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Money has been said to change people's motivation (mainly for the better) and their behavior toward others (mainly for the worse). The results of nine experiments suggest that money brings about a self-sufficient orientation in which people prefer to be free of dependency and dependents. Reminders of money, relative to nonmoney reminders, led to reduced requests for help and reduced helpfulness toward others. Relative to participants primed with neutral concepts, participants primed with money preferred to play alone, work alone, and put more physical distance between themselves and a new acquaintance.
News item in http://sciencenow.sciencemag.org/cgi/content/full/2006/1116/3
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NOTES[ Milton Friedman (Nobel Prize winner) died Nov 17, 2006 at age 94 years.

"there is one and only one social responsibility of business - to use its resources and engage in activities designed to increase its profits so long as it stays within the rules of the game, which is to say, engages in open and free competition, without deception or fraud" (Friedman 1983)

Quoted in:  Foundational considerations in the corporate social responsibility debate; - includes bibliography - corporate social responsibility theories

Business Horizons,  July-August, 1991  by Richard J. Klonoski

http://www.findarticles.com/p/articles/mi_m1568/is_5_37/ai_n15998646

http://www.findarticles.com/p/articles/mi_m4422/is_1_23/ai_n16123692

"In his 1962 book Capitalism and Freedom, Friedman argued that the doctrine of social responsibility was fundamentally subversive, stating: "There is one and only one social responsibility of business--to use its resources and engage in activities designed to increase its profits so long as it stays within the rules of the game, which is to say, engages in open and free competition, without deception or fraud."

Neuroeconomics: "Certain patterns of response to rewards seem to be biologically embedded in the human brain. A branch of behavioral economics called neuroeconomics looks inside the brain with scanning tools like magnetic resonance imaging (MRI) to investigate patterns of motivation. Neuroeconomics is controversial, as the link between cerebral blood flow and decision-making is less straightforward than, say, playing slot machines and losing money. Yet it is one of the most fascinating and provocative aspects of the young field.

"“Economists specialize in taking really complex things and boiling them down to simple principles,” says David Laibson. “So, rather than treat the brain as billions of neurons, or trillions of neurotransmitters, we want to ask, what is the right level of analysis? It turns out that the brain has two key subsystems. One, the limbic and paralimbic system, rules the intuitive and affective parts of our psyches. It’s shared by all mammals and seems to do a lot of emotional cognition—how we feel emotionally, how we respond to other humans, or to being treated unfairly. This system seems to function unconsciously; we don’t have access to it and maybe can’t even control it. It’s experiential and rapid in function.

"Brain researchers have shown that an interaction of the limbic and analytic systems governs human decision-making. The limbic system seems to radically discount the future. While the analytic system’s role remains constant from the present moment onward, the limbic system assumes overriding importance in the present moment, but rapidly recedes as rewards move into the future and the emotional brain reduces its activation. This explains impulsiveness: the slice of pizza that’s available right now trumps the dietary plan that the analytic brain has formulated. Seizing available rewards now might be a response pattern with evolutionary advantages, as future benefits are always uncertain.

Consider an experiment that scans the brains of research subjects offered a choice between present and future rewards: $20 now, or $23 a month from now. Both limbic and analytic systems show activity. Then change the offer to two future prospects: $20 two weeks from now, or $23 in a month. In this case, the limbic system pretty much drops out. The analytic system, in contrast, shows the same activation patterns regardless of the delay, be it hours or months. When the analytic system is more active, people choose the “patient” reward; when both systems are active, temptation usually trumps prudence." (Source: http://www.harvardmagazine.com/on-line/030680.html)

