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This book is dedicated to the development of effective decision-making skills and is intended for anyone for whom this topic is relevant. The author views decision-making as a central element of life and a pathway to personal and professional growth.

The book examines the psychological aspects of decision-making, including personality traits and cognitive biases that influence the quality of decisions. It offers practical methodologies for self-analysis, evaluating one’s own experience, and strengthening the ability to make informed choices.

Readers are provided with practical tools to optimize their decision-making processes, such as keeping an experience journal, analyzing past decisions, and completing targeted training exercises. By applying the proposed methodologies, individuals can significantly enhance their quality of life and achieve both personal and professional goals.
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INTRODUCTION
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Our life is the sum of our decisions; this is what they say about life in the latest Mission: Impossible film. At the same time, one can confidently assert that our decisions are our life, for they, both big and small, make us who we are. This is why decisions matter.

Some might question this. I do not want to argue, just try to avoid making decisions for one day and see what happens (note that the decision to avoid decisions is still a decision). Try it, and you will quickly understand that even if you find yourself in a situation where decisions are made for you, it was your own actions that set that sequence in motion.

I want to emphasize that decisions are an integral part of life; life itself, therefore, makes the ability to make decisions a clear advantage.

Few people have truly succeeded in this endeavor. Having lived a not-so-short life, I must also say that quite often talented and intelligent people make obviously poor decisions. As a result, my own life ambition has become simple: to make fewer bad decisions. I have studied the topic of decision-making for many years, and here I share methods used by experienced leaders and professionals.

The ideas of this book can be summarized as follows:

Decision-making is not the same as critical thinking. It is a separate activity focused on making a reasonable choice. The decision-maker has the following resources at their disposal:


	
Their personality - that is, all the complex mental and physical characteristics, their self-knowledge;


	
Their knowledge - what they know about the surrounding world and specific situations;


	
Their skills - what they can do with their personality and expertise.




Therefore, to improve their decisions, they must:


	Strive for better self-understanding, starting with clarity in their values, consciously trying to improve their personality to better align with their value system.

	Learn about the areas in which they need to make decisions.

	Understand the limits of their knowledge.

	Recognize and account for universal weaknesses of the human brain that interfere with understanding probabilities, exponential growth, and other phenomena.

	Practice decision-making exercises, carefully analyzing their own decisions and the decisions of others.

	And, at the very least, try to reduce the number of bad decisions so that the decisions that are made are of higher quality.



My criteria for selecting the methods and exercises recommended in this book were maximum practicality and their feasibility for an ordinary person (I tested them myself). Therefore, readers will get the most benefit from this book if they follow the recommendations below:


	Do not unquestioningly trust everything written here.

	Constantly use your own thinking.

	Perform the recommended exercises and proposed formats for review, or find something that works better for them.

	Analyze and record your experience where possible - since memory can fail and can be manipulated (see more about this in Chapter IV).

	Keep a journal - choose any format you like, but do it regularly. The format I suggest is in this book.



Sounds boring? Sorry, friends, if you want to improve your decisions, remember that achievement here is preceded by Learning and Deliberate Practice.

As an author, I promise that I:


	Act in good faith - I offer you the best I can create, combining "entertainment value" and proven approaches. Entertainment value is present here to a small degree - to interest you and encourage learning.

	Choose the best companions for you on this journey - these are people from all walks of life who have one common trait - they have made countless right decisions in a way that others can learn to apply.

	Offer approaches here selected based on existing experimental evidence - so you can see what works.

	Draw on what I have tried personally - where appropriate, pieces of my own experience are included.



So, Reader, use this book, improve your chances in what you do, and at the very least, make fewer wrong decisions.

With respect,

The Author
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CHAPTER I. WHAT IS DECISION-MAKING
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First, we need a common language. Accordingly, this chapter provides a short list of definitions for terms that will be used frequently throughout this book.

Decision-making. The process of choosing a course of action from a set of alternatives. It includes evaluating the advantages and disadvantages of various options and selecting the one that aligns with a person’s goals or values.

Critical thinking. The objective analysis and evaluation of an issue in order to form a judgment. Critical thinking encompasses skills such as analysis, evaluation, inference, deduction, and problem-solving.

Personality. A unique set of characteristics, traits, behaviors, and ways of thinking that define a person and distinguish them from others. This set is influenced by genetic, environmental, and social factors.

Knowledge. Understanding and awareness of facts, truths, or information acquired through experience or education. It encompasses theoretical or practical understanding of subjects, facts, or principles.

Skills. An acquired ability to perform a task or action competently. Skills may be manual, cognitive, or interpersonal and are often developed through practice, training, or education.

Bias. An attitude that prevents adequate perception of a message or action. Biases are sometimes called prejudices and can result in unfounded conclusions.

Decision-maker (DM). A person who makes a choice in a given situation.

Shortcut. A faster and more direct way to reach a destination, whether a computer file or a conceptual endpoint, something that “shortens” the path.

We will also need a classification of decisions and problems. Many such classifications are possible; here, we focus on one that helps the reader choose appropriate approaches to developing a decision.

For this reason, we will use a simple framework. The general rule is that more complex and demanding methods of finding solutions are better suited to complex, multifaceted problems.

The following examples illustrate this classification of decisions and problems.

For routine decisions, consider what you decided to eat for breakfast this morning. You make this choice regularly over a long period, and it involves a low level of complexity. You are more likely to choose from your usual options.

Strategic decisions require significantly more thought and planning. For example, deciding to change careers or start a business involves high stakes, long-term consequences, and complex trade-offs. These decisions are not easily reversed if you later change your mind.

Tactical decisions fall in between. Choices such as when to run promotional sales or how to create production schedules are regular, short-term decisions. You have some flexibility to adjust if necessary, but you must still manage many moving elements, including inventory, staff, budgets, and customer demands.

Problems, by contrast, are usually more clearly defined and have agreed-upon goals. For example, fixing a software bug may be complicated, but the steps required to solve the problem are generally clear. Other problems, such as planning an event, have less defined goals because different stakeholders prioritize different outcomes. In such cases, compromise is required.

Complex problems, however, are a different matter entirely. Global challenges such as climate change involve deep uncertainty, diverse perspectives, and no single correct path forward. Even defining the problem is difficult, let alone solving it, as new questions emerge during the process. These complex, “endless problems” require unconventional thinking and approaches, which we will explore later in the book.

THE INTERACTION OF ABILITIES, UNDERSTANDING, AND ENVIRONMENT IN DECISION-MAKING

The outcomes of the decisions people make can be influenced by various factors. Three key ones are a person’s abilities and skills, the clarity of their understanding of the environment, and the adequacy of their skills and abilities within that environment. This book explores how the interaction of these factors can significantly affect the decision-making process and its outcomes. It emphasizes the importance of adaptation and fit between individuals and their environment, illustrating how even highly skilled people can experience difficulties when they find themselves in an unfamiliar or unsuitable setting.

Abilities and Skills

The abilities and skills a person possesses play a crucial role in decision-making. These abilities encompass a wide range of cognitive, emotional, and physical capacities that allow people to process information, analyze situations, and formulate effective strategies. For example, analytical thinking, problem-solving skills, emotional intelligence, and communication abilities can make a significant contribution to informed decision-making.

Understanding of the Environment

A clear understanding of the environment is another crucial factor affecting decision outcomes. It involves accurate knowledge of the context, including social, cultural, economic, and political factors that can influence the decision-making process. A comprehensive understanding of the environment allows people to assess risks, identify opportunities, and make choices that align with their goals and values.

Fit of Skills and Abilities to the Environment

Even people with exceptional abilities and a clear understanding of their environment can face difficulties in achieving favorable outcomes if their skills and abilities do not match the environment in which they operate. Different environments require specific competencies for effective decision-making. For example, a highly skilled secret agent like James Bond, known for his espionage abilities, might be at a disadvantage in an unfamiliar environment, such as a spaceship. Similarly, Sherlock Holmes, with his keen observation and deductive reasoning, might encounter difficulties adapting to the complexities of the modern world.

The Importance of Adaptation and Fit

The concept of adaptation and fit between individuals and their environment is central to effective decision-making. A person who is well adapted and possesses a skill set that matches the demands of the environment has a higher likelihood of making sound decisions. Adaptation involves not only applying existing skills but also the ability to learn and acquire new competencies when facing new challenges. This dynamic interaction between an individual’s abilities and the demands of the environment enables optimal decision-making.

Thus, the outcomes of a person’s decisions are shaped by their abilities, their understanding of the environment, and the fit between their skills and the context in which they operate. While exceptional abilities and clear understanding are valuable, adaptation and environmental fit are equally important. A well-adapted individual, equipped with appropriate skills and knowledge, is more likely to make effective decisions. Conversely, even highly skilled people can experience difficulties when they find themselves in an unfamiliar or unsuitable environment. Awareness of these factors can help individuals refine their decision-making process and increase their chances of achieving desired outcomes.

WHY RIGHT DECISIONS ARE NOT MADE AS OFTEN AND WHAT I WANT TO LIMIT WITH THIS BOOK

"Morons are the most powerful organization in the world: they have their people everywhere."

- Folk wisdom - probably a statement of fact.

The opposite trait of correct decision-making, stupidity, manifests itself everywhere. Let us acknowledge this fact, as well as our own potential to act incorrectly without thinking.

In 1976, economist Carlo M. Cipolla outlined several laws of stupidity, arguing that stupidity is a significant force threatening human well-being and that its consequences are often irreversible. He proposed five laws of stupidity:


	Everyone invariably underestimates the number of stupid people.

	A person’s stupidity is independent of any other characteristic.

	Stupid people cause harm to others without gaining any benefit for themselves, often even suffering losses of their own.

	Nonstupid people underestimate the destructive power of stupid people.

	Stupid people are more dangerous than bandits, the latter at least act rationally and are therefore more predictable.



Cipolla suggested that the only way to mitigate these consequences is for nonstupid people to work harder to compensate for the losses caused by stupid people. While these laws can serve as mental guides in everyday decision-making, they should not be followed blindly. Consider the following recommendations:


	Remember the First Law to avoid surprise or disappointment when people act unexpectedly or illogically.

	In line with the Second Law, avoid assuming intelligence based on superficial factors. Wealth, position, and education do not guarantee intelligence.

	The Third Law serves as a reminder to keep your distance from those who consistently create problems without visible benefit to themselves.

	Take note of the Fourth Law’s warning about the potential damage caused by unreasonable people.

	The Fifth Law underscores the seriousness of stupidity and calls for caution, particularly when dealing with extreme cases.



Some studies have questioned Cipolla’s laws, presenting cases in which they may not fully apply. For example, a study published in the Journal of Personality and Social Psychology suggests that people may underestimate the intelligence of others, which contradicts the First Law. Another study in the Journal of Experimental Psychology: Learning, Memory, and Cognition emphasizes that memory and bias influence judgments about others’ intelligence, potentially challenging the Second Law.

The practical use of Cipolla’s laws requires a nuanced approach that combines them with a broader decision-making framework, awareness of one’s own biases, and openness to differing perspectives. Used this way, these laws can function as mental reminders that support more balanced and careful decisions across daily interactions.

To avoid at least some of the traps of stupidity, we must watch for its frequent companion: bad decisions. Let us now examine more closely what bad decisions are.

What Is a Bad Decision

Every day, we face a multitude of decisions. Some are trivial, such as choosing clothes or deciding what to eat for breakfast. Others are more consequential and can significantly affect our lives. In striving to make the right decisions, we sometimes fall into the trap of making bad ones.

But what exactly is a bad decision? Is it defined solely by a negative outcome, or by a flawed decision-making process? Let us challenge the idea that outcomes alone determine whether a decision is good or bad. We will examine the role of emotional and psychological states, personal values, and beliefs in decision-making. We will also consider the importance of critical thinking and identify common decision-making errors. Understanding these factors equips us with the tools needed to improve how we make decisions and avoid the traps that lead to poor ones.

In its simplest form, a bad decision can be defined as a choice that leads to a negative or undesirable outcome. This definition, however, is limited and does not capture the full complexity of the concept. Even well-reasoned decisions can result in negative consequences due to unforeseen circumstances or factors beyond our control.

More broadly, a bad decision can be understood as a choice based on inadequate reasoning, insufficient information, or flawed argumentation, in other words, a decision in which the process itself is compromised. Such decisions are often influenced by cognitive biases, emotional pressures, decision fatigue, or a lack of critical thinking.

For example, an impulsive decision made without considering available information or potential consequences may be considered a bad decision, even if it happens to produce a positive outcome. Likewise, decisions shaped by cognitive biases, such as confirmation bias, in which we favor information that supports existing beliefs while ignoring contradictory evidence, can also be classified as bad decisions.

Recognizing this broader definition is essential because it shifts attention away from outcomes and toward the quality of the decision-making process. It encourages reflection on how decisions are made and highlights areas for improvement. This perspective forms the foundation for developing strategies to avoid bad decisions and strengthen judgment over time.

The Nature of Bad Decisions

Imagine a situation where you are planning a road trip. You carefully check the condition of your car, study the route, and even check the weather forecast for the day of the trip. Everything indicates that the trip will go smoothly, and you decide to hit the road. However, on the day of the trip, your car breaks down due to an unforeseen mechanical problem. Was your decision to take the trip a bad one? Not necessarily. Daniel Kahneman, one of the founders of behavioral economics, notes, “Actions that seemed prudent in foresight can look irresponsibly negligent in hindsight.” You made the best decision you could based on the information available to you at the time. The negative outcome (the car breakdown) occurred due to factors beyond your control, not because of a flawed decision-making process.

Let us consider another scenario. You are at a casino and decide to bet a large sum of money on a gambling game, hoping for a big win. In the end, you lose all your money. This can be considered a bad decision, not because of the negative outcome, but because the decision was made based on wishful thinking and neglect of the high risk. As Warren Buffett wisely said, who knows well what not to do with money, “Risk comes from not knowing what you are doing.”

In both scenarios, the decisions led to negative consequences, but only the second decision can be considered “bad” due to imperfections in the decision-making process. This distinction is crucial for understanding the nature of bad decisions. It shifts our focus from the outcomes of our decisions to the decision-making process itself, encouraging us to reflect on how we make decisions and identify areas for improvement.

Luck and uncertainty also affect decision outcomes. Even the most well-thought-out decisions can lead to negative consequences due to bad luck or unforeseen changes in circumstances. For example, a business may decide to invest significant funds in a new product after thorough market research and analysis. However, the product may turn out to be unsuccessful due to unpredictable market changes or the emergence of new competitors. Or a long-awaited trip to an exotic country may be interrupted by war. Awareness of the role of luck and uncertainty can help us avoid excessive self-blame when things do not go as planned and focus instead on improving the decision-making process. Nassim Nicholas Taleb notes in his book Fooled by Randomness, “We often confuse luck with skill and fail to notice the role of randomness in our successes and failures.”

So, a bad decision is, by our definition, a decision made without proper procedure and consideration of the necessary facts and circumstances. This understanding is important because it teaches us to see the future as a set of different scenarios, each with different payoffs and probabilities of occurrence.

What Is a Right Decision?

As I have already said, I believe that one cannot judge a decision by its success or failure. We have heard many stories that “disprove” established truths; for example, about a ninety-year-old uncle who has been smoking since he was fourteen and is still alive, or about a drunk teenager who drives through a huge city with a merry company without any problems. However, there are far more cases that are not at all optimistic, drunk drivers who die and take others with them, or forty-year-olds dying of lung cancer.

Decision-making is a complex process influenced by many factors, both internal and external. In essence, a right decision is a well-thought-out decision that aligns with the values of the person making it and takes into account the broader context in which it is made. However, as with all complex processes, the criteria for what constitutes a “right” decision can be multifaceted.

First, a decision should be the result of careful consideration, not merely impulsive action. While intuition, honed by experience and training, can guide quick judgments, relying solely on such judgments without conscious deliberation can be like gambling with unpredictable outcomes. Excessive deliberation, however, can lead to missed opportunities, a phenomenon known as analysis paralysis.

Second, a good decision considers both the known and the unknown. Awareness of the limits of one’s knowledge is as important as the knowledge itself. At the same time, excessive emphasis on the unknown can breed undue caution, potentially stifling innovation or risk-taking. I address this problem in Chapter IV, particularly in the discussion of “no-regret actions” and agile approaches.

The desired outcome of a decision is another important consideration. While striving for a high probability of success is pragmatic, the inherent uncertainty of life means that not all decisions will yield expected results. Moreover, excessive emphasis on guaranteed outcomes can limit the willingness to take beneficial risks.

The desired outcome should also be influenced by the person’s values. Values play a central role in decision-making. Decisions that align with a person’s core beliefs usually bring greater satisfaction and cause less regret. However, such alignment can sometimes promote confirmation bias, in which a person becomes blind to information that challenges prior beliefs.

Timing, often overlooked, can be as important as the decision itself. The right action at the wrong time may not yield the desired results. Flooding a skating rink with water in July will not lead to the same outcome as doing so in December. On the other hand, excessive dependence on ideal timing can make a person too reactive rather than proactive.

Anticipating the reactions of others is a sign of strategic thinking. However, decisions should not be made solely on the basis of anticipated reactions, but should also take into account one’s beliefs and strategic understanding.

Finally, resources; time, money, or human capital, are fundamental to implementing a decision. While it is practical to consider available resources, excessive emphasis on them can suppress ambition and hinder innovative choices.

So, a good decision is one that, in the process of its formation, has taken these factors into account and does not contradict the person’s values. Such decisions are often the result of conscious (and sometimes unconscious) choice, or a series of choices, by the decision-maker.

Concluding Remarks

This chapter has provided an overview of the nature of decision-making and the various factors that determine whether a decision is “good” or “bad.” We examined cognitive biases, emotional influences, individual traits, and situational constraints, as well as the role of luck, chance, and uncertainty.

Several important themes emerge. First, the concept of a “bad decision” extends beyond negative outcomes to include flaws in the decision-making process itself. This underscores the need for critical reflection on how we make choices. Second, there is a need to strike a balance between thorough analysis and timely action, ambition and risk aversion, and independent judgment and social awareness. Achieving this balance is key.

Our broader topic was the ubiquity and power of human stupidity and its consequences. Acknowledging our mistakes, though unpleasant, can foster humility and openness. As an author, I also outlined my promises to the reader, emphasizing practicality, self-reflection, and the empowerment of ordinary people through proven techniques.

The general qualities of a “right decision” were presented as arising from prudent consideration of multifaceted factors in each unique context. Neither excessive caution nor reckless behavior is recommended; instead, balanced, nuanced, and principled choice is encouraged.

Mastering decision-making skills takes time and experience. The tools, models, and strategies discussed provide a solid foundation for further development through purposeful practice and thoughtful analysis of successes and failures. Discipline and openness to learning will help readers strengthen their ability to navigate life’s endless challenges.

This book maintains that decision-making is a skill that can be learned. To master it, one must pay attention to relevant aspects of one’s personality, expand one’s knowledge, and continually practice various decision-making techniques, many of which are discussed in the following chapters.
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CHAPTER II. FUNDAMENTALS OF DECISION-MAKING
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DECISION-MAKING IS NOT THE SAME AS CRITICAL THINKING

There are peculiarities of each type of mental activity that I must explain at this stage. Let us begin with the differences between critical thinking and decision-making.

Definitions

Critical thinking is the process of analyzing, evaluating, and synthesizing information objectively to form a judgment or conclusion.

Decision-making is the process of choosing a course of action from several alternatives based on an evaluation of options.

Purpose

The main purpose of critical thinking is to understand and evaluate information deeply and objectively.

The main purpose of decision-making is to select the best option or course of action.

Process

Critical thinking involves asking questions, analyzing assumptions, evaluating evidence, and determining the credibility of sources.

Decision-making involves identifying options, evaluating the pros and cons of each, and selecting the most suitable one.

Expected Outcomes

Critical thinking leads to a deeper understanding or a reasoned judgment about a topic or problem.

The outcome of decision-making is a choice or action to resolve a specific situation or problem.

Similarly, these processes share common features.


	
Objective analysis. Both processes require objective analysis of information, not allowing biases or emotions to cloud judgment.


	
Use of information. These processes involve gathering, evaluating, and using information to achieve the desired outcome, whether forming a judgment or making a choice.


	
Problem-solving. Both critical thinking and decision-making are important components of the problem-solving process. Critical thinking helps understand the problem, and decision-making helps find a solution.


	
Continuous process. Neither process is a one-time event. When new information appears or the situation changes, people may need to revise their conclusions or decisions.


	
Skill development. Both critical thinking and decision-making are skills that can be developed and improved over time through practice and experience.




So, if critical thinking focuses on analyzing and understanding information, decision-making is choosing a course of action based on that understanding. However, they are closely related, as effective decision-making often requires strong critical thinking skills.

Having clarified this difference, let us understand how the psychological process of decision-making works. We need this to better understand ourselves and our decisions. Managers will be able to see the behavior of their employees differently.

When we talk about how we make decisions, it is like putting together a puzzle of our thoughts, feelings, and what is happening around us. We look at our choices, think about what might happen, and then do what seems right.

It all starts with a person perceiving factors that can serve as an initial trigger for launching the decision-making process. Here are some of these factors:


	
Stimuli from the external environment. When faced with alternative choices in our external environment, we feel the need to evaluate options. This could involve choosing products in a store or menu items, for example.


	
Internal goals (needs). Having an unmet internal goal or need prompts us to seek potential options to satisfy that need. For example, feeling hungry prompts us to consider food choices.


	
New or ambiguous situations. Situations without a clearly defined course of action require weighing alternatives. This may relate to problem-solving or planning.


	
Feedback on previous outcomes. Suboptimal outcomes of past decisions provide feedback to consider other alternatives the next time a similar situation arises. This experience shapes future decision-making processes.


	
Time-related triggers. The need to make a choice by a certain deadline or schedule can prompt one to start evaluating options.




Key areas of the brain involved in decision-making include the anterior cingulate cortex, which detects conflicts or the need for control. The insular cortex is also responsible for internal bodily needs and goals. Together, they help determine when a decision is needed and when a routine action is sufficient.

It should be noted that among the many factors affecting a person's decision, age is significant. There is a physiological component: some parts of the brain involved in decision-making mature around the age of 20.

After we understand what prompts decision-making, let us explore how decisions are formed. Here, psychologists often use the “satisficing” and “maximizing” approaches.

THE SATISFICING APPROACH

The term satisficing was introduced by Nobel laureate Herbert A. Simon. It is an approach to decision-making that focuses on finding solutions that are “good enough” rather than searching for the absolute best.

Imagine you are in a bookstore looking for a book to read during your vacation. You could spend hours reading the cover of every book, checking reviews online, and asking for recommendations. This would be maximalism, looking for the best book for your vacation. But with hundreds of books to choose from, this can take a lot of time and energy.

Instead, you can use a satisficing approach. You pick up a few books that catch your attention, read the cover, maybe a page or two, and then choose one that seems interesting enough. It may not be the best book you could choose, but it is good enough for your needs.

The satisficing approach is about recognizing that sometimes “good enough” is sufficient. It reflects the understanding that we often make decisions under conditions of limited time, resources, and information. Simon said: “Human beings, viewed as behaving systems, are quite simple. The apparent complexity of our behavior over time is largely a reflection of the complexity of the environment in which we find ourselves.”

In a world full of choices, satisficing can be a practical and effective approach to decision-making. It allows us to make good-enough decisions without worrying about striving for perfection. After all, Voltaire was right (although some believe it is a French proverb): “The best is the enemy of the good.”

THE MAXIMIZING APPROACH

This approach to decision-making is the pursuit of the best possible outcome. It involves a thorough examination of all options, analysis of all available data, and selection of the one that will bring the greatest potential benefit. Maximization is often used in situations where the stakes are high and the decision can significantly affect the outcome.

Maximizers, as they are often called, are people who strive for the best. They are willing to invest more time and effort in the decision-making process to ensure they are making the best possible choice. They compare and contrast different options, striving to understand every detail before making a decision.

However, the maximizing approach has its drawbacks. It can lead to decision paralysis, where the fear of making the wrong choice or missing a better option led to inaction. It can also lead to regret if the chosen option does not meet high expectations.

Philosopher and mathematician Blaise Pascal once said: “All of humanity's problems stem from man's inability to sit quietly in a room alone.” This quote can be interpreted in the context of maximization. The constant search for something better, the inability to be satisfied with “good enough”, can lead to restlessness and dissatisfaction. As we shall see later, these states can affect the quality of decisions, and not necessarily in the best way.

In conclusion, while the maximizing approach can lead to better outcomes in some situations, let us remember its potential pitfalls. It is about finding balance, knowing when to strive for the best and when to settle for “enough.” Moderation is very important here. Unfortunately, moderation is often forgotten, especially when it comes to the values of the decision-maker. More on that later.

USEFUL SOURCES


	
Herbert A. Simon. Rational choice and the structure of the environment (1956)


	
Peter M. Todd, Gerd Gigerenzer. Simple heuristics that make us smart (2000)


	
Amos Tversky, Daniel Kahneman. The framing of decisions and the psychology of choice (1981)


	
Roger Ratcliff, Gail McKoon. The diffusion decision model: Theory and data for two-choice decision tasks (2008)


	
Daniel Kahneman. Thinking, Fast and Slow (2011)  	Note: There is substantial and meaningful criticism of Kahneman's work, so we use approaches from this work where we have sufficient grounds to do so.




	
Antoine Bechara, Antonio R. Damasio. The somatic marker hypothesis: A neural theory of economic decision (2005)




THE ROLE OF VALUES IN DECISION-MAKING

There is something that influences every person's choices. You have probably noticed that seemingly similar people, by age, gender, social status, education, etc., can make very different decisions in similar circumstances. A significant part of such differences is related to people's values.

Values, the principles or standards of behavior that a person considers important, play a significant role in decision-making. They guide our choices and actions, deeply influencing our decisions. Consciously or unconsciously, our values shape every decision we make, from important life-changing decisions to everyday choices.

Imagine a businessman who values sustainability and environmental conservation. These values are likely to influence his business decisions, prompting him to invest in "green" technologies, implement sustainable practices, and prioritize environmental considerations in strategic planning. For example, Yvon Chouinard, the founder of Patagonia, built his company on the values of environmental conservation and sustainability. These values guided numerous business decisions, from choosing environmentally friendly materials to donating part of the profits to environmental protection efforts.

In the political sphere, values play an important role in decision-making (although, of course, the values of some politicians are measured exclusively in money). Politicians' values determine their policy decisions, campaign strategies, and political alliances. For example, a politician who values social equality may advocate for policies that promote income redistribution, affordable healthcare, and equal opportunities for all citizens.

In the realm of education, values guide the decisions of educators and administrators. An educator who values inclusivity may implement teaching strategies that accommodate different learning styles, advocate for policies that promote equal opportunities for all students, and create a classroom environment that encourages diversity. Conversely, a teacher who seeks to nurture a constellation of talents may teach in a specialized school, creating an environment where the strong become stronger and the weak are left behind.

In the world of finance, values can influence investment decisions. An investor who values social responsibility may decide to invest in companies that prioritize environmental sustainability, fair labor practices, and community development. Such values-based investment decisions can lead to financial profits while also contributing to social and environmental progress.

In healthcare, values guide the decisions of medical professionals. Imagine a doctor who values patient autonomy: such a doctor may prioritize informed consent, offer patients various treatment options, and respect patients' decisions even when they disagree.

In the space of social work and charity, values such as social justice and respect for human dignity guide the decisions of responsible workers. These values may prompt them to advocate for policies that promote social justice, provide services that respect the dignity and worth of their clients, and challenge social conditions that contribute to inequality.

In the world of sports, values can guide the decisions of athletes and coaches. An athlete who values fair play may choose to compete honestly, respect the rules of the game, and demonstrate respect for their opponents. Similarly, a coach who values player development may prioritize skill development over winning, give all players the opportunity to participate, and focus on long-term growth rather than short-term success.

In the "territory" of art, values guide the decisions of artists. An artist who values originality may create unique works, experiment with new techniques and materials, and challenge traditional norms in their field.

In science, values guide the decisions of scientists. A scientist who values truth and objectivity may prioritize rigorous research methods, be transparent about findings, and challenge claims not supported by evidence.

For journalism, values such as truthfulness, accuracy, and fairness guide decisions (although not all journalists follow them). These values may prompt journalists to verify facts, provide balanced coverage of differing opinions, and correct errors. Courageous journalists such as Bob Woodward and Carl Bernstein, whose investigative reporting for The Washington Post exposed the Watergate scandal and led to President Nixon's resignation, exemplify how committed journalism can hold power accountable.

In the field of law, values such as justice, fairness, and respect for the rule of law guide the decisions of lawyers and judges. These values may prompt lawyers to advocate for their clients' rights, judges to apply the law fairly, and all to respect the rule of law even if they disagree with particular statutes.

However, it is important to note that values can also lead to biases and "blind spots" in decision-making. If we are not careful, our values can lead us to miss important information, ignore alternative opinions, or make decisions that do not serve our interests. For example, a business leader who values loyalty may overlook the shortcomings of a long-standing employee, leading to low productivity or missed opportunities.

To make effective decisions, we must be aware of our values, understand how they influence us, and strive to balance them with rational analysis and consideration of differing opinions. Philosopher and psychologist John Dewey noted, "The man who wears the shoe knows best that it pinches and where it pinches, even if the expert shoemaker is the best judge of how the trouble is to be remedied."

Values also play an important role in personal decisions. A person who values family may choose to live near relatives, prioritize family gatherings, and make career decisions that allow a healthy work-life balance. Similarly, a person who values adventure may travel frequently, try new activities, and take risks others might avoid.

I note that values do not exist without application. Proclaimed but not lived, untested values are nothing. The application of personal values can vary widely, and the same person can act differently in similar circumstances. This phenomenon can be partially explained, after all, no one makes decisions in a vacuum. Here we approach the topic of external influences. To avoid confusion, let us try to classify them immediately. For example, like this:

CLASSIFICATION OF EXTERNAL INFLUENCES

1. Interpersonal influences


	
Power and hierarchy. Influence from individuals or organizations that have authority.


	
Colleagues and group dynamics. Influence from colleagues or group consensus.


	
Manipulation and persuasion. Conscious attempts by others to influence decisions.




2. Environmental factors


	
Physical conditions. Factors such as lighting, noise, weather, etc.


	
Resource availability. Access to necessary resources such as labor, tools, or finances.


	
Technological capabilities. Availability and functionality of technologies.




3. Socio-political factors


	
Regulatory framework. Laws, regulations, and policies that direct or restrict decisions.


	
Cultural norms and social expectations. Prevailing beliefs, values, and social norms.


	
Economic conditions. Macro- and microeconomic conditions.




4. Information factors


	
Availability and accuracy of information. Access to relevant information and its accuracy.


	
Mass media and propaganda. Influence of mass media, advertising, or propaganda.


	
Misinformation and disinformation. Encounter with false or misleading information.




5. Psychological factors


	
Cognitive biases. Systematic patterns of deviation from rational thinking.


	
Emotional state. Current emotional states such as stress, fear, or happiness.


	
Mental health. Overall mental health and its impact on decision-making.




6. Ethical and moral factors


	
Ethical dilemmas. Situations in which moral or ethical considerations play a significant role.


	
Values and beliefs. Personal or societal values and beliefs that influence decision-making.




7. Emergency and extreme situations


	
Immediate threats and dangers. Urgent threats requiring quick decision-making.


	
Long-term strategic considerations. Long-term goals and their impact on current decisions.


	
Ethical guidelines and rules. Frameworks for decision-making in complex or morally challenging situations - war creates such situations daily.




The next question arises: how to use this in practice? After all, our task is to make sure that the decisions we think about and execute are truly ours, not forced. Here are tips on how to recognize such influences and take them into account in your own actions.

1. SELF-AWARENESS

Engage in self-analysis to understand your own biases and how external factors influence your decision-making. This is a universal exercise that, by itself, will give you a tremendous advantage, because understanding yourself here and now adds a lot of clarity to what we do. Specific techniques are contained in Chapters IV and V.

2. EDUCATION AND INFORMATION LITERACY

Learn to distinguish reliable sources from unreliable ones and understand the broader context in which decisions are made. I will talk about this in Chapters V and VI.

3. COMMUNICATION AND CONSULTATIONS
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