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Deciision-making provlems

· Faulty Perceptions
· Projection bias is the belief that others thinkm feel, and act the same way they do
· Socidal identity thery holds that people identigy themselves by their by the groups to which they belong and perceive and judge others by their group memeberships
· Stereitpes occurs when peope make assumptions about others on the basics of their membership in a  social group
· Biases are hard to get rid of

When confronted with situations of ucertainity that reqire a decision on our part, we often use heuristics – simple, efficient 

Faulty Perceptions

Heuristics and decision-making biases
· Availability
· Anchoring
· Framing
· Representativeness
· Contract
· Recency
· Ratio bias


The availability bias is the tendancy for people to base their judgements on information that is easier to recall
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“losses loom larger than gains” backword s shaped curve

Decision-Making Biases
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Decision-Making Problems

· Faulty Attributions
· The fundamental attribution error argues that past have a tendency to judge others’ behaviours as due to internal factors
· The self-serving bias occurs when we attribute our own failures to external factors and our own successes to internal factors

Attribution Process

· Consensus: Did others act the same way under similar situations?
· Distinctiveness: Does this person tend to act differently in other circumstances?
· Consistency: Does this person always do this when performing this task?
· An internal attribution will occur if there is low consensus, low distinctiveness, and high consistency
· An external attribution will occur if there is high consensus, high distinctiveness, and low consistency


Decision-Making Problems

Escalation of commitment refers to the decision to continue to follow a failing course of action
· People have a tendency, when presented with a series of decisions, to escalate their commitment to previous decisions, even in the face of obvious failures
· Throwing good money after bad


Types of Power

· Power in organizations can come from a number of diff sources
· Specifically, there are five major types of power that can be grouped along two dimensions
· Organisational power
· Personal power


Sources

· Legitimate power
· Reward power
· Coercive power
· Expert power – women exert more expert power in organizations
· Referent power
Contingencies

· Factors that make it more or less likely that people can use their power to influence others
· Substitability is the dregree to wich people have alternatives in accesiing resources
· Discretion is the degree to which managers gave the right to make decisions on heir own
· Centrality represents how imprtnat  aperson;s job is and how many people depend on that person to accomplish their tasks
· Visibility is how aware othersa re of  aleader’s power


Influence

· Influence is the use of an actual behaviour (i.e. tactics) that causes behavioural or attitudinal canges in others
· Influence can be seen as directional
· Most frequently occurs downward (managers inflencng employees) but can also be lateral (peers influencing peers) or upward (employees infnece managers)
· Influence is all relative
· Absolute power of the influence and influence isn’t as important as disparity


Tactics

· Rational persuasion is the use of logical arguments and hard facts to show the target that the request is a worthwhile one
· An inspirational appeal is a tactic designed to appeal to the trget’s values and ideals, thereby creating an emotional or attitudinal reaction
· Consulation occurs when the target is allowe to articipate in deciing how to carry out or implement a request
· A leader uses collaboration by attempting to makw it easier for the target to complete the request
· Ingratiation is the use of favors, compleemtns, or friendly behaviour to make the target feel better about the influencer
· Personal appeals
· An exchange tactic
· Appraising
· Pressure
· Coalitions occur when the infeuncer enlists other ppl to help influence the target
· Inflece tactics tend to be most susccesful when used in combination
· The influence tactics that tend to be most successful are those that are “softer” in nature (i.e. Rational persuasion, consultation, inspirational appeals, and collaboration)


Tactics and Responses

· Engagement
· Compliance
· Resistance


Power and Influence in Action

· People can use their power and influence in a number of ways, including:
· [bookmark: _GoBack]Navigating the political environment I ntheir organization
· Resolving conflicts within the organization
· Negotiation


Politics

· Organizational politics
· Political skill
· Networking ability
· Social astuteness
· Interpersonal influence
· Apparent sincerity
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