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ASR Analysis:  3 parts: 1) attraction- attracted to prizes that are offered 2) selection- pass through screens to see if you're worthy 3) retention- there are chutes where losers fall out the bottom, and then they are offered consolation prizes

Eccentricity Ratio: if you want to be a deviant, you need to nail the numbers… aka deliver great results and no one will ask questions.
Ropes: Pages 9-13
· Two ways of looking at organizational behaviour, technical/rational (majority) and cultural/interpretive (minority)
· T/R: Analyze a case to understand poor leadership
· C/I: Much harder to understand, has to do with how humans work and their culture
· Ropes is mostly presented through cultural/interpretive
· Corporate culture is the general culture of all Western organizations
· Organizational culture is the company-specific culture
· Strong Culture: Strong signals about what is/isn’t acceptable
· Weak Culture: Weak signals about what is/isn’t acceptable
· Learn about social culture through watching ex: daughters watching mothers
· Men’s hut: the rite of passage for people who become fully socialized within organization. Not understood by subordinates
Billing our Brains Out
· Main character: Barbara Toffler
· At Arthur Andersen, it didn’t matter if you brought in the business, if you didn’t supervise/do it in your home office, you got no credit/dollars for it
· Financial performance was all that mattered
· Ex: Toffler developed several very profitable new bank programs in Tokyo, oversaw everything and got no credit/money for it. He failed to make his numbers even though he did great things
· Taught to try to screw colleagues before they screwed you
· Workers were forced to spend hours viciously fighting for billables and fees, therefore spending much less time and energy trying to help the clients 
· Either the partner benefits, or his employees, but not both
· A.A encouraged either poor work for the price arranged, or good work for much more than the arranged price

The Kids in the Conference Room
· McKinsey and company (big management-consulting firm) invite all the brightest overachievers from Ivey schools to work as a “business analyst”
· The consulting firms have figured out how to win over the hearts and minds of the cream of the crop, and are using the national university system as a hiring hall for themselves
· McKinsey only hires the best of the best, promoting their brand as the smartest people working there
· Business has become the “cool” area to work in as opposed to law and medical, best and the brightest are going into business
· Harvard to McKinsey to Harvard Business School. You can’t go wrong with that.

Rescue at Quecreek
· Mining accident blocked off the Quecreek mine with 9 men inside
· Major flood
· Dr. Wu stuck by his strategy even when others doubted him
· Miners stuck together, stayed calm under pressure didn’t give in to terrifying circumstances
A Woman’s Place
· Main character: Sheryl Sandberg
· She left Google for Facebook, and became COO at facebook
· Many companies have predominantly male executives, especially in software/internet companies such as Google, Facebook and Twitter
· This is due to 80% of the America’s engineers/computer science majors being male
· Also not many women become entrepreneurs
· Women in the “new girls network” in silicon valley believe that there is no longer sexism in the job market, and that women can solve most of their problems in the workplace by being more assertive
· Facebook is the new tech darling, stealing away Google employees
Time on the Street
· Very intense work at Lehman Brothers as a trader
· Scott Lasser wanted 2 million in the bank in order to retire, after four years he had barely paid off his B school debts
· Eventually became fed up with the strenuous environment, and quit after collecting his year end bonus cheque to move back to Colorado with his family



Friday, February 1st, 2013
The Lab Rat
· Exemplifies Cialdini’s foot in the door model
· Freely chosen due to ASR (attraction of being first American in space)
· Effortful (takes months/years to train)
An Arsenal of Believers
· ASR model in effect
· Attraction: Paradise, honour
· Selection: Hamas leader select and train young men to become bombers, years praying and reading Quran before bombing
· Retention: Death
Kenny
· Freely chose to work at Monfort
· Not super public
· Very effortful (no other job opportunities due to lack of intelligence/education)
· A: Paying job
· S: N/A
· R: Due to commitment

Film Development Assistant
· A: Become a big Hollywood producer
· S: Long, Hard work which drives people out of the business
· R: Assistant jobs and the like
· Once you’re committed to show business, you “thrive on the constant stress”






Friday, January 25th, 2013
Deck
· Minimaxing: Minimizing your maximum risk

Cialdini 223-225
· Scarcity causes people to make rash decisions (car salesman booking 6 people for 2:00pm appointments)
The Illusions of Validity
· Even though he knew that his predictions were wrong, he kept doing the same psychological experiments on the soldiers to discover who was “officer material”
· WYIWTI=What you see is what there is
· There is zero correlation year to year between successful traders, essentially everything is luck
· Extremely hard to predict the future in anything, yet people are overconfident in their prediction abilities
When Only the Best Will Do
· Maximizer: Seek and accept only the best
· This strategy is difficult because there are so many options to consider
· Satisficer: These people have a set of standards, as soon as they find something to be of their standards, they choose that path regardless if there is a better option that they haven’t considered
· Studies find that satisficers are generally happier with their lives than maximizers
· This is because maximizers may do better objectively with their choices, but generally do more poorly subjectively
· Perfectionists are different from maximizers because they don’t expect to achieve perfection, whereas maximizers do

Corporate Securities Lawyer
· Securities law is a very stressful place
· Only way to deal with the incredible stress and long hours is to run late at night
Ropes Non-Stories
· Most popular motivators are intrinsic (nothing to do with money)
· These are shown to be not very effective at all, but no managers want to drive wages up, so they continue to bring in motivational speakers etc.
· Expectancy Theory: Hinges on 4 main factors
· 1. Must have capability and opportunity to perform task
· 2. Must be sure that person offering reward will actually provide reward (instrumental)
· 3. Workers should know what level of performance constitutes what level of reward
· 4. Is the reward worth the costs to get there? (reward-cost balance)
· Expectancy theory is based on the worker’s perception of the situation
· Minimax: The choice of alternative that minimizes maximum loss
· Maximax: The choice of alternative that maximises possible gain
· Takeaway 1: How decision alternatives are framed significantly affects choices made by decision makers
· Takeaway 2: We are loss averse. More unhappy about losing $100 than happy gaining $100
· Takeaway 3: We are risk seeking when it comes to choosing among negative options (double or nothing)
· Takeaway 4: Risk averse when it comes to positive option (rather take the certain $100 than risk it for $200)
· Story 20 Made to Measure: 
· Story 21 Spend it, Burn it: Trying to minimize the amount of money lost at end of year from not filling out the budget
· Story 24 Hold that Line: Game theory. Ted cc’s the e-mail to Mr. Marsh, setting up his biggest payoff (program + no strike) with Ben’s minimax (program + no strike)
· Story 26 Watchdogs: Minimaxing watchdogs. If they nix the story, worst thing that could happen is that they get some flak from Stanley. If they okay it, worst thing that could happen is they would lose their job. They want to minimize their potential risk, so they nix it
· Story 34 Stitch in Time: Kerry Drake lied about building B being 80% done. He managed the situation so that in the end it would actually be built and so the corporate watchdogs don’t come down on him
· Story 35 By Your Works Shall Ye Be Known: The quiet, technical geniuses get passed over for promotion. Instead, management hires the competent technical guy who has a flare for making a good presentation, and is good with words
· Story 45 Extra Effort: Ben knows that the project won’t work. Instead of just saying it, and having people think that he didn’t try, he makes all his engineers work overtime to prove that he’s trying his best
· Story 56 All for the best in this best of all possible worlds: Dual management style works because they still need technical people, not everyone can be supervisors. If people get promoted up the staff ladder, they’re still technical workers, but they feel like they’re not failures
· Drew Bolt: Beyond the Call of Duty: Drew questions that the CEO truly cares about innovation and sends a survey email around questioning this after he gets shot down while raising his innovative ideas at the stakeholder’s conference.



Friday January 18th, 2013
Deck: Bounded Rationality: We try to be rational, but there is too much information to know and we have a hard time processing it
Information Asymmetry: Info is unequally distributed, some know more than others
· We can fall for the tricks of impression managers when they are skilled, if we are not mindful.
· In markets, there is lots of noisy info, with only some of it being relevant. This leads to us getting tricked
· This is true in Business schools, where there is so much info out there that people fall back to rankings
· This leads to schools doing “flashy” things to increase their rankings, but that don’t actually amount to much
· Takeaway: People rely on “proxies” to help make their decisions, impression managers manipulate these proxies to convince people of what they want
· This is also seen in companies pre-IPO where the value of their company is determined by proxy as the prestige of their executives
· As it gets closer and closer to the time of the IPO, many companies will push to get a prestigious executive, the less prestigious the company, the more salary they will have to pay the executive
Cialdini
February 8, 2014
1:18 PM
 
Chapter 1 Weapons Of Influence
 
Humans have fixed-action patterns that are essentially machinated responses or "Click, Whirrrrr"
This then allows a decision without having to analyze everything carefully
This then allows an advantage of efficiency.
However you leave yourself open to people who will exploit this.
Example is the turquoise jewelry selling for double (people assume expensive=good)
 
Humans have triggers for compliance which can be used to stimulate people like a weapon (of influence) to agree to requests
Chapter 2 Reci-fuckin-procity
Rule of reciprocity requires that one person try to repay, in kind, what another person has provided.
 
Compliance and reciprocity are related. This was the gift of a flower followed by a request of donation example of the Hare Krishnas or the Not-so-free sample of reciprocity
 
If someone makes a request then makes a concession, we are likely to reciprocate with our own concession. i.e donation of $5 and then cookie of $1
 
The best defence is not rejection. Simply accept initial favours as good faith but be ready to redefine them as tricks if they are proved as such. If so, there will be no draw to reciprocate.
 
Chapter 4 Social Proofs and Blending the Fuck In
We are much more likely to be compliant with a request if we think other/better people also do/comply with it.
 
The Social Proof Rule is stronger under two circumstances
1. Uncertainty: when people are uncertain they pay more attention to others and take more social cues
1. Similarity: people are more inclined to follow the lead of similar others.
David phillips found out some shit that if people kill themselves, this causes other people to kill themselves more in a similar way. 
This is akin to jonestown massacre because they were all uncertain as to whether to drink the poison (until one girl and her kid did)
And then they were in Jonestown, where everyone is similar. So the social cues said to kill yourself. Fuckin dummy.



Cialdini Chapter 3 Commitment and Consistency
· FOOT IN THE DOOR
· People often will commit to their commitment and then come up with new reasons to justify their initial position. Because EVERYONE LIKES CONSISTENCY FOR 3 REASON
· Good personal consistency is valued by society
· Aside from its affect on [ublic image, generally consistent conduct provides a beneficial approach to daily life
· A consistent orientation provides a valuable shortcut.
· We are most likely to actually do what we say we will do when
· 1. We freely choose the initial commitment
· 2. We publicly choose the initial commitment (if we take a stand)
· 3. Honouring the initial commitment takes time
· 4. The commitment invokes our self-perception as conscientious people
· Process often starts by asking a smaller commitment, then coming back and asking for a larger commitment (ie Chinese POW camps asking Americans to point out flaws in America, escalating to them writing pro-communist essays, going from small minor “Drive Carefully” signs to large, ugly ones etc)
· Must change a person’s self-image of themselves 
· Low-balling also works (400 dollars off on car, once car has been chosen keep adding expenses until $400 are added back on)
· Commitments matter bc you want to appear reliable to others
· This evidence makes us seem mindless
· Commitments can escalate before we know it
· Listen to stomach that tells us we are being pushed by commitment and consistency pressures.


