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Polarisatie



1. De toestand van het land









Welke hete hangijzers zijn  
er nu in uw organisaties?

Vraag aan u:



2. Ervaringen in Rotterdam





Discriminatie





Haven



Bijstand



3. Hoe het werkt in ons hoofd



1 + 1 = ?



435 x 76 = ?



Daniel Kahneman





T H E C O G N I T I V E B I A S C O D E X

Too Much 
Information

Not Enough 
Meaning

Need To 
Act Fast

What Should We 
Remember?
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We notice things already primed in 
memory or repeated often
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Bizarre, funny, visually striking, or 
anthropomorphic things stick out more 
than non-bizarre/unfunny things
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We notice when something has changed

Confirm
ation bias

Congruence bias

Post–
purch

ase rationaliza
tion

Choice–supportive bias

Selective perception

Observer–expectancy effect

Experimenter's bias

Observer effect

Expectation bias

Ostrich effect

Subjective validation

Continued influence effect

Semmelweis reflex

We are drawn to details 
that confirm our own existing beliefs

Bias blind spot

Naïve cynicism

Naïve realism

We notice flaws in others 
more easily than we 
notice flaws in ourselves

Confabulation

Clustering illusion

Insensitivity to sample size

Neglect of probability
Anecdotal fallacy
Illusion of validity
Masked–man fallacyRecency illusionGambler's fallacyHot–hand fallacyIllusory correlationPareidoliaAnthropomorphism

We tend to find stories and 
patterns even when looking 
at sparse data

Group attribution error
Ultimate attribution error

StereotypingEssentialism
Functional fixedness

Moral credential effect

Just–world hypothesis

Argument from fallacy

Authority bias

Automation bias

Bandwagon effect

Placebo effect

We fill in characteristics from 
stereotypes, generalities, 
and prior histories

Out–group homogeneity bias

Cross–race effect

In–group favoritism

Halo effect

Cheerleader effect

Positivity effect

Not invented here

Reactive devaluation

W
ell–traveled road effect

We imagine things and people 
we're familiar with or fond of 
as better

Mental accounting

Appeal to probability fallacy

Normalcy bias

M
urphy's Law

Zero sum
 bias

Survivorship bias

Subadditivity effect

Denom
ination effect

The m
agical num

ber 7 ± 2

We simplify probabilities and numbers 
to make them easier to think about

Illusion of transparency

Curse of knowledge

Spotlight effect

Extrinsic incentive error

Illusion of external agency

Illusion of asym
m

etric insight

We think we know what 
other people are thinking
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We project our current mindset and 
assumptions onto the past and future
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Defensiv
e attrib

ution hypothesis

Trait a
scr

iption bias

Effort ju
stifi

cation

Risk 
compensation

Peltzman effect

To act, we must be confident we 
can make an impact and feel what 

we do is important

Hyperbolic discounting

Appeal to novelty

Identifiable victim effect

To stay focused, we favor the 
immediate, relatable thing 

in front of us

Sunk cost fallacy
Irrational escalation

Escalation of commitment
Generation effectLoss aversionIKEA effectUnit biasZero–risk biasDisposition effectPseudocertainty effectProcessing difficulty effectEndowment effect

Backfire effect

To get things done, we tend 
to complete things we've 

invested time and energy in

System justification
Reverse psychology

Reactance
Decoy effect

Social comparison effect

Status quo bias

To avoid mistakes, 
we aim to preserve autonomy 

and group status, and avoid 
irreversible decisions

Ambiguity bias

Information bias

Belief bias

Rhyme–as–reason effect

Bike–shedding effect

Law of Triviality

Conjunction fallacy

Occam's razor

Less–is–better effect

We favor simple–looking options 
and complete information over 

complex, ambiguous options

Misattribution of memory

Source confusion

Cryptomnesia

False memory

Suggestibility

Spacing effect

We edit and reinforce 
some memories after the fact Implicit association

Implicit stereotypes

Stereotypical bias
Prejudice

Negativity bias

Fading affect bias

We discard specifics 
to form generalities

Peak–end rule

Leveling and sharpening

Misinformation effect

Serial recall effect

List–length effect

Duration neglect
M

odality effect
M

em
ory inhibition

Prim
acy effect

Recency effect
Part–set cueing effect
Serial–position effect

Suffix effect

We reduce events and lists 
to their key elements Levels–of–processing effect

Absent–m
indedness

Testing effect
Next–in–line effect

G
oogle effect

Tip of the tongue phenom
enon

We store memories differently based 
on how they were experienced



Waarom? Overleven!







1. We denken zo min mogelijk na 

2. We verdelen onszelf in groepen 

3. Bij onvoldoende tegendruk 
sorteren we onszelf volledig uit



Welke groepsdynamieken  
ziet u in uw organisaties?

Vraag aan u:



4. En nu?



Begrip

Tegenover 
elkaar 
staan

Verbinding 
zoeken



Comforts van tegenover elkaar staan
—

• Makkelijk scoren ten koste van de ander


• Geeft een sterk ‘wij’-gevoel


• Het ligt aan hen


• …



Anxieties tegen verbinding
—

• Zijn zij wel te vertrouwen?


• Word ik gezien als onloyaal?


• Moet ik van mening veranderen?


• …



Drijfveren voor verbinding
—

• Van betekenis willen zijn, het verschil willen maken


• Plichtsbesef, verantwoordelijkheidsgevoel voor stad/bedrijf/organisatie


• Je hebt elkaar praktisch nodig om ieders doelen te halen


• …



Zorg voor tegendruk
—

• Zorg dat mensen die in de ene kwestie tegenover elkaar staan, samen 
optrekken in andere kwesties. 


• Investeer in ontmoeting. Hoe meer sociale kruisverbanden er in de organisatie 
zijn, hoe betere deze tegen polarisatie bestand is.


• Prijs moedig gedrag.



Hoe kunnen de kruisverbanden 
in uw organisaties sterker?

Vraag aan u:


