Insights from Give & Take by Adam Grant

There are three reciprocating styles you can adopt when interacting with other people:
e  Taker (give only when you expect to receive more in return)
e Matcher (give only as much as you expect to receive)
. Giver (give more than you expect to receive)

What'’s the big deal?

"The vast majority of people develop a primary reciprocity style, which captures how they approach most of the people most of the time.
And this primary style can play as much of a role in our success as hard work, talent, and luck." - Adam Grant

What can | do about it?

According to a study of 160 Engineers: “the engineers with the lowest productivity are mostly givers. But when we look at the engineers with
the highest productivity, the evidence shows that they’re givers too. The California engineers with the best objective scores for quantity and
quality of results are those who consistently give more to their colleagues than they get. The worst performers and the best performers are
givers; takers and matchers are more likely to land in the middle." — Adam Grant

Study after study reveals that Givers finish on top because Givers have stronger networks (people trust and are eager help them), and they
inspire highly collaborative teams (team’s success = individual success).

»  Toincrease your odds of long-term career success, you must approach most personal interactions with a Givers mindset: be
willing to give more than you expect to receive.

However, you'll fall to the bottom of the success ladder if you fail to never say ‘no’. Givers who never say ‘no’ are taken advantage of and
eventually burnout. Therefore, a successful Giver routinely asks himself/herself three core questions before giving freely.

WHY? WHEN?

“When | studied firefighters and fundraising
callers, | found the same pattern: they were able to
work much harder and longer when they gave their

energy and time due to a sense of enjoyment and purpose,
rather than duty and obligation.” - Adam Grant

According to a 2010 study in the journal of Personality and Social
Psychology called ‘When helping helps,’ giving just for the sake of
giving, or giving because you feel obligated to, will drain your
energy over time. Limit your giving when you feel forced to give.

Give freely if your giving impacts something greater than
yourself, contributes to a cause that you believe in, or
benefits someone you care for.

Find your reason for giving before
giving to avoid burning out.

For

Set dedicated times to give to yourself and
others. Block out time to make progress on your
most important project(s), and say not to all external
requests.

Give freely outside of your personal time blocks, and do
so in batches. A study at the University of California
revealed that those who perform five acts of kindness
in quick succession (batched fashion) were happier and
more energized than those who spaced out their five
acts of kindness during the day.

Strike an equilibrium between giving to yourself and
giving to others to prevent becoming a doormat and
burning out. At the beginning of
each day, know ‘when’ you’ll give to

yourself and when you’ll freely
give to others.

WHOM?

If you give to a Taker, what you give will only
benefit the Taker (it goes into a black hole of greed).
If you give to a Matcher or Giver your giving will be paid
forward and have a ripple effect that benefits the greater

good.

“Arising tide lifts all the boats.” - JFK

How to spot a Taker:

1. They use ‘I’ and ‘me’ much more than ‘we’ and ‘us’ in a team
setting.
2. They have vain profile photos on social media.
3. They disrespect people with less power and they kiss up to

people with more power.

When you spot a Taker be a generous Matcher: give
but keep score. If they fail to pre-pay or pay
forward 1/3 of your initial favors, stop
giving to them.



