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Exercise 1: Management Topic 1. Management - An art or a science 

Purpose of the exercise: Having an insight into the concept of management 

Required knowledge: Reading and learning 

 

Cseh-Szombathy - Ferge (1975)1 have detailed in their books about research methodology-in 

relationship with the topic of problem of conceptualization - „that a classic problem associated 

with industrial sociology is the analysis and measure of the concept of management. Still, what do 

we interpret by management and direction and administration? Whether technical leader can be 

considered as someone of management? The concept of management must have born when people 

realized that management of two industrial plants with the same operating conditions might be 

right or wrong. This complex factor, which influences human performance and output of 

machinery has been identified as management. Since than sociologist dealing with organizations 

tried to specify it and enrich with more concrete content.” Scientific management, starting from 

the beginning of the XX. century has developed a lot and also its content and functions have 

already been improved. First, as we know from the work of Henry Fayol2, in the framework of the 

classic approach management 5 distinct managerial functions were described as „planning, 

organizing, command/leading, coordinating, control”. Until now many other managerial 

functions have been developed, together with the increased jobs of the modern manager 

 (Figure 1).  

 

 

 

 

                                                 
1 CSEH-SZOMBATHY L.- FERGE ZS. (1975): A szociológiai felvétel módszerei. Közgazdasági és Jogi 
Könyvkiadó, Bp.  
2 FAYOL, H. (1930): Industrial and general administration. Sir I. Pitman and Sons Ltd., London. 
 



  
  
 
 

4 
 

 

Figure 1: The development of managerial functions 

Source: Véry (2009) 

Task 1.: Please, read the selected article3 about work of Fayol, and try to answer the following 

question: 

1, The article details: „ Born in 1841, Henri Fayol was the youngest of his class at the 

National School of Mines at St. Étienne (École des Mines de Saint-Étienne), from which 

he graduated at the age of 19. Fayol was appointed engineer at the Commentry group of 

coalmines of the Commentry-Fourchabault Company, where he remained all of his 

working life.” What do You think of long or life long employment at one company? Have 

You heard about it earlier? 

2, It is mentioned that: „Fayol pursued at least four careers, “and in each of them he was 

pre-eminent”. What kind of careers of him can You identify and try to compare it to 

current carreer prospects! 

3, What does „philosopher” mean? 

4, The article suggest that „he concentrated on business organizations”. What do You 

think of that in this current world of us? What kinds of organizational sectors can You 

identify? 

                                                 
3 KARIN, H.B. (2009-2010): “Henri Fayol – the man who designed modern management”, Le Libellio d’Aegis, 
volume 5, n° 4, Hiver, pp. 13-20 
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5, It is written that: „Fayol conjectured that for a large enterprise, and in a technical 

function, the relative importance of a manager’s technical competence is 15, as 

compared with 40 for his managerial competence. For a minister the corresponding 

management number is 50, and for the head of state 60.”. What do You think of the 

technical education of a manager? Do You agree with the following statement that: „The 

role of technical knowledge decreases by managerial levels from board level downstairs, 

while the role of the conceptual skills increases”? 

6, The article detailed that: „When managers are seen as a coherent group of 

professionals it makes sense to recognize the usefulness of a general management 

education, and Fayol insisted that there was an urgent need of such education. In Fayol’s 

view, the technical schools neglected the fact that management would dominate the 

professional lives of their students. They focused on technical competence, and did not 

include management in their curricula.” What kinds of education are needed for a 

manager? 

7, In the article it is also written that: „it is a false move to sacrifice four of five years’ 

general education in favour of an excess of mathematics”. What do You think of the role 

of mathematics in business and in the role of management education? What do You know 

about management science? 

8, In the English translation the title has changed. „the British management consultant 

Lyndall Urwick lamented the fact that the French word administration had been 

translated into management”. 

9, Do You agree with this translated title? Does administration equal with management? 

 

Most managerial books discuss the topic whether management is an art or a science (such as 

Torgersen-Weinstock4). Early works of Taylor5 has proved that scientific examination has 

contributed to the better understanding to the production processes and its better realization. 

„There can be no doubt that there exists a rapidly expanding body of knowledge underlying the 

management field” (Torgersen-Weinstock, 1975, p.4-5). „If there are fundamentals, its knowledge 

may be acquired or learnt just like mathematics or physics. If it is an art, then its application of 

knowledge (scientifically derived or otherwise) toward the achievement of human objectives is an 

                                                 
4 TORGERSEN, P.E.- WEINSTOCK, I.T. (1972): Management.An Integrated Approach. Prentice Hall, New Jersey. 
5 TAYLOR, F.W. (1911): The principles of scientific management. Harper and Brother Publisher, NY. 
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art. Management, therefore, may be described as a science and an art, the former seeking 

knowledge and the latter applying it”  

 

Task 2.: Henry Mintzberg is one of the current management thinker and philosopher, who is 

ranked to be one of the best ever. His latest rank on Thinkers50.com, lately was ranked as 

30th, also a co-author of 15 books, and Cleghorn Professor of Management Studies, at the 

Desautels Faculty of Management, McGill University in Montreal6.   

Please, watch and listen carefully his ideas about management titled: „Mintzberg on 

Managing”(https://www.youtube.com/watch?v=_NRWtd_SiU8) and try to answer the 

following question. So as to achieve any comparisons, all questions will have to be 

answered by at least two students: 

 

1, What does he think about management, Is it planning, organizing, leading or controlling or 

something else? 

2, You may have seen his graduation certificate. Where did he receive his Doctor of Philosophy 

degree? What do You know about this degree and MIT? 

3, What is the title of his last book? 

4, What are the factors the mostly influenced the managing activity by him? 

5, Does he agree with the idea that a „manager or a leader can be created in a classroom?  

6, What is „friendly consulting”? 

7, What is „coaching ourselves”? 

8, Does he agree with the fact  that recent financial crisis in fact a crisis of management? 

9, What do You think of organizations as communities? 

10, What does he think about top people’s bonuses? 

11, As a private person, what is his hobby? Does he spend his free time also with organizations? 

 

 

                                                 
6 https://thinkers50.com/biographies/henry-mintzberg/ 
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Exercise 2: Management Topic 2. Management and history 

Purpose of the exercise: Having an insight into the history of management 

Required knowledge: Reading and learning 

 

Current managerial books, such as Williams7, Daft8, Griffin9, Robbins-Coulter 10 and Boddy11 

consider a vital part of their works as to show history of management in a private chapter. 

Management as a discipline is about history of practice and theories, and „both theory and history 

are important to all managers today”, where „theory is simply a conceptual framework for 

organizing knowledge” and history is „Awareness and understanding of important historical 

developments are also important to contemporary managers. Understanding the historical context 

of management provides a sense of heritage and can help managers avoid the mistakes of others. 

Most courses in U.S. history devote time to business and economic developments in this country, 

including the Industrial Revolution, the early labour movement, and the Great Depression, and to 

such captains of U.S. industry as Cornelius Vanderbilt (railroads), John D. Rockefeller (oil), and 

Andrew Carnegie (steel). The contributions of those and other industrialists left a profound 

imprint on contemporary culture providing a blueprint for action” (Griffin 2013, p.32.). Some 

historic moments are recorded by outsiders, some were left for us in the framework of 

autobiographies.  

 

 

Task 1.: In the following task students will need to read carefully the following extract from the 

autobiography of the famous industrialist Henry Ford I., founder of the Ford Motor Co. 

titled „My life and work”12. The relevant, VIII. Chapter covers the topic of the Wages. 

Early thinkers, as Taylor has already discussed this topic and argued that the point of 

management is to decrease and dissolve the tension between employees and employers in 

                                                 
7 WILLIAMS, C. (2011): Management. Ohio, Cengage Learning.  
 
8 DAFT, R. L. (2010): Management. 9th Ed. Forth Worth: Vanderbilt University, The Dryden Press. 
 
9 GRIFFIN, R. (2013): Management. 11.ed.Boston, Houghton Mifflin, Co. 
 
10 ROBBINS, S.P – COULTER, M. (2016): Management. 13th Edition. Pearson Education Limited, London. 
 
11 BODDY, D. (2014): Management. An Introduction. 6th Ed. Pearson Education Limited, London. 
12 FORD, H. (with contributions by Crowther, S.)(1923): My Life and Work. Doubleday, Page & company, Garden 
City.  
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a positive manner so that both would be benefited from it. While reading, try to find 

answers for the following questions: 

 

1, What do You know about this period of the organizations of industrial productivity? 

2, What do You know about Henry Ford?  

3, What is the main dilemma of the author? 

4, What is the minimal amount of wage at that time at Ford? 

5, Does he believe that business in a kind of partnership? 

6, Who is responsible for/who makes highest wages possible? 

7, Does charity have anything to do with paying wages? 

8, Did he share/ divide the percentage of earnings with the employees? On what rate? 

9, Does Ford Co. apply piece work? Why? 

10, What kind of classification does he mention at the remuneration, when he writes about the 

„three classes”? What is Your opinion of that? 

11, He writes: „It was demonstrated in war time that too quickly increasing a man's pay sometimes 

increases only his cupidity and therefore decreases his earning power.” Do You agree with that? 

12, Would You call the author a philanthropic person? 
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Exercise 3: Management Topic 3. Decision making  

Purpose of the exercise: Having an insight into the field of decision making 

Required knowledge: Reading and learning 

 

Decision making, as a managerial function is usually sorted into the managerial function of 

planning. There are many definitions for the concept of management and there is a more practical 

term for the manager itself. According to Torgersen-Weinstock (1972, p. 21.) „An executive is a 

man who decides, sometimes he decides right but always he decides” referring to John. 

H.Patterson (1844-1922), founder of the National Cash Register Company. According to Drucker-

Maciarielo (2008, p. 308)13: „There are no more important decisions within an organization than 

people decisions: staffing a job, placing people into jobs and into assignments, promoting people, 

letting them go, and so on. No matter how carefully organizations hire people, they won’t perform 

if put into the jobs that are the wrong ones for them. No matter how brilliant and clever top 

management decisions are regarding a company’s business or its strategy, its products, or its 

services, they will not produce results if the company’s people decisions do not work out.” 

 

Task 1: Read carefully the article of Uzma Rashid-Sadia Rashid14 and try to answer the following 

questions: 

 

1, How would You define job satisfaction and job enrichment? 

2, How would You qualify the literature review? 

3, What is a hypothesis? 

4, What is Your opinion about Figure 1? 

5, Professionally, how do You interpret the sample? 

6, What is the Likert-scale? 

7, How would You define reliability? 

8, What do You think of the results’ part length? 

9, Why is a limitation necessary? 

                                                 
13 DRUCKER, P. – MACIARIELO, J.A.(2008): Management. Revised edition. HarperCollins Publishers, New York.  
14 RASID U.- RASID S. (2011): The effect of Job Enrichment on Job Satisfaction: A Case Study of Faculty Member. 
Interdisciplinary Journal of Contemporary Research in Business.  Institute of Interdisciplinary Business Research 106 
AUGUST 2011 VOL 3, NO 4. Islamabad. 
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Exercise 4: Management Topic 4. Groups and teams 

Purpose of the exercise: Having an insight into the field of groups and teams 

Required knowledge: Reading and learning 

 

Mankind has always tried to solve upcoming problems in groups and teams. While Taylor was 

absolutely against get people to work in groups mainly owing to the effect of social loafing, the 

famous Hawthorne studies have revealed that human behaviour may be responsible for increased 

productivity. According to Daft (2010, p.42.) „Worker productivity increased partly as a result of 

the increased feelings of importance and group pride employees felt by virtue of being selected for 

this important project”. Since then the observation of the operation of the groups and teams has 

become one of the most popular topics of the managerial discipline, including a lot of exciting 

experiments and also produced a lot of means for the practitioners of the organizational 

development.  

 

Task 1: Please, think of an event in Your life when You felt that You were part of a group. Do not 

only think about work-related events, it may also be a leisure time activity. Try to 

describe why You have felt that and why the conditions, features made that good or bad. 

Also try to justify why! 

Groups are different, there are several types and the field of the group dynamics is one of 

the most exciting areas in the managerial history. Some groups are really cohesive and 

norms inside groups may also determine human behaviour even if it seems to be doubtful.  

Task 2: Please, read the manuscript of McLeod, S. A. (2007) about the Milgram Experiment. After 

reading that try to answer the following questions: 

 

1, What Do You mean by an experiment? 

2, What is Your opinion about human related experiments? 

3, At the conclusion chapter, what does the author mean by „ordinary people”? 

4, How would You interpret the experimental results? 

5, Do You believe that a current repetition of an experiment like this would results same? 

6, Can You list up similar, most exciting management related experiments? 
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Exercise 5: Management Topic 5. Management and Global Environment 

Purpose of the exercise: Having an insight into the field of management and global environment 

Required knowledge: Reading and learning 

 

Treating globalization-related issues has lately become a managerial topic. As a result of the 

change of regimes of the former Soviet Union blocks, changes in the Middle East have all 

contributed to the better understanding that organizations have now become global players even if 

they do not strive to be. According to Robbins-Coulter (2016, p. 85). „Globalization is meant to 

open up trade and to break down the geographical barriers separating countries”. In a more 

detailed interpretation (Ferrante 2011, p.7.)15 „Globalization is a social force that is largely 

invisible to most of us but affects our lives in countless ways. Globalization encompasses the ever-

increasing flow of goods, services, money, people, technology, information, and other cultural 

items that routinely move across national borders”. There is no doubt that is has changed all of 

our lives, just think about the more frequent communication we are doing on highly sophisticated 

IT equipments or the availability of different goods almost immediately.  

Globalization has also revealed the social stratification of the global mankind and has proved that 

different markets go together with different cultures and different expectations.  

 

Task 1: Coimbatore Krishnarao Prahalad,  Paul and Ruth McCracken Distinguished University 

Professor of Corporate Strategy at the Stephen M. Ross School of Business in the 

University of Michigan, USA used to be also Thinkers50.com rated author and 

philosopher, ranked the No.1 on this list in 2007. His work has contributed to the better 

understanding of the less developed markets.  

Please, read Chapter 1 (The Market at the Bottom of the Pyramid) of Prahalad’s book 

titled „The Fortune at the Bottom of the Pyramid16” and try to answer the following 

questions: 

 

1, How would You qualify the global social stratification pyramid of Figure 1.1? 

2, What is BOP? 

3, What do You think of the MNC’s assumptions of Table 1.1? 

                                                 
15 FERRANTE, J. (2011): Sociology. A Global perspective. Wadsworth, Cengage Learning, Belmont. 
16 PRAHALAD, C.K. (2005): The Fortune at the Bottom of the Pyramid. Wharton. Pearson Education, NY. 
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4, Do You agree with the author who is writing: „There is Money at th BOP? 

5, How do You see the question of BOP’s brand-consciousness? 

6, How would You classify „trust”? 

7, What do You think of capacity to consume, the single serve packaging? 
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Exercise 6: Management Topic 6. Organizational forms 

Purpose of the exercise: Having an insight into the field of organizational forms 

Required knowledge: Reading and learning 

 

Management has a focus on the organizational units and forms. Taylor (1911) believed that 

scientific establishment of working methods and ways would result in the improved productivity. 

Since then the managerial focus has not only reached the for profit organizations but also not for 

profit organizations and governmental bodies as well. In the managerial literature, authors usually 

cover this topic in the framework of the organizing process (such as Griffin, 2013).  

According to him (2013, p.324) „Organization design is the overall set of structural elements and 

the relationships among those elements used to manage the total organization. Thus organization 

design is a means to implement strategies and plans to achieve organizational goals”. 

One of the most cited classification of the organization units were revealed by Henry Mintzberg, 

who has set up a theory of the main organizational components and based on them the specific 

organizational built up was detailed.  

 

Task 1: Please, read the article titled: „Organizational Structure: Mintzberg’s Framework”17 and 

try to answer the following questions:  

 

1, What do we mean by Abstract? 

2, How would You define the most important key parts of an organizations? 

3, Are these components prevalent in all organizations? 

4, What is centralization and decentralization? 

5, What do we mean by bureaucracy and based on Your current knowledge who was the 

first to thoroughly define bureaucratic organizations? 

6, What do You mean by professional? 

7, What is a division? 

8, What is ad hoc and what has it got to do with adhocracy? 

9, How would You judge the references applied? 

                                                 
17 LUNENBURG, F.C. (2012): Organizational Structure: Mintzberg’s Framework. International Journal of Scholarly, 
Academic, Intellectual Diversity. Volume 14, No.1. 
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Exercise 7: Management topic 7.  Corporate Social Responsibility (CSR) 

Purpose of the exercise: Having an insight into the field of CSR 

Required knowledge: Reading and learning 

 

One of the most important contemporary managerial issues is in relation with the topic of ethical 

and social environment. In this global environment of us the managerial role of corporate social 

responsibly has largely contributed to the better integration of the organizations into the society. 

Griffin (2013, p.100) has defined social responsibility as a „set of obligations an organization has 

to protect and enhance the societal context in which it functions”. Some earlier theories suggested 

that forprofit organizations have nothing to do with the society itself, since their only obligation is 

only to produce profit for the shareholders. Currently, local and global organizations more and 

more get aware about their duties toward not only the shareholders but also their stakeholders. 

Peter Drucker was one of the most important managerial thinkers of all letting us know more 

about the managerial events shortly after the II. World War. 

 

Task 1: Please, read relevant chapter of Drucker’s Case study book18 about Corporate Image to 

Brand Image: Yuhan-Kimberly and try to answer the following questions? 

1, Why the author has referred to Peter Parker? 

2, What do You mean by responsibility? 

3, What does Keep Korea Green illustrate? 

4, Drucker argues that organizations should seek first to achieve their primary mission. Is 

forest restoration directly related to Y-K’s business? If not, how can it be justified? 

 

                                                 
18 DRUCKER, P. – MACIARIELO, J.A.(2008): Management Cases. Revised edition. HarperCollins Publishers, New 
York.  
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Exercise 8: Communication Topic 1. Nonverbal communication  

Purpose of the exercise: Having an insight into the field of nonverbal communication 

Required knowledge: Reading and learning 

 
 
Our gestures can influence our feeling, our self-confidence. Some posture of our body can change 
our mood. The secret of this is the hormones’ content of our bodies. There are some recommended 
and "prohibited" positions. 
 
Task 1. Please watch Amy Cuddy's presentation at the link below!  

https://www.ted.com/talks/amy_cuddy_your_body_language_shapes_who_you_are (You 
can read the text version of the lecture in the Appendix. It is much more meaningful to see 
the presentation, because there is no communication without words on these pages.) 
Then choose one of the recommended postures and make an observation and take some 
notes of yourself! What has happened? 

 
Task 2. After completing one exercise of Amy Cuddy (keeping one of the described positions), 

please, observe your behavior after it in a situation that you have disliked before. What are 
your experiences? 

 
Make some notes about it! 
………………………………………………………………………………………………………
………………………………………………………………………………………………………
………………………………………………………………………………………………………
………………………………………………………………………………………………………
………………………………………………………………………………………………………
………………………………………………………………………………………………………
………………………………………………………………………………………………………
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
 
 
Answer the following questions! 
1, What is the difference between recommended and "prohibited" positions? 
2, What substances play a role in triggering the effect? 
3, Please count how many times the hormone name sounds in 20 minutes? i 
4, How many times do the dominant, dominance, assertive and stress words sound? ii 
5, How many times did your audience applaud Amy Cuddy? iii 
 
 
 



  
  
 
 

16 
 

Exercise 9: Communication Topic 2. Verbal communication 

Purpose of the exercise: Having an insight into the field of verbal communication 

Required knowledge: Reading and learning 

 
One of the most common element of communication is verbal communication. It is the least 
impactful element in face-to-face communication. It gives only 35 percentage of information. 
Choosing our words carefully is a way to enhance our message, but we should remember that it is 
not the most important part of the message. We should not neglect to pay attention to the other 
nonverbal elements.  
 
 
 
 
 
 
 
 
 
 
 
 

 
Figure 2. Describing a string of shapes 

 
 
You can see in the Figure 2. some rectangles, circles, triangles and squares. 
 
 
Task 1: Please, make a plan about description of shapes of Figure2. with tools of nonverbal 

communication! 
How do you ”describe” these shapes without any word? How would you show us the 
shapes and connection or sequence of shapes? 

 
Step 1: ……………………………………………………………………………………………… 
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
 
Step 2: ……………………………………………………………………………………………… 
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
 
Step 3: ……………………………………………………………………………………………… 
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
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Task 2: Please make a strategy, a plan about description of shapes of Figure 2. with tools of verbal 
communication! 
What will be your first step, first think? How do you describe this shapes with orally?  
What will you give to your audience? Measures, shapes, positions? 
Will you give them some measurement or the audience can get the general idea of the size 
of shapes? 

 
Step 1: ……………………………………………………………………………………………… 
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
 
Step 2: ……………………………………………………………………………………………… 
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
 
Step 3: ……………………………………………………………………………………………… 
………………………………………………………………………………………………………
……………………………………………………………………………………………………… 
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Exercise 10: Communication Topic 3. Elevator pitch  

Purpose of the exercise: Having an insight into the field of elevator pitch 

Required knowledge: Reading and learning 

 
Kurian Tharakan19 says that “by definition, an elevator pitch is a quick persuasive speech that is 
used to create interest in a project, a concept, or people. It distills your ideas into the simplest, 
clearest points of value, what makes you different, and instills enough curiosity to make the 
prospect want to hear more. Theoretically, it should be no longer than the time it takes to ride an 
elevator to the top floor in a building. (e.g. between 30 seconds to 2 minutes.) As is often the case, 
most opportunities to meet with influential people happen spontaneously and unpredictably: the 
hopeful new employee who finds himself in the elevator with the company CEO. The adage luck 
happens when opportunity meets with preparedness is very true.” 
In the world there are many different types of pitches, with several different purposes. Because 
purposes are different, they require different lengths of time and stages of delivery. Tharakan’s 
opinion is that pitching is a skill, and just like all skills, there are ways to perfect it. Once you 
understand the principles of a pitch structure, your elevator pitch, sales pitch, boardroom 
presentation, or investor pitch will improve dramatically. 
Above is two basic pitch. 

1. Generic Elevator Pitch Example 
The following is a standard pitch format that can be applied to almost any situation. 
My name is <<NAME>>, the CEO of <<COMPANY>>. Our company manufactures 
<<PRODUCT>> for <<TARGET CUSTOMER>> that allows them to <<YOUR VALUE 
PROPOSITION>>. 
Unlike <<OUR COMPETITION>>, we <<PRIMARY COMPETITIVE POINTS OF 
DIFFERENCE>>. 
<<CALL to ACTION>> 

2. A Sales Pitch Example 
If you are pitching in a sales situation, here is a format you could use: 
Have you ever <<THE SITUATION THAT THE PROSPECT FACES>>? 
<<COMPANY NAME>> manufactures <<PRODUCT LINE>> for <<TARGET MARKET>> 
so that you can <<PRIMARY VALUE PROPOSITION / BENEFIT>>. 
Unlike <<TRADITIONAL ALTERNATIVES/COMPETITIVE OFFERINGS>>, <<OUR 
PRODUCT>> is <<COMPETITIVE POINT OF DIFFERENCE>>. 
<<CALL TO ACTION>>. 

 
Daniel Pink20 wrote six types of pitches. These are: 

 The One-Word Pitch, when you inspissate your presentation into one single word. 
 The Question Pitch, when your presentation’s central idea is already understood by your 

audience.  

                                                 
19 Kurian Tharakan:  The Best Elevator Pitch Examples, Templates, and Tactics, https://strategypeak.com/elevator-
pitch-examples/ 
20 Daniel Pink (2013):  To Sell is Human: The Surprising Truth About Moving Others. Riverhead Books; Reprint 
edition ISBN-13: 978-1594631900 
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 The Rhyming Pitch, Rhymes are easy to mentally process and remember. Some scientific 
studies have found that rhymes are perceived to be more accurate and believable than non-
rhymes when pitching the same concept. 

 The Subject Line Pitch. Every email subject line is a pitch inviting the receiver to open it. 
subject line pitch should offer utility value, curiosity, and specificity, but you should 
choose to use either utility value or curiosity for any single subject line. 

 The Twitter Pitch, when the pitch contains only 140 characters or less. For example from 
Twitter: “Twitter. The only place you get excited when a stranger follows you.” 

 The Pixar Pitch, Animation studio Pixar has produced a string of hits. The standard plot 
structure for each of these stories fall into the following format: 
Once upon a time <<INTRODUCE CHARACTER AND CONTEXT>> 
Every day, <<ESTABLISH THE WAY THINGS WERE>>. 
One day <<INTRODUCE PROBLEM/INCITING INCIDENT>>. 
Because of that <<CHALLENGE>>. 
Because of that <<SEARCH FOR SOLUTION>> 
Until finally <<FINDS SOLUTION>> 
Now, <<ESTABLISH THE WAY THINGS ARE BETTER NOW>> 

Amplifiers for Your Pitch by Tharakan 
Shock, Fascination, or Intrigue – The Dragons’ minds are wandering during your entrance. 
Their brains are actively searching for WHY they should care. Give them a simple statement that 
startles them into rapt attention 
Metaphor – Because people absorb new information by relating it to an existing reference point 
they understand, you should create a metaphor that allows them to associate, compare, and draw 
relations easily.  
Clarity – As a minimum, the elevator pitch has to have clarity on the attributes of: 

 The primary problem the product solves 
 The way it solves it 
 Alternatives to the product, but emphasizing how you are better 
 How big the market is 
 The cost of the solution 
 The price you can charge 
 How much investment capital you need and for what purpose 
 What the Dragons will receive for their money 

Emotional Appeal – To get people moving fast and with purpose, you must infuse your pitch 
with emotion. Confidence, fear, anger, amazement, joy, indignation, love, disgust, envy, or dozens 
of other emotions can energize your pitch. Choose the ones most relevant to the story you are 
telling. 

Tangible Demonstration – Nothing shows people what your product can do better than a 
physical demonstration. Imagination and understanding are stoked further when something is 
taken in hand. Get the audience involved in a demo. 

Risk Reduction – Every new investment involves risk. Show you understand what the risks are, 
and how you will quell them. By the way, nothing makes investment risk in a startup go away 
faster than showing you have sales. Show your sales pipeline to get a deal done fast. 

Authority – Authority commands attention, respect, and intrigue. Show you are an authority on 
the market, your solution, and the competitive alternatives. Authority can come in many forms but 
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always includes the primary elements of knowledge, experience, credentials, and public 
recognition. Demonstrate all four in the pitch. 

Scarcity – If it’s valuable, it’s probably scarce. Show that the opportunity to invest is fleeting. 
Some common reasons why include: 

 Sales are coming in so fast you will soon be able to self-fund out of cash-flow 
 Because sales are increasing, the valuation they can invest at will continue to rise the 

longer they wait 
 You have another strategic partner that has indicated they want to invest in you 

Repetition – Repetition drives the message deeper. What is the central unifying message of your 
elevator speech? Repeat it three times in the presentation.  
Contrast – Something is “hot” only in relation to something that is “cold.” The brains are actively 
looking for a contrast to help them analyze and categorize the data for a decision. In the easiest 
way to employ contrast is to show a before and after comparison. 
Story – Now, wrap it all up in a story. Humans have been gathering in groups to tell stories for 
millennia. Stories have the ability to draw and keep attention, fascinate, intrigue, and engage all 
our mental and emotional energies. Great brands are about great stories. Create a powerful 
narrative to tell. 
Time – Finally, keep the pitch short, just long enough to get all of the above out, but no longer. 
 
 
 
Task 1.: Choose one form of elevator pitch and make your own pitch. You can choose from a 

following topics. 
 
Describe your last travel to Hungary. 
Explain why you choose your major. 
Explain why you have selected the Debrecen University. 
Describe your dream job. 
Where do you see yourself in five years? 

 
Task 2.: Keep your elevator pitch to your group! 
 
Task 3.: Listen to the others pitch! Work in group and discuss the positive and developing side of 

pitches! Make a SWOT analysis!  
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Exercise 11: Communication Topic 4. Communicating across cultures  

Purpose of the exercise: Having an insight into the communicational differences in organizations. 

Required knowledge: Reading and learning 

 
 
Naturally, cultures are different. They have different habits, context, power distance, uncertainty 
avoidance, time orientation. The culture can be individualistic or collectivist. 
 
Context (relating to culture) is a term that describes how people in a culture deliver, receive, and 
interpret messages. Low-context cultures rely on explicit language to communicate. Low-context 
cultures are for example Swiss, German, Scandinavian, US, Canadian. High-context cultures 
derive meaning not just from words but from everything surrounding the words. Latin American, 
Arabic, Chinese, Japanese. 
Power distance is a characteristic of cultures that describes how the culture perceives inequality 
and authority. 
Uncertainty avoidance is a measure of how comfortable a culture is with ambiguity, risk, and 
change. 
Toward the time, culture can be monochronic or polychronic. Monochronic cultures, such as the 
United States and Northern European countries, value punctuality and efficiency. Meetings begin 
on time and are expected to follow a set agenda. Deadlines are usually strict. Polychronic cultures 
are more relaxed about time and punctuality. Polychronic cultures typically put people and 
relationships before schedules. In polychronic cultures, deadlines can often be adjusted. 
Individualistic culture is a culture that values an individual’s achievements, satisfaction, and 
independent thinking (for example US).  Collectivist culture (for example China) is a culture that 
puts the good of the group or organization before people’s individual interests. 
 
 
 
Task 1.: Work in pairs and discuss differences of your culture! Everybody present characteristics 

of their own culture! 
Aspects: context, power distance, uncertainty avoidance, time orientation, individualism 
or collectivism. 

 
Task 2.: After a presentation work in team! Discuss the differences in team work! 
 
 
NOTES: 
………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………

………………………………………………………………………………………………………
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Exercise 12: Communication Topic 5. Executive summary  

Purpose of the exercise: Having an insight into the field of executive or managerial summary  

Required knowledge: Reading and learning 

 
 
Eric Markowitz write: Whether you've put together21 a business plan or an investment proposal, 
you're going to need an executive summary to preface your report. The summary should include 
the major details of your report, but it's important not to bore the reader with minutiae. Save the 
analysis, charts, numbers, and glowing reviews for the report itself. This is the time to grab your 
reader's attention and let the person know what it is you do and why he or she should read the rest 
of your business plan or proposal. 
 
The executive summary is also an important way for you, as the entrepreneur, to determine which 
aspects of your company have the clearest selling points, and which aspects may require a bit 
more explanation.  
 
Investors, lenders, executives, managers, and CEOs are busy. Always. That means the executive 
summary is an essential gateway for your business plan to get read. Think about it this way: If you 
had an endless list of things to do, and someone handed you an 80-page document and said, "Read 
this!" you'd probably first want to know why. "The most important reason to include an executive 
summary is that in many cases, it is the only thing the reader will read," says Pablo Bonjour, 
founder and CEO of Katy, Texas-based SMG Business Plans, a company that offers entrepreneurs 
assistance in writing business plans. According to Bonjour, investors will read the executive 
summary to decide if they will even bother reading the rest of the business plan. It's rare for an 
investor or lender to read an entire business plan, at least in the initial stages of analysis and 
consideration for funding, so having a strong executive summary is key. 
 
"The most important part of an executive summary is the first paragraph that clearly explains what 
the company does," according to Dave Lavinsky. The first paragraph needs to compel the reader 
to read the rest of the summary. Perhaps you have a compelling aha! moment, so you might start 
with that. There is no set structure for an executive summary, but there are guidelines you must 
follow to ensure your business plan or investment proposal gets the attention it deserves. First, 
think about your core strengths. Use bullet points to present your ideas, and make sure you always 
use concise language. 
 
"You need to match your story to your audience, your business, and your desired outcomes," says 
Hirai. "If you have an exceptional management team, you might start with that." 
 
Ask yourself what's unique and exciting about your company. After you've explained what your 
company does, it's time to sell why you believe you're uniquely qualified to succeed.  
To make the structure as relevant as possible for the reader, typically an investor or a lender, he 
suggests considering these categories: 
 

                                                 
21Eric Markowitz (2010): How to write an executive summary https://www.inc.com/guides/2010/09/how-to-write-an-
executive-summary.html 
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• A Company Description Summary 
• The Problem 
• Your Solution 
• Why Now (one of the most important questions to answer) 
 
The Small Business Administration (SBA) recommends the following flow: 

 Summary 
 Company description 
 Market Analysis 
 Organization description 
 Management team 
 Product line 
 Marketing plan 
 Funding request and use 
 Financial projections22 

 
In a modern summary you want to pay specific attention to the problem you solve, and your 
solution, and any traction you have so far. (Cremades, 2018) 
 
The style is depends on who your readers are. Do your research. In other words, "use language 
that will resonate with your target audience," says Hirai. Don't be afraid to change your executive 
summary when you present it to different investors. 
 
The length of an executive summary should be between one and four pages long. 
 
 
 
Task 1: Search an optional business plan and make an executive summary! 
 
Task 2.: Discuss the executive summaries! Which one is the best and why?  
 
 

                                                 
22 Alejandro Cremades (2018): Executive Summary Template: What To Include. 
https://www.forbes.com/sites/alejandrocremades/2018/07/31/executive-summary-template-what-to-
include/#398194295ddf 
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Exercise 13: Communication Topic 6. Use social media  

Purpose of the exercise: Having an insight into the field of social media forms 

Required knowledge: Reading and learning 

 
 
By the recommendation of Shwom and Gueldenzoph Snyder (2019), to create a social media 
strategy, consider each elements and answer the following questions. 23 
ELEMENTS STRATEGY QUESTIONS 
Goals  

Why is your company communicating by social media? Which of these goals are you 
aiming to achieve? (You may want to achieve more than one.) 
• Assert brand leadership? 
• Attract new customers? 
• Motivate people to talk about your business? 
• Persuade people to view your website? 
• Create interest in and demand for your products? 
• Build a sense of community around your business so that people return to your site for 
more information? 

 
Audience (followers) 

Who are you trying to reach? 
Why will they want to interact online with your business? 
Where and how do they access the web? Through laptops? Mobile devices? Their 
computers at work? 
How do they access content? Through following companies on Facebook? Through RSS 
(really simple syndication or rich site summary)? 

 
Social media platforms 

What social media platforms should you use to reach these audiences? 
What goals do you intend to accomplish through each platform? 
Which audience do you intend to reach with each platform? 
How can you make your social media content easy for your audience to find? 
How can you create connections among your social media platforms? For example, will 
your tweets link to blogs and websites? 

 
Timeline for content 

How often should you post on social media? 
On what days of the week and at what times of the day should you post new content? 

 
Content  

What kind of content best supports your goals? 
What kind of content will your audience consider valuable? 

 

                                                 
23Barbara G. Shwom, Lisa Gueldenzoph Snyder (2019): Business Communication: Polishing Your Professional 
Presence, 4th Edition, Pearson. ISBN-13: 9780134740782 
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Contributors  
Who is responsible for posting content? 
Will all the content be “corporate,” or will employees have access to participate in the 
company’s posts? 
If employees post, should the company have guidelines about the differences between 
personal and professional communication? 
How much will your customers be allowed to contribute, whether via Facebook wall posts, 
Twitter replies and retweets, comments on blog posts, or other forms of interactivity? 

 
Monitoring, reporting, and responding 

Who will be responsible for reading posts and replying on behalf of your company? 
Who will track and report the amount of social media interaction? 

 
 
 
 
Task 1.: Please, imagine that you work at a real business in your community, and imagine that the 

owner asked your team to develop a social media strategy. To develop the strategy, 
answer the upper questions.  

 
Task 2.: Be prepared to present that strategy in class or to write a short strategy memo. 
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Exercise 14: Communication Topic 7. Listening as a communication skill 

Purpose of the exercise: Having an insight into the field of active listening 

Required knowledge: Reading and learning and listening 

 

 

What managers usually do? They are speaking, writing or listening. Most managers spend a major part of 
their time listening and speaking with others. Listening to supervisors, employees, customers, and 
colleagues commonly consumes more of business employees’ time than reading, writing, and 
speaking combined. Listening is an interpersonal skill as critical as the skill of speaking. Effective 
listening is essential. Poor listening skills can cost companies as a result of lost opportunities, legal 
mistakes, and other errors. Effective listening is vital to the process of building trust not only 
between organizations but also between individuals (Bovee - Thill, 2008) 24. 
Lehman and Dufrene (2011) 25 say that effective listening habits pay off in several ways: 
”Good listeners are liked by others because they satisfy the basic human needs of being heard and being 
wanted. That people who listen well are able to separate fact from fiction, cope effectively with false 
persuasion, and avoid having others use them for personal gain. Effective listening leads to sensitivity and 
tolerance toward key individuals who are critical to the organization’s success, such as employees, 
customers, and suppliers. Effective listeners are engaged and constantly learning—gaining knowledge and 
skills that lead to increased creativity, job performance, advancement, and satisfaction. Job satisfaction 
increases when people know what is going on, when they are heard, and when they participate in the 
mutual trust that develops from good communication.”  
 
 
Task 1.: Listen this short, fascinating talk of Julian Treasure about 5 ways to listen better!

 https://www.ted.com/talks/julian_treasure_5_ways_to_listen_better 
 
Task 2.: Search the focus points this talk! 
 
Task 3.: Make small teams, and discus your solution! 
 
Task 4.: Make an elevator pitch about the talk! 
 
 
Answer the questions: 
1, What was Julian Treasure’s opinion about listening? 
2, How many noises could you hear in the talk? 
3, What is your opinion about this talk? 
4, Why are you agree/disagree with Julian? 

                                                 
24 Bovee, C. -Thill, J. V. (2008): Business communication today, 9th Ed. Pearson Education Inc, Prentice Hall, 54.p. 

25Carol M. Lehman, Debbie D Dufrene (2011): Business communication. Cengage Learning 16-th ed.54.p. ISBN 13: 
978-0-324-78218-9  
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SOLUTIONS: 

 

 Exercise 8: Communication Topic 1. Nonverbal communication 

I cortisol 7 times, testosterone 8 times,  Total 15.  

II cortisol 7 times, testosterone 8 times, assertive 3 times,  dominant 2 times, dominance 4 times, 
stress 7 times 

III four times 
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APPENDIX 

 

Amy Cuddy: Your body language shapes who you are 

So I want to start by offering you a free no-tech life hack, and all it requires of you is this: that you change your posture for two 
minutes. But before I give it away, I want to ask you to right now do a little audit of your body and what you're doing with your 
body. So how many of you are sort of making yourselves smaller? Maybe you're hunching, crossing your legs, maybe wrapping 
your ankles. Sometimes we hold onto our arms like this. Sometimes we spread out. (Laughter) I see you. So I want you to pay 
attention to what you're doing right now. We're going to come back to that in a few minutes, and I'm hoping that if you learn to 
tweak this a little bit, it could significantly change the way your life unfolds. 
So, we're really fascinated with body language, and we're particularly interested in other people's body language. You know, we're 
interested in, like, you know — (Laughter) — an awkward interaction, or a smile, or a contemptuous glance, or maybe a very 
awkward wink, or maybe even something like a handshake. 
Narrator: Here they are arriving at Number 10. This lucky policeman gets to shake hands with the President of the United States. 
Here comes the Prime Minister -- No. (Laughter) (Applause) 
 (Laughter) (Applause) 
Amy Cuddy: So a handshake, or the lack of a handshake, can have us talking for weeks and weeks and weeks. Even the BBC and 
The New York Times. So obviously when we think about nonverbal behavior, or body language -- but we call it nonverbals as 
social scientists -- it's language, so we think about communication. When we think about communication, we think about 
interactions. So what is your body language communicating to me? What's mine communicating to you? 
And there's a lot of reason to believe that this is a valid way to look at this. So social scientists have spent a lot of time looking at 
the effects of our body language, or other people's body language, on judgments. And we make sweeping judgments and inferences 
from body language. And those judgments can predict really meaningful life outcomes like who we hire or promote, who we ask 
out on a date.  For example, Nalini Ambady, a researcher at Tufts University, shows that when people watch 30-second soundless 
clips of real physician-patient interactions, their judgments of the physician's niceness predict whether or not that physician will be 
sued. So it doesn't have to do so much with whether or not that physician was incompetent, but do we like that person and how they 
interacted? Even more dramatic, Alex Todorov at Princeton has shown us that judgments of political candidates' faces in just one 
second predict 70 percent of U.S. Senate and gubernatorial race outcomes, and even, let's go digital, emoticons used well in online 
negotiations can lead you to claim more value from that negotiation. If you use them poorly, bad idea. Right? 
So when we think of nonverbals, we think of how we judge others, how they judge us and what the outcomes are. We tend to 
forget, though, the other audience that's influenced by our nonverbals, and that's ourselves. We are also influenced by our 
nonverbals, our thoughts and our feelings and our physiology. 
So what nonverbals am I talking about? I'm a social psychologist. I study prejudice, and I teach at a competitive business school, so 
it was inevitable that I would become interested in power dynamics. I became especially interested in nonverbal expressions of 
power and dominance. 
And what are nonverbal expressions of power and dominance? Well, this is what they are. So in the animal kingdom, they are 
about expanding. So you make yourself big, you stretch out, you take up space, you're basically opening up. It's about opening up. 
And this is true across the animal kingdom. It's not just limited to primates. And humans do the same thing. (Laughter) So they do 
this both when they have power sort of chronically, and also when they're feeling powerful in the moment. And this one is 
especially interesting because it really shows us how universal and old these expressions of power are. This expression, which is 
known as pride, Jessica Tracy has studied. She shows that people who are born with sight and people who are congenitally blind do 
this when they win at a physical competition. So when they cross the finish line and they've won, it doesn't matter if they've never 
seen anyone do it. They do this. So the arms up in the V, the chin is slightly lifted. 
What do we do when we feel powerless? We do exactly the opposite. We close up. We wrap ourselves up. We make ourselves 
small. We don't want to bump into the person next to us. So again, both animals and humans do the same thing. And this is what 
happens when you put together high and low power. So what we tend to do when it comes to power is that we complement the 
other's nonverbals. So if someone is being really powerful with us, we tend to make ourselves smaller. We don't mirror them. We 
do the opposite of them. 
So I'm watching this behavior in the classroom, and what do I notice? I notice that MBA students really exhibit the full range of 
power nonverbals. So you have people who are like caricatures of alphas, really coming into the room, they get right into the 
middle of the room before class even starts, like they really want to occupy space. When they sit down, they're sort of spread out. 
They raise their hands like this. You have other people who are virtually collapsing when they come in. As soon they come in, you 
see it. You see it on their faces and their bodies, and they sit in their chair and they make themselves tiny, and they go like this 
when they raise their hand. 
I notice a couple of things about this. One, you're not going to be surprised. It seems to be related to gender. So women are much 
more likely to do this kind of thing than men. Women feel chronically less powerful than men, so this is not surprising. 
But the other thing I noticed is that it also seemed to be related to the extent to which the students were participating, and how well 
they were participating. And this is really important in the MBA classroom, because participation counts for half the grade. 
So business schools have been struggling with this gender grade gap. You get these equally qualified women and men coming in 
and then you get these differences in grades, and it seems to be partly attributable to participation. So I started to wonder, you 
know, okay, so you have these people coming in like this, and they're participating. Is it possible that we could get people to fake it 
and would it lead them to participate more? 
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So my main collaborator Dana Carney, who's at Berkeley, and I really wanted to know, can you fake it till you make it? Like, can 
you do this just for a little while and actually experience a behavioral outcome that makes you seem more powerful? So we know 
that our nonverbals govern how other people think and feel about us. There's a lot of evidence. But our question really was, do our 
nonverbals govern how we think and feel about ourselves? 
There's some evidence that they do. So, for example, we smile when we feel happy, but also, when we're forced to smile by holding 
a pen in our teeth like this, it makes us feel happy. So it goes both ways. When it comes to power, it also goes both ways. So when 
you feel powerful, you're more likely to do this, but it's also possible that when you pretend to be powerful, you are more likely to 
actually feel powerful. 
So the second question really was, you know, so we know that our minds change our bodies, but is it also true that our bodies 
change our minds? And when I say minds, in the case of the powerful, what am I talking about? So I'm talking about thoughts and 
feelings and the sort of physiological things that make up our thoughts and feelings, and in my case, that's hormones. I look at 
hormones. So what do the minds of the powerful versus the powerless look like? So powerful people tend to be, not surprisingly, 
more assertive and more confident, more optimistic. They actually feel they're going to win even at games of chance. They also 
tend to be able to think more abstractly. So there are a lot of differences. They take more risks. There are a lot of differences 
between powerful and powerless people. Physiologically, there also are differences on two key hormones: testosterone, which is 
the dominance hormone, and cortisol, which is the stress hormone. 
So what we find is that high-power alpha males in primate hierarchies have high testosterone and low cortisol, and powerful and 
effective leaders also have high testosterone and low cortisol. So what does that mean? When you think about power, people 
tended to think only about testosterone, because that was about dominance. But really, power is also about how you react to stress. 
So do you want the high-power leader that's dominant, high on testosterone, but really stress reactive? Probably not, right? You 
want the person who's powerful and assertive and dominant, but not very stress reactive, the person who's laid back. 
So we know that in primate hierarchies, if an alpha needs to take over, if an individual needs to take over an alpha role sort of 
suddenly, within a few days, that individual's testosterone has gone upsignificantly and his cortisol has dropped significantly. So 
we have this evidence, both that the body can shape the mind, at least at the facial level, and also that role changes can shape the 
mind. So what happens, okay, you take a role change, what happens if you do that at a really minimal level, like this tiny 
manipulation, this tiny intervention? "For two minutes," you say, "I want you to stand like this, and it's going to make you feel 
more powerful." 
So this is what we did. We decided to bring people into the lab and run a little experiment, and these people adopted, for two 
minutes, either high-power poses or low-power poses, and I'm just going to show you five of the poses, although they took on only 
two. So here's one. A couple more. This one has been dubbed the "Wonder Woman" by the media. Here are a couple more. So you 
can be standing or you can be sitting. And here are the low-power poses. So you're folding up, you're making yourself small. This 
one is very low-power. When you're touching your neck, you're really protecting yourself. 
So this is what happens. They come in, they spit into a vial, for two minutes, we say, "You need to do this or this." They don't look 
at pictures of the poses. We don't want to prime them with a concept of power. We want them to be feeling power. So two minutes 
they do this. We then ask them, "How powerful do you feel?" on a series of items, and then we give them an opportunity to 
gamble, and then we take another saliva sample. That's it. That's the whole experiment. 
So this is what we find. Risk tolerance, which is the gambling, we find that when you are in the high-power pose condition, 86 
percent of you will gamble. When you're in the low-power pose condition, only 60 percent, and that's a whopping significant 
difference. 
Here's what we find on testosterone. From their baseline when they come in, high-power people experience about a 20-percent 
increase, and low-power people experience about a 10-percent decrease. So again, two minutes, and you get these changes. Here's 
what you get on cortisol. High-power people experience about a 25-percent decrease, and the low-power people experience about a 
15-percent increase. So two minutes lead to these hormonal changes that configure your brain to basically be either assertive, 
confident and comfortable, or really stress-reactive, and feeling sort of shut down. And we've all had the feeling, right? So it seems 
that our nonverbals do govern how we think and feel about ourselves, so it's not just others, but it's also ourselves. Also, our bodies 
change our minds. 
But the next question, of course, is, can power posing for a few minutes really change your life in meaningful ways? This is in the 
lab, it's this little task, it's just a couple of minutes. Where can you actually apply this? Which we cared about, of course. And so we 
think where you want to use this is evaluative situations, like social threat situations. Where are you being evaluated, either by your 
friends? For teenagers, it's at the lunchroom table. For some people it's speaking at a school board meeting. It might be giving a 
pitch or giving a talk like this or doing a job interview. We decided that the one that most people could relate to because most 
people had been through, was the job interview. 
So we published these findings, and the media are all over it, and they say, Okay, so this is what you do when you go in for the job 
interview, right? 
 (Laughter) 
You know, so we were of course horrified, and said, oh my God, no, that's not what we meant at all. For numerous reasons, no, 
don't do that. Again, this is not about you talking to other people. It's you talking to yourself. What do you do before you go into a 
job interview? You do this. You're sitting down. You're looking at your iPhone -- or your Android, not trying to leave anyone out. 
You're looking at your notes, you're hunching up, making yourself small, when really what you should be doing maybe is this, like, 
in the bathroom, right? Do that. Find two minutes. So that's what we want to test. Okay? So we bring people into a lab, and they do 
either high- or low-power poses again, they go through a very stressful job interview. It's five minutes long. They are being 
recorded. They're being judged also, and the judges are trained to give no nonverbal feedback, so they look like this. Imagine this is 
the person interviewing you. So for five minutes, nothing, and this is worse than being heckled. People hate this. It's what Marianne 
LaFrance calls "standing in social quicksand." So this really spikes your cortisol. So this is the job interview we put them through, 
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because we really wanted to see what happened. We then have these coders look at these tapes, four of them. They're blind to the 
hypothesis. They're blind to the conditions. They have no idea who's been posing in what pose, and they end up looking at these 
sets of tapes, and they say, "We want to hire these people," all the high-power posers. "We don't want to hire these people. We also 
evaluate these people much more positively overall." But what's driving it?  It's not about the content of the speech. It's about the 
presence that they're bringing to the speech. Because we rate them on all these variables related to competence, like, how well-
structured is the speech? How good is it? What are their qualifications? No effect on those things. This is what's affected. These 
kinds of things. People are bringing their true selves, basically. They're bringing themselves. They bring their ideas, but as 
themselves, with no, you know, residue over them. So this is what's driving the effect, or mediating the effect. 
So when I tell people about this, that our bodies change our minds and our minds can change our behavior, and our behavior can 
change our outcomes, they say to me, "It feels fake." Right? So I said, fake it till you make it. It's not me. I don't want to get there 
and then still feel like a fraud. I don't want to feel like an impostor. I don't want to get there only to feel like I'm not supposed to be 
here. And that really resonated with me, because I want to tell you a little story about being an impostor and feeling like I'm not 
supposed to be here. 
When I was 19, I was in a really bad car accident. I was thrown out of a car, rolled several times. I was thrown from the car. And I 
woke up in a head injury rehab ward, and I had been withdrawn from college, and I learned that my IQ had dropped by two 
standard deviations, which was very traumatic. I knew my IQ because I had identified with being smart, and I had been called 
gifted as a child. So I'm taken out of college, I keep trying to go back. They say, "You're not going to finish college. Just, you 
know, there are other things for you to do, but that's not going to work out for you." 
So I really struggled with this, and I have to say, having your identity taken from you, your core identity, and for me it was being 
smart, having that taken from you, there's nothing that leaves you feeling more powerless than that. So I felt entirely powerless. I 
worked and worked, and I got lucky, and worked, and got lucky, and worked. 
Eventually I graduated from college. It took me four years longer than my peers, and I convinced someone, my angel advisor, 
Susan Fiske, to take me on, and so I ended up at Princeton, and I was like, I am not supposed to be here. I am an impostor. And the 
night before my first-year talk, and the first-year talk at Princeton is a 20-minute talk to 20 people. That's it. I was so afraid of being 
found out the next day that I called her and said, "I'm quitting." She was like, "You are not quitting, because I took a gamble on 
you, and you're staying. You're going to stay, and this is what you're going to do. You are going to fake it. You're going to do every 
talk that you ever get asked to do. You're just going to do it and do it and do it, even if you're terrified and just paralyzed and 
having an out-of-body experience, until you have this moment where you say, 'Oh my gosh, I'm doing it. Like, I have become this. 
I am actually doing this." So that's what I did. Five years in grad school, a few years, you know, I'm at Northwestern, I moved to 
Harvard, I'm at Harvard, I'm not really thinking about it anymore, but for a long time I had been thinking, "Not supposed to be 
here." 
So at the end of my first year at Harvard, a student who had not talked in class the entire semester, who I had said, "Look, you've 
gotta participate or else you're going to fail," came into my office. I really didn't know her at all. She came in totally defeated, and 
she said, "I'm not supposed to be here." And that was the moment for me. Because two things happened. One was that I realized, oh 
my gosh, I don't feel like that anymore. I don't feel that anymore, but she does, and I get that feeling. And the second was, she is 
supposed to be here! Like, she can fake it, she can become it. 
So I was like, "Yes, you are! You are supposed to be here! And tomorrow you're going to fake it, you're going to make yourself 
powerful, and, you know -- 
 (Applause) 
And you're going to go into the classroom, and you are going to give the best comment ever.” You know? And she gave the best 
comment ever, and people turned around and were like, oh my God, I didn't even notice her sitting there. (Laughter) 
She comes back to me months later, and I realized that she had not just faked it till she made it, she had actually faked it till she 
became it. So she had changed. And so I want to say to you, don't fake it till you make it. Fake it till you become it. Do it enough 
until you actually become it and internalize. 
The last thing I'm going to leave you with is this. Tiny tweaks can lead to big changes. So, this is two minutes. Two minutes, two 
minutes, two minutes. Before you go into the next stressful evaluative situation, for two minutes, try doing this, in the elevator, in a 
bathroom stall, at your desk behind closed doors. That's what you want to do. Configure your brain to cope the best in that 
situation. Get your testosterone up. Get your cortisol down. Don't leave that situation feeling like, oh, I didn't show them who I am. 
Leave that situation feeling like, I really feel like I got to say who I am and show who I am. 
So I want to ask you first, you know, both to try power posing, and also I want to ask you to share the science, because this is 
simple. I don't have ego involved in this. (Laughter) Give it away. Share it with people, because the people who can use it the most 
are the ones with no resources and no technology and no status and no power. Give it to them because they can do it in private. 
They need their bodies, privacy and two minutes, and it can significantly change the outcomes of their life. 
Thank you. 
 (Applause) 

 

                                                 
i cortisol 7 times, testosterone 8 times,  Total 15.  

ii cortisol 7 times, testosterone 8 times, assertive 3 times,  dominant 2 times, dominance 4 times, stress 7 times 

iii four times 


