Readings:
· Chapters 1, 2, and 3 In Predictably Irrational.- https://www.ebooks.com/account/account.asp 
login msboss0730@gmail.com password Power123
· “Before You Make that Big Decision.. “ (pp. 31-41) OnPoint, HBR.
· "What Makes a Leader" and What Makes an Effective Executive" (pp. 1-36) On Leadership, HBSP.
· Heuristics are pre-existing mental constructs.
· Cognitive bias are pre-existing mental responses.
· Social bias are environmentally formed/influenced learned responses.
· Heuristics and bias are pre-formed and not learned but innate.
· THAT is the BIG difference.
· Be careful not confuse the usual definitions of bias with the specific operation (and meaning) of cognitive bias.  The latter is operative all of the time for all mental inputs, regardless of source, social history, etc.
· This can (sometimes) be a hard concept to understand as it operates completely free of our existing rational mental processes.
· 

Discussion Questions

(1) Ariely contends that “What You See is Not What your Get" - or, more specifically ”What You Think You Want is What you Get Even if It isn't What You Actually Want", i.e. that it is what you believe that you see (or want)  that matters most AND that you can only see part of actual reality. Even then he suggests that your expectations are a dominant factor in determining what you perceive of reality – or what becomes your reality. Discuss

  
(2) What is Cognitive Dissonance and why is it an important psychological concept? Give a concrete example of from your own experience.


(3) Why is Hindsight Biases a bad thing for humans? Why is Hindsight Bias a good thing for humans?

(4) Brain Games:
Many of the psychological concepts require the need to pay attention. However, as the video explains, we can’t focus on everything so we make choices on what to focus on and what to leave out. What did you learn from this episode of brain games for leadership and negotiation?

Reflection Journal
[bookmark: _GoBack]In their journal each student should critically reflect on the psychological concepts we are discussing throughout the course and how they do or do not apply to their own behavior. For example, they can analyze what concepts (or ideas and theories) are particularly challenging for them, when the concepts come into play, what are the “trigger points” for their activation, which are the most difficult to manage – and why? Students are encouraged to consider various psychological principles that they may have been previously unaware of but which they can now recognize as having an impact in their life from a leadership and negotiation perspective. No more than 3 pages

