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Hurrah boys, we
got ‘em . . .

warwar



Taliaferro: Balancing Risk

 leaders engage in a biased calculation in which the need to
avert perceived loss weighs much more heavily than the
chance for gain.

 This effect is multiplied when leaders are faced with material
change in their relative wealth, status or prestige.

 Enables us to predict that some leaders are more likely to
engage in risky warfare and persist when failure is imminent . .
.
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Openness to experience
• High scorers are creative, adventurous, curious and like new experiences.
• Low scorers are closed, unimaginative and pragmatic.
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• High scorers are precise, diligent planners who prefer order and discipline
• Low scorers are impulsive, rule breakers who can be slap dash
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Gender Differences
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Risk Types of males and females
Males n=843, Females n=656
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Engineers & Risk
Engineers n=92, General Population n=2,000



Recruiters & Risk
Recruiters n=141, General Population n=2,000



Auditor & Risk
Auditors n=198, General Population n=2,000





the Risk-Type Compass™


