-Hudson has 
gone through significant changes in 
recent years, reflecting the transformation 
of many once-ordinary suburban dwell-
ings into grander statements of personal 
wealth and status. The real estate boom 
of the late 1990’s and early 2000’s, 
concentrated around cities like New York, 
Chicago and San Francisco, has driven 
the changes by turning such homes into 
valuable investments in their own right.

1951: SOLD FOR 

$25,000 ($187,700)

House is sold to 
Byron and Jane 
Wilson.

1963: $38,000 

($241,800)

House is sold to 
Robert and 
Betty Senescu.

1964: $40,000 

($251,400)

House is sold 
to Jerome and 
Carolyn Zinn.

1974: $67,500  ($266,800)

House is sold to 
Gerald and
Susan Franz.

1996: $500,000  ($621,300)

Susan Franz gets the 
house in a divorce 
settlement.

2001: $819,000  ($901,500)

House is sold to Matthew 
and Jeanine Stover.

2002: $890,000  ($964,400)

House is sold to Tom 
and Julie Hirschfeld.

2005: VALUED AT $1,200,000

Present estimated market 
value of house.

1925: BUILT FOR LESS THAN $10,000 

($111,100 IN 2005 DOLLARS)

Ralph and Leila Breiling move 
into a house designed and built 
by Mr. Breiling — an architect, 
probably acting as his own 
contractor — for less than 
$10,000, his son, Robert, says.
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portant to them that between the purchase
price and the outlays for improvements, Mr.
Hirschfeld says, the investment exceeds his
home’s current market value, estimated at
$1.2 million.

Juliet B. Schor, a Boston College sociolo-
gist and the author of “The Overspent
American,” classifies the burst of spending
on home improvement in recent years as
“competitive consumption going on in the
top 20 percent of the income distribution.’’

But many home owners, the Hirschfelds
among them, insist that quite apart from
status and comfort, what was once mainly a
dwelling in a compatible suburb now as-
sumes even greater personal importance in
an age when families increasingly focus on
themselves.

“Community is still very important,” said
William M. Rohe, director of the Center for
Urban and Regional Studies at the Universi-
ty of North Carolina, Chapel Hill. “But
homeowners today pay greater attention to
the house itself as an expression of them-
selves and as a haven for family life.”

For the Hirschfelds, a spacious new kitch-
en wing that juts into the backyard of their
property embodies their sense of how they
want their home to enhance their lives. Fin-
ished a year ago, the kitchen has become a
gathering place not just for cooking and
meals, but for homework, games, art
projects, reading and conversation with the
Hirschfelds’ children, Ben, 12, and Leila, 8. 

“We didn’t build this kitchen for any tro-
phy motivation or to achieve any level of
luxury,” Mr. Hirschfeld said, pointing out
that the appliances, including the refrigera-
tor and stove, are ordinary off-the-floor
models, not state-of-the-art extravaganzas.
“We did it to make our family life more free-
flowing and warm.”

The yard was not suitable for the new
kitchen wing, however. So a stone retaining
wall went up to carve more flat space from
the sloping land — unexpectedly adding
thousands of dollars to renovation costs.

The Hirschfelds also spent more than
planned to reverse the deterioration of their
80-year-old house — one
of the tens of thousands
built during the nation’s
first great suburban
housing boom, before the
Depression. 

“We really bought this
to be our family home,”
Mrs. Hirschfeld said,
“and we made an error in
judgment in not knowing
what it would cost to deal
with the deterioration.”
But the basement, she
added, which “was wet
for 40 years, is no longer
wet.”

Before the Hirschfelds,
each of the previous own-
ers made incremental improvements,
spreading renovation over their years in
residence rather than bunching it at the be-
ginning. Mostly those earlier owners lived
with the house’s shortcomings, including the
cramped kitchen, now converted into a mud
room. 

Wealthy Buyers Move In
The Hirschfelds, in their early 40’s, were

less constrained by income, an increasingly
common characteristic of the households
engaged in home improvement. Those with
at least $120,000 in annual income accounted
for 32 percent of all the spending on home
renovation in 2003, the latest year for which
data is available. That is up from 21 percent
in 1995, adjusted for inflation, according to
the Joint Center for Housing Studies at Har-
vard. The spending itself reached $233 bil-
lion in 2003, a rise of 52 percent from 1995. 

For decades, a home in the suburbs was a

family haven for the middle class, “a kind of
anchor in the heavy seas of urban life,” as
Kenneth T. Jackson, a Columbia University
historian, put it in his 1985 book “Crabgrass
Frontier.”

That was true of the owners of 150 Edgars
Lane. But with the surge in home prices, the
big side yard took on a new dimension as a
potentially valuable building plot. It was no
longer cherished as the colorful, terraced
flower garden nurtured by several former
owners and written up admiringly in the lo-
cal newspaper.

The objections of neighbors stopped the
owner of the house in 2001, a woman who
had received it in a divorce settlement, from
obtaining a zoning variance so that she
could split off the old flower garden and sell
the property as two lots for more than the
$819,000 that she finally received. 

With that sale, the house moved out of the
reach of middle-income buyers. The buyer,
Matthew Stover, came from Wall Street,
and he soon sold the house to Mr. Hirschfeld,
also from Wall Street. 

Still, the Stovers and the Hirschfelds, like
nearly all of the owners before them, came
to Hastings from apartments in New York
City, choosing the town in part because it of-
fered a demographic mix greater than
many other suburbs, as well as neighbors
who were often artists, writers and academ-
ics.

The intellectual aura was particularly
present on Edgars Lane. Margaret Sanger,
an early leader of the birth control move-
ment, lived across the street from 150, and
Lewis Hine, the famous photographer of in-
dustrial realism, owned the house two doors
up. They are long gone, but the Hirschfelds,
who received graduate degrees from Oxford
after going to college in the United States,
are proud of this legacy.

“We really wanted to live in Hastings,”
Mr. Hirschfeld said. 

Suburban Diversity
The homes that made this town a suburb

went up in the woody hills above Broadway.
Below that dividing street, blue-collar work-
ers, many of them Polish and Italian immi-

grants, occupied the apart-
ments and row houses near
the waterfront, close to the
chemical plant and the cop-
per mill that employed
them, until the last factory
closed in 1975.

The children of those
workers went to school
with the children in the
hills and “there is still a
feeling that the diversity
continues to exist — more
a feeling than a reality,”
David W. McCullough, a lo-
cal historian, said. 

As a community, Hast-
ings tries to resist the trap-
pings of affluence that are

spreading through so many suburbs. The
downtown is still a collection of mostly older
stores and restaurants — reflecting “a cer-
tain pride that we have in the shabbiness,”
as Mr. McCullough put it.

Very few of the upscale stores and restau-
rants evident elsewhere have arrived here
yet. But almost certainly they will as rising
home prices, which limit eligible newcom-
ers to families like the Hirschfelds, gradual-
ly squeeze out lower-income families.

The Hirschfelds, adding even greater val-
ue to their home, have installed air condi-
tioning, expanded the master bathroom and
more than doubled the size of Leila’s bed-
room, by constructing a second story on top
of the kitchen wing. They rebuilt the base-
ment, spending far more than they intended
to get rid of mold and wetness, and took
down the wall between the living room and
the dining room, creating what Mr. Hirsch-
feld described as “a flowing space so we can
have a conversation from the kitchen with

someone who is two rooms away in the liv-
ing room.” New windows are next.

“You can’t live in this day and age with
drafty windows,” Mrs. Hirschfeld said. “Ei-
ther you pump your furnace for all it’s
worth all winter, or you have double-glazed
windows.”

Drafty windows did not bother Ralph
Breiling, who designed and built this house
in 1925 on land he had purchased three years
earlier, spending less than $10,000 in all, or
about $111,000 adjusted for inflation. Mr.
Breiling was an architect, but in the severe
recession after World War I, he shifted to
teaching school, later rising to assistant
principal and then principal of Brooklyn
Technical High School.

A group of teachers had purchased land in
Hastings, and Mr. Breiling joined them, buy-
ing one of the lots. 

“He loved the Hudson Valley and when the
leaves were off the trees, we had a view of
the river and the Palisades,” Robert, one of
his sons, remembered. For years, “he com-
muted an hour and a half each way to his
job.”

When the Breiling family moved to Ed-
gars Lane, the exterior was finished — it
looked then much as it looks today — but the
interior walls were mostly unfinished plas-
ter. From then on, until he sold the house in
1950, Mr. Breiling renovated, with his own
hands. 

A Love for the Hudson Valley
He built the one-car garage that is still

there, and the room above it, which became
a children’s playroom. He enclosed a patio,
incorporating it into the living room. When
his third child, Clover, was born, he ex-
panded a small sewing room into the fourth
bedroom, building out over the front door. 

“He spread the work out; he could not af-
ford to do it all at once,” said Robert Breil-
ing, 83, now a retired engineer. “The De-
pression hit him hard. The New York City
schools cut pay in half. They said they would
make it up after the war, which they didn’t.
My mother started a nursery school in the
dining room. She had a bunch of little tables
and chairs; made a schoolroom out of it. I
thought she liked doing it. But looking back
it was for need.”

The Breilings’ lasting legacy was the gar-
den in the big side yard, which Mr. Breil-
ing’s wife, Leila, tended. In a 1933 article on
“beautiful gardens of Hastings,” the weekly
Hastings News had this to say about the
Breilings’ place: “From the stone retaining

wall along the street with its dense privet
hedge up to the children’s terrace that now
backs against the farm wall on the garden’s
highest level, one passes, terrace by terrace,
through grassy greensward, flowering
shrubs, long borders aglow with a hundred
blossoms.”

From that garden came the holly that
Duncan Wilson fashioned into wreaths and
sold at Christmas. His parents, Byron and
Jane Wilson, purchased 150 Edgars Lane in
1951 for $25,000, the equivalent of a little less
than $190,000 in today’s dollars, moving
from a smaller home in nearby Dobbs Fer-
ry when their third child was still young. 

“My mother decided that the family need-
ed more space,” Duncan Wilson, now 69, re-
calls.

The Wilsons put energy into maintaining
the elaborate garden, but they did little to
the house itself. They were square dancers,
so they fixed up the basement, refinishing
the walls and tiling the floor, Mr. Duncan
said. Like the Breilings, they sold the house
after their youngest child finished high
school, in 1963. 

The next four owners either moved on
quickly, to new jobs in other cities, or stayed
to raise children. The turnover helps to ex-
plain why the typical American family owns
a home for five or six years, a tenure un-
changed going back decades. 

Jerome and Carolyn Zinn stayed for eight
years, having purchased the house in 1964
from a psychiatrist who lived in it only 18
months. The Zinns paid $40,000 — roughly
$250,000 adjusted for inflation — coming
from a city apartment with eight-week-old
twin boys. 

“I knew that you raised children in a
house,” Mrs. Zinn said. “I didn’t know any-
thing about Hastings or anyone in the com-
munity. We started out looking in Yonkers
and we wandered into Hastings and we liked
the hilliness and the trees.” 

Mr. Zinn had started as a linotype opera-
tor, and his wife taught school, saving
enough from her salary for the $11,000 down
payment. The remaining $29,000 was the
amount still owed on the psychiatrist’s
mortgage, which the Zinns took over — a
common practice in those days. Before com-
ing to Hastings, Mr. Zinn had gone from
printer to owner of a small typography shop.
It flourished, and in 1982 the Zinns built a
bigger home in Irvington, a neighboring
town. 

“I kept thinking I wanted to do this to the
house and that to the house,” Mrs. Zinn said,
“and then I said, if there are so many things

I want to do we should buy a house, or build
one.”

In 1974, the Zinns sold 150 Edgars Lane
for $67,500 — adjusted for inflation, not that
much more than they had paid — to Gerald
Franz, a specialist in environmental issues
then employed by the New York City Plan-
ning Commission, and his wife, Susan, a
public school math teacher. They had been
married five years, hoping to have children
— they later adopted two daughters — and
the purchase price was a stretch for them.

“My expectation was to be married for-
ever and to live there forever,” Mrs. Franz
said. 

What Was Once a Garden
The Zinns agreed to let the Franzes post-

pone payment for the side yard, and they
waited nearly a decade before they pur-
chased that portion of their property for
$17,000. By then, with neither family caring
for the garden, it had gone to seed and Mr.
Zinn, in any event, was thinking of its value
as a building plot. “I had always hoped in the
back of my mind to get the variance to
build,” he said.

Divorce interrupted those plans. Mrs.
Franz, who recently remarried and is now
Susan Franz Ledley, got the house in the
1996 settlement. By then, it was valued at
$500,000. As a school teacher, she could
barely afford the upkeep and in 2001, while
her youngest daughter was a high school
senior, she sold it for $819,000 — about
$900,000 in today’s dollars — to Mr. Stover, a
stock analyst for Citigroup, and his wife,
Jeanine.

The Stovers were in their 30’s and plan-
ning a family, like the Franzes nearly 30
years earlier. Unlike the Franzes, however,
and all the other earlier owners, they began
to plan renovations, hiring an architect.

“Just as we were starting to get some
steam, we were called to Boston,” Mr. Stov-
er said. He took a better job in that city. 

Now that housing prices are subsiding,
the future monetary payoff from owning 150
Edgars Lane is clouded. But for the Hirsch-
felds the pleasures of indulging themselves
count for more. Julie Hirschfeld points to
the new bathroom sinks, for example, which
resemble 19th-century wash bowls, and the
“ridiculously expensive” border tiles in the
master bathroom.

“Once we started,’’ she said, “because we
had to do so much, it seemed we should
make the choices about how we wanted it to
look.” 

A Changing Idea of Home
As Buyers Come and Go

Photographs by Alan Zales for The New York Times

The Hirschfeld family enjoys the expanded kitchen in their home at 150 Edgars Lane in Hastings-on-Hudson, N.Y. Built for less
than $10,000 in 1925, the home is valued at $1.2 million. A succession of previous owners might not recognize its interior today.
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1940’s The house while it was still the 
property of the original owners and 
builders, Ralph and Leila Breiling.

1980’s Susan Franz and her daughter 
Erica at the house in the 1980’s.

2005 The house in November; it is now
owned by Tom and Julie Hirschfeld.

One House,   
Eight Owners
Built in 1925 by Ralph Breiling, an 
architect turned public school teacher, 
the house at 150 Edgars Lane in the New 
York suburb of Hastings-on-Hudson has 
gone through significant changes in 
recent years, reflecting the transformation 
of many once-ordinary suburban dwell-
ings into grander statements of personal 
wealth and status. The real estate boom 
of the late 1990’s and early 2000’s, 
concentrated around cities like New York, 
Chicago and San Francisco, has driven 
the changes by turning such homes into 
valuable investments in their own right.
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Ralph and Leila Breiling move 
into a house designed and built 
by Mr. Breiling — an architect, 
probably acting as his own 
contractor — for less than 
$10,000, his son, Robert, says.

INFLATION-ADJUSTED (REAL) PRICE

ACTUAL PRICE
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portant to them that between the purchase
price and the outlays for improvements, Mr.
Hirschfeld says, the investment exceeds his
home’s current market value, estimated at
$1.2 million.

Juliet B. Schor, a Boston College sociolo-
gist and the author of “The Overspent
American,” classifies the burst of spending
on home improvement in recent years as
“competitive consumption going on in the
top 20 percent of the income distribution.’’

But many home owners, the Hirschfelds
among them, insist that quite apart from
status and comfort, what was once mainly a
dwelling in a compatible suburb now as-
sumes even greater personal importance in
an age when families increasingly focus on
themselves.

“Community is still very important,” said
William M. Rohe, director of the Center for
Urban and Regional Studies at the Universi-
ty of North Carolina, Chapel Hill. “But
homeowners today pay greater attention to
the house itself as an expression of them-
selves and as a haven for family life.”

For the Hirschfelds, a spacious new kitch-
en wing that juts into the backyard of their
property embodies their sense of how they
want their home to enhance their lives. Fin-
ished a year ago, the kitchen has become a
gathering place not just for cooking and
meals, but for homework, games, art
projects, reading and conversation with the
Hirschfelds’ children, Ben, 12, and Leila, 8. 

“We didn’t build this kitchen for any tro-
phy motivation or to achieve any level of
luxury,” Mr. Hirschfeld said, pointing out
that the appliances, including the refrigera-
tor and stove, are ordinary off-the-floor
models, not state-of-the-art extravaganzas.
“We did it to make our family life more free-
flowing and warm.”

The yard was not suitable for the new
kitchen wing, however. So a stone retaining
wall went up to carve more flat space from
the sloping land — unexpectedly adding
thousands of dollars to renovation costs.

The Hirschfelds also spent more than
planned to reverse the deterioration of their
80-year-old house — one
of the tens of thousands
built during the nation’s
first great suburban
housing boom, before the
Depression. 

“We really bought this
to be our family home,”
Mrs. Hirschfeld said,
“and we made an error in
judgment in not knowing
what it would cost to deal
with the deterioration.”
But the basement, she
added, which “was wet
for 40 years, is no longer
wet.”

Before the Hirschfelds,
each of the previous own-
ers made incremental improvements,
spreading renovation over their years in
residence rather than bunching it at the be-
ginning. Mostly those earlier owners lived
with the house’s shortcomings, including the
cramped kitchen, now converted into a mud
room. 

Wealthy Buyers Move In
The Hirschfelds, in their early 40’s, were

less constrained by income, an increasingly
common characteristic of the households
engaged in home improvement. Those with
at least $120,000 in annual income accounted
for 32 percent of all the spending on home
renovation in 2003, the latest year for which
data is available. That is up from 21 percent
in 1995, adjusted for inflation, according to
the Joint Center for Housing Studies at Har-
vard. The spending itself reached $233 bil-
lion in 2003, a rise of 52 percent from 1995. 

For decades, a home in the suburbs was a

family haven for the middle class, “a kind of
anchor in the heavy seas of urban life,” as
Kenneth T. Jackson, a Columbia University
historian, put it in his 1985 book “Crabgrass
Frontier.”

That was true of the owners of 150 Edgars
Lane. But with the surge in home prices, the
big side yard took on a new dimension as a
potentially valuable building plot. It was no
longer cherished as the colorful, terraced
flower garden nurtured by several former
owners and written up admiringly in the lo-
cal newspaper.

The objections of neighbors stopped the
owner of the house in 2001, a woman who
had received it in a divorce settlement, from
obtaining a zoning variance so that she
could split off the old flower garden and sell
the property as two lots for more than the
$819,000 that she finally received. 

With that sale, the house moved out of the
reach of middle-income buyers. The buyer,
Matthew Stover, came from Wall Street,
and he soon sold the house to Mr. Hirschfeld,
also from Wall Street. 

Still, the Stovers and the Hirschfelds, like
nearly all of the owners before them, came
to Hastings from apartments in New York
City, choosing the town in part because it of-
fered a demographic mix greater than
many other suburbs, as well as neighbors
who were often artists, writers and academ-
ics.

The intellectual aura was particularly
present on Edgars Lane. Margaret Sanger,
an early leader of the birth control move-
ment, lived across the street from 150, and
Lewis Hine, the famous photographer of in-
dustrial realism, owned the house two doors
up. They are long gone, but the Hirschfelds,
who received graduate degrees from Oxford
after going to college in the United States,
are proud of this legacy.

“We really wanted to live in Hastings,”
Mr. Hirschfeld said. 

Suburban Diversity
The homes that made this town a suburb

went up in the woody hills above Broadway.
Below that dividing street, blue-collar work-
ers, many of them Polish and Italian immi-

grants, occupied the apart-
ments and row houses near
the waterfront, close to the
chemical plant and the cop-
per mill that employed
them, until the last factory
closed in 1975.

The children of those
workers went to school
with the children in the
hills and “there is still a
feeling that the diversity
continues to exist — more
a feeling than a reality,”
David W. McCullough, a lo-
cal historian, said. 

As a community, Hast-
ings tries to resist the trap-
pings of affluence that are

spreading through so many suburbs. The
downtown is still a collection of mostly older
stores and restaurants — reflecting “a cer-
tain pride that we have in the shabbiness,”
as Mr. McCullough put it.

Very few of the upscale stores and restau-
rants evident elsewhere have arrived here
yet. But almost certainly they will as rising
home prices, which limit eligible newcom-
ers to families like the Hirschfelds, gradual-
ly squeeze out lower-income families.

The Hirschfelds, adding even greater val-
ue to their home, have installed air condi-
tioning, expanded the master bathroom and
more than doubled the size of Leila’s bed-
room, by constructing a second story on top
of the kitchen wing. They rebuilt the base-
ment, spending far more than they intended
to get rid of mold and wetness, and took
down the wall between the living room and
the dining room, creating what Mr. Hirsch-
feld described as “a flowing space so we can
have a conversation from the kitchen with

someone who is two rooms away in the liv-
ing room.” New windows are next.

“You can’t live in this day and age with
drafty windows,” Mrs. Hirschfeld said. “Ei-
ther you pump your furnace for all it’s
worth all winter, or you have double-glazed
windows.”

Drafty windows did not bother Ralph
Breiling, who designed and built this house
in 1925 on land he had purchased three years
earlier, spending less than $10,000 in all, or
about $111,000 adjusted for inflation. Mr.
Breiling was an architect, but in the severe
recession after World War I, he shifted to
teaching school, later rising to assistant
principal and then principal of Brooklyn
Technical High School.

A group of teachers had purchased land in
Hastings, and Mr. Breiling joined them, buy-
ing one of the lots. 

“He loved the Hudson Valley and when the
leaves were off the trees, we had a view of
the river and the Palisades,” Robert, one of
his sons, remembered. For years, “he com-
muted an hour and a half each way to his
job.”

When the Breiling family moved to Ed-
gars Lane, the exterior was finished — it
looked then much as it looks today — but the
interior walls were mostly unfinished plas-
ter. From then on, until he sold the house in
1950, Mr. Breiling renovated, with his own
hands. 

A Love for the Hudson Valley
He built the one-car garage that is still

there, and the room above it, which became
a children’s playroom. He enclosed a patio,
incorporating it into the living room. When
his third child, Clover, was born, he ex-
panded a small sewing room into the fourth
bedroom, building out over the front door. 

“He spread the work out; he could not af-
ford to do it all at once,” said Robert Breil-
ing, 83, now a retired engineer. “The De-
pression hit him hard. The New York City
schools cut pay in half. They said they would
make it up after the war, which they didn’t.
My mother started a nursery school in the
dining room. She had a bunch of little tables
and chairs; made a schoolroom out of it. I
thought she liked doing it. But looking back
it was for need.”

The Breilings’ lasting legacy was the gar-
den in the big side yard, which Mr. Breil-
ing’s wife, Leila, tended. In a 1933 article on
“beautiful gardens of Hastings,” the weekly
Hastings News had this to say about the
Breilings’ place: “From the stone retaining

wall along the street with its dense privet
hedge up to the children’s terrace that now
backs against the farm wall on the garden’s
highest level, one passes, terrace by terrace,
through grassy greensward, flowering
shrubs, long borders aglow with a hundred
blossoms.”

From that garden came the holly that
Duncan Wilson fashioned into wreaths and
sold at Christmas. His parents, Byron and
Jane Wilson, purchased 150 Edgars Lane in
1951 for $25,000, the equivalent of a little less
than $190,000 in today’s dollars, moving
from a smaller home in nearby Dobbs Fer-
ry when their third child was still young. 

“My mother decided that the family need-
ed more space,” Duncan Wilson, now 69, re-
calls.

The Wilsons put energy into maintaining
the elaborate garden, but they did little to
the house itself. They were square dancers,
so they fixed up the basement, refinishing
the walls and tiling the floor, Mr. Duncan
said. Like the Breilings, they sold the house
after their youngest child finished high
school, in 1963. 

The next four owners either moved on
quickly, to new jobs in other cities, or stayed
to raise children. The turnover helps to ex-
plain why the typical American family owns
a home for five or six years, a tenure un-
changed going back decades. 

Jerome and Carolyn Zinn stayed for eight
years, having purchased the house in 1964
from a psychiatrist who lived in it only 18
months. The Zinns paid $40,000 — roughly
$250,000 adjusted for inflation — coming
from a city apartment with eight-week-old
twin boys. 

“I knew that you raised children in a
house,” Mrs. Zinn said. “I didn’t know any-
thing about Hastings or anyone in the com-
munity. We started out looking in Yonkers
and we wandered into Hastings and we liked
the hilliness and the trees.” 

Mr. Zinn had started as a linotype opera-
tor, and his wife taught school, saving
enough from her salary for the $11,000 down
payment. The remaining $29,000 was the
amount still owed on the psychiatrist’s
mortgage, which the Zinns took over — a
common practice in those days. Before com-
ing to Hastings, Mr. Zinn had gone from
printer to owner of a small typography shop.
It flourished, and in 1982 the Zinns built a
bigger home in Irvington, a neighboring
town. 

“I kept thinking I wanted to do this to the
house and that to the house,” Mrs. Zinn said,
“and then I said, if there are so many things

I want to do we should buy a house, or build
one.”

In 1974, the Zinns sold 150 Edgars Lane
for $67,500 — adjusted for inflation, not that
much more than they had paid — to Gerald
Franz, a specialist in environmental issues
then employed by the New York City Plan-
ning Commission, and his wife, Susan, a
public school math teacher. They had been
married five years, hoping to have children
— they later adopted two daughters — and
the purchase price was a stretch for them.

“My expectation was to be married for-
ever and to live there forever,” Mrs. Franz
said. 

What Was Once a Garden
The Zinns agreed to let the Franzes post-

pone payment for the side yard, and they
waited nearly a decade before they pur-
chased that portion of their property for
$17,000. By then, with neither family caring
for the garden, it had gone to seed and Mr.
Zinn, in any event, was thinking of its value
as a building plot. “I had always hoped in the
back of my mind to get the variance to
build,” he said.

Divorce interrupted those plans. Mrs.
Franz, who recently remarried and is now
Susan Franz Ledley, got the house in the
1996 settlement. By then, it was valued at
$500,000. As a school teacher, she could
barely afford the upkeep and in 2001, while
her youngest daughter was a high school
senior, she sold it for $819,000 — about
$900,000 in today’s dollars — to Mr. Stover, a
stock analyst for Citigroup, and his wife,
Jeanine.

The Stovers were in their 30’s and plan-
ning a family, like the Franzes nearly 30
years earlier. Unlike the Franzes, however,
and all the other earlier owners, they began
to plan renovations, hiring an architect.

“Just as we were starting to get some
steam, we were called to Boston,” Mr. Stov-
er said. He took a better job in that city. 

Now that housing prices are subsiding,
the future monetary payoff from owning 150
Edgars Lane is clouded. But for the Hirsch-
felds the pleasures of indulging themselves
count for more. Julie Hirschfeld points to
the new bathroom sinks, for example, which
resemble 19th-century wash bowls, and the
“ridiculously expensive” border tiles in the
master bathroom.

“Once we started,’’ she said, “because we
had to do so much, it seemed we should
make the choices about how we wanted it to
look.” 

A Changing Idea of Home
As Buyers Come and Go

Photographs by Alan Zales for The New York Times

The Hirschfeld family enjoys the expanded kitchen in their home at 150 Edgars Lane in Hastings-on-Hudson, N.Y. Built for less
than $10,000 in 1925, the home is valued at $1.2 million. A succession of previous owners might not recognize its interior today.
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1940’s The house while it was still the 
property of the original owners and 
builders, Ralph and Leila Breiling.

1980’s Susan Franz and her daughter 
Erica at the house in the 1980’s.

2005 The house in November; it is now
owned by Tom and Julie Hirschfeld.

One House,   
Eight Owners
Built in 1925 by Ralph Breiling, an 
architect turned public school teacher, 
the house at 150 Edgars Lane in the New 
York suburb of Hastings-on-Hudson has 
gone through significant changes in 
recent years, reflecting the transformation 
of many once-ordinary suburban dwell-
ings into grander statements of personal 
wealth and status. The real estate boom 
of the late 1990’s and early 2000’s, 
concentrated around cities like New York, 
Chicago and San Francisco, has driven 
the changes by turning such homes into 
valuable investments in their own right.

1951: SOLD FOR 

$25,000 ($187,700)

House is sold to 
Byron and Jane 
Wilson.

1963: $38,000 

($241,800)

House is sold to 
Robert and 
Betty Senescu.

1964: $40,000 

($251,400)

House is sold 
to Jerome and 
Carolyn Zinn.

1974: $67,500  ($266,800)

House is sold to 
Gerald and
Susan Franz.

1996: $500,000  ($621,300)

Susan Franz gets the 
house in a divorce 
settlement.

2001: $819,000  ($901,500)

House is sold to Matthew 
and Jeanine Stover.

2002: $890,000  ($964,400)

House is sold to Tom 
and Julie Hirschfeld.

2005: VALUED AT $1,200,000

Present estimated market 
value of house.

1925: BUILT FOR LESS THAN $10,000 

($111,100 IN 2005 DOLLARS)

Ralph and Leila Breiling move 
into a house designed and built 
by Mr. Breiling — an architect, 
probably acting as his own 
contractor — for less than 
$10,000, his son, Robert, says.

INFLATION-ADJUSTED (REAL) PRICE

ACTUAL PRICE
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portant to them that between the purchase
price and the outlays for improvements, Mr.
Hirschfeld says, the investment exceeds his
home’s current market value, estimated at
$1.2 million.

Juliet B. Schor, a Boston College sociolo-
gist and the author of “The Overspent
American,” classifies the burst of spending
on home improvement in recent years as
“competitive consumption going on in the
top 20 percent of the income distribution.’’

But many home owners, the Hirschfelds
among them, insist that quite apart from
status and comfort, what was once mainly a
dwelling in a compatible suburb now as-
sumes even greater personal importance in
an age when families increasingly focus on
themselves.

“Community is still very important,” said
William M. Rohe, director of the Center for
Urban and Regional Studies at the Universi-
ty of North Carolina, Chapel Hill. “But
homeowners today pay greater attention to
the house itself as an expression of them-
selves and as a haven for family life.”

For the Hirschfelds, a spacious new kitch-
en wing that juts into the backyard of their
property embodies their sense of how they
want their home to enhance their lives. Fin-
ished a year ago, the kitchen has become a
gathering place not just for cooking and
meals, but for homework, games, art
projects, reading and conversation with the
Hirschfelds’ children, Ben, 12, and Leila, 8. 

“We didn’t build this kitchen for any tro-
phy motivation or to achieve any level of
luxury,” Mr. Hirschfeld said, pointing out
that the appliances, including the refrigera-
tor and stove, are ordinary off-the-floor
models, not state-of-the-art extravaganzas.
“We did it to make our family life more free-
flowing and warm.”

The yard was not suitable for the new
kitchen wing, however. So a stone retaining
wall went up to carve more flat space from
the sloping land — unexpectedly adding
thousands of dollars to renovation costs.

The Hirschfelds also spent more than
planned to reverse the deterioration of their
80-year-old house — one
of the tens of thousands
built during the nation’s
first great suburban
housing boom, before the
Depression. 

“We really bought this
to be our family home,”
Mrs. Hirschfeld said,
“and we made an error in
judgment in not knowing
what it would cost to deal
with the deterioration.”
But the basement, she
added, which “was wet
for 40 years, is no longer
wet.”

Before the Hirschfelds,
each of the previous own-
ers made incremental improvements,
spreading renovation over their years in
residence rather than bunching it at the be-
ginning. Mostly those earlier owners lived
with the house’s shortcomings, including the
cramped kitchen, now converted into a mud
room. 

Wealthy Buyers Move In
The Hirschfelds, in their early 40’s, were

less constrained by income, an increasingly
common characteristic of the households
engaged in home improvement. Those with
at least $120,000 in annual income accounted
for 32 percent of all the spending on home
renovation in 2003, the latest year for which
data is available. That is up from 21 percent
in 1995, adjusted for inflation, according to
the Joint Center for Housing Studies at Har-
vard. The spending itself reached $233 bil-
lion in 2003, a rise of 52 percent from 1995. 

For decades, a home in the suburbs was a

family haven for the middle class, “a kind of
anchor in the heavy seas of urban life,” as
Kenneth T. Jackson, a Columbia University
historian, put it in his 1985 book “Crabgrass
Frontier.”

That was true of the owners of 150 Edgars
Lane. But with the surge in home prices, the
big side yard took on a new dimension as a
potentially valuable building plot. It was no
longer cherished as the colorful, terraced
flower garden nurtured by several former
owners and written up admiringly in the lo-
cal newspaper.

The objections of neighbors stopped the
owner of the house in 2001, a woman who
had received it in a divorce settlement, from
obtaining a zoning variance so that she
could split off the old flower garden and sell
the property as two lots for more than the
$819,000 that she finally received. 

With that sale, the house moved out of the
reach of middle-income buyers. The buyer,
Matthew Stover, came from Wall Street,
and he soon sold the house to Mr. Hirschfeld,
also from Wall Street. 

Still, the Stovers and the Hirschfelds, like
nearly all of the owners before them, came
to Hastings from apartments in New York
City, choosing the town in part because it of-
fered a demographic mix greater than
many other suburbs, as well as neighbors
who were often artists, writers and academ-
ics.

The intellectual aura was particularly
present on Edgars Lane. Margaret Sanger,
an early leader of the birth control move-
ment, lived across the street from 150, and
Lewis Hine, the famous photographer of in-
dustrial realism, owned the house two doors
up. They are long gone, but the Hirschfelds,
who received graduate degrees from Oxford
after going to college in the United States,
are proud of this legacy.

“We really wanted to live in Hastings,”
Mr. Hirschfeld said. 

Suburban Diversity
The homes that made this town a suburb

went up in the woody hills above Broadway.
Below that dividing street, blue-collar work-
ers, many of them Polish and Italian immi-

grants, occupied the apart-
ments and row houses near
the waterfront, close to the
chemical plant and the cop-
per mill that employed
them, until the last factory
closed in 1975.

The children of those
workers went to school
with the children in the
hills and “there is still a
feeling that the diversity
continues to exist — more
a feeling than a reality,”
David W. McCullough, a lo-
cal historian, said. 

As a community, Hast-
ings tries to resist the trap-
pings of affluence that are

spreading through so many suburbs. The
downtown is still a collection of mostly older
stores and restaurants — reflecting “a cer-
tain pride that we have in the shabbiness,”
as Mr. McCullough put it.

Very few of the upscale stores and restau-
rants evident elsewhere have arrived here
yet. But almost certainly they will as rising
home prices, which limit eligible newcom-
ers to families like the Hirschfelds, gradual-
ly squeeze out lower-income families.

The Hirschfelds, adding even greater val-
ue to their home, have installed air condi-
tioning, expanded the master bathroom and
more than doubled the size of Leila’s bed-
room, by constructing a second story on top
of the kitchen wing. They rebuilt the base-
ment, spending far more than they intended
to get rid of mold and wetness, and took
down the wall between the living room and
the dining room, creating what Mr. Hirsch-
feld described as “a flowing space so we can
have a conversation from the kitchen with

someone who is two rooms away in the liv-
ing room.” New windows are next.

“You can’t live in this day and age with
drafty windows,” Mrs. Hirschfeld said. “Ei-
ther you pump your furnace for all it’s
worth all winter, or you have double-glazed
windows.”

Drafty windows did not bother Ralph
Breiling, who designed and built this house
in 1925 on land he had purchased three years
earlier, spending less than $10,000 in all, or
about $111,000 adjusted for inflation. Mr.
Breiling was an architect, but in the severe
recession after World War I, he shifted to
teaching school, later rising to assistant
principal and then principal of Brooklyn
Technical High School.

A group of teachers had purchased land in
Hastings, and Mr. Breiling joined them, buy-
ing one of the lots. 

“He loved the Hudson Valley and when the
leaves were off the trees, we had a view of
the river and the Palisades,” Robert, one of
his sons, remembered. For years, “he com-
muted an hour and a half each way to his
job.”

When the Breiling family moved to Ed-
gars Lane, the exterior was finished — it
looked then much as it looks today — but the
interior walls were mostly unfinished plas-
ter. From then on, until he sold the house in
1950, Mr. Breiling renovated, with his own
hands. 

A Love for the Hudson Valley
He built the one-car garage that is still

there, and the room above it, which became
a children’s playroom. He enclosed a patio,
incorporating it into the living room. When
his third child, Clover, was born, he ex-
panded a small sewing room into the fourth
bedroom, building out over the front door. 

“He spread the work out; he could not af-
ford to do it all at once,” said Robert Breil-
ing, 83, now a retired engineer. “The De-
pression hit him hard. The New York City
schools cut pay in half. They said they would
make it up after the war, which they didn’t.
My mother started a nursery school in the
dining room. She had a bunch of little tables
and chairs; made a schoolroom out of it. I
thought she liked doing it. But looking back
it was for need.”

The Breilings’ lasting legacy was the gar-
den in the big side yard, which Mr. Breil-
ing’s wife, Leila, tended. In a 1933 article on
“beautiful gardens of Hastings,” the weekly
Hastings News had this to say about the
Breilings’ place: “From the stone retaining

wall along the street with its dense privet
hedge up to the children’s terrace that now
backs against the farm wall on the garden’s
highest level, one passes, terrace by terrace,
through grassy greensward, flowering
shrubs, long borders aglow with a hundred
blossoms.”

From that garden came the holly that
Duncan Wilson fashioned into wreaths and
sold at Christmas. His parents, Byron and
Jane Wilson, purchased 150 Edgars Lane in
1951 for $25,000, the equivalent of a little less
than $190,000 in today’s dollars, moving
from a smaller home in nearby Dobbs Fer-
ry when their third child was still young. 

“My mother decided that the family need-
ed more space,” Duncan Wilson, now 69, re-
calls.

The Wilsons put energy into maintaining
the elaborate garden, but they did little to
the house itself. They were square dancers,
so they fixed up the basement, refinishing
the walls and tiling the floor, Mr. Duncan
said. Like the Breilings, they sold the house
after their youngest child finished high
school, in 1963. 

The next four owners either moved on
quickly, to new jobs in other cities, or stayed
to raise children. The turnover helps to ex-
plain why the typical American family owns
a home for five or six years, a tenure un-
changed going back decades. 

Jerome and Carolyn Zinn stayed for eight
years, having purchased the house in 1964
from a psychiatrist who lived in it only 18
months. The Zinns paid $40,000 — roughly
$250,000 adjusted for inflation — coming
from a city apartment with eight-week-old
twin boys. 

“I knew that you raised children in a
house,” Mrs. Zinn said. “I didn’t know any-
thing about Hastings or anyone in the com-
munity. We started out looking in Yonkers
and we wandered into Hastings and we liked
the hilliness and the trees.” 

Mr. Zinn had started as a linotype opera-
tor, and his wife taught school, saving
enough from her salary for the $11,000 down
payment. The remaining $29,000 was the
amount still owed on the psychiatrist’s
mortgage, which the Zinns took over — a
common practice in those days. Before com-
ing to Hastings, Mr. Zinn had gone from
printer to owner of a small typography shop.
It flourished, and in 1982 the Zinns built a
bigger home in Irvington, a neighboring
town. 

“I kept thinking I wanted to do this to the
house and that to the house,” Mrs. Zinn said,
“and then I said, if there are so many things

I want to do we should buy a house, or build
one.”

In 1974, the Zinns sold 150 Edgars Lane
for $67,500 — adjusted for inflation, not that
much more than they had paid — to Gerald
Franz, a specialist in environmental issues
then employed by the New York City Plan-
ning Commission, and his wife, Susan, a
public school math teacher. They had been
married five years, hoping to have children
— they later adopted two daughters — and
the purchase price was a stretch for them.

“My expectation was to be married for-
ever and to live there forever,” Mrs. Franz
said. 

What Was Once a Garden
The Zinns agreed to let the Franzes post-

pone payment for the side yard, and they
waited nearly a decade before they pur-
chased that portion of their property for
$17,000. By then, with neither family caring
for the garden, it had gone to seed and Mr.
Zinn, in any event, was thinking of its value
as a building plot. “I had always hoped in the
back of my mind to get the variance to
build,” he said.

Divorce interrupted those plans. Mrs.
Franz, who recently remarried and is now
Susan Franz Ledley, got the house in the
1996 settlement. By then, it was valued at
$500,000. As a school teacher, she could
barely afford the upkeep and in 2001, while
her youngest daughter was a high school
senior, she sold it for $819,000 — about
$900,000 in today’s dollars — to Mr. Stover, a
stock analyst for Citigroup, and his wife,
Jeanine.

The Stovers were in their 30’s and plan-
ning a family, like the Franzes nearly 30
years earlier. Unlike the Franzes, however,
and all the other earlier owners, they began
to plan renovations, hiring an architect.

“Just as we were starting to get some
steam, we were called to Boston,” Mr. Stov-
er said. He took a better job in that city. 

Now that housing prices are subsiding,
the future monetary payoff from owning 150
Edgars Lane is clouded. But for the Hirsch-
felds the pleasures of indulging themselves
count for more. Julie Hirschfeld points to
the new bathroom sinks, for example, which
resemble 19th-century wash bowls, and the
“ridiculously expensive” border tiles in the
master bathroom.

“Once we started,’’ she said, “because we
had to do so much, it seemed we should
make the choices about how we wanted it to
look.” 

A Changing Idea of Home
As Buyers Come and Go

Photographs by Alan Zales for The New York Times

The Hirschfeld family enjoys the expanded kitchen in their home at 150 Edgars Lane in Hastings-on-Hudson, N.Y. Built for less
than $10,000 in 1925, the home is valued at $1.2 million. A succession of previous owners might not recognize its interior today.
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1940’s The house while it was still the 
property of the original owners and 
builders, Ralph and Leila Breiling.

1980’s Susan Franz and her daughter 
Erica at the house in the 1980’s.

2005 The house in November; it is now
owned by Tom and Julie Hirschfeld.

One House,   
Eight Owners
Built in 1925 by Ralph Breiling, an 
architect turned public school teacher, 
the house at 150 Edgars Lane in the New 
York suburb of Hastings-on-Hudson has 
gone through significant changes in 
recent years, reflecting the transformation 
of many once-ordinary suburban dwell-
ings into grander statements of personal 
wealth and status. The real estate boom 
of the late 1990’s and early 2000’s, 
concentrated around cities like New York, 
Chicago and San Francisco, has driven 
the changes by turning such homes into 
valuable investments in their own right.

1951: SOLD FOR 

$25,000 ($187,700)

House is sold to 
Byron and Jane 
Wilson.

1963: $38,000 

($241,800)

House is sold to 
Robert and 
Betty Senescu.

1964: $40,000 

($251,400)

House is sold 
to Jerome and 
Carolyn Zinn.

1974: $67,500  ($266,800)

House is sold to 
Gerald and
Susan Franz.

1996: $500,000  ($621,300)

Susan Franz gets the 
house in a divorce 
settlement.

2001: $819,000  ($901,500)

House is sold to Matthew 
and Jeanine Stover.

2002: $890,000  ($964,400)

House is sold to Tom 
and Julie Hirschfeld.

2005: VALUED AT $1,200,000

Present estimated market 
value of house.

1925: BUILT FOR LESS THAN $10,000 

($111,100 IN 2005 DOLLARS)

Ralph and Leila Breiling move 
into a house designed and built 
by Mr. Breiling — an architect, 
probably acting as his own 
contractor — for less than 
$10,000, his son, Robert, says.

INFLATION-ADJUSTED (REAL) PRICE

ACTUAL PRICE
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portant to them that between the purchase
price and the outlays for improvements, Mr.
Hirschfeld says, the investment exceeds his
home’s current market value, estimated at
$1.2 million.

Juliet B. Schor, a Boston College sociolo-
gist and the author of “The Overspent
American,” classifies the burst of spending
on home improvement in recent years as
“competitive consumption going on in the
top 20 percent of the income distribution.’’

But many home owners, the Hirschfelds
among them, insist that quite apart from
status and comfort, what was once mainly a
dwelling in a compatible suburb now as-
sumes even greater personal importance in
an age when families increasingly focus on
themselves.

“Community is still very important,” said
William M. Rohe, director of the Center for
Urban and Regional Studies at the Universi-
ty of North Carolina, Chapel Hill. “But
homeowners today pay greater attention to
the house itself as an expression of them-
selves and as a haven for family life.”

For the Hirschfelds, a spacious new kitch-
en wing that juts into the backyard of their
property embodies their sense of how they
want their home to enhance their lives. Fin-
ished a year ago, the kitchen has become a
gathering place not just for cooking and
meals, but for homework, games, art
projects, reading and conversation with the
Hirschfelds’ children, Ben, 12, and Leila, 8. 

“We didn’t build this kitchen for any tro-
phy motivation or to achieve any level of
luxury,” Mr. Hirschfeld said, pointing out
that the appliances, including the refrigera-
tor and stove, are ordinary off-the-floor
models, not state-of-the-art extravaganzas.
“We did it to make our family life more free-
flowing and warm.”

The yard was not suitable for the new
kitchen wing, however. So a stone retaining
wall went up to carve more flat space from
the sloping land — unexpectedly adding
thousands of dollars to renovation costs.

The Hirschfelds also spent more than
planned to reverse the deterioration of their
80-year-old house — one
of the tens of thousands
built during the nation’s
first great suburban
housing boom, before the
Depression. 

“We really bought this
to be our family home,”
Mrs. Hirschfeld said,
“and we made an error in
judgment in not knowing
what it would cost to deal
with the deterioration.”
But the basement, she
added, which “was wet
for 40 years, is no longer
wet.”

Before the Hirschfelds,
each of the previous own-
ers made incremental improvements,
spreading renovation over their years in
residence rather than bunching it at the be-
ginning. Mostly those earlier owners lived
with the house’s shortcomings, including the
cramped kitchen, now converted into a mud
room. 

Wealthy Buyers Move In
The Hirschfelds, in their early 40’s, were

less constrained by income, an increasingly
common characteristic of the households
engaged in home improvement. Those with
at least $120,000 in annual income accounted
for 32 percent of all the spending on home
renovation in 2003, the latest year for which
data is available. That is up from 21 percent
in 1995, adjusted for inflation, according to
the Joint Center for Housing Studies at Har-
vard. The spending itself reached $233 bil-
lion in 2003, a rise of 52 percent from 1995. 

For decades, a home in the suburbs was a

family haven for the middle class, “a kind of
anchor in the heavy seas of urban life,” as
Kenneth T. Jackson, a Columbia University
historian, put it in his 1985 book “Crabgrass
Frontier.”

That was true of the owners of 150 Edgars
Lane. But with the surge in home prices, the
big side yard took on a new dimension as a
potentially valuable building plot. It was no
longer cherished as the colorful, terraced
flower garden nurtured by several former
owners and written up admiringly in the lo-
cal newspaper.

The objections of neighbors stopped the
owner of the house in 2001, a woman who
had received it in a divorce settlement, from
obtaining a zoning variance so that she
could split off the old flower garden and sell
the property as two lots for more than the
$819,000 that she finally received. 

With that sale, the house moved out of the
reach of middle-income buyers. The buyer,
Matthew Stover, came from Wall Street,
and he soon sold the house to Mr. Hirschfeld,
also from Wall Street. 

Still, the Stovers and the Hirschfelds, like
nearly all of the owners before them, came
to Hastings from apartments in New York
City, choosing the town in part because it of-
fered a demographic mix greater than
many other suburbs, as well as neighbors
who were often artists, writers and academ-
ics.

The intellectual aura was particularly
present on Edgars Lane. Margaret Sanger,
an early leader of the birth control move-
ment, lived across the street from 150, and
Lewis Hine, the famous photographer of in-
dustrial realism, owned the house two doors
up. They are long gone, but the Hirschfelds,
who received graduate degrees from Oxford
after going to college in the United States,
are proud of this legacy.

“We really wanted to live in Hastings,”
Mr. Hirschfeld said. 

Suburban Diversity
The homes that made this town a suburb

went up in the woody hills above Broadway.
Below that dividing street, blue-collar work-
ers, many of them Polish and Italian immi-

grants, occupied the apart-
ments and row houses near
the waterfront, close to the
chemical plant and the cop-
per mill that employed
them, until the last factory
closed in 1975.

The children of those
workers went to school
with the children in the
hills and “there is still a
feeling that the diversity
continues to exist — more
a feeling than a reality,”
David W. McCullough, a lo-
cal historian, said. 

As a community, Hast-
ings tries to resist the trap-
pings of affluence that are

spreading through so many suburbs. The
downtown is still a collection of mostly older
stores and restaurants — reflecting “a cer-
tain pride that we have in the shabbiness,”
as Mr. McCullough put it.

Very few of the upscale stores and restau-
rants evident elsewhere have arrived here
yet. But almost certainly they will as rising
home prices, which limit eligible newcom-
ers to families like the Hirschfelds, gradual-
ly squeeze out lower-income families.

The Hirschfelds, adding even greater val-
ue to their home, have installed air condi-
tioning, expanded the master bathroom and
more than doubled the size of Leila’s bed-
room, by constructing a second story on top
of the kitchen wing. They rebuilt the base-
ment, spending far more than they intended
to get rid of mold and wetness, and took
down the wall between the living room and
the dining room, creating what Mr. Hirsch-
feld described as “a flowing space so we can
have a conversation from the kitchen with

someone who is two rooms away in the liv-
ing room.” New windows are next.

“You can’t live in this day and age with
drafty windows,” Mrs. Hirschfeld said. “Ei-
ther you pump your furnace for all it’s
worth all winter, or you have double-glazed
windows.”

Drafty windows did not bother Ralph
Breiling, who designed and built this house
in 1925 on land he had purchased three years
earlier, spending less than $10,000 in all, or
about $111,000 adjusted for inflation. Mr.
Breiling was an architect, but in the severe
recession after World War I, he shifted to
teaching school, later rising to assistant
principal and then principal of Brooklyn
Technical High School.

A group of teachers had purchased land in
Hastings, and Mr. Breiling joined them, buy-
ing one of the lots. 

“He loved the Hudson Valley and when the
leaves were off the trees, we had a view of
the river and the Palisades,” Robert, one of
his sons, remembered. For years, “he com-
muted an hour and a half each way to his
job.”

When the Breiling family moved to Ed-
gars Lane, the exterior was finished — it
looked then much as it looks today — but the
interior walls were mostly unfinished plas-
ter. From then on, until he sold the house in
1950, Mr. Breiling renovated, with his own
hands. 

A Love for the Hudson Valley
He built the one-car garage that is still

there, and the room above it, which became
a children’s playroom. He enclosed a patio,
incorporating it into the living room. When
his third child, Clover, was born, he ex-
panded a small sewing room into the fourth
bedroom, building out over the front door. 

“He spread the work out; he could not af-
ford to do it all at once,” said Robert Breil-
ing, 83, now a retired engineer. “The De-
pression hit him hard. The New York City
schools cut pay in half. They said they would
make it up after the war, which they didn’t.
My mother started a nursery school in the
dining room. She had a bunch of little tables
and chairs; made a schoolroom out of it. I
thought she liked doing it. But looking back
it was for need.”

The Breilings’ lasting legacy was the gar-
den in the big side yard, which Mr. Breil-
ing’s wife, Leila, tended. In a 1933 article on
“beautiful gardens of Hastings,” the weekly
Hastings News had this to say about the
Breilings’ place: “From the stone retaining

wall along the street with its dense privet
hedge up to the children’s terrace that now
backs against the farm wall on the garden’s
highest level, one passes, terrace by terrace,
through grassy greensward, flowering
shrubs, long borders aglow with a hundred
blossoms.”

From that garden came the holly that
Duncan Wilson fashioned into wreaths and
sold at Christmas. His parents, Byron and
Jane Wilson, purchased 150 Edgars Lane in
1951 for $25,000, the equivalent of a little less
than $190,000 in today’s dollars, moving
from a smaller home in nearby Dobbs Fer-
ry when their third child was still young. 

“My mother decided that the family need-
ed more space,” Duncan Wilson, now 69, re-
calls.

The Wilsons put energy into maintaining
the elaborate garden, but they did little to
the house itself. They were square dancers,
so they fixed up the basement, refinishing
the walls and tiling the floor, Mr. Duncan
said. Like the Breilings, they sold the house
after their youngest child finished high
school, in 1963. 

The next four owners either moved on
quickly, to new jobs in other cities, or stayed
to raise children. The turnover helps to ex-
plain why the typical American family owns
a home for five or six years, a tenure un-
changed going back decades. 

Jerome and Carolyn Zinn stayed for eight
years, having purchased the house in 1964
from a psychiatrist who lived in it only 18
months. The Zinns paid $40,000 — roughly
$250,000 adjusted for inflation — coming
from a city apartment with eight-week-old
twin boys. 

“I knew that you raised children in a
house,” Mrs. Zinn said. “I didn’t know any-
thing about Hastings or anyone in the com-
munity. We started out looking in Yonkers
and we wandered into Hastings and we liked
the hilliness and the trees.” 

Mr. Zinn had started as a linotype opera-
tor, and his wife taught school, saving
enough from her salary for the $11,000 down
payment. The remaining $29,000 was the
amount still owed on the psychiatrist’s
mortgage, which the Zinns took over — a
common practice in those days. Before com-
ing to Hastings, Mr. Zinn had gone from
printer to owner of a small typography shop.
It flourished, and in 1982 the Zinns built a
bigger home in Irvington, a neighboring
town. 

“I kept thinking I wanted to do this to the
house and that to the house,” Mrs. Zinn said,
“and then I said, if there are so many things

I want to do we should buy a house, or build
one.”

In 1974, the Zinns sold 150 Edgars Lane
for $67,500 — adjusted for inflation, not that
much more than they had paid — to Gerald
Franz, a specialist in environmental issues
then employed by the New York City Plan-
ning Commission, and his wife, Susan, a
public school math teacher. They had been
married five years, hoping to have children
— they later adopted two daughters — and
the purchase price was a stretch for them.

“My expectation was to be married for-
ever and to live there forever,” Mrs. Franz
said. 

What Was Once a Garden
The Zinns agreed to let the Franzes post-

pone payment for the side yard, and they
waited nearly a decade before they pur-
chased that portion of their property for
$17,000. By then, with neither family caring
for the garden, it had gone to seed and Mr.
Zinn, in any event, was thinking of its value
as a building plot. “I had always hoped in the
back of my mind to get the variance to
build,” he said.

Divorce interrupted those plans. Mrs.
Franz, who recently remarried and is now
Susan Franz Ledley, got the house in the
1996 settlement. By then, it was valued at
$500,000. As a school teacher, she could
barely afford the upkeep and in 2001, while
her youngest daughter was a high school
senior, she sold it for $819,000 — about
$900,000 in today’s dollars — to Mr. Stover, a
stock analyst for Citigroup, and his wife,
Jeanine.

The Stovers were in their 30’s and plan-
ning a family, like the Franzes nearly 30
years earlier. Unlike the Franzes, however,
and all the other earlier owners, they began
to plan renovations, hiring an architect.

“Just as we were starting to get some
steam, we were called to Boston,” Mr. Stov-
er said. He took a better job in that city. 

Now that housing prices are subsiding,
the future monetary payoff from owning 150
Edgars Lane is clouded. But for the Hirsch-
felds the pleasures of indulging themselves
count for more. Julie Hirschfeld points to
the new bathroom sinks, for example, which
resemble 19th-century wash bowls, and the
“ridiculously expensive” border tiles in the
master bathroom.

“Once we started,’’ she said, “because we
had to do so much, it seemed we should
make the choices about how we wanted it to
look.” 

A Changing Idea of Home
As Buyers Come and Go

Photographs by Alan Zales for The New York Times

The Hirschfeld family enjoys the expanded kitchen in their home at 150 Edgars Lane in Hastings-on-Hudson, N.Y. Built for less
than $10,000 in 1925, the home is valued at $1.2 million. A succession of previous owners might not recognize its interior today.

REAL ANNUAL APPRECIATION RATE +2.0% A YEAR +2.1% +0.6% +3.9% +7.7% +7.6%
+7.0%+4.0%The New York Times
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1940’s The house while it was still the 
property of the original owners and 
builders, Ralph and Leila Breiling.

1980’s Susan Franz and her daughter 
Erica at the house in the 1980’s.

2005 The house in November; it is now
owned by Tom and Julie Hirschfeld.

One House,   
Eight Owners
Built in 1925 by Ralph Breiling, an 
architect turned public school teacher, 
the house at 150 Edgars Lane in the New 
York suburb of Hastings-on-Hudson has 
gone through significant changes in 
recent years, reflecting the transformation 
of many once-ordinary suburban dwell-
ings into grander statements of personal 
wealth and status. The real estate boom 
of the late 1990’s and early 2000’s, 
concentrated around cities like New York, 
Chicago and San Francisco, has driven 
the changes by turning such homes into 
valuable investments in their own right.

1951: SOLD FOR 

$25,000 ($187,700)

House is sold to 
Byron and Jane 
Wilson.

1963: $38,000 

($241,800)

House is sold to 
Robert and 
Betty Senescu.

1964: $40,000 

($251,400)

House is sold 
to Jerome and 
Carolyn Zinn.

1974: $67,500  ($266,800)

House is sold to 
Gerald and
Susan Franz.

1996: $500,000  ($621,300)

Susan Franz gets the 
house in a divorce 
settlement.

2001: $819,000  ($901,500)

House is sold to Matthew 
and Jeanine Stover.

2002: $890,000  ($964,400)

House is sold to Tom 
and Julie Hirschfeld.

2005: VALUED AT $1,200,000

Present estimated market 
value of house.

1925: BUILT FOR LESS THAN $10,000 

($111,100 IN 2005 DOLLARS)

Ralph and Leila Breiling move 
into a house designed and built 
by Mr. Breiling — an architect, 
probably acting as his own 
contractor — for less than 
$10,000, his son, Robert, says.
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