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Module Assignments.
Discussion #1
While decision making might be hard, especially in difficult situations, it remains inevitable. In many cases, decision making tends to be biased by certain factors. Hammond et al. article, “The Hidden Traps in Decision Making” describes different heuristics and biases made by executives and managers in the decision making the process. This section will describe human decision making biases based on the understanding of Hammond, Keeney, and Raiffa article. 
Researchers have it that humans use unconscious routines known as heuristics in tackling complex and ambiguous tasks. Usually, people make bad decisions which are influenced by biases and distortions. The biases are deeply ingrained in the human mind (Hammond et al., 1998). However, according to Hammond et al., biases that flaw the decision making can be avoided by learning and comprehending how to avoid them. The first bias humans make while making their decisions is anchoring the current situation with a historical event. While this type of bias can sometimes provide reasonably accurate, it overlooks other factors and focuses on history. As a result, it can be misleading in fields that are swiftly changing (Hammond et al., 1998). For instance, a sales manager in  Apparel industry can make a costly mistake by positioning a marketing plan using past trends because buying trends in this industry are fast-changing and the right plan can only be developed by understanding the consumer market. Another common bias is the confirming evidence trap. People relying too much on confirming evidence when making decisions may neglect conflicting information and prefer to stand by supporting information. In a business perspective, confirming-evidence trap can pose more detrimental impacts than it can be beneficial impacts. For instance, a business manager applying a business model because an ally manager has confirmed its working in their company can compromise the long-term sustainability of the company. It is noteworthy that every company, depending on the organizational culture and the strategies incorporated, has the models that can fit into their plans. Therefore, according to the Hammond et al. article, every human should avoid the biases and focus on managing any situation comprehensively by applying the current trends.
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Discussion #2
A heuristic is an unconscious routine or a mental shortcut that helps people to handle problematic situations and make decisions fast and efficiently. Scholars refer to heuristic as an intuitive and quick algorithm that a human brain utilizes to generate an estimated answer or draw conclusions to a situation requiring reason (Hammond et al., 1998). On the other hand, bias is an inclination to draw incorrect judgments on different situations, usually resulting from heuristic. The heuristic approach incorporates rule-of-thumb strategies to streamline decision making process hence saving much time and allows people to think of other things. Psychologist Herbert Simon asserted that human decision is subject to cognitive bias limitations. As a result, people are compelled to rely on a heuristic to make appropriate decisions. 
In their research, Psychologists Kahneman and Tversky revealed that though relying on mental shortcuts can be a crucial problem solving or making a judgment, it can result in cognitive bias. Tversky and Kahneman affirmed that though the rule-of-thumb strategies can hasten the decision making processes, sometimes they can introduce errors through cognitive bias (Hammond et al., 1998). The researchers argued that a marketing strategy is not guaranteed to work in the present or the future because it worked in the past since because consumer trends are subject to change. Also, heuristics can sometimes result in prejudice and stereotypes and consequently leading to incorrect decision or judgment. This is because humans use mental shortcuts to categorize and classify other human beings as a result of developing stereotyped categorizations that overlook reality. Therefore, heuristics can be crucial in handling problematic situations, but if not controlled, can lead to cognitive biases and consequently resulting in incorrect decisions or judgments.

Reference
Hammmond, S., Ralph, L., and Raiffa, W. "The Hidden Traps in Decision Making." Havard Business Review, 1998: 1-11.
















Discussion #3
Basing my argument on leading business ethicists Ann Tenbrussel and Max Bazerman book, Blind spots, it is possible to outsmart our biases simply by understanding how cognitive biases or unethical decisions distort the decision making process. Taking into account the case of the launching of the Ford Pinto car models, the Ford Pinto Car, a model that was produced in the 1970s, became disreputable for its problem to leak fuel and consequently to explode to flames in rear-end collisions (Bazerman and Tenbrunsel, 2013). According to different sources, more than 25 people died and other people injured in the Ford Pinto accidents before the management decided to attend to the problem. Investigations regarding the development of the Ford Pinto model revealed that the decision the launching of pinto was a counter approach of the fierce competition against Volkswagen as well as other car manufacturers. According to the investigators, the engineers of the Pinto had warned against possible dangers after observing busted fuel tanks during preproduction tests (Bazerman and Tenbrunsel, 2013). However, the assembly lined overlooked the issue by issuing a green light to the launch of the pinto model. The investigators affirmed that many employees were against the decision of marketing a model that had earlier shown signs of potential threats to the lives of people; in fact, some people referred it as an unethical managerial decision. Considering this case of Ford Pinto, it is apparent how biased decision making can pose costly mistakes. The leaders mandated the decision making process made the wrong choices to curb the rising competition in the car manufacturing industry. The Ford leaders had the option to call off the unethical decision, but according to their cost-benefit analysis, possible lawsuits and the profit margin, they opted to make the unethical decision. In my opinion, business leaders should adopt a more holistic model in their operations by understanding biases and their effects to prevent the possibility of cognitive bias. In this case, people can learn to make better choices that are not detrimental to others. Therefore, we can outsmart our own biases if we endeavor in understanding them and their detrimental effects.
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Discussion #4
In their book, Why Should Anyone Be Led by You, Rob Gaffe and Gareth Jones discussed various aspects of leadership self-knowledge. The authors believe that a real leadership entails striking a balance between self-inner tensions and application of a person’s unique abilities. In other words, Gaffe and Jones center on the social nature of leadership and delineate how leaders can remain focused to the expectations of the followers. The authors argue that by maintaining the balance between inner tensions and their skills, they can learn from their success as well as mistakes to create successful leadership culture without falling in the trap of in-built cognitive biases.  
The author believes that the best way leaders can avoid succumbing to cognitive bias is learning to be situational-sensors (Gaffe and Jones, 2006). For instance, in their book, they provide an example of new sheriffs who enter in a new area with their gun blazing to assert their rules. As a result, they overlook relevant factors such as the culture of the area, the interests of the inhabitants, or the general context of the situation. By imposing their own rules, the sheriffs find themselves trapped in the cognitive bias trap.
To avoid to be caught in the cognitive bias trap, leaders should consider most of their time listening, observing situations, and asking relevant questions to comprehend the status quo in question. To successfully comprehend people, the leaders must establish personal connections but maintaining social distances (Gaffe and Jones, 2006).  After noting all area of changes, the leaders should now assert their values and maintaining the right channels without showing biases (Ariely, 2008). Leaders applying such an approach create a picture of an approachable leader and research has proved that people like to be led by a leader who portrays his/her humane side. Therefore, application of strengths and weaknesses in leadership is among the best ways to avoid cognitive bias. 
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Module 4 Reflective Journal
Module 4 has largely focused on the importance of heuristics in the decision making process, how heuristics can lead to cognitive limitations and also provides decision-makers with important strategies of how to avoid falling within cognitive biased decisions. Admittedly, my greatest weakness in making decisions is allowing myself to be carried away by emotions. For instance, sometimes I find myself favoring my closest allies in my plans without confirming their appropriateness. I have come that such a mentality is among the cognitive biases that can lead to discrimination and thus compromising the quality of the decision made.
 Earlier, before learning the concept of heuristics and cognitive bias in rational decision making, I did not know whether heuristics could jeopardize the quality of judgment or decisions made. As a matter of fact, I believed heuristics serve as quick rule of thumb strategies to problems where no much information is at disposal for decision makers. Specifically, I have found Dan Ariely’s book, “Predictably Irrational; The Hidden for Forces that Shape Our Decisions” to be of great help since it challenges leaders to make decisions and judgments based on rational thought (Ariely, 2008). I have found it educative since it proposes that every human mind, according to psychological research is inherently prejudiced. For this reason, I will have to think of my decisions well and reflect on all choices to prevent making erroneous decisions. In the book, Arierly asserted that, “you would think you are responsible for some of the decisions you make, but you are not, your brain is” (Ariely, 2008). This statement directly related to my form of thinking because I come to realize later my decisions were wrong. 
One thing am proud, however, is the ability to understand different people and different contexts. In line with the Module 4 teachings that has taught me that human behavior has a direct correlation with certain patterns, I can comprehensively learn and understand different people. According to Ariely, human mind has an inherent tendency of comparing events, situations, and objects and finally opting for the solution that perfectly suits his needs. For instance, he shared in the book relating to supply and demand, Ariely present Cappuccino costs in Costa Coffe and Starbucks, where a cup cost $2 in the former organization and $5 in the latter organization. The inference he made is that people still prefer Starbucks coffee because of the customer’s perceptions that Starbucks has good quality than other companies (Ariely, 2008). This shows the inherent bias in peoples mind. While it can be good, sometime it can lead to compromised decision making. For this reason, as a leader who understands different contexts and people, making good perceptions to followers, buyers and employees can streamline the leadership duties. Also, Hammond et al. article, “The Hidden Traps in Decision Making” is equally useful in guiding managers and executives in rational decision making. Hammond et al. discussed the importance of using heuristics, especially when an organization lacks enough information to make quality decisions. According to them, heuristics are important but by using them, business leaders should be careful not to fall in the trap of biased decisions. 
Module 4 has therefore helped me to know that; in a business context, heuristics apply the aspect of accuracy and proximity in applying the rule of thumb approaches, profiling and making logical guesses. I now understand that in applying heuristics, I can make stereotyped or prejudiced decisions. As a solution, I will ensure that in all my decision makings, I will utilize any available relevant information at my disposal to prevent developing stereotyped categorizations that undermine the reality. In summation, I have noted psychological functions lessons from module 4 (cognitive and learning) are particularly apt to the contemporary business context when businesses have to cope with a plethora of decisions. 
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Module 5
Discussion #1
Egocentrism is a concept that occurs in real life. Egocentrism refers to a state where a person considers themselves first without taking consideration of another person concerns. A person tends to favor themselves, making self-serving judgments hence failing to make a fair conclusion to an argument, problems, or credit to an action (Bazerman and Tenbrunsel, 2013). Being egocentric is prevalent in life where people determines their preferences for outcomes solely on personal interest then goes on to justify the preference based on attributes that affect fairness in their point of view.
I am also susceptible to such kind of flaw when making decisions. Over time, I find myself attaching too much credit on any action we undertake as a group. Currently, I hold a leadership position in a group discussion we conduct where I am the chairman. When it comes to planning the group meeting, I provide the proposed venue, time for meeting as well as coordinate the group to maintain objectivity during discussions. Additionally, I also make some contribution during the discussion.
If asked to rate my contributions to the group, I would give a rating of 65%. Given that the group has five members, a 65 percent rating is more than what others would give credit to my contributions. How fair I attach my credit depends on what I feel I provide to the group. Based on the egocentrism concept, I make a self-sustaining judgment without considering others who sometimes provide more or similar efforts as I do. Over-clamming of credit runs my personality, a factor that makes me bias in decision making and rating others. It would be right if I consider others when making any judgment on my efforts while considering others who portray egocentrism.
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Discussion #2
People fell into a non-rational escalation of commitment bias. Notably, escalation of commitment means taking an activity/action that upholds the previous decision, and non-rational escalation of commitment means the opposite where a person carries on previous decision despite the decisions resulting to negative impacts. The bias comes from a hope that previous decision would bring desirable consequences in the future. 
During my fifth grade, a friend had a non-rational escalation of commitment. The problem was working hard in education. Working hard has the potential of steering a person to a better life afterward; thus, every parent and teacher advises a student to work hard in school. My friend used to work hard that he dedicated most of his time in studies eating up his social contact and night hours. His commitment to studies is a non-rational escalation of commitment in the sense that, working hard devoid him a fundamental part of human development associated with making more friends and spending quality time playing. Similarly, it robs off his sleep leading to insomnia. Continued pressing on in working hard is an example of non-rational escalation of commitment. 
Non-rational escalation of commitment has a close relationship with prediction errors. Prediction errors show a tendency where individuals make the wrong forecast or behave differently when presented with the same situation practically and theoretically (Bazerman and Tenbrunsel, 2013). The relationship between the two concepts named above comes where a person may make prediction errors when presented with the question of whether they can become a victim to a non-rational escalation of commitment. The obvious answer will be ‘No.’ However, when presented with the same situation; they act oppositely to what they predicted. 
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Discussion #3
Individuals tend to narrowly focus or ignore very relevant and important information leading to a particular decision. The ignorance is part of motivated blindness or indirect blindness. People engage in motivated blindness when they portray self-interest in a certain circumstance under review. A person fails to offer a fair judgment when they hold the person they are judging in a favorable light; hence assessing unethical behavior seems bias (Bazerman and Tenbrunsel, 2013). On the other hand, indirect blindness may be in play. In indirect blindness, a person may decide to judge another person who conducted an unethical behavior indirectly more leniently as compared to the one who conducted the same action directly who receive harsher judgment (Tuner and Rina, 2014). 
In both types of bounded awareness, biases differ in degree due to how a person perceives the action or the doer.  A person displays biases to hide the favoritism they hold to a certain person or ignorance to other essential information leading to action — the two type of blindness present unlimited scope of reaching an objective verdict on issues.
A have a friend named James and once I asked him to lend me his toy for one weekend; little did I know that he had already sold it to his other friend Wilson. On one Saturday, I went to borrow it at his home and James refused to lend me the toy clamming that the owner would come for it. A few hours later, Wilson came and took the toy. When I borrowed it from Wilson, he became rude and vowed not to lend me since he did not know me well. At that time, I judged him more harshly when compared to James though both of them did not lend me the toy. I was experiencing indirect blindness without concentrating on the fact that Wilson was right to decline my request.
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Discussion #4
The most relevant psychological concept that applies directly to Blind Spot notion is self-concept. This concept refers to how a person thinks about themselves, which determines how he/she makes a decision. Blind Spots by Bazerman and Tenbrunsel (2013), is a book that revolves around different factors causing biases. It offers insights of self, an individual belief, and attributes making what a person is (Tuner and Rina, 2014). 
A person may be egocentric hence undertakes actions and decision that attracts more benefits to him at the expense of others. As the concept of self indicates, a person attributes are vital in determining how they perceive others. On the leadership article by Jim Collins, Level 5 leaders are not egocentric. Any success level 5 leaders attain gets attributed to luck other than self-boastfulness (Jim, 2011). It shows that level 5 leaders understand that any success in management is a result of corporate contribution among stakeholders. Level 5 leaders do not over-claim credit but rather attribute it to luck, other employees’ effort or good business environment.
It also explains the benefits of reducing biases. Chapter 5 has the concept of bounded awareness. The chapter indicates that any form of blindness presented affects good decision making. One of the characteristics of level 5 leaders is objective; they get the right people on board and discard non-performing people without having subjective views. Level 5 leaders show personal humility by not apportioning blame to others and shun from public adulation. Besides, there is a professional will of setting personal and organizational standards aiding in building a great enterprise. The self-concept in Blind Spots assists in eliminating cases of motivated and indirect blindness from leaders, a vital ingredient in making a company from good to great as Darwin Smith did.  
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Module 6
Discussion #1
There are a plethora of reasons that compels people to succumb to social influences. In their article, Social Cognition, Attribution and Perception in Negotiation, Neale and Fragale discusses how social influences impact the negotiators perceptions and attitudes and thus resulting in changed behavior and desires of the negotiator, this model is known as social cognition approach (Neale and Fragale, 2015). This model is largely shaped by uncertainties. The type of uncertainty that a negotiator experiences in his operations usually shapes his desires as well as behaviors (cognition). Generally, a negotiator experiences uncertainty before a negotiation and after a negotiation.
According to the authors, most of the uncertainties facing the negotiators are present during the introductory phases the negotiation and can prolong to the latter stages. The common uncertainties present in the preparatory phase are goal uncertainties and preference uncertainties. According to the authors, most managers tend to focus on a single goal, maximizing utility, while in real sense there are many goals that they should consider such as technology to use or models to incorporate. The decision on which goal to use is strongly influenced by the manager’s ‘preferences’ on which goal to choose and the goals not to consider. In addition, the goals of the negotiators can be influenced by situational factors.
The uncertainties facing the negotiators influence them to opt for goals which will result in best outcomes. Usually, negotiators can opt for lower or upper bound; they do not opt for specific goals. Researchers have revealed that the decision of negotiator to opt for a specific goal is better achieved when they focus on aspiration price (upper bound) rather than reservation price (lower bound). Ariery will respond to Neale and Fragale model by arguing that negotiators behaviors and desires are shaped by the negotiator’s brain (Ariely, 2008). For instance, if a negotiator is used to considering upper bound outcomes, then the choice of the goals will the one aiming for high profits. Therefore, negotiators desires and behavior is largely contributed by the uncertainties facing them in their process.
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Discussion #2
In the contemporary outlook, corruption has saturated substantial sectors in the global economy. In their article, Blind Spots, Blazerman and Tenbrunsel discusses why we unable to fix our corrupt institutions. This section will critique and discuss Blazerman and Tenbrunsel argument on the launching of defective Ford Pinto cars in the car manufacturing industry.
The Ford Company started selling defective cars despite earlier productions tests by engineers showing that the fuel tanks would burst. As a result, many people died and others sustained injuries before the management decided to make the necessary amendments. Tenbrusel and Blazermann attributed this unethical decision to eroding ethics in business operations (Bazerman and Tenbrusel, 2013). Personally, I agree to the authors because the management of the Ford Company knew that by selling the vehicles they predisposed people to potential dangers of injury or more worse to death. According to the authors, they believe corruption in global institutions remain widespread because scorning ethics in the entire process of decision making process, for instance, in the case of Pinto model, it is said that before making the ultimate decision of availing the cars for sale, the management had conducted a cost benefit analysis and found that the profits realized in selling of the car would necessitate them to pay for the potential lawsuits (Bazerman and Tenbrusel, 2013). For this reason, the authors proposed that, for us to comprehensively handle the shifting ethical standards, we have to comprehend the psychology of individuals who are at the heart of ethical dilemmas. According to my understanding, the management of the ford had acted unethically at their will since they understood the consequences of launching a defective model. If the federal continue on allowing people to act unethically by slapping affordable fines, then we will still be unable to curb corruption in our institutions. Therefore, I completely agree to the Blazerman and Tenbrunsel’s premise that curbing corruption relies on understanding the psychologies of individuals who are at ethical dilemmas.
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Discussion 3
In the brain test videos, different games such as recalling the random sequence of letters prove to be a hard task.  This is the short-term memory effect. Current research has shown that information processing in the context of leadership has a significant influence on leader behaviors (Ariely, 2008). In addition, short term memory can pose an immense impact to negotiators. To understand the impact of short term memory to leaders and negotiators, will base my argument on the factors that determine a leader’s or a negotiator’s behavior. Individuals with short term memory tend to take a lot of time practicing or rehearsing information. In addition, people with short term memory tend to lose their attention quickly. From a leadership context, the capacity of a leader’s memory is critical since it is applied by the executives to make informed decisions. This implies that, for leaders with inadequate memory, the information they have at their disposal will compromise the quality of the decisions made. This argument is equally applicable to negotiators; the information available will immensely influence a negotiator’s behavior and choices. In addition, individuals with short-term memory tend to hold a small amount of information when they are in a negative psychological state. In his book, Predictably Irrational, Ariely argues that every human brain is inherently biased. This implies, when negotiators and leaders have no access to adequate information, they will opt for heuristics which can lead to incorrect decision. Ariely would respond to the problem of short-term memory on decision making by advising negotiators and leaders to find alternative ways of accessing information, which is a key factor in rational decision making (Ariely, 2008). Therefore, short-term memory will affect the amount of information an individual can hold, as a result leading to compromised quality of the decisions made.
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Discussion 4
In their essay, Social comparison in negotiation, Crusius, and Mussweiler discusses various forms of uncertainties about negotiations and social comparisons. I found the uncertainties of the negotiators giving inadequate information to be the most intriguing since if I were a negotiator, I could easily manage it in a negotiation process by conducting due diligence. However, uncertainties posed by lack of negotiation skills can be the hardest to overcome, especially when the negotiation partner is very competitive. 
When engaging in social comparisons with a prime aim of sourcing information, a negotiator can source the objective information. According to Crusius and Mussweiler rational choice ideology on negotiation, any negotiator should be motivated to maximizing utility, implying that the objective result should be the most crucial to them (Cusius and Mussweiller, 2013). On the other hand, the scholars think that the outcome of the negotiation partner’s should not be of any value to the negotiator. According to the authors, the negotiator’s partner outcomes can be integral information to negotiators to assess their own performances. While creating objective information for social comparison can seem too easy, it can sometimes lead to biases. For instance, sometimes may conduct social comparison to develop a better self-view instead of sourcing accurate information.
The main aim of social comparison is self-improvement, self-enhancement or self-evaluation. When a negotiator lacks the skills to conduct a good negotiation, then it is unlikely for an individual to achieve any aim (Cusius and Mussweiller, 2013). People with no adequate negotiation skills tend to compare with others using standards that are not right. In other words they tend to be cognitive biased. For instance, when people lack a standard to use on comparing a person, they will tend to use an anchoring individual as a standard reference. For instance, people can judge whether a comedian jokes to be good by comparing them with another comedian. Therefore, different uncertainties in social comparison and negotiation have immense influence on the quality of information gathered. 
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Module 6 Reflective Journal 
Module 6 is a great deal to me, especially, the subjects of the negotiator and the general negotiation process. A single concept that would wrap the entire module 6 is social cognition. This concept is an essential branch in the study of psychology that primarily focus on assessing how individuals process information, store it, and how they apply it on social situations as well as on other people (Ariely, 2008). This concept is particularly apt in the contemporary world where a plethora of diverse cultures exists in all corners of the globe and businesses are tremendously increasing.
 Analogous to cognitive thinking, social cognition incorporates schemas or mental representations to help leaders and negotiators to form decisions and judgment about the world. Personally, in a negotiation process, I have a strong allure to compare myself with the others in order to develop the specific objectives of the negotiation. This behavior account for my admiration to one of the learning in module 6 that I found to be very educative, how the social comparison influences behavior and perceptions in a negotiation process. Social Cognition, Attribution and Perception in Negotiation and Social comparison in negotiation essays by Neale & fragile Crusius & Mussweiler respectively cements the importance of the nature of relationship between the negotiation parties in determination of fairness. Like any negotiator who enters a negotiation to seek maximum utility, I enter in a negotiation to ensure much profit is on my end. My main struggle in any negotiation is when the negotiation partner is superior to me. In most cases, the negotiation does not happen because of my selfish demeanor. On the other hand, if I am more superior to my negotiation partner, I tend to alter inputs or change the outcomes in order to psychologically win over my partner. On the other hand, if I find myself in a negotiation with a partner of my equal status, the negotiation becomes very deep, but again, because of my selfish demeanor, I pull out of the negotiation when there is no profit on end. I have noted from Ariely that in a situation where a negotiator is unable to change or reduce the inputs or outcomes is highly likely to be unable to negotiate effectively in a distributive context. For this reason, I have developed a plan to learn more about my negotiation partners before engaging in a negotiation.
Another issue that I find myself struggling to cope with is the issue of short-term memory. According to Ariely, it is apparent that the short-term memory can be detrimental to negotiators and leaders. In many times I find myself in an impromptu negotiation; I find it hard to remember critical information and thus giving my competitor an edge to outperform me. Also, when making important decisions that require the rule of thumb approach, I find it hard gathering all the information. As a result, I try to make decisions based on proximity and accuracy which in many times lead to erroneous choices. In this module, I have learnt that negotiators with short memory will struggle in altering negotiation’s partner input and the objective outcome and hence will struggle in the negotiation process. Therefore, this crucial information on the effect of short memory to leadership skills is crucial to me because it is useful to me and I can also educate my peers to keep themselves updated and find alternatives, in case experiencing short-memory effect, to mitigate compromised decisions or negotiations.
Lastly, I often find myself in a dilemma whether to trade-off ethical behaviors with actions that have profit to me. In many cases, I find myself opting for ethical actions over profit, especially when any demanded action is a threat to human lives. In Bazerman and Tenbrunsels’ article “blind spots”, the authors provide challenging insights of why we are unable to fight corruptions in our institutions. What annoyed me greatly is the high number of industries and scenarios presented by the authors, where leaders made unethical decisions. In most of the organizations, like the Ford, the manager traded off peoples’ lives with increased revenue and dominance in the industry. What I have noted from interactions with people and readings in class is that precedence of profit over ethical behaviors has a direct correlation with the way of thinking. Therefore, module 6 is important to me and has immensely fostered my negotiation skills as well as my leadership abilities.














Module 7 overview
Module 7 discussion # 1
Majority of the people would like to be ethical but their practices may not match their intended behaviors. In chapter 8, Bazerman & Tenbrunsel, (2013) discuss various strategies that help us to shape our characters. I am interested in the approach of accurate evaluation of choices. Severally, I examine what I want to achieve and then decide on the correct methods to guide me in achieving my goals. This strategy begins in training to change the psychological mechanisms and adopt new mechanisms that genuinely reflect on my intended behavior. Mental training helps a person to incorporate techniques that mirror his or her specific goals. Biasness affects the recollection of correct decision (Bazerman & Tenbrunsel, 2013). However, this can be easily challenged by emphasizing, giving immediate feedback to every decision. I would evaluate my practices then start psychological training that will help me forget the unethical behavior. Psychological training works accurately when a person gets immediate support from close friends and teammates. To cater for this aspect, I would associate myself with people who inspire me to build my character. 
Another helpful strategy in confronting personal behavior and ethics is preparing to decide. Without effective decision making, a person leads a life without any goal to achieve. My life is driven by the “want” to achieve, and this keeps me motivated to formulate an exceptional plan that will remind me of the best approaches to follow in realizing my goals. For example, for a very long time, I have been aspiring to attain an increased salary. To achieve my “want,” I have been working extra hard to achieve better results, and this has led to my proportion to the current position in leadership. I will apply this strategy by instilling the aspect of want in my employees. This will keep them motivated to challenge the unethical behavior in the organization, thus organizational success (Bazerman, & Tenbrunsel, 2013).
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Discussion # 2
Decision making is a critical factor in initiating success. There are two systems of decision making. System 1 is automatic, intuitive, and emotional. System 2 is slow, logical, and deliberate. In my decision making frequently apply system 2 because it is involving, that is, it works with maximum attention. This system increases accountability due to intensive reasoning before concluding certain decisions. More importantly, system 2 avoids biasness and ensures that no errors occur in the process. For example, in leadership, system 2 helps the leaders to come up with concrete decisions to achieve long term solutions (Beshear & Gino, 2015). Additionally, system 2 gives a person time to evaluate all the possible outcomes rationally. Choosing the best solution to a problem lays the foundation for success. System 2 admits the fact that humans are prone to forgetting and hence introduces reminders and accommodates prompt planning that guides a person towards the target outcome. Interestingly, system 2 creates opportunities for reflection. This helps in identifying the practical approaches to apply in the development of an organization. 
Despite system 2 having numerous advantages, it is very exhausting thus needs a lot of energy to conclude. Sometimes I do apply system 1 in decision making. For example, in case of an emergency, I do make some hasty decisions to save my life only at the moment. This also applies to leadership. At times leaders show their emotions by making rapid decisions. This system is autonomous, efficient, and requires little energy to solve a problem (Beshear & Gino, 2015). However, the outcomes of these methods are not always pleasing because of unconsciousness in reasoning. The two systems of logic are quite helpful. I would analyze situations and then use the most appropriate approach. Making a shift is achieved by building automatic adjustments to promote organizational success. In conclusion, system 2 is the best in making long term decisions pertaining to the organization. However, this does not render system 1 invalid.
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Discussion # 3
Leaders apply different strategies in challenging biasness in other people within the organization. I realized that leaders who believe in ethical decision making shape their organization to fit the ethics. However, a problem arises when a leader is focused on challenging biasness in other people. For my case, I identify the hidden informal values differently and apply these values to confront their biasness. Informal values play a vital role in challenged the employees’ behavior (Bazerman & Tenbrunsel, 2013). For example, I question my employees frequently in an informal setting to identify the ethical challenges they face during duty execution. Creating supportive dialogue helps a person to understand the micro-behaviors of the other people hence guiding an individual to ensure a constructive outcome.
 In my leadership, I challenge the biasness of my employees by identifying ethical “sinkholes” in the organization. This encompasses paying attention to areas in the organization that tend to have uncertainty and time pressure. The more the uncertain an environment is, the more unethical the individuals’ behavior becomes (Bazerman & Tenbrunsel, 2013). Time pressure is achieved by applying system 1 thinking hence reducing cognitive resources available to decision makers; therefore, breaking the ethical chain in my employees’ behavior. In my leadership, I would like to apply the isolation method in confronting the moral actions of my employees. According to isolation, promote informal values by developing norms that deviate from the ethics of the organization. However, isolation may impact negatively on organizational performance.
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Discussion # 4
Leaders need to be selective on the ethical practices to portray because not all the behaviors can guide the organization to success. One of the personal strategies that I produce is preparing to decide. Moral thinking is essential in setting personal goals alongside the goals of the organization. Moreover, logical thinking induces the trait willingness to achieve, thus keeping me inspired to realize the goals. The strategy of want is crucial in helping me increase the accuracy of planning (Bazerman & Tenbrunsel, 2013). It is easy for a person to plan when he knows what he or she exactly wants. Ethical behaviors promote change in society. I like the strategy of structural change in the societal levels. This strategy involves focusing on the vital future concerns by transforming the current ethics hence avoiding any future harm. 
In my leadership, I rarely apply system 1 reasoning, which involves fast, automatic, effortless, and emotional decision process. In most cases, system 1 reasoning leads to immoral results as compared to system 2 (Bazerman & Tenbrunsel, 2013). These results are due to irrational decision making, which may impact negatively on the reputation of the firm. Another strategy I consider less helpful is isolation. Isolation leads to the informality of in the societal activities. Additionally, isolation can divide society as all the people would like to receive equal favors from their leaders. However, the strategy of isolating people considering various aspects may help realize specific goals with a small group of qualified personnel though it poses a great dilemma in the society.
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Module 8
Discussion #1
In their article, “The Winner’s Brain: Developing it and Sustaining it for Life”, Fenske and Christensen apply thought-provoking neuroscience to assess successful individuals. In additions, the authors try to show that their success does not correlation with their upbringing or intellectual intelligence (IQ). Moreover, they explain how individuals can unlock their brain’s locked potential. Of all the options in the article available, it is the developing of a failure-resistant brain that I found more fascinating. According to preliminary neuro-imaging studies, how different people use their brains might damage neural circuitry and in rare circumstances, build the brain tissue (Fenske & Christensen, 2011). As a result, Fenske and Christensen recommend different practices to create a failure-resistant brain. The following are some of the practices that were of interest to me. First, people should understand how to use their memories. The authors argue that the memory should be used as storage of historical events; instead, people should use their memories to plan for their future by solving present problems. As an example, the authors provide an example of a profession airline pilot who has to create a type of memory that will enable him to work more efficiently (Fenske & Christensen, 2011). For instance, an airline pilot has to drill continually in fake emergencies to prepare him/her for the possibility of a crash landing. The second way is by focusing in distractive situations, it is very hard to perform to the capacity. According to research, multitasking tends to compromise the decision making process, by delaying the posterior lateral prefrontal cortex, the part of the brain responsible for decision making. According to the authors, trying to maintain focus is a good way of developing the brain tissue. Therefore, focus and developing a good memory are good practices of creating failure-resistant brains. 
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Discussion #2
In their article, A Leaders Framework for Decision Making, Snowden and Boone, discusses different contexts of decision making as well proposing Cynefin Framework. In this section I will critique and discuss the multiple context sections as expounded by the authors. 
The authors present a case of Palatine murders of 1993, where Gasior, the chief deputy, encountered multiple contexts. The first context involved him taking a critical step and informing the community through the media; this is a chaotic context. The second context was ‘simple,’ where he had to run the department normally by following the daily schedule. The third context was ‘complicated,’ where Gasior had to invite more experts. The final context was ‘complex’ where he had to find ways of calming the entire society during the time of the crime (Snowden & Boone, 2008). After evaluating, the four contexts, the last option could not work since at the time the community members were very afraid of the ongoing murders and most of the activities were at a standstill. In addition, opting for option number three, which involved inviting experts, was a big risk. The article importance lays on exemplification of great leadership skills. For instance, as a good leader, Gasior applied Cynefin framework by letting the community inhabitants to provide their views on the appropriate solutions to curb the prevailing tensions (Snowden & Boone, 2008). In my view, I believe, the authors’ argument is good for the leader and the negotiator. The rationale behind my support is that information is the prime factor in the quality of the decision made. Considering the Palatine case, the community residents have good information and understand the culture of the community, which would allow them to come up with rational solutions. A perfect example is a corporate company selling coffee in Australia. The company leadership faces different contexts. Moreover, followers respect a leader who includes them in a decision making process. Therefore, Snowden and Boone proposed the Cynefin framework is realistic and mutually beneficial to the leaders and the negotiators. 
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Module 8 reflection journal
[bookmark: _GoBack]I have greatly learnt how to develop a working brain; how to solve different situations: critical, chaotic, complicated, complex and multiple; understanding on the importance of teamwork in leadership following a comprehensive study of the readings in module 8. All the three lessons are all very important, but what I found particularly challenging is the teamwork leadership gap as exemplified by Roberto & Carioggia’ article, Mt Everest -1996.  
To me, I find it hard to tolerate leadership mistakes as they can result in poor outcomes. As a result, I find myself airing my concerns to leaders who I in my opinion I find coming up with ominous decisions. For instance, after reading the Mount Everest case study, I tried comparing the experiences of Fischer and hall’s expedition groups to the modern business context; in my conviction, the climbing expedition mirrors the team dynamic apparent in most of the corporate boardrooms and executive suites across the globe; the group’s guide who was considered of low status can be compared to the employees of the present day organizations; the climate that was created by Fischer and hall, which hindered people from presenting their dissenting opinions can be compared to the environment created by leadership in the contemporary context. For instance, after surviving the tragedy, Beidleman confessed that he decided not to voice his concerns because of his status in the team coupled with leaders’ prior warning. Beidleman cowardice behavior is what I hate mostly and if I were in his position, am certain I would have avert the situation because I would have spoken my mind. Also, I am indifferent to autocratic form of leadership and I found it hard to believe that leaders like Hall and Fischer could be deceived by their past successful records to imagine that the other groups’ members could not contribute anything constructive to the group. 
If I was among the leaders conducting the expedition, I would encourage anyone to voice his mind and combine it with current information as well as relevant historical information in making of decisions. Personally, I consider teamwork leadership as a model that is based on inclusivity when it comes to discussing matters because people are unique and have different individual strengths and can therefore offer useful insights that can positively impact on the quality of a judgment and decision. As a lesson from module 8 readings, I believe that any leader should involve unique abilities of individuals by promoting sharing of information and welcome any dissenting opinion. For instance, in the case, if the leaders asked the climbers to share their opinions about moving up when 2pm, the turnaround timed, reached, perhaps the catastrophe scenario would not have happened. My rationale behind this inference is because two of the guides: Beidleman and Boukreev, had special reservations about climbing the mountain past midday. This implies that, if the leaders had not asserted them autocratic leadership, then they would have averted the deadly situation. In short, the case of Mount Everest mirrors the bad working environment created by plenty of businesses across the globe which leads to compromised respect and trust among members and thus hampering candid dialogues. As a response, business should learn to create organizational cultures that are aligned on teamwork leadership in order to achieve its goals more easily. 

