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B O O K  N O T E S

Give and Take
by Adam Grant

• Givers, Takers and Matchers
• Givers benefit more significantly over time as long as you don’t become a doormat
• Sometimes you are where you are because of where you are
• Interest precedes development of talent - motivation must come 1st
• Beware of ‘escalation of commitment to a losing course of action’
• The art of advocacy is to lead you to my conclusion on your terms.
• Advice seeking has 4 benefits: learning, perspective taking, commitment and flattery. (Only if 

it’s genuine!)
• Self-interest, and other-interest are completely independent motivations: you can have both 

of them at the same time.
• Network with a purpose - help others without ulterior motives will lead to more opportunities 

and support
• Keep decision making/negotiating in the head, not the heart
• Most will negotiate better for others than they will for themselves - importance of having a 

mentor!
• Optimal distinctiveness: look for ways to fit in and stand out
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