Groups: Mahi-Mahi, Math & Marriage
SCENARIO 1
You have recently been hired by a communications firm located in Laguna Beach, California that specializes in designing marketing schemes for four and five star resorts.  Within a week on the job, you are assigned to a team with the specified objective of developing a plan to repair the damaged image of Huntington Beach’s waterfront Hyatt Hotel & Resort, which a local newspaper has just accused of passing off fish caught on the pier as the Hawaiian delicacy mahi-mahi.  

Your group consists of 11 members (yourself included), and the regional office manager who created the group did not designate any one member as the “group leader.”

Five of the group members however (members “A,” “B,” “C,” “D,” & “E,”) clearly stand out as the most qualified to lead the group.  The following exchange illustrates each potential leader’s vision for the project.


A: “I firmly believe that we need to approach this problem head on.  My Ph.D. dissertation examined the relationship between negative media and resort reputation, so I’m pretty sure my plan can deal with our client’s dilemma quickly and effectively.”


B: “Well, the paper that reported the story, the Huntington Beach Hound, has been known to use low credibility sources as the basis for their findings in the past.  I found two previous cases online where the Hound had been sued for erroneous reporting and had to not only issue a retraction, but pay a substantial fine as well.  Furthermore, the Hound only has a subscription circulation of 3,023, but over 150,000 people live in Huntington Beach, so most people probably never read the story.  That’s why I think an indirect approach is best.”

C: “I really think that information will be useful B, and I also think your ideas, A, should be considered.  What does everybody else think?”

D. “Well, I think my approach might be slightly different from either A’s or B’s.  I tell you what though, if we go with my plan and everything works out, I’ll pull a few strings over at the Hyatt and see to it that you guys get a free dinner and hotel room for one night next summer.  How does that sound?”

E. “I love to eat, so that sounds great D, but let me make something clear.  You guys mean well, but I don’t see any one of the proposed plans really getting the job done. So look, if you don’t do things my way, I’m going to be a real pain in the ass to work with, because I don’t want this job screwed up.” 

*Which leader, A, B, C, D, or E do you think should lead the group?  Why?
SCENARIO 2

You’re in your third year of marriage, and you’re relationship with your spouse has become a bit strained of late.  Unhappy with your situation, you and your spouse decide to attend marriage counseling with a therapist recommended by a close family friend.  
At the end of your first meeting, your therapist stresses the importance of attending 10 sessions in 10 ten weeks.  Assuming you liked the personality of the therapist, which of his or her statements would most likely persuade you to attend each of the future meetings?
(1) THERAPIST: “It’s really pretty simple.  More than 50% of marriages end in divorce.  If you don’t take the necessary steps to save your marriage right now, you can count on a bitter separation, followed by ugly divorce proceedings, angry fights over money, and resentful children.”

(2) THERAPIST: “Marriage can be, and is meant to be, a beautiful thing!  You guys love each other, I can see that.  All you need is some gentle redirecting and you’ll be as happy together as you ever were.  With a little work, your marriage can be passionate, exciting, and intimate again.  What do you say?
(3) THERAPIST: “I’ve counseled 70 couples over the last 15 years, only 5 of them ended up getting a divorce.  That means if you stick with the program there’s a 93% chance you’ll stay together.”
(4)  THERAPIST: “My sessions are loaded with information about relationships.  We’ll talk about content & relational messages, the dimensions of intimacy, how gender affects intimacy, the stages of relationship development: initiating, experimenting, intensifying, integrating, bonding, differentiating, circumscribing, stagnating, avoiding, and terminating.

                      We’ll also talk about self-disclosure and the various dialectical tensions 

                  involved in relationships.  I cover everything.

What if you didn’t like the personality of the therapist?  Would that change which message you viewed as most persuasive?

SCENARIO THREE

You’re taking a class in statistics and (a) don’t really care for math (b) don’t think you’ll ever end up using statistics in the “real world.”  Which motivational appeal from your instructor (assuming you liked his/her personality) would have the best chance of getting you to study hard for your exams and pay attention in class?
1. INSTUCTOR: “Almost every field uses statistics.  Businesses use statistical analysis to analyze profit margin and productivity quotients, physicians use statistics to trace the effectiveness of particular medications, educators use statistics to determine the most effective teaching methods, and democratic governments use statistics to analyze what needs their citizens need met.”
2.  INSTRUCTOR: “I’m going to do everything I can to compensate you for your 

     efforts in this class.  I give extra credit points for participation, homework    

     passes for turning in assignments on time, and I give the class one day off from 

     attending class if everyone in class gets a “B” or higher on an exam.”

3. INSTRUCTOR: “If you don’t pass this class, you won’t be able to get your 

      degree because everybody has to pass a 100 level math class to graduate, and 

      this is the easiest 100 level math course we offer.  Basically, pass this class or 

      have fun flipping burgers at McDonalds.”  
4. INSTRUCTOR: “I realize that many of you have a fear of math, but rest  

      assured, you’ll have no problems in this class.  I’ve been teaching for 32 years   

      and I have doctorates in education and applied mathematics.  I’ll be able to 

      handle every problem you have along the way, trust me.”
What if you didn’t like the personality of the instructor?  Would that change which message you viewed as most persuasive?

