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    Topics Covered:

· Meaning of perception

· Factors influencing perception​

· Shortcuts assist in or distort judgment 

· The rational decision making process

· Factors influencing ethical decision making behavior

· Model Questions
MEANING OF PERCEPTION
Perception can be defined as a process by which individuals organize and interpret their sensory impressions in order to give meaning to their environment. People's behavior is based on their perception of what reality is, not on reality itself.

FACTORS INF LUENCING PERCEPTION
A number of factors operate to shape and sometimes distort perception. These are:

1. The perceiver

2. The target

3. The situation

1. The Perceiver

When an individual looks at a target and attempts to interpret what he or she sees, that interpretation is heavily influenced by personal characteristics of the individual perceiver. Among the more relevant personal characteristics affecting perception are attitudes, Motive5, interests, post experience and expectations.

2. The Target

Characteristics of the target that is being observed can affect what is perceived. Loud people are more likely to be noticed in a group than are quiet ones. Targets are not looked at in isolation, the relationship of Q target to its background influences perception.

3. The situation

Elements in the surrounding environment influence our perceptions. The situation affects the perception of a person. The time at which an object or event is seen can influence attention as can location, light, heat or any number of situational factors.
SHORTCUTS ASSIST IN OR DISTORT JUDGMENT
We use a number of shortcuts when we judge others. These shortcuts assist but sometimes distort the judgment. These are:


1. Selective perception


2. Halo effect


3. Contrast effect


4. Projection

     5. Stereotyping

1. Selective perception

People selectively interpret what they see on the basis of their interests, background, experience and attitudes. We take in bits and pieces because we cannot assimilate all that we observe.

2. Halo effect

When we draw Q general impression about an individual on the basis of a single characteristic such as intelligence, sociability or appearance, a halo effect is operating.

3. Contrast effect

Evaluation of person's characteristics that are affected by comparisons with other people recently encountered who rank higher or lower on the same characteristics.

4. Projection

It is easy to judge others if we assume that they are similar to us. This tendency to attribute one's own characteristics to other people ‑ which 'is called projection can distort perceptions made about others.

5. Stereotyping

When we judge someone on the basis of our perception of the group to which he or she belongs, we are using the shortcut called stereotyping.

THE RATIONAL DECISION‑MAKING PROCESS/MODEL
The rational decision making process is a decision making model that describes how the individuals should behave in order to maximize some outcome. The six‑steps decision‑making model is described below:

Define the problem

Identify the decision criteria

Allocate weights to the criteria

Develop the alternatives

Evaluate the alternatives

Select the best alternative

1. Define the problem

The model begins by defining the problem. A problem exists when there is a discrepancy between an existing and a desired state of affairs.

2. Identify the decision criteria

In this step, the decision maker determines what is relevant in making the decision. This step brings the decision maker's interests, values and similar personal preferences into the process.

3. Allocate weights to the criteria

The criteria identified are rarely all equal in importance. So the third step requires the decision maker to weight the previously identified criteria in order to give them the correct priority in the decision.

4. Develop the alternatives

The fourth step requires the decision maker to generate possible alternatives that could succeed in resolving the problem. No attempt is made in this step to appraise these alternatives, only to list them.

5. Evaluate the alternatives

Once the alternatives have been generated, the decision maker must critically analyze and evaluate each one. This is done by rating each alternative on each criterion.
6. Select the best alternative

The final step is this model requires computing the optimal decision, This is done by evaluating each alternative against the weighted criteria and selecting the alternative with the highest total score.

FACTORS INFLUENCING ETHICAL DECISION MAKING BEHAVIOR
The evidence indicates that, ethical or unethical actions are largely a function of both the individual's characteristics and the environment in which he or she works. The given exhibit presents a model for explaining ethical or unethical behavior:

Stages of moral development

Ethical decision making behavior

Organizational environment

Locus of control

1. Stages of moral development

Stages of moral development assess a person's capacity to judge what is morally right. The higher one's moral development, the less dependent he or she is on outside influences and the more he or she will be predisposed to behave ethically.

2. Organizational environment

The organizational environment refers to an employee's perception of organizational expectations. Written codes of ethics, high moral behavior by senior management, rewards for ethical behavior, punishment for unethical behavior are some examples of organizational environment.

3. Locus of Control

It is a personality characteristics that taps the extent to which people believe they are responsible for the events in their lives (what happens to them in life is due to their luck or chance).
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