Outline Judgment & Decision Making (Discovering Psychology, ch. 11)
Decision making: Normative vs. Descriptive models
Availability heurisitic: K first vs. K third, Terrorist attack vs. Transit accident

Representativeness heuristic (similarity): feminist bank-teller 
Anchoring effect: length of Mississippi river; is it only for numbers?

Risk aversion for wins but risk taking for losses: $ 85 for sure vs. 85% of $100
Expected value
Risk assessment: unfamiliar & potentially catastrophic events (e.g., nuclear explosion) are we weighed more heavily than events that are familiar (e.g., jaywalking) or have delayed consequences (e.g., smoking).
Group think (e.g., Bay of pigs): 
· self-censorship of doubt so to preserve harmony of the group; 
· illusion of invulnerability (Janis, 1989) 

· mind guarding 

Ways to prevent ‘group think’: devil’s advocate, outsiders

Errors Negotiators make: 

· fail to consider the judgment of the other side
· escalate conflict & commitment to a course of action 
· limited frame

· overconfident
· zero-sum 

Cognitive Dissonance: tension that arises when we have to do something against our beliefs and/or desires. We reduce the dissonance by either changing our beliefs, or changing our behavior. Festinger’s experiment.
