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I could write this paper, but do I really have any incentive to? Truth be told, I could simply ignore tomorrow’s due date and go work out as I had planned, but I would suffer the repercussions of a large zero being set in stone as my final third quarter economics grade, and that would surely bring about much yelling and grounding in the Berg household for pulling a C average in class. Speaking of which, what incentive do you, the teacher, have to grade my paper fairly? The case can be made that I have already done what was required of me: string together five hundred words in a seemingly coherent fashion for a grade, but don’t you have something better to do? Wouldn’t you rather finish this entire stack of essays just a few minutes faster?

While, on one hand, a little extra free time could be very welcome right now, you could get caught by the administration and fired on the grounds of lazy teaching, and you wouldn’t want that, right?


Levitt’s sole purpose for Freakonomics (a book he originally did not even want to write) is to introduce the reader to four very important facts: that incentives, like the ones discussed earlier in this paper, are the cornerstone of modern life; that conventional wisdom is often wrong and is purposefully fabricated for ease of digestion; dramatic effects often have distant, even subtle, causes; and that “experts” use their informational advantage to serve their own interests.

By analyzing massive amounts of data, the author presents the reader with one of the aforementioned key points: the imbalance of information and how the internet has tipped it back to the side of whomever knows were to look. A given example of those who wield an informational advantage over those who know far less is the insurance agent vs. the car owner. Levitt asks, rhetorically, if the reader believes that the insurance agent is out to get the best deal for the customer, and then destroys the argument of whoever answered with a quick “yes, but of course!” The conventional wisdom states that those whom we hire that are paid, at least partially, on a commission are obviously looking out for our best interests. Of course, in stark contrast to the usual believes of the common man, Levitt destroys this argument by showing us the difference between a real estate agent selling for themselves, and those selling houses for others: as it turns out, the agent has their own interests in mind the entire time; unless, of course, her interests align with yours.

Freakonomics is a book that I feel every person who aims at being street smart should read; and now as this paper comes to a close, I must remind you, the teacher, of why this essay ends at a “just by the skin of his teeth” or “last minute special” five hundred and six words instead of the much larger, much more fluffy seven hundred and fifty: do I really have any incentive to be facetious?
