Project 1
In a self-fulfilling prophecy, an individual expects that something will happen because he believes in it. Peoples believes they have a direct influence on their actions. People tend to create a consequence to an event that they thought it was to happen. People make an evidence of an event from the previous knowledge that was based on believes. There are three factors behind the self-fulfilling prophecy: the appearance of the event, belief and the perception.  When events are not visible self-fulfilling prophecy will rely on the appearance of the events. While analyzing self-fulfilling prophecy, there is a need to know the remarkable facts: brute facts that exist independently from any human institution while institutional facts are only within institutions. Outcomes from the prophecy can either be good or bad. How a person perceives things can influence their behavior when this aligns with the development of events. People choose to conform to their beliefs, but this depends on the perception of an individual. Some of the occasions that have shown self-fulfilling are the fear of failure; this will lead to an individual failing more because that belief is present in his mind. People who are extremist in their beliefs tend to have impacts that tend to be dangerous for those of them have been in dilemma to identify and distinguish the differences between political affiliations relating them to self-fulfilling prophecies that has resulted to catastrophes in the world. An example is the Germans who had a belief that there would be a world war, they put pressure on the Japanese from this they started preparing nuclear weapons that were later used in massive murder of the Jews merciless. From their own perception they saw this as a fulfillment of the beliefs. Speculation of things to happen has led to occurrence of events.
In my daily life, I would apply the Ben Franklin Effect in business by focusing on building a rapport with a client. According to (Aronson et al., 2015), human beings tend to be theorists in a general context. Thus, while dealing with a client, I would benefit from winning him or her if I ask them questions about my business. For instance, a client would be excited to explain what feature of a product or service they think works best for our customers. Additionally, they would like to discuss theoretical matters such as where the market stands, current trends, and where the business is headed. Asking these questions would not only make them excited about our products, but they would also cultivate loyalty. After some time, the client would always find time to discuss business or ideas.
Moreover, since business thrives by building partners, the Ben Franklin Effect would help make long-lasting business friends who are willing to come to my aid when the business is not doing too well. I would apply this effect in instances such as asking for loans and other debt-related favors from suppliers and other businesses. If I approach these businessmen personally, their cognitive state shifts, allowing them to feel pride (Aronson et al., 2015). They realize that they possess something I don’t. This superiority would work to enhance a loyal, long-lasting relationship, especially if I repay the debts as agreed. The suppliers feel that I am a trustworthy businessman while they maintain a sense of control. Thus, even in instances where my business is down, it would not be difficult to get them to assist me. This approach would be similar to the study in which a professor was liked more by the students from whom he asked for a loan than the ones he did not. Asking for favors highly enhances likability.                                                                 
Project 3
Concept of Conformity
Conformity is the tendency for individuals to align their behavior, attitudes, and opinions with those around them. The urge to belong is deeply wired into human biology and going contrary to one's group can be detrimental to social cohesion (Aronson et al., 2015). Furthermore, conformity involves altering one's conduct to fit in. On certain occasions, this societal effect can encompass behaving like most individuals in the crowd or agreeing with them. It can also involve conducting oneself in a particular way so that one is perceived as normal by the group. Failure to do so may make someone feel or be excluded from certain following which may come out as disadvantageous. For that reason, conformity tends to help at times thus need to consider it.
Conformity has impacted my behaviors, thoughts, and feelings in different ways. For instance, I have realized that I am used to conforming for different reasons, but one of the prominent explanations is that I conform to avoid looking foolish. This happens especially in circumstances where I am not sure how to act or when what is expected of me is vague. For instance, when I am not sure about the correct response in the classroom setting, I often look around to those who are well-informed than me and use their leadership as a guide to answering questions. I agree with my classmates' answers, who I perceive to be more intelligent than me. This makes me appear well-informed just like my smart classmates.
Generally, though conformity is imitated, it is not necessarily a wicked might. At its best, conformity establishes a sense of fit in and group identity and encourages individuals to obey honorable principles. At its worst, conformity can have a huge disadvantage in that it can expose an individual's darkest whims. Additionally, conformity can be used to validate and execute undesired results.
Project 5
The psychology of persuasion and propaganda is based on rhetoric which involves good communication skills to make other parties believe your intentions. The propaganda and persuasions appeal to the targeted audience's emotions, making them subscribe to the idea being sold to them. Persuasion’s primary goal is to convince the target that the concept being sold to them is good and will make them be admired and happy if they make it part of their belief system (Chery, 2020). Persuasion is an essential tool for marketers and salespersons because selling their products to the targeted market has to influence the possible buyers that whatever they are selling is the best. When bought, they will bring happiness to the buyer (Chery, 2020). Our lives are structured so that external factors and other people influence our decisions. Propaganda is the ability of some people to persuade the mass by influencing them to act or not to act towards a particularly given course of action. The use of language through a medium, majorly mass media, has propagated their empty rhetoric for their benefits by the propagandists.
The technique used by some of the influencers to persuade their followers towards a particular public opinion is by limiting their availability. When they are out of sight of the public, they create anxiety in people who will be very anxious to hear from them. Things, and in this case, people, become more attractive when they are scarce in the public's eye (Chery, 2020). On the other hand, when leaders who have not been making public appearances come out and confront the public with an idea, people are most likely to buy the concept and form it to be a general opinion than when the view is sold to them by leaders who are familiar in public areas. Scarce leaders are attractive to the public than common ones, making it easy for them to persuade the people towards a given course of action or a public opinion.
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