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Introduction

In a journey that spans 50 books, hundreds of ideas, and over a century in time, 50 Psychology Classics looks at some of the most intriguing questions relating to what motivates us, what makes us feel and act in certain ways, how our brains work, and how we create a sense of self. Deeper awareness in these areas can lead us to self-knowledge, a better understanding of human nature, improved relationships, and increased effectiveness—in short, to make a real difference to your life.

50 Psychology Classics explores writings from such iconic figures as Freud, Adler, Jung, Skinner, James, Piaget, and Pavlov, and also highlights the work of contemporary thinkers such as Gardner, Gilbert, Goleman, and Seligman. There is a commentary devoted to each book, revealing the key points and providing a context of the ideas, people, and movements surrounding it. The blend of old and new titles gives you an idea of writings that you should at least know about even if you are not going to read them, and newer, really practical titles that take account of the latest scientific findings.

The focus is on “psychology for nonpsychologists,” books everyone can read and be enlightened by, or that were expressly written for a general audience. In addition to psychologists, the list includes titles by neurologists, psychiatrists, biologists, communications experts, and journalists, not to mention a dockworker, an expert in violence, and a novelist. As the secrets of human behavior are too important to be defined by a single discipline or point of view, we need to hear from such an eclectic collection of voices.

The book does not focus primarily on psychiatry, although works by psychiatrists such as Oliver Sacks, Erik Erikson, R. D. Laing, and Viktor Frankl are included, plus some by famous therapists including Carl Rogers, Fritz Perls, and Milton Erickson. 50 Psychology Classics is less about fixes to problems than supplying general insights into why people think or act as they do.

Despite the inclusion of some titles relating to the unconscious mind, the emphasis is also not on depth psychology, or concepts of the psyche or soul. Some of the best popular writers in this area, including James Hillman (The Soul’s Code), Thomas Moore (Care of the Soul), Carol Pearson (The Hero Within), and Joseph Campbell (The Power of Myth), have been covered in 50 Self-Help Classics and 50 Spiritual Classics, which explore books on the more transformational and spiritual sides of psychology.

The list of 50 psychology classics does not claim to be definitive, just to range over some of the major names and writings. Every collection of this type will be to some extent idiosyncratic, and no claims are made to cover the various fields and subfields in psychology comprehensively. Here we are seeking basic insights into some of the most intriguing psychological questions and concepts, and a greater knowledge of human nature.

The rise of a science

“Psychology is the science of mental life.” William James

As the early memory researcher Hermann Ebbinghaus (1850–1909) wrote, “Psychology has a long past, but only a short history.” He meant that people have been thinking about human thought, emotion, intelligence, and behavior for thousands of years, but as a discipline based on facts rather than speculation psychology is still in its infancy. Even though he made his statement a hundred years ago, psychology is still considered young.

It emerged from two other disciplines, physiology and philosophy. German Wilhelm Wundt (1832–1920) is seen as the father of psychology because he insisted it should be a separate discipline, more empirical than philosophy and more focused on the mind than physiology. In the 1870s he created the first experimental psychology laboratory, and wrote his huge work Principles of Physiological Psychology.

As Wundt is read today only by those with a specialized interest, he is not included in the list of classics. American philosopher William James (1842–1910), however, also considered a “founding father” of modern psychology, is still widely read. The brother of novelist Henry James, he trained in medicine and then transferred to philosophy, but like Wundt felt that the workings of the mind deserved to be a separate field of study. Building on a theory by German neuroanatomist Franz Gall that all thoughts and mental processes were biological, James helped to spread the remarkable idea that one’s self—with all its hopes, loves, desires, and fears—was contained in the soft gray matter within the walls of the skull. Explanations of thoughts as the product of some deeper force such as the soul, he felt, were really the realm of metaphysics.

James may have helped define the parameters of psychology, but it was Sigmund Freud’s writings that really made it a subject of interest to the general public. Freud was born 150 years ago, in 1856; his parents knew he was bright, but even they could not have imagined the impact his ideas would have on the world. On leaving school he was set to study law, but changed his mind at the last minute and enrolled in medicine. His work on brain anatomy and with patients suffering from “hysteria” led him to wonder about the influence of the unconscious mind on behavior, which sparked his interest in dreams.

Today, it is easy to take for granted how much the average person is familiar with psychological concepts such as the ego and the unconscious mind, but these and many others are all—for better or worse—Freud’s legacy. Well over half the titles covered in 50 Psychology Classics are by either Freudians or post-Freudians, or mark themselves out by being anti-Freud. It is now fashionable to say that Freud’s work is unscientific, and his writings literary creations rather than real psychology. Whether this is accurate or not, he remains far and away the most famous person in the field, and although psychoanalysis—the talking therapy he created to peep into a person’s unconscious—is now much less practiced, the image of a Viennese doctor drawing out the deepest thoughts of his couch-lying patient is still the most popular image we have when we think of psychology.

As some neuroscientists have intimated, Freud may be due for a comeback. His emphasis on the major role of the unconscious in shaping behavior has not been proved wrong by brain imaging techniques and other research, and some of his other theories may yet be validated. Even if not, his position as psychology’s most original thinker is not likely to change.

The reaction to Freud came most obviously in the form of behaviorism. Ivan Pavlov’s famous experiments with dogs, which showed that animals were simply the sum of their conditioned responses to environmental stimuli, inspired behaviorism’s leading exponent B. F. Skinner, who wrote that the idea of the autonomous person driven by an inner motive was a romantic myth. Instead of trying to find out what goes on inside a person’s head (“mentalism”), to know why people act as they do, Skinner suggested, all we need to know is what circumstances caused them to act in a certain way. Our environments shape us into what we are, and we change the course of our actions according to what we learn is good for our survival. If we want to construct a better world, we need to create environments that make people act in more moral or productive ways. To Skinner this involved a technology of behavior that rewards certain actions and not others.

Emerging in the 1960s, cognitive psychology used the same rigorous scientific approach as behaviorism but returned to the question of how behavior is actually generated inside the head. Between the stimulation received from the environment and our response, certain processes had to occur inside the brain, and cognitive researchers revealed the human mind to be a great interpreting machine that made patterns and created sense of the world outside, forming maps of reality.

This work led cognitive therapists such as Aaron Beck, David D. Burns, and Albert Ellis to build treatment around the idea that our thoughts shape our emotions, not the other way around. By changing our thinking, we can alleviate depression or simply have greater control over our behavior. This form of psychotherapy has now largely taken the place that Freudian psychoanalysis once assumed in treating people’s mental issues.

A more recent development in the cognitive field is “positive psychology,” which has sought to reorient the discipline away from mental problems to the study of what makes people happy, optimistic, and productive. To some extent this area was foreshadowed by pioneering humanistic psychologist Abraham Maslow, who wrote about the self-actualized or fulfilled person, and Carl Rogers, who once noted that he was pessimistic about the world, but optimistic about people.

In the last 30 years, both behavioral and cognitive psychology have been increasingly informed by advances in brain science. The behaviorists thought it wrong to merely surmise what happened inside the brain, but science is now allowing us to see inside and map the neural pathways and synapses that actually generate action. This research may end up revolutionizing how we see ourselves, almost certainly for the better, because while some people fear that the reduction of human beings to how the brain is wired will dehumanize us, in fact greater knowledge of the brain can only increase our appreciation of its workings.

Today’s sciences of the brain are enabling us to return to William James’s definition of psychology as the “science of mental life,” except that this time we are able to advance knowledge based on what we know at the molecular level. Having evolved partly out of the field of physiology, psychology may be returning to its physical roots. The irony is that this attention to minute physicality is yielding answers to some of our deepest philosophical questions, such as the nature of consciousness, free will, the creation of memory, and the experience and control of emotion. It may even be that the “mind” and the “self” are simply illusions created by the extraordinary complexity of the brain’s neural wiring and chemical reactions.

What is the future of psychology? Perhaps all we can be certain of is that it will become a science more and more based on knowledge of the brain.

A quick guide to the literature

Part of the reason psychology became a popular field of study is that its early titans, including James, Freud, Jung, and Adler, wrote books that ordinary people could understand. We can pick up one of their titles today and still be entranced. Despite the difficulty of some of the concepts, people have a deep hunger for knowledge on how the mind works, human motivation, and behavior, and in the last 15 years there has been something of a new golden age in popular psychology writing, with authors such as Daniel Goleman, Steven Pinker, Martin Seligman, and Mihaly Csikszentmihalyi fulfilling that need.

Below is a brief introduction to the titles covered in 50 Psychology Classics. The books are divided into seven categories that, although unconventional, may help you to choose titles according to the themes that interest you most. At the rear of this book you will find an alternative list of “50 More Classics.” Again, this is not a definitive list, but it may assist in any further reading you wish to do.

Behavior, biology, and genes:
A science of the brain

Louann Brizendine, The Female Brain

William James, The Principles of Psychology

Alfred Kinsey, Sexual Behavior in the Human Female

Anne Moir & David Jessel, Brainsex

Jean Piaget, The Language and Thought of the Child

Steven Pinker, The Blank Slate

V. S. Ramachandran, Phantoms in the Brain

Oliver Sacks, The Man Who Mistook His Wife for a Hat

For William James, psychology was a natural science based on the workings of the brain, but in his era the tools to study this mysterious organ properly were not adequate to the task. Now, with technological advances, psychology is gaining many of its insights from the brain itself rather than from the behavior it generates.

This new emphasis on brain science raises uncomfortable questions regarding the biological and genetic bases of behavior. Is the way we are relatively unchangeable, or are we a blank slate ready to be socialized by our environments? The old debate over “nature vs nurture” has gained new energy. Genetic science and evolutionary psychology have demonstrated that much of what we call human nature, including intelligence and personality, is wired into us in the womb or at least hormonally influenced. For cultural or political reasons, Steven Pinker notes in The Blank Slate, the major role that biology plays in human behavior is sometimes denied, but as knowledge increases this will become increasingly difficult to maintain. Louann Brizendine’s book, for example, the result of many years’ study of the effects that hormones have on the female brain, brilliantly shows the extent to which women can be shaped by their biology at different stages in life.

More fundamentally, Moir and Jessel’s Brainsex presents a convincing case that many of our behavioral tendencies come from the sexual biology of our brains, which are largely set by the time the foetus is eight weeks old. Even our cherished ideas about the self are going under the microscope. Today’s neuroscience suggests that the self is best understood as a sort of illusion that the brain creates. The remarkable writings of Oliver Sacks, for instance, show that the brain continually works to create and maintain the feeling of an “I” that is in control, even if there is in fact no part of the brain that can be identified as the locus of “self feeling.” Neuroscientist V. S. Ramachandran’s work with phantom limbs seems to confirm the brain’s remarkable ability to create a sense of cognitive unity even if the reality (of many selves, and of many layers of consciousness) is more complex.

Jean Piaget never did any laboratory work on the brain, but grew up studying snails in the Swiss mountains. He applied an early genius for scientific observation to the study of children, noting that they progress along a definite line of stages according to age, assuming there is adequate stimulation from their environments. Equally, sex researcher Alfred Kinsey, also originally a biologist, sought to shatter the taboos surrounding male and female sexuality by pointing out how our mammalian biology drives our sexual behaviors.

The work of both Piaget and Kinsey suggests that while biology is always a dominant influence on behavior, environment is critical to its expression. Even amid the new findings on the genetic or biological basis of behavior, we should never conclude that as human beings we are determined by our DNA, hormones, or brain structure. Unlike other animals we are aware of our instincts, and as a result may attempt to shape or control them. We are neither nature nor nurture only, but an interesting combination of both.

Tapping the unconscious mind:
Wisdom of a different kind

Gavin de Becker, The Gift of Fear

Milton Erickson (by Sidney Rosen), My Voice Will Go With You

Sigmund Freud, The Interpretation of Dreams

Malcolm Gladwell, Blink

Carl Jung, The Archetypes and the Collective Unconscious

Psychology involves more than the rational, thinking mind, and our ability to tap into our unconscious can yield a vast store of wisdom. Freud tried to show that dreams are not simply meaningless hallucinations, but a window into the unconscious that can reveal suppressed wishes. To him the conscious mind was like the tip of an iceberg, with the submerged bulk providing the center of gravity in terms of motivation. Jung went further, identifying a whole subrational architecture (the “collective unconscious”) that exists independent of particular individuals, constantly generating the customs, art, mythology, and literature of culture. For both Jung and Freud, greater awareness of “what lies beneath” meant someone was less likely to be tripped up by life. The unconscious was a store of intelligence and wisdom that could be accessed if we knew how, and their great task was reconnect us to our deeper selves.

As therapy, “depth” psychology has been no more than moderately successful, and tends to be only as effective as the insights or techniques of particular practitioners. Milton Erickson, for instance, a famous hypnotherapist, had the motto “It is really amazing what people can do. Only they don’t know what they can do.” He also understood the unconscious to be a well of wise solutions, and enabled his patients to tap into it and regain forgotten personal power.

As a bridge between the conscious and the unconscious, intuition is a form of wisdom that we can cultivate. This is chillingly demonstrated in Gavin de Becker’s The Gift of Fear, which provides many examples of our natural ability to know what to do in critical life-or-death situations—as long as we are prepared to listen to and act on our internal voice. Malcolm Gladwell’s Blink also highlights the power of “thinking without thinking,” showing that an instant assessment of a situation or person is often as accurate as one formed over a long period. While obviously logic and rationality are important, smart people are in touch with all levels of their mind, and trustful of their feelings even when the origins of those feelings seem mysterious.

Thinking better, feeling better:
Happiness and mental health

Nathaniel Branden, The Psychology of Self-Esteem

David D. Burns, Feeling Good

Albert Ellis & Robert Harper, A Guide to Rational Living

Daniel Gilbert, Stumbling on Happiness

Fritz Perls, Gestalt Therapy

Barry Schwartz, The Paradox of Choice

Martin Seligman, Authentic Happiness

William Styron, Darkness Visible

Robert E. Thayer, The Origin of Everyday Moods

For many years, psychology was surprisingly little interested in happiness. Martin Seligman has helped to raise the subject to serious study and observation, and his “positive psychology” is revealing through science the sometimes unexpected recipes for mental wellbeing. Barry Schwartz’s distinction between maximizers and satisficers has given us the counterintuitive insight that restricting our choices in life can actually lead to greater happiness and satisfaction, and Daniel Gilbert’s book points out the surprising fact that, although humans are the only animals who can look into the future, we often make mistakes in terms of what we think will lead to happiness. Turning from the macro to the micro, Robert Thayer’s work into the physiological causes of daily moods has helped thousands of people gain better control over how they feel hour by hour. The fascinating insights of each of these books show that the achievement of happiness is never as simple a matter as we would like.

The cognitive psychology revolution has had a dramatic impact on mental health, and two of its major names are David D. Burns and Albert Ellis. Their mantra that thoughts create feelings, not the other way around, has helped many people to get back in control of their lives because it applies logic and reason to the murky pool of emotions. Yet their work has many implications for achieving happiness generally, in that most of us can literally “choose” to be happy, if we understand the mind’s thought–emotion mechanism.

The concept of self-esteem has been criticized in recent years, but Nathaniel Branden’s seminal work on the subject remains convincing in its argument that personal esteem arises from having our own set of principles and acting on them. When we fail to do this, it is easy to descend into selfhatred and depression. Yet as William Styron’s classic account of his own battle with depression indicates, the causes of the condition are often mysterious and can strike anyone. He notes that it remains the cancer of the mental health world: We are close to finding a cure, but not close enough for those who do not respond quickly to drugs or therapy.

Why we are how we are:
The study of personality and the self

Isabel Briggs Myers, Gifts Differing

Erik Erikson, Young Man Luther

Hans Eysenck, Dimensions of Personality

Anna Freud, The Ego and the Mechanisms of Defence

Karen Horney, Our Inner Conflicts

Melanie Klein, Envy and Gratitude

R. D. Laing, The Divided Self

Gail Sheehy, Passages

The ancients commanded us to “know thyself,” but in psychology this quest takes on many aspects. Eysenck’s work on the extraverted and neurotic dimensions of personality paved the way for many other models, with contemporary psychologists commonly assessing people according to the “Big Five” personality traits of extraversion, agreeableness, conscientiousness, neuroticism, and openness to experience. Today, we can take myriad tests to determine our “personality type,” and while it is wise to be skeptical of their validity, some can provide genuine insights. The best known of the modern forms is the inventory originally created by Isabel Briggs Myers.

Of course, who we are at one point in our life may be different from who we are at another. Erik Erikson coined the term “identity crisis,” and in his compelling psychobiography of religious reformer Martin Luther, he conveys both the pain of uncertain identity and the power that comes when we finally know who we are. As Gail Sheehy pointed out in her 1970s hit Passages, we go through many crises during adult life, and not only are they somewhat predictable, we should welcome them as an opportunity for growth.

Human beings sometimes have to cope with what seem like competing selves. Anna Freud took up where her father left off in focusing on the psychology of the ego, noting that humans do just about anything to avoid pain and preserve a sense of self, and this compulsion often results in the creation of psychological defenses. Neo-Freudian Karen Horney believed that childhood experiences resulted in our creation of a self that “moved toward people” or “moved away from people.” These tendencies were a sort of mask that could develop into neurosis if we were not willing to move beyond them. Underneath was what she called a “wholehearted,” or real, person.

Melanie Klein focused on how a “schizoid” personality could develop as the result of an infant’s relations with its mother in the first year of life, although she noted that most people grow out of this and establish healthy relations with themselves and the world. Most of us do have a strong sense of self, but as R. D. Laing showed in his landmark work on schizophrenia, some people lack this basic security and attempt to replace the vacuum with false selves. Most of the time we take it for granted, but it is only when it is lost that we can fully appreciate our brain’s ability to create the feeling of selfpossession, or be comfortable with who we are.

Why we do what we do:
Great thinkers on human motivation

Alfred Adler, Understanding Human Nature

Viktor Frankl, The Will to Meaning

Eric Hoffer, The True Believer

Abraham Maslow, The Farther Reaches of Human Nature

Stanley Milgram, Obedience to Authority

Ivan Pavlov, Conditioned Reflexes

B. F. Skinner, Beyond Freedom and Dignity

Alfred Adler was a member of Freud’s original inner circle, but broke away because he disagreed that sex was the prime mover behind human behavior. He was more interested in how our early environments shape us, believing that we all seek greater power by trying to make up for what we perceive we lacked in childhood—his famous theory of “compensation.”

If Adler’s theory of human action relates to power, concentration camp survivor Viktor Frankl’s brand of existential psychology, “logotherapy,” posits that the human species is uniquely made to seek meaning. It is our responsibility to look for meaning in life, even in the darkest times, and whatever the circumstances we always have a vestige of free will.

Yet as amateur psychologist Eric Hoffer wrote in The True Believer, people allow themselves to be swept up in larger causes in order to be freed of responsibility for their lives, and to escape the banality or misery of the present. And Stanley Milgram’s famous experiments showed that, given the right conditions, human beings exhibit a frightening willingness to put others through pain in order to be seen kindly by those in authority. Humanistic psychologist Abraham Maslow, on the other hand, identified a minority of self-actualized individuals who did not act simply out of conformity to society but chose their own path and lived to fulfill their potential. This type of person was as representative of human nature as any mindless conformist.

While poets, writers, and philosophers have long celebrated the inner motive that guides autonomous human behavior, B. F. Skinner defined the self simply as “a repertoire of behavior appropriate to a given set of contingencies.” There was no such thing as human nature, and conscience or morality could be boiled down to environments that induced us to behave in moral ways. Skinner’s ideas built on the work of Ivan Pavlov, whose success in conditioning dogs’ behavior also brought into question the freedom of human action.

Despite these vast differences in understanding motivation, together these books provide remarkable insights into why we do what we do, or at least what we are capable of doing—both good and bad.

Why we love the way we do:
The dynamics of relationships

Eric Berne, Games People Play

Susan Forward, Emotional Blackmail

John M. Gottman, The Seven Principles for Making Marriage Work

Harry Harlow, The Nature of Love

Thomas A. Harris, I’m OK—You’re OK

Carl Rogers, On Becoming a Person

Love has traditionally been the domain of poets, artists, and philosophers, but in the last 50 years the terrain of relationships has increasingly been mapped by psychologists. In the 1950s, primate researcher Harry Harlow’s legendary experiments replacing the real mothers of baby monkeys with cloth ones proved the extent to which infants need loving physical attention in order to become healthy adults. Remarkably, this sort of touching went against the child-rearing views of the time.

More recently, marriage researcher John M. Gottman looked at another aspect of relationship dynamics and found that the conventional wisdom on what makes long-term romantic partnerships work is often wrong. The most valuable information on how to maintain or save relationships comes from scientific observation of couples in action, right down to the microexpressions and apparently inane comments seen in everyday conversations. Similarly, in the past we may have looked to literature to be enlightened about a subject as intensely personal as emotional blackmail, but psychologists such as Susan Forward are now providing better answers on how we can protect ourselves against this corrosive element in relationships.

Pop psychology pioneers Eric Berne and Thomas Harris understood our close personal encounters as “transactions” that could be analyzed according to the three selves of Adult, Child, and Parent. Berne’s observation that we are always playing games with each other is perhaps a cynical view of humanity, but by becoming aware of those games we have the chance to move beyond them.

The contribution of humanistic psychology to better relationships is recognized by the inclusion of Carl Rogers, whose influential book reminds us that relationships cannot flower if they don’t have a climate of listening and nonjudgmental acceptance, and that empathy is the mark of a genuine person.

Working at our peak:
Creative power and communication skills

Robert Bolton, People Skills

Edward de Bono, Lateral Thinking

Robert Cialdini, Influence

Mihaly Csikszentmihalyi, Creativity

Howard Gardner, Frames of Mind

Daniel Goleman, Working with Emotional Intelligence

Douglas Stone, Bruce Patton, & Sheila Heen, Difficult Conversations

Debates rage in the academic world over the true nature of intelligence, but in working life we are interested in its application. Two of the outstanding titles in this area, by Daniel Goleman and Howard Gardner, both suggest that intelligence involves much more than straight IQ. There are an array of “intelligences” of an emotional or social nature that can together be a decisive factor in how well a person does in life.

Unlike IQ, one’s ability to communicate well can be improved relatively easily, as Robert Bolton’s perennially popular book shows. And in Difficult Conversations, a product of extensive Harvard research, Douglas Stone and his colleagues give excellent advice on how to deal with some of the most challenging workplace encounters. As life often seems to boil down to the outcome of such interactions, it is worth understanding what is happening below the surface of what is actually said, and how to manage an encounter while keeping everyone’s dignity intact.

One of the decisive factors in success in business is the ability to persuade. Robert Cialdini’s landmark work on the psychology of persuasion is a must-read if you are involved in marketing, but also of interest to anyone who wishes to understand how we are made to do things we would not normally choose to do.

Another component of work success is creativity. Edward de Bono’s term “lateral thinking” seemed very new in the 1960s when he coined it, but in today’s entrepreneurial culture we are all expected to think outside the box. At a broader level, Mihaly Csikszentmihalyi’s Creativity, based on a systematic study, shows why creativity is central to a rich, meaningful life, and why many people do not achieve their full flowering until their later years. Most importantly, the book provides many features of the creative person that we can emulate.

Psychology and human nature

“The science of human nature… finds itself today in the position that chemistry occupied in the days of alchemy.”

Alfred Adler

“Everyone has a theory of human nature. Everyone has to anticipate the behavior of others, and that means we all need theories about what makes people tick.”

Steven Pinker

William James defined psychology as the science of mental life, but it could equally be defined as the science of human nature. Some 80 years after Alfred Adler made the remark above, we still have a long way to go in terms of creating a rock-solid science that could match the certainty of, say, physics and biology.

In the meantime, we all need a personal theory of what makes people tick. To survive and thrive, we have to know who and what we are, and to be canny about the motivations of others. The common route to this knowledge is life experience, but we can advance our appreciation of the subject more quickly through reading. Some people gain insights from fiction, others from philosophy. But psychology is the only science exclusively devoted to the study of human nature, and its popular literature—surveyed in this collection—aims to convey this vital wisdom.


50 Psychology Classics


1927
Understanding Human Nature

“It is the feeling of inferiority, inadequacy and insecurity that determines the goal of an individual’s existence.”

“One motive is common to all forms of vanity. The vain individual has created a goal that cannot be attained in this life. He wants to be more important and successful than anyone else in the world, and this goal is the direct result of his feeling of inadequacy.”

“Every child is left to evaluate his experiences for himself, and to take care of his own personal development outside the classroom. There is no tradition for the acquisition of a true knowledge of the human psyche. The science of human nature thus finds itself today in the position that chemistry occupied in the days of alchemy.”



In a nutshell

What we think we lack determines what we will become in life.

In a similar vein
Erik Erikson Young Man Luther (p 84)
Anna Freud The Ego and the Mechanisms of Defence (p 104)
Sigmund Freud The Interpretation of Dreams (p 110)
Karen Horney Our Inner Conflicts (p 156)



CHAPTER 1
Alfred Adler

In 1902 a group of men, mostly doctors and all Jewish, began meeting every Wednesday in an apartment in Vienna. Sigmund Freud’s “Wednesday Society” would eventually become the Vienna Psychoanalytical Society, and its first president was Alfred Adler.

The second most important figure in the Viennese circle, and the founder of individual psychology, Adler never considered himself a disciple of Freud. While Freud was an imposing, patrician type who had come from a highly educated background and lived in a fashionable district of Vienna, Adler was the plain-looking son of a grain merchant who had grown up on the city’s outskirts. While Freud was known for his knowledge of the classical world and his collection of antiquities, Adler worked hard for better working-class health and education and for women’s rights.

The pair’s famous split occurred in 1911, after Adler had become increasingly annoyed with Freud’s belief that all psychological issues were generated by repressed sexual feelings. A few years earlier Adler had published a book, Study of Organ Inferiority and Its Psychical Compensation, which argued that people’s perceptions of their own body and its shortcomings were a major factor in shaping their goals in life. Freud believed human beings to be wholly driven by the stirrings of the unconscious mind, but Adler saw us as social beings who create a style of life in response to the environment and to what we feel we lack. Individuals naturally strive for personal power and a sense of our own identity, but if healthy we also seek to adjust to society and make a contribution to the greater good.

Compensating for weakness

Like Freud, Adler believed that the human psyche is shaped in early childhood, and that patterns of behavior remain remarkably constant into maturity. But while Freud focused on infantile sexuality, Adler was more interested in how children seek to increase their power in the world. Growing into an environment in which everyone else seems bigger and more powerful, every child seeks to gain what they need by the easiest route.

Adler is famous for his idea of “birth order,” or where we come in a family. Youngest children, for instance, because they are obviously smaller and less powerful than everyone else, will often try to “outstrip every other member of the family and become its most capable member.” A fork in the developmental path leads a child either to imitate adults in order to become more assertive and powerful themselves, or consciously to display weakness so as to get adult help and attention.

In short, every child develops in ways that best allow them to compensate for weakness; “a thousand talents and capabilities arise from our feelings of inadequacy,” Adler noted. A desire for recognition emerges at the same time as a sense of inferiority. A good upbringing should be able to dissolve this sense of inferiority, and as a result the child will not develop an unbalanced need to win at the expense of others. We might assume that a certain mental, physical, or circumstantial handicap we had in childhood was a problem, but what is an asset and what is a liability depends on the context. It is whether we perceive a shortcoming to be such that matters most.

The psyche’s attempt to banish a sense of inferiority will often shape someone’s whole life; the person will try to compensate for it in sometimes extreme ways. Adler invented a term for this, the famous “inferiority complex.” While a complex may make someone more timid or withdrawn, it could equally produce the need to compensate for that in overachievement. This is the “pathological power drive,” expressed at the expense of other people and society generally. Adler identified Napoleon, a small man making a big impact on the world, as a classic case of an inferiority complex in action.

How character is formed

Adler’s basic principle was that our psyche is not formed out of hereditary factors but social influences. “Character” is the unique interplay between two opposing forces: a need for power, or personal aggrandizement; and a need for “social feeling” and togetherness (in German, Gemeinschaftsgefühl).

The forces are in opposition, and each of us is unique because we all accept or reject the forces in different ways. For instance, a striving for dominance would normally be limited by a recognition of community expectations and vanity or pride is kept in check; however, when ambition or vanity takes over, a person’s psychological growth comes to an abrupt end. As Adler dramatically put it, “The power-hungry individual follows a path to his own destruction.”

When the first force, social feeling and community expectation, is ignored or affronted, the person concerned will reveal certain aggressive character traits: vanity, ambition, envy, jealousy, playing God, or greed; or nonaggressive traits: withdrawal, anxiety, timidity, or absence of social graces. When any of these forces gains the upper hand, it is usually because of deep-seated feelings of inadequacy. Yet the forces also create an intensity or tension that can give tremendous energy. Such people live “in the expectation of great triumphs” to compensate for those feelings, but as a result of their inflated sense of self lose some sense of reality. Life becomes about the mark they will leave on the world and what others think of them. Though in their mind they are something of a heroic figure, others can see that their self-centeredness actually restricts their proper enjoyment of the possibilities of life. They forget that they are human beings with ties to other people.

Enemies of society

Adler noted that vain or prideful people usually try to keep their outlook hidden, saying that they are simply “ambitious,” or even more mildly “energetic.” They may camouflage their true feelings in ingenious ways: To show that they are not vain, they may purposely pay less attention to dress or be overly modest. But Adler’s piercing observation of the vain person was that everything in life comes down to one question: “What do I get out of this?”

Adler wondered: Is great achievement simply vanity put in the service of humankind? Surely self-aggrandizement is a necessary motivation in order to want to change the world, to be seen in a good light? His answer was that it isn’t. Vanity plays little part in real genius, and in fact only detracts from the worth of any achievement. Really great things that serve humanity are not spurred into existence by vanity, but by its opposite, social feeling. We are all vain to some extent, but healthy people are able to leaven their vanity with contribution to others.

Vain people, by their nature, do not allow themselves to “give in” to society’s needs. In their focus on achieving a certain standing, position, or object, they feel that they can shirk the normal obligations to the community or family that others take for granted. As a result, they usually become isolated and have poor relationships. So used to putting themselves first, they are expert at putting the blame on others.

Communal life involves certain laws and principles that an individual cannot get around. Each of us needs the rest of the community in order to survive both mentally and physically; as Darwin noted, weak animals never live alone. Adler contended that “adaptation to the community is the most important psychological function” that a person will master. People may outwardly achieve much, but in the absence of this vital adaptation they may feel like nothing and be perceived as such by those close to them. Such people, Adler said, are in fact enemies of society.

Goal-striving beings

A central idea in Adlerian psychology is that individuals are always striving toward a goal. Whereas Freud saw us as driven by what was in our past, Adler had a teleological view—that we are driven by our goals, whether they are conscious or not. The psyche is not static but must be galvanized behind a purpose—whether selfish or communal—and continually moves toward fulfillment of that. We live life by our “fictions” about the sort of person we are and the person we are becoming. By nature these are not always factually correct, but they enable us to live with energy, always moving toward something.

It is this very fact of goal directedness that makes the psyche almost indestructible and so resistant to change. Adler wrote: “The hardest thing for human beings to do is to know themselves and to change themselves.” All the more reason, perhaps, for individual desires to be balanced by the greater collective intelligence of the community.

Final comments

In highlighting the twin shaping forces of personal power and social feeling, Adler’s intention was that by understanding them we would not be unknowingly shaped by them. In the vignettes of actual people presented in his book we may see something of ourselves: Perhaps we have cocooned ourselves in our family or community, forgetting the career dreams we once had; or maybe we see ourselves as a “king of the world,” able to defy social convention at will. In both cases, there is an imbalance that will lead to restriction of our possibilities.

Much of Understanding Human Nature reads more like philosophy than psychology, overloaded with generalizations about personal character that are anecdotal rather than empirical. This absence of scientific support is one of the main criticisms of Adler’s work. However, notions such as the inferiority complex have become a part of everyday usage.

While both Freud and Adler had strong intellectual agendas to pursue, Adler had a more humble aim, influenced by his socialist leanings: a practical understanding of how childhood shapes adult life, which in turn might benefit society as a whole. Unlike the culturally élitist Freud, Adler believed that the work of understanding human nature should not be the preserve of psychologists alone but a vital task for everyone, given the bad consequences of ignorance. This approach to psychology was unusually democratic, and appropriately Understanding Human Nature is based on a year’s worth of lectures at the People’s Institute of Vienna. It is a work that anyone can read and understand.

Alfred Adler

Adler was born in Vienna in 1879, the second of seven children. After a severe bout of pneumonia at the age of 5 and the death of a younger brother, he committed himself to becoming a doctor.

He studied medicine at the University of Vienna and qualified in 1895. In 1898 he wrote a medical monograph on the health and working conditions experienced by tailors, and the following year met Sigmund Freud. Adler remained involved with the Vienna Psychoanalytical Society until 1911, but in 1912 broke away with eight others to form the Society of Individual Psychology. At this time he also published his influential The Neurotic Constitution. Adler’s career was put on hold during the First World War, when he worked in military hospital service, an experience that confirmed his antiwar stance.

After the war, he opened the first of 22 pioneering clinics around Vienna for children’s mental health. When the authorities closed the clinics in 1932 (because Adler was a Jew), he emigrated to the United States, taking up a professorship at the Long Island College of Medicine. He had been a visiting professor at Columbia University since 1927, and his public lectures in Europe and the US had made him well known.

Adler died in 1937, suddenly of a heart attack. He was in Aberdeen, Scotland, as part of a European lecture tour. He was survived by his wife Raissa, whom he had married in 1897. They had four children.

Other books include The Science of Living, The Practice and Theory of Individual Psychology, and the popular What Life Could Mean to You.


1997
The Gift of Fear

“Like every creature, you can know when you are in the presence of danger. You have the gift of a brilliant internal guardian that stands ready to warn you of hazards and guide you through risky situations.”

“Though we want to believe that violence is a matter of cause and effect, it is actually a process, a chain in which the violent outcome is only one link.”

“For men like this, rejection is a threat to the identity, the persona, to the entire self, and in this sense their crimes could be called murder in defense of the self.”



In a nutshell

Trust your intuition, rather than technology, to protect you from violence.

In a similar vein
Malcolm Gladwell Blink (p 124)



CHAPTER 2
Gavin de Becker

“He had probably been watching her for a while. We aren’t sure—but what we do know is that she was not his first victim.” With this creepy line The Gift of Fear begins. The book outlines real-life stories of people who became victims, or almost became victims, of violence; in each case the person either listened to their intuition and survived, or did not and paid the consequences.

We normally think of fear as something bad, but de Becker tries to show how it is a gift that may protect us from harm. The Gift of Fear: Survival Signals that Protect Us from Violence is about getting into other people’s minds so that their actions do not come as a terrible surprise. Though this may be uncomfortable, particularly when it is the mind of a potential killer, it is better to do this than to find out the hard way.

Before he was 13 Gavin de Becker had seen more violence within his own home that most adults see in a lifetime. In order to survive, he had to become good at predicting what would happen next in frightening situations, and he made it his life’s work to formularize the violent mindset so that others could also see the signs. De Becker became an expert in assessing the risk of violence, charged with protecting high-profile celebrity, government, and corporate clients, and also something of a spokesperson on domestic violence.

De Becker is not a psychologist, but his book gives more insights into the nature of intuition, fear, and the violent mind than you are ever likely to read in a straight psychology text. As gripping as a good crime novel, The Gift of Fear may not just change your life—it could actually save it.

Intuitive security

In the modern world, de Becker observes, we have forgotten to rely on our instincts to look after ourselves. Most of us leave the issue of violence up to the police and criminal justice system, believing that they will protect us, but often by the time we involve the authorities it is too late. Alternatively, we believe that better technology will protect us from danger; the more alarms and high fences we have, the safer we feel.

But there is a more reliable source of protection: our intuition or gut feeling. Usually we have all the information we need to warn us of certain people or situations; like other animals, we have an in-built warning system for danger. Dogs’ intuition is much vaunted, but de Becker argues that in fact human beings have better intuition; the problem is that we are less prepared to trust it.

De Becker describes female victims of attacks who report: “Even though I knew what was happening leading up to the event was not quite right, I did not extract myself from it.” Somehow, the attacker who helped them with their bags or got into the lift with them was able to make these women go along with what he wanted. De Becker suggests that there is a “universal code of violence” that most of us can automatically sense, yet modern life often has the effect of deadening our sensitivity. We either don’t see the signals at all or we won’t admit them.

Paradoxically, de Becker proposes that “trusting intuition is the exact opposite of living in fear.” Real fear does not paralyze you, it energizes you, enabling you to do things you normally could not. In the first case he discusses, a woman had been trapped and raped in her own apartment. When her attacker said he was going into the kitchen, something told her to follow him on tiptoe, and when she did she saw him rifling through the drawers looking for a large knife—to kill her. She made a break for the front door and escaped. What is fascinating is her recollection of not being afraid. Real fear, because it involves our intuition, in fact is a positive feeling designed to save us.

A violent streak in everyone

De Becker debunks the idea that there is a “criminal mind” separating certain people from the rest of us. Most of us would say that we can never kill another person, but then you usually hear the caveat: “Unless I was having to protect a loved one.” We are all capable of criminal thoughts and even actions. Many murders are described as “inhuman,” but surely, de Becker observes, they can’t be anything but human. If one person is capable of a particular act, under certain circumstances we may all be capable of that act. In his work, de Becker does not have the luxury of making distinctions like “human” and “monster.” Instead, he looks for whether a person may have the intent or ability to harm. He concludes, “the resource of violence is in everyone; all that changes is our view of the justification.”

A chain, not an isolated act

Why do people commit violence? De Becker boils it down to four elements:

[image: Image] Justification—the person makes a judgment that they have been intentionally wronged.

[image: Image] Alternatives—violence seems like the only way forward to seek redress or justice.

[image: Image] Consequences—they decide they can live with the probable outcome of their violent act. For instance, a stalker may not mind going to jail as long he gets his victim.

[image: Image] Ability—they have confidence in their ability to use their body or bullets or a bomb to achieve their ends.

De Becker’s team check through these “pre-incident indicators” when they have to predict the likelihood of violence from someone threatening a client. If we pay attention, he says, violence never “comes from nowhere.” It is actually not very common for people to “snap” before they commit murder. Generally, de Becker remarks, violence is as predictable “as water coming to a boil.”

What also helps in predicting violence is to understand it as a process, “in which the violent outcome is only one link.” While the police are looking for the motive, de Becker and his team are going deeper to find the history of violence or violent intent that usually precedes the act.

The Gift of Fear includes a chapter on spousal violence, noting that most spousal murder does not happen in the heat of the moment. It is usually a premeditated decision, preceded by the husband stalking his wife and sparked by the wife’s rejection. For such men, being rejected is too great a threat to their sense of self and killing their partner seems the only way to restore their identity. De Becker reveals an alarming fact: Three-quarters of spousal murders happen after the woman leaves the marriage.

Knowing how to pick a psychopath

The features of predatory criminals usually include:

[image: Image] recklessness and bravado;

[image: Image] single-mindedness;

[image: Image] not being shocked at things that would appall other people;

[image: Image] being weirdly calm in conflict;

[image: Image] the need to be in control.

What is the best predictor of violent criminality? De Becker’s experience is that a troubled or abusive childhood is an important factor. In a study into serial killers, 100 percent were found to have suffered violence themselves, been humiliated, or simply neglected as children. Robert Bardo, who shot and killed actress Rebecca Shaeffer, was kept in his room as a child and fed like the family pet. He never learnt to be sociable. Such people form a warped view of the world—at the public’s expense.

Yet violent people can be very good at hiding the signals that they are psychopaths. They may studiously model normality so that they can at first appear to be “regular guys.” Warning signals include:

[image: Image] They’re too nice.

[image: Image] They talk too much and give us unnecessary details to distract us.

[image: Image] They approach us, never the other way around.

[image: Image] They typecast us or mildly insult us, in order to have us respond and engage with them.

[image: Image] They use the technique of “forced teaming,” using the word “we” to make them and their victim seem like they are all in the same boat.

[image: Image] They find a way to help us so we feel in their debt (called “loan sharking”).

[image: Image] They ignore or discount our “no.” Never let someone talk you out of a refusal, because then they know they are in charge.

We don’t have to lead paranoid lives—most of the things we worry about never happen—yet it is foolish to trust our home or office security system or the police absolutely. As it is people who harm, de Becker notes, it is people we must understand.

Inside the mind of the stalker

The Gift of Fear is riveting when de Becker is discussing public figures who are his clients and stalkers’ attempts to get close to them. At any one time, a famous singer or actor may have three or four people after them, sending mountains of letters or trying to get through security. Only a small number of these stalkers actually want to kill their target (the rest believe they are in some kind of “relationship” with the star), but the common factor is a desperate hunger for recognition.

All of us want recognition, glory, significance to some extent, and in killing someone famous, stalkers themselves become famous. Mark Chapman and John Hinckley Jnr, for instance, are names forever linked with their targets, John Lennon and Ronald Reagan. To such people assassination makes perfect sense; it is a shortcut to fame, and psychotic people do not really care whether the attention they gain is positive or negative.

The image of a crazed person going after a movie star or president captures the public imagination, but de Becker wonders why are we so intrigued by celebrity stalkers, but are blasé about the fact that, in the US alone, a woman is killed by a husband or boyfriend every two hours. Incidentally, he has little faith in restraining orders, which he says only intensify the situation. Violent people thrive on engagement, and if they are unbalanced anyway, a restraining order will not guarantee safety.

Final comments

The Gift of Fear is a very American book, written within a cultural context of the rampant use of guns and a society that puts less emphasis than others on social cohesion. If you live in an English village or a Japanese city or even a quiet part of the United States, the book could seem a little paranoid. However, de Becker blames evening news reports for making his country seem a lot more dangerous than it actually is, noting that we have a much higher likelihood of dying from cancer or in a car accident than as a result of a violent attack by a stranger.

Since the attack on New York’s World Trade Center in 2001 we have become obsessed with the possibility of random violence, but most attacks and homicides still occur in the home, and knowing the impending signs of violence may save you from harm. In terms of personal safety, de Becker says that men and women live in two different worlds. Oprah Winfrey told her television audience that The Gift of Fear “should be read by every woman in America.”

In writing The Gift of Fear, de Becker was influenced by three books in particular: FBI behavioral scientist Robert Ressler’s Whoever Fights Monsters; psychologist John Monahan’s Predicting Violent Behavior; and Robert D. Hare’s Without Conscience, which takes the reader into the minds of psychopaths. There is now a large literature on the psychology of violence, but de Becker’s book is still a great place to start.

Gavin de Becker

De Becker is considered a pioneer in the field of threat assessment and the prediction and management of violence. His firm provides consultation and protection services to corporations, government agencies, and individuals. He headed the team that provided security for guests of President Reagan, and he has worked with the US Department of State on official visits of foreign leaders. He also developed the MOSAIC system for dealing with threats to US Supreme Court judges, senators, and congressman. De Becker has consulted on many legal cases, including the criminal and civil cases against O. J. Simpson.

He is a senior fellow at the University of California, Los Angeles (UCLA) School of Public Affairs, and has co-chaired the Domestic Violence Council Advisory Board.

Other books include Protecting the Gift, on the safety of children, and Fear Less: Real Truth About Risk, Safety and Security in a Time of Terrorism.


1964
Games People Play

“[The] marital game of ‘Lunch Bag.’ The husband, who can well afford to have lunch at a good restaurant, nevertheless makes himself a few sandwiches every morning, which he takes to the office in a paper bag. In this way he uses up crusts of bread, leftovers from dinner and paper bags his wife saves for him. This gives him complete control over the family finances, for what wife would dare buy herself a mink stole in the face of such self-sacrifice?”

“Father comes home from work and finds fault with daughter, who answers impudently, or daughter may make the first move by being impudent, where-upon father finds fault. Their voices rise, and the clash becomes more acute… There are three possibilities: (a) father retires to his bedroom and slams the door; (b) daughter retires to her bedroom and slams the door; (c) both retire to their respective bedrooms and slam the doors. In any case, the end of a game of ‘Uproar’ is marked by a slamming door.”



In a nutshell

People play games as a substitute for real intimacy, and every game, however unpleasant, has a particular payoff for one or both players.

In a similar vein
Thomas A. Harris I’m OK—You’re OK (p 148)
Karen Horney Our Inner Conflicts (p 156)
Fritz Perls Gestalt Therapy (p 216)



CHAPTER 3
Eric Berne

In 1961, psychiatrist Eric Berne published a book with a very boring title, Transactional Analysis in Psychotherapy. It became the foundation work in its field, was much referenced, and was a reasonable seller.

Three years later he published a sequel based on the same concepts but with a more colloquial feel. With its brilliant title and witty, amusing categories of human motivation, Games People Play was bound to attract more attention. Sales for the initial print run of 3,000 copies were slow, but two years later, thanks mostly to word of mouth and some modest advertising, the book had sold 300,000 copies in hardback. It spent two years on the New York Times bestseller list (unusual for a nonfiction work) and, creating a template for future writers who suddenly got wealthy by writing a pop psychology bestseller, the fiftysomething Berne bought a new house and a Maserati, and remarried.

Though he did not realize it at the time, Games People Play: The Psychology of Human Relationships marked the beginning of the popular psychology boom, as distinct from mere self-help on the one hand and academic psychology on the other. Mainstream psychologists looked down on Berne’s book as shallow and pandering to the public, but in fact the first 50 or 60 pages are written in a rather serious, scholarly style. Only in the second part does the tone lighten up, and this is the section most people bought the book for.

Today, Games People Play has sold over five million copies and the phrase in its title has entered the English idiom.

Strokes and transactions

Berne began by noting research that infants, if deprived of physical handling, often fall into irreversible mental and physical decline. He pointed to other studies suggesting that sensory deprivation in adults can lead to temporary psychosis. Adults need physical contact as much as children, but it is not always available so we compromise, instead seeking symbolic emotional “strokes” from others. A movie star, for instance, may get his strokes from hundreds of adoring weekly fan letters, while a scientist may get hers from a single positive commendation from a leading figure in the field.

Berne defined the stroke as the “fundamental unit of social action.” An exchange of strokes is a transaction, hence his creation of the phrase “transactional analysis” (TA) to describe the dynamics of social interaction.

Why we play games

Given the need to receive strokes, Berne observed that in biological terms human beings consider any social intercourse—even if negative—as better than none at all. This need for intimacy is also why people engage in “games”—these become a substitute for genuine contact.

He defined a game as “an ongoing series of complementary ulterior transactions progressing to a well-defined, predictable outcome.” We play a game to satisfy some hidden motivation, and it always involves a payoff.

Most of the time people are not aware they are playing games; it is just a normal part of social interaction. Games are a lot like playing poker, when we hide our real motivations as part of a strategy to achieve the payoff—to win money. In the work environment the payoff may be getting the deal; people speak of being in the “real estate game” or the “insurance game” or “playing the stock market,” an unconscious recognition that their work involves a series of maneuvers to achieve a certain gain. And in close relationships? The payoff usually involves some emotional satisfaction or increase in control.

The three selves

Transactional analysis evolved out of Freudian psychoanalysis, which Berne had studied and practiced. He had once had an adult male patient who admitted that he was really “a little boy in an adult’s clothing.” In subsequent sessions, Berne asked him whether it was now the little boy talking or the adult. From these and other experiences, Berne came to the view that within each person are three selves or “ego states” that often contradict each other. They are characterized by:

[image: Image] the attitudes and thinking of a parental figure (Parent);

[image: Image] the adult-like rationality, objectivity, and acceptance of the truth (Adult);

[image: Image] the stances and fixations of a child (Child).

The three selves correspond loosely to Freud’s superego (Parent), ego (Adult), and id (Child).

In any given social interaction, Berne argued, we exhibit one of these basic Parent, Adult, and Child states, and can easily shift from one to the other. For instance, we can take on the child’s creativity, curiosity, and charm, but also the child’s tantrums or intransigence. Within each mode we can be productive or unproductive.

In playing a game with someone we take on an aspect of one of the three selves. Instead of remaining neutral, genuine, or intimate, to get what we want we may feel the need to act like a commanding parent, or a coquettish child, or to take on the sage-like, rational aura of an adult.

Let the games begin

The main part of the book is a thesaurus of the many games people play, such as the following.

“If it weren’t for you”

This is the most common game played between spouses, in which one partner complains that the other is an obstacle to doing what they really want in life.

Berne suggested that most people unconsciously choose spouses because they want certain limits placed on them. He gave an example of a woman who seemed desperate to learn to dance. The problem was that her husband hated going out, so her social life was restricted. She enrolled in dancing classes, but found that she was terribly afraid of dancing in public and dropped out. Berne’s point was that what we blame the other partner for is more often revealed as an issue within ourselves. Playing “If it weren’t for you” allows us to divest ourselves of responsibility for facing our fears or shortcomings.

“Why don’t you—yes, but”

This game begins when someone states a problem in their life, and another person responds by offering constructive suggestions on how to solve it. The subject says “Yes, but…” and proceeds to find issue with the solutions. In Adult mode we would examine and probably take on board a solution, but this is not the purpose of the exchange. It allows the subject to gain sympathy from others in their inadequacy to meet the situation (Child mode). The problem solvers, in turn, get the opportunity to play wise Parent.

Wooden leg

Someone playing this game will have the defensive attitude of “What do you expect of a person with a wooden leg/bad childhood/neurosis/alcoholism?” Some feature of themselves is used an excuse for lack of competence or motivation, so that they do not have to take full responsibility for their life.

Berne’s other games include:

[image: Image] Life games—“Now I’ve Got You, You Son of a Bitch”; “See What You Made Me Do.”

[image: Image] Marital games—“Frigid Woman”; “Look How Hard I’ve Tried.”

[image: Image] “Good” games—“Homely sage”; “They’ll be glad they knew me.”

Each game has a thesis—its basic premise and how that is played out—and an antithesis—the way it reaches its conclusion, with one of the players taking an action that in their mind makes them the “winner.”

The games we play, Berne said, are like worn-out loops of tape we inherit from childhood and continue to let roll. Though limiting and destructive, they are also a sort of comfort, absolving us of the need to confront unresolved psychological issues. For some, playing games has become a basic part of who they are. Many people feel the need to get into fights with those closest to them or intrigues with their friends in order to stay interested. However, Berne warned, if we play too many “bad” games for too long, they become selfdestructive. The more games we play, the more we expect others to play them too; a relentless game player can end up a psychotic who reads too much of their own motivations and biases into others’ behavior.

Final comments

Though Games People Play was reviled by many practicing psychiatrists as too “pop” and inane, transactional analysis continues to be influential and has been added to the armory of many psychotherapists and counselors who need to deal with difficult or evasive patients. It seemed like a ground-breaking book because it brought a psychologist’s precision to an area that was normally the preserve of novelists and playwrights. Indeed, American novelist Kurt Vonnegut wrote a celebrated review that suggested its contents could inspire creative writers for years.

Be aware that Games People Play is quite Freudian, with many of the games based on Freud’s ideas about inhibition, sexual tension, and unconscious impulses. It is also clearly a relic of the 1960s in its language and social attitudes.

Yet it can still be a mind-opening read, and is a classic for the simple insight that people always have and probably always will play games. As Berne noted, we teach our children all the pastimes, rituals, and procedures they need to adapt to our culture and get by in life, and we spend a lot of time choosing their schools and activities, yet we don’t teach them about games, an unfortunate but realistic feature of the dynamics of every family and institution.

Games People Play can seem to offer an unnecessarily dark view of human nature. However, this was not Berne’s intention. He remarked that we can all leave game playing behind if we know there is an alternative. As a result of childhood experiences we leave behind the natural confidence, spontaneity, and curiosity we had as a child and instead adopt the Parent’s ideas of what we can or cannot do. Through greater awareness of the three selves, we can get back to a state of being more comfortable within our own skin. No longer do we feel that we need someone’s permission to succeed, and we become unwilling to substitute games for real intimacy.

Eric Berne

Eric Bernstein grew up in Montreal, Canada; his father was a doctor and his mother a writer. He graduated from McGill University in 1935 with a medical degree, and trained to be a psychoanalyst at Yale University. He became a US citizen, worked at Mt Zion Hospital in New York, and in 1943 changed his name to Eric Berne.

During the Second World War Berne worked as a US army psychiatrist, and afterwards resumed his studies under Erik Erikson (see p. 84) at the San Francisco Psychoanalytic Institute. Settling in California in the late 1940s, he became disenchanted with psychoanalysis, and his work on ego states evolved over the next decade into transactional analysis. He formed the International Transactional Analysis Association, and combined private practice with consulting and hospital posts.

Berne wrote on a range of subjects. In addition to his other bestseller, What Do You Say After You Say Hello? (1975), which examined the idea of “life scripts,” he also published the Layman’s Guide to Psychiatry and Psychoanalysis (1957), Structure and Dynamics of Organizations and Groups (1963), Sex in Human Loving (1970), and, posthumously, Beyond Games and Scripts (1976). See also the biography by Elizabeth Watkins Jorgensen, Eric Berne: Master Gamesman (1984).

Berne admitted that he had a well-developed Child, once describing himself as “a 56-year-old teenager.” He was a keen poker player, was married three times, and died in 1970.


1979
People Skills

“Although interpersonal communication is humanity’s greatest accomplishment, the average person does not communicate well. Low-level communication leads to loneliness and distance from friends, lovers, spouses, and children—as well as ineffectiveness at work.”

“Communication skills, no matter how finely structured, cannot be a substitute for authenticity, caring, and understanding. But they can help us express these qualities more effectively than many of us have been able to do in the past.”



In a nutshell

Good people skills not only get you what you want, they bring out the best in your relationships.

In a similar vein
Daniel Goleman Working with Emotional Intelligence (p 130)
Carl Rogers On Becoming a Person (p 238)
Douglas Stone, Bruce Patton, & Sheila Heen Difficult Conversations (p 272)



CHAPTER 4
Robert Bolton

Often the best books are those that authors needed to write for their own use. In the preface to People Skills: How to Assert Yourself, Listen to Others, and Resolve Conflicts, Robert Bolton notes that he would never have got into the communications field were it not for the fact that his own people skills were so bad.

The book was written over a six-year period while he was running a consulting firm, and the material was tested on thousands of people doing the company’s communication skills workshops. Participants involved everyone from top executives to hospital workers to small business owners to priests and nuns.

There are virtually no jobs where communicating well does not make a big difference to our success. As many people have found, particularly those in a more technical field, the actual “work” is only part of the job; the rest is managing or dealing with people. Therefore, if we can communicate well, this can account for at least half our achievements.

Removing the roadblocks

People yearn for a closer connection with one another, Bolton notes. They may be lonely not because they don’t have others around them, but because they cannot communicate well. Yet if we can put a man on the moon and cure virulent diseases, why aren’t we all great communicators? It is partly because we learn a good deal of our communication skills from our family; chances are our parents were not perfect communicators, and neither were their parents.

Nearly everyone wants better communication skills, yet often without knowing it our communication is full of roadblocks that prevent real communication with others. Two of the main ones are judging and sending solutions.

When talking with someone, it is difficult to listen to what they are saying without putting in our “two bits’ worth.” This is the nicer side of judging. The other is criticism and labeling. With people close to us we feel we should be critical, otherwise we don’t see how they will ever change. With others, we feel the need to give them a label such as “intellectual,” “brat,” “jerk,” or “nag,” but by doing so we cease to see the person before us, only a type. Our “good advice” is in fact rarely constructive, because it usually represents an affront to the other person’s intelligence.

We may be so used to having roadblocks that we wonder what will be left if we remove them from our style of conversation. What remains is the ability to understand and empathize with other people, and to make our concerns clearly known.

Listening skills

Are your conversations a competition in which “the first person to draw breath is declared the listener”? Not many people are good listeners. Research has found that “75 percent of oral communication is ignored, misunderstood, or quickly forgotten.”

There is a huge difference between merely hearing and listening, Bolton notes. The word “listening” is derived from two Anglo Saxon words, hlystan (“hearing”) and hlosnian (“waiting in suspense”). The act of listening therefore means more than just something physical, it is a psychological engagement with another person.

Listening is not a single skill, but if genuinely practiced involves a number of skill areas, which are described below.

Attending

The common estimate given in research papers is that 85 percent of our communication is nonverbal. Therefore attending skills, which are about the extent to which we are “there” for someone when they are speaking, are vital to good communication. You are not looking somewhere else in the room, but through your posture, eye contact, and movement show the other person that they are your focus; you are “listening with your body.”

Bolton describes when painter Norman Rockwell was creating a portrait of President Eisenhower. Even though the President was amid the worries of office and about to enter an election campaign, for the hour and a half he sat for Rockwell, Eisenhower gave the painter his full attention. Think of anyone you know who is a great communicator and they will be the same: They fully attend to you with their whole mind and body.

Following

Following skills relate to how we follow up what someone says to us. Though commonly we advise or reassure, a better way is to provide a “door opener” phrase. This may involve:

[image: Image] Noting the other person’s body language: “Your face is beaming today.”

[image: Image] Inviting the other person to speak: “Tell me more.” “Care to talk about this?” “What’s on your mind?”

[image: Image] Silence: giving the other person space to say something if they want to.

[image: Image] Our body language: offering the message that we are ready to listen.

Doing any of those things shows respect; the other person can talk or not talk as they wish. There is no pressure. Bolton comments that a lot of people are initially uncomfortable with silence, but with a little practice it is not hard for us to extend our comfort zone.

In developing our skill at following, we become adept at discovering exactly how the speaker sees their situation, unlocking or bringing out whatever is waiting to be said. This is valuable to both parties.

Paraphrasing

Bolton defines paraphrasing as “a concise response to the speaker which states the essence of the other’s content in the listener’s own words.” For example, when someone is telling us their problems, we report back to them in our own words, and in one sentence, what they are saying. This lets them know we are really listening, and indicates understanding and acceptance. We may feel strange doing this at first and think the other person will wonder what the hell we are doing, but in fact most of the time they will be glad that their feelings are being recognized.

Reflective responses

This type of listening provides a mirror to the speaker so that the state or emotion they are in is recognized. Bolton gets us to picture a young mother on a morning when everything is going wrong. The baby cries, the phone rings, the toast gets burnt. If her husband notices this and says something like “God, can’t you learn to cook toast?” the woman’s reaction is likely to be explosive.

But picture an alternative. The same events happen and the husband says, “Honey, it’s a rough morning for you—first the baby, then the phone, now the toast.” This is a reflective response, acknowledging what his wife is experiencing without any judgment or criticism. Imagine how much better she will feel!

Reflective responses work because people don’t always wish to spell out what they are really feeling. They beat around the bush. Only by being reflective, not reactive, are we able to discern their real message. Psychologists talk of the “presenting problem” and the “basic problem.” What presents is what a person says is the matter, and behind it is the real problem. This is why we have to listen for the feeling in a conversation. That points us in the right direction, whereas a common mistake is to try to make sense of the words only.

People complain that reflective listening takes more time and effort. It does in the short term, but it is likely to avoid major troubles that blow up later on as the result of poor communication.

Assertiveness skills

Bolton likes to think of listening as the yin (the receiving aspect) of communication, while assertiveness is the yang (the active aspect).

Because of the poor communication skills most of us have been taught, when we want something we choose between either nagging or aggression, or we avoid the issue altogether. These responses stem from the basic “fight or flight” modes we operate with as animals. But as humans we also have a third option: verbal assertion. We can stand our ground yet not be aggressive. This is easily the most effective means of communication for most situations, yet most of us either forget assertion or don’t know how to use it.

The whole point of assertion statements is to produce change without invading the other person’s space. There is no power or coercion involved, as the focus is on a result. We can remain very angry, and the other person knows it from what we are saying, yet at the same time it allows us not to be hostile or aggressive. They are left to decide for themselves how to respond to the message, which allows them to retain their dignity—while we have taken a big step in getting what we want.

Conflict prevention and control

What we really want in life is situations where everybody wins. Bolton presents the counterintuitive idea that if we define a problem in terms of solutions, one person wins and the other loses. To get win–win outcomes, we have to focus not on the solution but on each party’s needs.

For instance, he worked with a group of nuns who only had one car between them. Several of them needed the car to make visits and go to meetings, so there were inevitable clashes. When one person had the car, the others lost out. But Bolton asked them what each of them needed. The need they identified was transportation, and use of the group’s car was only one solution to that. Seeing the situation in terms of needs meant that many other possible solutions appeared.

As the old saying goes, “A problem well defined is a problem half solved.” Bolton provides a step-by-step process for identifying needs, which then lead to a solution. Using this method surprisingly elegant answers can be found to questions we may have thought were intractable. But it first requires us to really listen to what other people require to make them happy.

Final comments

People Skills has been around for a quarter of a century and still sells well. What is the secret of its longevity? First, the book rests on a strong intellectual foundation, referencing ideas from the likes of Carl Rogers, Sigmund Freud, and Karen Horney. Secondly, it sticks to the fundamentals, not trying to cover every aspect of interpersonal relations but focusing on three vital, learnable skills: listening, asserting, and resolving conflict. Although the book seems long and there is a fair amount of repetition, it contains some highly useful tips and techniques that can be applied immediately.

Nowhere does People Skills ask us to change our personality to become a warm and fuzzy “people person.” What it does do is show us well-researched techniques that can make a dramatic difference to our effectiveness. We suddenly understand what people are really saying, and we begin to be able to communicate what we truly want in a direct fashion.

Conversely, if we still have a tendency to think that having good people skills means the ability to manipulate others into doing or saying something that suits us, not them, Bolton’s book reminds us of the three pillars of respect that really produce good relationships: empathy, nonpossessive love, and genuineness.

Robert Bolton

Bolton is the head of Ridge Associates, a training and consulting firm founded in 1972 that focuses on workplace communication and interpersonal skills. He previously created training programs for the New York State Department of Mental Hygiene and also founded a psychiatric clinic.

His other book, written with his wife Dorothy Grover Bolton, is People Styles at Work: Making Bad Relationships Good and Good Relationships Better (1996).


1970
Lateral Thinking

“Lateral thinking is like the reverse gear in a car. One would never try to drive along in reverse gear the whole time. On the other hand one needs to have it and to know how to use it for maneuverability and to get out of a blind alley.”

“The purpose of thinking is not to be right but to be effective.”



In a nutshell

Learning how to think more effectively is not difficult and can dramatically improve our ingenuity in solving problems.

In a similar vein
Mihaly Csikszentmihalyi Creativity (p 68)



CHAPTER 5
Edward de Bono

Edward de Bono is inevitably associated with the word “thinking,” and no one is better known for getting people to work on the effectiveness of their thought patterns and ideas.

De Bono’s early books were among the first in the popular psychology field. The writing style is not exactly bubbly, but the quality of the ideas made them bestsellers. De Bono coined the term “lateral thinking,” now listed in the Oxford English Dictionary, in The Use of Lateral Thinking (1967), but it is Lateral Thinking (subtitled Creativity Step by Step in the United States and A Textbook of Creativity in Britain) that is more widely read and still in print.

What is lateral thinking?

When de Bono started writing in the 1960s there were no practical, standardized ways of achieving new insights. A few people were considered “creative,” but the rest had to plod along within established mental grooves. He promoted the concept of lateral thinking as the first “insight tool” that anyone could use for problem solving.

The lateral thinking concept emerged from de Bono’s study of how the mind works. He found that the brain is not best understood as a computer; rather, it is “a special environment which allows information to organize itself into patterns.” The mind continually looks for patterns, thinks in terms of patterns, and is self-organizing, incorporating new information in terms of what it already knows. Given these facts, de Bono noticed that a new idea normally has to do battle with old ones to get itself established. He looked for ways in which new ideas could come into being via spontaneous insight rather than conflict.

Lateral thinking is a process that enables us to restructure our patterns, to open up our mind and avoid thinking in clichéd, set ways. It is essentially creativity, but without any mystique. It is simply a way of dealing with information that results in more creative outcomes. What is humor, de Bono asks, but the sudden restructuring of existing patterns? If we can introduce the unexpected element, we need not be enslaved to these patterns.

Lateral thinking is contrasted with “vertical thinking.” Our culture in general, but in particular our educational system, emphasizes the use of logic, by which one correct statement proceeds to the next one, and finally to the “right” solution. This type of vertical thinking is good most of the time, but when we have a particularly difficult situation it may not give us the leap forward we need—sometimes we have to “think outside the box.” Or as de Bono puts it, “Vertical thinking is used to dig the same hole deeper. Lateral thinking is used to dig a hole in a different place.”

Lateral thinking does not cancel out vertical thinking, but is complementary to it, to be used when we have exhausted the possibilities of normal thought patterns.

Techniques of creative thinkers

It is not enough to have some awareness of lateral thinking, de Bono asserts, we have to practice it. Most of his book consists of techniques to try to get us into lateral thinking mode. They include:

[image: Image] Generating alternatives—to have better solutions you must have more choices to begin with.

[image: Image] Challenging assumptions—though we need to assume many things to function normally, never questioning our assumptions leaves us in thinking ruts.

[image: Image] Quotas—come up with a certain predetermined number of ideas on an issue. Often it is the last or final idea that is the most useful.

[image: Image] Analogies—trying to see how a situation is similar to an apparently different one is a time-tested route to better thinking.

[image: Image] Reversal thinking—reverse how you are seeing something, that is, see its opposite, and you may be surprised at the ideas it may liberate.

[image: Image] Finding the dominant idea—not an easy skill to master, but extremely valuable in seeing what really matters in a book, presentation, conversation, and so on.

[image: Image] Brainstorming—not lateral thinking itself, but provides a setting for that kind of thinking to emerge.

[image: Image] Suspended judgment—deciding to entertain an idea just long enough to see if it might work, even if it is not attractive on the surface.

One of de Bono’s key points is that lateral thinkers do not feel they have to be “right” all the time, only effective. They know that the need to be right prevents new ideas forming, because it is quite possible to be wrong at some stages in an idea cycle but still finish with great outcomes. What matters most is generating enough ideas so that some may be wrong, but others turn out right.

The glorious obvious

De Bono remarks, “It is characteristic of insight solutions and new ideas that they should be obvious after they have been found.”

Brilliant yet obvious ideas lie hidden in our minds, just waiting to be fished out. What stops us from retrieving them is the clichéd way we think, always sticking to familiar labels, classifications, and pigeonholes—what de Bono describes as the “arrogance of established patterns.”

To get different results, we need to put information together differently. What makes an idea original is not necessarily the concept itself, but the fact that most other people, thinking along conventional lines, were not led to it themselves.

We have the cult of genius, glorifying famous figures like Einstein, only because most people are not taught to think in better ways. For those who practice lateral thinking all the time, the flow of original ideas never stops.

Final comments

Though de Bono’s books are the progenitors of many of the sensationally written “mind power” titles available today, Lateral Thinking itself has a dry style. Unlike many of the seminar gurus who followed him, de Bono has degrees in psychology and medicine, so there is more rigor in his approach.

If you have never got much out of de Bono before, the chances are you are already a lateral thinker. But everyone can become a better thinker, and his books are a good place to begin.

People take jibes at de Bono’s invention of words like “po” to simplify his teachings, but he has probably done more than anyone to get us thinking about thinking itself. This is an important mission, because among the many things that make the world progress, new and better ideas are always at the heart of them.

Edward de Bono

Born in 1933 in Malta, the son of a professor of medicine and a magazine journalist, de Bono was educated at St. Edward’s College and gained a medical degree at the Royal University of Malta at the age of 21. He won a Rhodes Scholarship to Christ Church, Oxford, graduating with an MA in psychology and physiology and a DPhil in medicine. He completed his doctorate at Cambridge and has had appointments at the universities of Oxford, Cambridge, London, and Harvard. He became a full-time author in 1976.

De Bono has worked with many major corporations, government organizations, teachers, and schoolchildren, and is a well-known public speaker. He has written over 60 books, including The Mechanism of Mind (1969), Po: Beyond Yes and No (1973), The Greatest Thinkers (1976), Six Thinking Hats (1986), I Am Right, You Are Wrong (1990), How to Be More Interesting (1997), and How to Have a Beautiful Mind (2004).


1969
The Psychology of Self-Esteem

“There is no value-judgment more important to man—no factor more decisive in his psychological development and motivation—than the estimate he passes on himself.”

“Happiness or joy is the emotional state that proceeds from the achievement of one’s values. Suffering is the emotional state that proceeds from a negation or destruction of one’s values.”

“The collapse of self-esteem is not reached in a day, a week, or a month: it is the cumulative result of a long succession of defaults, evasions, and irrationalities—a long succession of failures to use one’s mind properly.”



In a nutshell

Self-esteem occurs naturally when we choose to live according to reason and our own principles.

In a similar vein
Albert Ellis & Robert A. Harper A Guide to Rational Living (p 74)
Susan Forward Emotional Blackmail (p 94)



CHAPTER 6
Nathaniel Branden

This book popularized the concept of self-esteem. Previously most psychologists recognized that how we perceive ourselves is important, affecting our behavior in areas such as work and love, but few had looked into exactly why. The Psychology of Self-Esteem attempts to get to the roots of personal estimation—what increases it, and what diminishes it.

Nathaniel Branden was a disciple and lover of Ayn Rand, a famous Russian-American philosopher and author of the classic novels Atlas Shrugged and The Fountainhead. As a result, for a work of psychology his book is very philosophical, driven along by Rand’s notions of supreme rationalism and individualism.

The Psychology of Self-Esteem takes as its premise that we are rational beings in full control of our destiny. If we accept this truth and take responsibility for it, we naturally see ourselves in a good light. If we fail to take responsibility for our life and actions, that estimation falls into danger.

Many readers find this book tough going, especially the first half, but it is one of the earliest classics of the popular psychology genre and still has the power to change minds.

Conceptual beings

Branden devotes many pages to highlighting how humans are different to other animals. His chief point is that while other animals may have consciousness, or at least awareness, only humans require a conceptual framework by which to view themselves. Other animals can perceive green-colored objects, but only we have the idea of “green.” Dogs can perceive individual people, but only we have the concept of “humankind.” Only humans can ask questions about the meaning of life. There is nothing automatic about such conceptualizing; thinking, therefore, is for us an act of choice.

Branden refutes the two schools of psychology that were dominant at the time he was writing. Freudian psychoanalysis had humans as an “instinctmanipulated puppet,” while behaviorism saw us as a “stimulus–response machine.” Neither took account of our powerful conceptual mind that gives us self-awareness and the ability to reason. Branden recalls Ayn Rand’s remark: “The function of your stomach, lungs or heart is automatic; the function of your mind is not.” We have the power to regulate and shape our own consciousness to achieve our goals.

We are created to think, and we must do so in order to esteem ourselves highly. If we dim our awareness, or are passive or fearful, step by step we kill our greatest gift. The result is that we hate ourselves. To love ourselves, we must cherish our ability to think.

Emotions and self-esteem

Have you ever been in a position where you know intellectually you should do something, but emotionally cannot bring yourself to do it? Psychological maturity, according to Branden, is the ability to think in terms of principles, not emotions. Psychological immaturity is being swamped by the moment and the emotion so that we lose sight of the broader picture. When we sacrifice thought and knowledge to feelings that cannot be justified rationally, Branden notes, the result is that we subvert our self-esteem.

Only if we have a rational approach to our emotions can we be free of paralyzing self-doubt, depression, and fear. This does not mean becoming a robot or a cold person, but simply having the awareness that emotions must be contained within a larger personal life philosophy. Neurosis, on the other hand, occurs when we let our feelings dictate our thoughts and actions. It is impossible to be both happy and irrational, Branden says; someone in command of their life, if we look carefully, lives according to reason.

We think of happiness as an emotion, but it is one that stems from values that have been consciously chosen and developed—we are happy when we achieve or fulfill what is most important to us. When we deny or erode those values, we suffer. Branden remarks that anxiety tends to happen only “when a person has not done the thinking about an issue he should have.” By not thinking, the person has “thereby rendered himself unfit for reality.”

Physical pain is a mechanism designed for our bodily survival, but Branden suggests that psychological pain also serves a biological purpose: When we feel anxiety, guilt, or depression, that is telling us that our consciousness is in an unhealthy state. To correct it, we must reassert ourselves as an individual and assess our values, perhaps forming new ones. In contrast, when we sacrifice reason to our emotions, we lose trust in our own judgment.

Not sacrificial animals

People high in self-esteem are guided by objective facts. They have a good relationship with reality, and always seek to stay true to who they are.

Their opposite is someone whose life is not really their own, who lives to satisfy the expectations, conditions, and values of other people; they want to be seen as “normal” at all costs, and feel terrible if others reject them. Branden calls such people “social metaphysicians” because their philosophy of life revolves around others, not themselves. Of course, this person will label their style of life as “practicality,” as if self-sacrifice were quite rational. However, every step along this path leads them away from what is real and toward a loss of their true self.

Final comments

Branden disabuses the reader of the idea that self-esteem is a “feel-good phenomenon.” Rather, it is a deep need that cannot be satisfied by shallow means. It must come from within, and like a muscle will get stronger the more we develop it. The more decisions we make that reflect our highest good, the better we will naturally feel. The more “shoulds” (I should do this, or do that, because…) we have in our life, the more justifications we have to come up with. We become covered in a cloak of excuses, while inside our confidence slowly ebbs away.

If you are a very confident person and all is going well, The Psychology of Self-Esteem may not mean much to you, but read it when faced with difficult choices in your life and it may come alive. For a more practical and less philosophical approach to self-esteem, you may prefer one of Branden’s subsequent books, such as The Six Pillars of Self-Esteem or The Art of Living Consciously.

Nathaniel Branden

The author was born Nathan Blumenthal in Ontario, Canada in 1930. He attended the University of California, Los Angeles, where he received a BA in psychology, and completed his psychology PhD at New York University.

Branden first met Ayn Rand in 1950, later becoming leader of the “collective” or inner circle around her, which included his wife Barbara Branden and Alan Greenspan, later chairman of the US Federal Reserve Board. In the late 1950s Branden established the Nathaniel Branden Institute to promote objectivism, and was considered the movement’s second voice. Despite being more than 20 years her junior, Branden had a lengthy affair with Rand, but only after they had gained the consent of their spouses. The romantic and professional relationship ended in 1968, when Rand learnt of Branden’s affair with the actress Patrecia Scott. His book My Years with Ayn Rand gives a good insight into the period, and although he has since criticized the cult of personality around Rand, her ideas continued to be reflected in his writing.

Branden co-wrote several books with Rand, including The Virtue of Selfishness (1964) and Capitalism: The Unknown Ideal (1966). Other titles include The Psychology of Romantic Love (1980), Honoring the Self (1983), and Taking Responsibility (1996).

Based in Los Angeles, Branden is a practicing psychotherapist and runs self-esteem seminars.
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