DecisionPoint

Decision 306

Metaphors we decide by….

"Put your hand on a hot stove for a minute, and it seems like an hour. Sit with a pretty girl for an hour, and it seems like a minute. That's relativity." Albert Einstein 
Life is Like…

Chess/Game

Life/business is like a chess game (Kasparov’s book title, and is a very good book). Implies that you think strategically and tactically…two good things - but also presumes that you are here to win OVER the other person.  Also perhaps implies that some pawns (which could be people) are easily sacrificed and of little importance. Sacrificing a piece for position and the winning of the game…but in real life sacrificing people that are talented, might only end in a short-term win, celebrated, then the company goes broke. Chess metaphor thinking will cause you to decide differently than military metaphors.

Military

Military metaphors highlight competition and conceal customers.

Life /business is like war much as chess is like war…except when it isn’t. 

KEY: Don’t Decide by Metaphor!

Metaphors are fine as a starting point, but you shouldn’t make decisions by metaphor. 

Metaphors help us understand problems, but you can’t use them to decide.

People frame problems so that their options are minimized and much is overlooked.

Workable Frames need to have understood boundaries, reference points you use to define success, and the proverbial yardsticks you are measuring with. 

Ex. Do you have a successful web site? Based upon hits, conversion, sales? What about BOUNCE?

Surgery or Radiation Study

167 MD’s…were asked…

100 people will have surgery.  10 will die during surgery. 32 will have died by the end of the first year following surgery. 66 will have died by five years. Of 100 people having radiation treatments, none will die during therapy, 23 will die by year one. 78 will die by the end of year five. Which treatment do you prefer for your patient?

The other half were asked…

100 people will have surgery. 90 will live during surgery. 68 will survive past the first year and 32 will live past five years. Of 100 people having radiation, all live through therapy, 77 will live through the first year and 22 will live through the end of year five. Which treatment do you prefer?
Answer each question for yourself.

What did the MD’s say? 

First group, (10 will die) half chose surgery. 

Second group, (90 will live)  84% chose surgery. Reason? The doctors are anchored in to survival in the second.

How SHOULD it be asked? The questions need to be asked from both frames to come up with the best decision.
Yardsticks

A) You are in a store. A watch costs $70. The salesperson tells you there is the same one down the street, two blocks away for $40. Do you go?

B) You are in an electronics store.  Camcorder costs $800. Salesperson tells you the same one is $770 down the street, two blocks. Do you go?

A> 90% travel the two blocks.

B> 50% travel the two blocks.

Budget 100,000 dollars.

Come in at 90,000, you save company 10,000 dollars.

You come in at 110,000 you stay within 10% of budget.

On the Way to the Theater Study

Lost the ticket. Do you buy a new one?

Lost $30. Still buy a ticket?

First option: 38% unwilling to buy ticket.

Second option: 17% unwilling to buy ticket.

Boundary: Feeling like you are spending $60 for ticket in A, ticket is $30 in B

Sunken Cost Fallacy

People don’t want to believe/admit they have made a mistake(s). 
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