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Legal diplomas have such allure that law schools have been able to jack up tuition four
times faster than the soaring cost of college. And many law schools have added students
to their incoming classes — a step that, for them, means almost pure profits — even
during the worst recession in the legal profession’s history.

It is one of the academy’s open secrets: law schools toss off so much cash they are
sometimes required to hand over as much as 30 percent of their revenue to universities,
to subsidize less profitable fields.

In short, law schools have the power to raise prices and expand in ways that would make
any company drool. And when a business has that power, it is apparently difficult to resist.

N.Y.L.S. is ranked in the bottom third of all law schools in the country, but with tuition and
fees now set at $47,800 a year, it charges more than Harvard. It increased the size of the
class that arrived in the fall of 2009 by an astounding 30 percent, even as hiring in the
legal profession imploded. It reported in the most recent US News & World Report
rankings that the median starting salary of its graduates was the same as for those of the
best schools in the nation — even though most of its graduates, in fact, find work at less
than half that amount.

N.Y.L.S. has participated in another national law school trend: the growth in the number of
enrollees. Last year, law schools across the country matriculated 49,700 students,
according to the Law School Admission Council, the largest number in history, and 7,000
more students than in 2001. N.Y.L.S. grew at an even faster clip. In 2000, the year Mr.
Matasar took over, the school had a total of 1,326 full- and-part-time students. By 2009,
the figure had risen to 1,596.

The jump seems to contradict one of Mr. Matasar’s core tenets.

“Can class size be increased without damaging quality?” he asked in a 1996 Florida Law
Review article. “Can class size be increased without assurances that jobs will be available
for the increased number of graduates? Can class size be increased without also
providing more staff, faculty, books and service? Increase class size? No!”

Did Mr. Matasar change his mind? In an e-mail, he cited the unpredictability of yield rates,
which is the percent of students who accept an offer of admission. There was more than
one year of yield surprises under Mr. Matasar, the largest of which came in 2009, when
the incoming class leapt by 171 students.1
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