DecisionPoint

Decision 401: Decision-Making and Your Brain

Impulse vs. Delayed Gratification

“Man can learn nothing except by going from the known to the unknown.”
- Claude Bernard
Definition: Switch Points: Where people will act impulsively vs. delay gratification in decision-making.

Definition: Delay Discounting - The amount required in the future to overcome not taking “it” in the present. The preference for immediate over greater long-term.

Positive feedback excites brains most in those who prefer immediate rewards.

The brain: Multiple “Personalities”

At least two “parts” at odds. Reptile vs. Thinking. Maybe a third for feeling….

Discuss how drugs, alcohol can alter which part of the brain is engaged/disengaged.

You MUST get out of your brain and ON TO paper when making decisions so you don’t have the “wrong brain” making the decision.

The brain processes RISKY LOSSES in a rational manner. 

Deliberative parts of the brain had low activity with decisions relating to risky gains. Perhaps emotional parts overwhelm deliberative.

Diagnosis Study 

67-year old man, chronic hip pain

A) Medication

B) Refer

Half the doc’s picked a, half b

Next part of Diagnosis Study

A) Medication A

B) Medication B

C) Refer to Ortho

¾ of Doc’s picked C!!!

SHOULD HAVE BEEN LESS THAN HALF, OF COURSE!

When various options are similar they decide on the more different option, most often.

Diagnosis Study Number Two

Woman with severe abdominal pain to be diagnosed.

First group of doctors could choose, “ectopic pregnancy”, “gastroenteritis,” or “none of the above.”

½ chose none of the above

½ chose one of the two given diagnoses.

ADD THREE OPTIONS for a second group of doctors…

31% choose ectopic pregnancy or gastroenteritis.

69% combined to choose all other options and none of the above.

When more choices are added, people become more uncertain.

Thaler Study

Asked students, “How much would you pay to eliminate a 1/1000 chance of certain death, right NOW.”

Average amount $200!  

Asked students,  “How much would you have to be paid for a 1/1000 chance of immediate death.”

Average amount $50,000 for the extra risk.

These are essentially the same question. Framing causes HUGE difference in outcome.

Special Note: People weigh current information or recent information higher than information they received previously.
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