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Here are the 99 cognitive biases and thinking errors discussed in "The Art of
Thinking Clearly," along with a brief explanation for each, drawing on the
information provided in the sources:

1. Survivorship Bias: This bias occurs when you systematically overestimate
your chances of succeeding because triumph is made more visible than failure.
To avoid it, you must actively "dig around in the graveyards of the unsuccessful"
to see the full picture.

2. Swimmer's Body lllusion: This illusion leads you to confuse selection factors
with results. For example, professional swimmers have perfect bodies because of
their physiques, not solely because they train extensively; their bodies are a factor
for selection.

3. Clustering lllusion: This is the human brain's tendency to seek patterns and
rules, even inventing them if none exist, especially in diffuse signals. It can lead
to believing in patterns in random data, like financial market fluctuations, where
none objectively exist.

4. Social Proof: Also known as the herd instinct, this dictates that individuals feel
they are behaving correctly when they act the same as other people. The more
people who follow an idea or display a behavior, the truer or more appropriate it is
judged to be, which is often absurd.

5. Sunk Cost Fallacy: This is the tendency to continue an endeavor because of
significant past investments (time, money, energy, love), even if it's a lost cause,
to avoid admitting a past mistake. Rational decision-making requires forgetting
these non-recoverable investments.
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6. Reciprocity: People have extreme difficulty being in another person's debt,
which can lead to returning favors even if unsolicited or undesirable, and can
escalate into negative cycles like revenge. While a useful survival strategy for
cooperation, it has an "ugly side".

7. Confirmation Bias (Part 1): This is the tendency to interpret new information
so that it supports existing theories, beliefs, and convictions, and to filter out
contradictory evidence. It makes people blind to disconfirming evidence.

8. Confirmation Bias (Part 2): This builds on Part 1, emphasizing how vague
beliefs are fertile ground for confirmation bias, as individuals easily find daily
proof to support their pre-existing worldviews while dismissing counter-
arguments. To fight it, one must consciously look for disconfirming evidence.

9. Authority Bias: This describes the tendency to over-rely on the opinions or
commands of authority figures, even though their track records are often
sobering. This bias can stifle critical thinking and open discussion, as seen in
airline cockpits before "Crew Resource Management" was instituted.

10. Contrast Effect: We judge something to be beautiful, expensive, or large
based on comparing it to something ugly, cheap, or small, rather than making
absolute judgments. Industries exploit this illusion by offering upgrade options or
discounts.

11. Availability Bias: This bias means we create a picture of the world using
examples that most easily come to mind, leading to an incorrect perception of
risks (e.g., overestimating spectacular risks like plane crashes) and a preference
for easily obtainable information.

12. The It'll-Get-Worse-Before-It-Gets-Better Fallacy: A variant of confirmation
bias, this is a smokescreen prediction where a problem's continued worsening
confirms the prediction, and any unexpected improvement is attributed to the
"expert's" prowess, making them win either way.

13. Story Bias: Humans like to knit jumbled details into coherent, meaningful
stories, which simplify and distort reality by filtering out facts that don't fit. These
narratives give a false sense of understanding and can lead to taking bigger risks.

14. Hindsight Bias: This is the "l told you so" phenomenon, where in retrospect,
everything seems clear and inevitable. It makes us believe we are better
predictors than we actually are, leading to arrogance and increased risk-taking.
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15. Overconfidence Effect: This is the systematic overestimation of one's
knowledge and ability to predict, which is innate, pervasive, and not
counterbalanced by "underconfidence". Experts often suffer from it more than
laypeople.

16. Chauffeur Knowledge: This refers to knowledge from people who have
learned to put on a show and reel off eloquent words without truly understanding
the topic, often seen in news anchors or certain journalists. True experts, in
contrast, recognize the limits of their knowledge.

17. lllusion of Control: This is the tendency to believe that we can influence
something over which we have absolutely no sway, like a lottery draw or traffic
lights with placebo buttons.

18. Incentive Super-Response Tendency: People respond to incentives by doing
what is in their best interests, and their behavior can change quickly and
radically. Poor incentive systems often overlook or pervert the underlying aim.

19. Regression to Mean: This fallacy occurs when extreme performances (good
or bad) are followed by less extreme ones, as things naturally fluctuate around an
average. Ignoring this can lead to incorrect conclusions about the efficacy of
interventions.

20. Outcome Bias: This is the tendency to evaluate decisions based on the result
rather than on the decision process itself, especially when randomness or
external factors play a role.

21. The Paradox of Choice: While selection is a measure of progress, an
excessive number of choices destroys quality of life, leading to inner paralysis,
poorer decisions, and discontent.

22. Liking Bias: This bias states that the more we like someone, the more
inclined we are to buy from or help that person. Likeability is influenced by
attractiveness, similarity, and flattery.

23. Endowment Effect: We consider things to be more valuable the moment we
own them. This means sellers often charge more than they would be willing to
pay, and it affects perceived value even from "near-ownership" in auctions.

24. Coincidence: This bias involves underestimating the inevitability of unlikely
events, often attributing them to supernatural or telepathic forces rather than pure
chance.
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25. Groupthink: A group of smart people makes reckless decisions because
everyone aligns their opinions with the supposed consensus, driven by peer
pressure and a desire to maintain team unity.

26. Neglect of Probability: This leads to errors in decision-making because we
respond to the expected magnitude of an event, but not to its likelihood. It
means we lack an intuitive grasp of probability.

27. Scarcity Error: The principle that rare is valuable (Rara sunt cara). When an
option is perceived as scarce or disappearing, it suddenly becomes more
attractive, leading to irrational decisions.

28. Base-Rate Neglect: This is a disregard of fundamental distribution levels
(statistical reality) in favor of specific, vivid descriptions, leading to common
errors in reasoning, often seen in journalism, economics, and medicine.

29. Gambiler’s Fallacy: The belief in a "balancing force of the universe" where
past independent events influence future probabilities (e.g., after many blacks in
roulette, red is "due"). With independent events, there is no harmonizing force.

30. The Anchor: We use anchors when guessing something, starting with a sure
point and venturing into unfamiliar territory. Unfortunately, we also use anchors
when we don't need to, leading to biased estimates, even for experts.

31. Induction: This is the inclination to draw universal certainties from individual
observations. It can lead to devastating results, such as assuming future survival
based on past existence, or investing life savings in a continuously rising stock.

32. Loss Aversion: We fear loss more than we value gain. Emotionally, a loss
"weighs" about twice that of a similar gain, influencing decisions like clinging to
failing investments or avoiding risks in career.

33. Social Loafing: This effect occurs when individual performance is not
directly visible and blends into the group effort, leading individuals to invest less
energy. It's a rational behavior, a form of unconscious cheating.

34. Exponential Growth: Humans understand linear growth intuitively but have
no sense of exponential growth. This leads to underestimating its long-term
impact, whether for accidents, inflation, or resource consumption.

35. Winner's Curse: This suggests that the winner of an auction often turns out
to be the loser, having paid too much for the item. This happens because the
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highest bid is often overly enthusiastic, especially when the value is uncertain.

36. Fundamental Attribution Error: The tendency to overestimate individuals'
influence and underestimate external, situational factors. It's particularly useful
for simplifying negative events by blaming individuals.

37. False Causality: This is the muddling of cause and effect, where correlation is
mistaken for causation. Events that occur together are wrongly assumed to have a
causal link, even when there isn't one (e.g., storks and babies).

38. Halo Effect: Occurs when a single aspect dazzles us and affects how we see
the full picture. We extrapolate from a simple fact (e.g., financial situation or
beauty) to broader, harder-to-determine conclusions (e.g., management merit or
intelligence).

39. Alternative Paths: This bias involves systematically overlooking outcomes
that could have happened but did not. It leads to valuing success from risky
dealings as highly as success achieved through "boring" ways, without fully
accounting for the risks involved.

40. Forecast lllusion: Experts often bombard us with predictions, but their
reliability is questionable; in terms of accuracy, they fare only marginally better
than random. The more complex the system and longer the time frame, the more
blurred the view of the future.

41. Conjunction Fallacy: This fallacy occurs when a subset seems larger than the
entire set. We are susceptible to it because we have an innate attraction to
"harmonious" or "plausible" stories, making specific scenarios seem more likely
than general ones.

42. Framing: This technique describes how we react differently to identical
situations depending on how they are presented or phrased. The way a message
is communicated can drastically alter how it is received, influencing decisions.

43. Action Bias: In new or unclear circumstances, we feel compelled to do
something, anything, even if it achieves nothing or makes things worse. Society
often prefers rash action to a sensible wait-and-see strategy.

44. Omission Bias: When both action and inaction lead to cruel consequences,
we tend to prefer inaction because its results seem more anodyne and less
morally culpable.
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45. Self-Serving Bias: We attribute success to ourselves and failures to external
factors. It's a comforting bias, but in a modern world with hidden risks, it can lead
to catastrophe.

46. Hedonic Treadmill: This effect states that we work hard, advance, and afford
more, yet it doesn’t make us any happier in the long term, as the happiness effect
from positive events fizzles out after a few months. Also called "affective
forecasting" for predicting emotions.

47. Self-Selection Bias: This bias arises when we complain about bad luck, but
the situation is due to being part of a self-selected sample. For example, a man
complaining about too few women in his company likely works in a male-
dominated industry.

48. Association Bias: Our brain is a connection machine that creates false
connections between functionally unrelated things, leading to incorrect
knowledge. This can cause us to condemn bearers of bad news because we
associate them with the message's content.

49. Beginner's Luck: A tricky branch of association bias where people new to a
game or endeavor who strike lucky tend to keep going, convinced of their
above-average skills, and increase the stakes, only to be sobered when
probabilities "normalize".

50. Cognitive Dissonance: An inconsistency between what one does and what
one thinks or believes. To resolve this uncomfortable feeling, people often
retrospectively reinterpret what happened or convince themselves that their
irrational actions were justified.

51. Hyperbolic Discounting: This phenomenon states that the closer a reward is,
the higher our ‘emotional interest rate’ rises, making us willing to give up more in
exchange for immediate gratification.

52. '‘Because’ Justification: People are addicted to the word "because", and
providing a reason for behavior, even a thin one, leads to more tolerance and
helpfulness. This simple validation is often sufficient to appease others or oneself.

53. Decision Fatigue: Making decisions is exhausting, and this fatigue depletes
willpower, making individuals more susceptible to advertising, impulse buys, or
choosing the easiest option (the status quo).
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54. Contagion Bias: The human incapability of ignoring the connection we feel
to certain items, even if they are from long ago or only indirectly related to an
influential person or event (e.g., aversion to Hitler's sweater).

55. The Problem with Averages: Averages can be misleading because they often
mask the underlying distribution, especially in areas governed by "power laws"
where a few extreme cases (outliers) disproportionately influence the mean,
rendering the average meaningless.

56. Motivation Crowding: When people do something for non-monetary, well-
meaning reasons, financial rewards can undermine these intrinsic motivations.
Monetary incentives erode other motivations.

57. Twaddle Tendency: This refers to the use of reams of words to disguise
intellectual laziness, stupidity, or underdeveloped ideas. The more eloquent the
verbal haze, the more easily people fall for it, especially when combined with
authority bias.

58. Will Rogers Phenomenon: Also called stage migration, this is an illusion where
moving elements between two sets can increase the average of both sets,
without any actual overall improvement.

59. Information Bias: The delusion that more information guarantees better
decisions. Superfluous knowledge not only wastes time and money but can also
put one at a disadvantage by misleading decision-makers.

60. Effort Justification: When you put a lot of energy into a task, you tend to
overvalue the result. This is a special case of cognitive dissonance, often
exploited by groups through initiation rites to bind members.

61. The Law of Small Numbers: This states that statistics from small samples
vary much more wildly than those from large samples. People, especially
decision-makers, frequently fall for this, misinterpreting extreme results in small
entities as significant findings rather than random fluctuations.

62. Expectations: Intangible expectations have the power to change reality.
Unmet high expectations can lead to disproportionate negative reactions in
financial markets, while lower expectations can lead to positive outcomes
(Rosenthal/Pygmalion effect, placebo effect).

63. Simple Logic: This highlights our tendency to choose quick, intuitive answers
to problems rather than engaging in slow, rational thinking. People with low
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"Cognitive Reflection Test" scores tend to be more impulsive and prefer instant
gratification.

64. Forer Effect: Also known as the Barnum effect, this explains why pseudo-
sciences work so well: people tend to identify many of their own traits in
universal, vague descriptions, especially flattering ones, due to confirmation bias
and the feature-positive effect.

65. Volunteer’s Folly: This occurs when individuals volunteer their time for a
cause, even though their contribution would be more effective if they worked
longer in their high-paying profession and donated the money. It often stems
from a desire for personal happiness management rather than pure altruism.

66. Affect Heuristic: This is a mental shortcut where complex decisions are
made by consulting one's feelings (affect) rather than rational thoughts. If you
like something, you tend to believe its risks are smaller and benefits greater than
they actually are, and vice versa.

67. Introspection lllusion: The belief that reflection leads to truth or accuracy
about oneself, when in reality, introspection often contrives findings. This creates
an illusion of superiority regarding one's own beliefs and leads to misjudging
others' differing views.

68. Inability to Close Doors: We tend to do everything to keep the maximum
number of options open, even if it means frittering away mental energy, time, and
scoring fewer points (figuratively or literally). This illusion of "free options" can
destroy success.

69. Neomania: This is the mania for all things shiny and new. When
contemplating the future, we place too much emphasis on recent inventions and
underestimate the enduring role of traditional, proven technologies.

70. Sleeper Effect: This explains why propaganda works: the source of an
argument fades faster than the argument itself in our memories. Knowledge from
an untrustworthy source gains credibility over time as the discrediting force melts
away.

71. Alternative Blindness: This bias causes us to systematically forget to
compare an existing offer with the next-best alternative. It leads to suboptimal
decisions by limiting the perceived range of choices, as seen in investment or
policy decisions.
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72. Social Comparison Bias: The tendency to withhold assistance to people who
might outdo you, even if you look like a fool or it's counterproductive in the long
run. It can lead to organizations hiring "B-players" who then hire "C-players,"
eroding talent.

73. Primacy and Recency Effects: Firstimpressions (primacy effect) and last
impressions (recency effect) dominate our evaluations, meaning that the content
sandwiched in between has only a weak influence. The relative strength depends
on the immediacy of the decision.

74. Not-Invented-Here Syndrome (NIH Syndrome): This syndrome fools us into
thinking anything we create ourselves is unbeatable. Companies tend to rate
home-grown ideas as far more important than those from outsiders, even if
objectively inferior.

75. The Black Swan: An unthinkable event that massively affects your life,
career, company, or country. These are unpredictable but tend to become more
frequent and consequential due to complex interactions.

76. Domain Dependence: This describes how insights and skills do not pass well
from one field to another. What you master in one area is difficult to transfer to
another, even for experts.

77. False-Consensus Effect: We frequently overestimate unanimity with others,
believing that everyone else thinks and feels exactly like we do. This thrives in
interest groups and can lead to categorizing those who disagree as "abnormal".

78. Falsification of History: Our brains subconsciously revise memories so that
past views align with present ones, creating the illusion that we were "right all
along" and avoiding the painful realization of our fallibility. Flashbulb memories,
though vivid, are just as flawed.

79. In-Group Out-Group Bias: This bias involves identifying with a group based
oh minor criteria and perceiving people outside your group to be more similar
than they actually are (out-group homogeneity bias). It distorts one's view of
facts.

80. Ambiguity Aversion: This is the tendency to favor known probabilities (risk)
over unknown ones (uncertainty). This leads to difficulties in making decisions in
ambiguous realms, and the confusion between risk and uncertainty contributed to
the 2008 financial crisis.
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81. Default Effect: We tend to stick with standard options. The default setting is
"as warm and welcoming as a soft pillow". This bias, along with status-quo bias,
means people cling to the way things are, even if disadvantageous.

82. Fear of Regret: This is the feeling of having made the wrong decision and
wishing for a second chance. It can lead to conservative behavior to avoid
deviating from the crowd, and is amplified by "last chance" offers, leading to
irrational panic buys.

83. Salience Effect: This ensures that outstanding features, or "eye-catching
details," receive much more attention than they deserve. Salient information
unduly influences how we think and act, leading us to neglect hidden, slow-to-
develop factors.

84. House-Money Effect: We treat money that we win, discover, or inherit much
more frivolously than hard-earned cash. This leads us to take bigger risks,
explaining why many lottery winners end up worse off.

85. Procrastination: The tendency to delay unpleasant but important acts. It is
irrational because no project completes itself, and it drains mental energy. Setting
external or detailed self-imposed deadlines can help combat it.

86. Envy: Considered the "most idiotic of vices" because "there is no single
advantage to be gained from it". It leads to irrational behaviors and typically
targets those most similar to us.

87. Personification: Humans have an impressive sense of how others think and
feel ("theory of mind"). This leads us to react emotionally to human stories and
faces, while statistics leave us cold, influencing how media reports and novels
gain traction.

88. lllusion of Attention: The belief that we notice everything that takes place in
front of us, when in reality, we often see only what we are focusing on.
Unexpected, large events (gorillas in the room) can be completely missed.

89. Strategic Misrepresentation: The more at stake, the more exaggerated your
assertions become. This is common in unique attempts, like job interviews or
mega-projects, where proposals that look best on paper often win, even if
unrealistic.

90. Overthinking: Engaging in excessive rational consideration for practiced
activities or ancient problems can undermine intuitive abilities and lead to
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paralysis. Emotions, a different form of information processing, sometimes provide
wiser counsel.

91. Planning Fallacy: This refers to the systematic tendency to take on too much
and for plans to be absurdly ambitious. Groups especially overestimate duration
and benefits while underestimating costs and risks, often due to wishful thinking
and a focus on the project itself.

92. Déformation Professionnelle: This is summarized by Mark Twain's saying: "If
your only tool is a hammer, all your problems will be nails". It describes the
tendency to apply one's specialized toolkit or professional perspective to all
problems, even where it doesn't belong, leading to narrow solutions.

93. Zeigarnik Effect: We seldom forget uncompleted tasks; they persist in our
consciousness and do not let up until we give them our attention or, more
effectively, create a detailed plan of action for them.

94. lllusion of Skill: This is the belief that skill plays a bigger role than luck in
success. While talent and hard work are necessary, they are not sufficient,
especially in fields where chance is the deciding factor, like financial markets.

95. Feature-Positive Effect: We place greater emphasis on what is present than
on what is absent, making it much harder to detect non-events. We are blind to
what does not exist, influencing how we perceive campaigns, audits, or product
information.

96. Cherry-picking: This involves selecting and showcasing the most attractive
features or successes while hiding the rest. It's common in corporate reports
and anecdotes, and often goes unnoticed due to respect for the source or
vulnerability to stories.

97. Fallacy of the Single Cause: This is the erroneous tendency to attribute
complex events or outcomes to a single factor, ignoring the myriad of interacting
influences. It leads to a simplified understanding of reality and a hunt for
scapegoats.

98. Intention-To-Treat Error: A treacherous fallacy where individuals or data
points vanishing from a sample skew the results, making a treatment or strategy
appear more effective than it is. This happens if "failed projects or cars with
accidents show up prominently, just in the wrong category".
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99. News lllusion: Consuming news is described as "toxic knowledge" that is "to
the mind what sugar is to the body: appetising, easy to digest — and highly
destructive in the long run". News is often irrelevant, distorts our perception of
risks, and wastes time, as it's designed to stimulate rather than inform deeply.

The Art of Thinking Clearly: A Study Guide

Introduction to Cognitive Biases

Rolf Dobelli's The Art of Thinking Clearly serves as a practical compendium of
cognitive and social errors, aiming to help readers identify and avoid systematic
deviations from rational thought and behavior. Dobelli, primarily a novelist and
entrepreneur, synthesizes research from cognitive and social psychology,
presenting these biases as "pitfalls" that affect decision-making in personal,
professional, and financial realms. The book emphasizes "via negativa," the
concept that understanding and eliminating what not to do is more potent than
knowing what to do for achieving success and happiness. It challenges the "hot"
theory of irrationality (emotions overpowering reason) and advocates for the
"cold" theory (thinking itself is flawed), arguing that our brains, optimized for a
hunter-gatherer environment, struggle with the complexities of the modern world.

Quiz
Answer each question in 2-3 sentences.

1. Survivorship Bias: Explain Survivorship Bias and provide an example from the
text not related to musicians or businesses.

2. Swimmer's Body lllusion: How does the Swimmer's Body lllusion apply to the
success of Harvard graduates, according to Dobelli?

3. Sunk Cost Fallacy: Describe the Sunk Cost Fallacy and how it influenced the
decision-making around the Concorde project.

4. Social Proof: How does the advertising industry utilize Social Proof, and what
is W. Somerset Maugham's related quote?
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5. Confirmation Bias: According to Dobelli, what is the best way to fight against
Confirmation Bias, and what did Charles Darwin do to combat it?

6. Authority Bias: What two main problems do authorities pose to clear thinking,
according to Dobelli, and how have airlines addressed this bias?

7. lllusion of Control: Provide an example of a "placebo button" from the text
and explain how it relates to the lllusion of Control.

8. Incentive Super-Response Tendency: How did French colonial rulers in Hanoi
accidentally exemplify the Incentive Super-Response Tendency with their rat
control program?

9. Regression to Mean: Explain the Regression to Mean fallacy using the
example of a chiropractor or golf instructor.

10. Outcome Bias: How does the outcome bias lead to misjudgments, and what
information should be used to properly assess a decision?

Quiz Answer Key

1. Survivorship Bias: Survivorship Bias leads people to systematically
overestimate their chances of success because triumph is more visible than
failure. For instance, the text mentions that studies showing a statistically
significant relationship between red wine consumption and high life
expectancy might be popular due to coincidence, while other "boring" but
correct studies are ignored.

2. Swimmer's Body lllusion: This illusion suggests that we confuse selection
factors with results. Harvard graduates appear smart because the university
recruits already bright students, not necessarily because Harvard itself makes
them smarter. Similarly, models are beautiful by birth, not due to the cosmetics
they advertise.

3. Sunk Cost Fallacy: The Sunk Cost Fallacy is the tendency to continue an
endeavor because of invested resources, even if it's a lost cause. The
Concorde project exemplifies this, as both Britain and France continued to
invest enormous sums despite knowing it was financially unviable, primarily to
save face and avoid admitting defeat.
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10.

. Social Proof: The advertising industry benefits from social proof by promoting

products as "most popular," implying quality due to widespread adoption. W.
Somerset Maugham's relevant quote is: "If 50 million people say something
foolish, it is still foolish."

. Confirmation Bias: To fight Confirmation Bias, Dobelli suggests writing down

your beliefs and actively seeking out disconfirming evidence. Charles Darwin
famously took contradictory observations very seriously and noted them down
immediately, knowing the brain tends to "forget" such evidence.

. Authority Bias: Authorities pose problems because their track records are

often poor, and people tend to obey them without question. Airlines addressed
this through "Crew Resource Management" (CRM), which trains pilots and
crew to openly discuss concerns, thus deprogramming the authority bias and
enhancing flight safety.

. lllusion of Control: A "placebo button" example is the crosswalk button in Los

Angeles, which often isn't connected to traffic lights but gives pedestrians the
illusion of control, helping them endure the wait more patiently. This bias
makes us believe we can influence things over which we have no actual sway.

. Incentive Super-Response Tendency: In Hanoi, French colonial rulers offered

a reward for dead rats, leading people to breed rats to collect rewards, rather
than eliminating them. This exemplifies how people respond to the incentives
themselves, often perverting the grander intentions behind them.

. Regression to Mean: The regression to mean fallacy highlights that extreme

performances are typically followed by less extreme ones. For example, if a
golf instructor's student plays miserably, a subsequent improvement after a
lesson might just be the handicap returning to its average, not necessarily the
instructor's prowess.

Outcome Bias: Outcome Bias involves judging a decision solely by its result,
disregarding the decision-making process. To properly assess a decision, one
must use the information available at the time the decision was made, rather
than being swayed by the eventual outcome.

Essay Format Questions
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1. Analyze how the "cold theory of irrationality" presented in the epilogue of The
Art of Thinking Clearly challenges traditional views on human decision-
making. Discuss how this theory, in contrast to the "hot theory," redefines the
nature of cognitive errors and their implications for everyday life.

2. Select three cognitive biases discussed in the book (e.g., Sunk Cost Fallacy,
Confirmation Bias, Social Proof) and explain how they can lead to significant
financial mistakes for individuals or businesses. Propose concrete strategies,
inspired by Dobelli's advice, to mitigate the impact of these biases in financial
decision-making.

3. Discuss the role of evolution in shaping the cognitive biases presented in The
Art of Thinking Clearly. Provide examples from the text to illustrate how
behaviors that were once advantageous for survival in a hunter-gatherer
environment have become detrimental in the complex modern world.

4. Dobelli argues for the "via negativa" approach to clear thinking. Explain this
concept and demonstrate its application using examples of at least three
different biases from the book. How does focusing on what not to do, rather
than what to do, contribute to better decision-making and a more prosperous
life?

5. Many cognitive biases, such as the Availability Bias, Story Bias, and Salience
Effect, are heavily influenced by the media and how information is presented.
Analyze how these biases are exploited by news organizations, advertising, or
political campaigns, and discuss the impact on individuals' perceptions of
reality and subsequent decisions.

Glossary of Key Terms

1. Action Bias: The tendency to act, even if futile, especially in new or unclear
situations, because inaction feels worse than doing something wrong.

2. Affect Heuristic: Making decisions based on emotional responses (likes or
dislikes) rather than careful, rational thought, leading to an unconscious
conflation of risks and benefits.

3. Alternative Blindness: The systematic failure to compare an existing offer or
option with its next-best alternative.
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10.

11.

12.

13.

14.

15.

16.

. Ambiguity Aversion: A preference for known probabilities over unknown

ones, leading to difficulty in making decisions under uncertainty.

. The Anchor: The tendency to rely too heavily on the first piece of information

offered (the "anchor") when making decisions.

. Association Bias: The tendency to form connections between functionally

unrelated things, often leading to false conclusions (e.g., associating bad
news with the messenger).

. Authority Bias: The tendency to over-respect and blindly obey authority

figures, even when their advice might be flawed.

. Availability Bias: The tendency to create a picture of the world using

examples that most easily come to mind, leading to an incorrect assessment
of risk or frequency.

. Base-Rate Neglect: Disregarding fundamental statistical distribution levels

(base rates) in favor of more specific, but often misleading, information.

'Because’ Justification: The tendency for people to be more tolerant and
helpful when a request is accompanied by a reason, even if the reason is
trivial.

Beginner's Luck: A specific branch of association bias where initial success
(often due to pure chance) is misinterpreted as skill, leading to increased risk-
taking.

The Black Swan: An unpredictable event that has a massive impact and is
rationalized in hindsight as if it could have been foreseen.

Chauffeur Knowledge: Knowledge from people who have learned to put on a
show or recite information without true understanding or deep expertise.

Cherry-picking: Selecting and showcasing only the most attractive features or
successes while hiding the rest, leading to a distorted positive impression.

Clustering lllusion: The tendency to see patterns or rules in random data,
often inventing them where none exist.

Cognitive Dissonance: The mental stress or discomfort experienced by an
individual who holds contradictory beliefs, ideas, or values, or is confronted by
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17.

18.

19.

new information that conflicts with existing beliefs, leading to a
reinterpretation of reality to reduce the inconsistency.

Coincidence: The inevitable occurrence of unlikely events, which are often

misinterpreted as having deeper meaning or being caused by unknown forces.

Confirmation Bias: The tendency to interpret new information in a way that
confirms existing theories, beliefs, or convictions, and to filter out
contradictory evidence.

Conjunction Fallacy: The error of believing that a conjunction of two events is
more probable than one of the events alone, especially when the combined
scenario seems more plausible or harmonious.

20. Contagion Bias: The irrational belief that certain items carry an intangible

essence from people or events they have been in contact with, leading to
attraction or repulsion.

21. Contrast Effect: The phenomenon where we judge something to be more

beautiful, expensive, or large if we have something ugly, cheap, or small in
front of us, making absolute judgments difficult.

. Default Effect: The tendency to stick with standard options or the status quo,

even if a different choice might be more beneficial, due to convenience or
inertia.

23. Déformation Professionnelle: The tendency for people to apply their

specialized processes or thinking to areas where they don't belong, often
over-relying on their primary toolkit.

. Decision Fatigue: The phenomenon where making decisions exhausts

willpower, leading to poorer subsequent decisions or a tendency to default to
easier options.

25. Domain Dependence: The difficulty in transferring insights, knowledge, or

skills from one field or situation to another, even when the underlying
principles are similar.

. Effort Justification: The tendency to overvalue the result of a task when a lot

of energy or effort has been invested in it.
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27. Endowment Effect: The tendency to value something more highly the moment

one owns it, making it harder to part with an item than to acquire it.

. Envy: The emotion of resentment or discontentment aroused by another

person's possessions, qualities, or luck, especially when those individuals are
similar to us.

29. Expectations: The powerful influence of anticipated outcomes on perception

30.

31.

32.

33.

34.

35.

36.

37.

and reality, leading to phenomena like the Rosenthal effect or market reactions
to earnings.

Exponential Growth: The human inability to intuitively grasp the power of
exponential (or percentage) growth, leading to miscalculations and
underestimations over time.

False Causality: The error of assuming a causal relationship between two
events simply because they are correlated, without considering other
underlying factors or the true direction of causation.

False-Consensus Effect: The tendency to overestimate the extent to which
one's own opinions, beliefs, preferences, values, and habits are typical of
those of others.

Falsification of History: The subconscious adjustment of past memories to
align with present views, avoiding the embarrassment of admitting past
mistakes.

Fear of Regret: The tendency to make conservative decisions to avoid the
anticipated emotional pain of regret, often leading to inaction or conforming to
the crowd.

Feature-Positive Effect: The tendency to place greater emphasis on what is
present or confirmed than on what is absent or disconfirmed, making non-
events difficult to perceive.

Forecast lllusion: The tendency for experts and laypeople alike to
overestimate their ability to predict future events, especially in complex
systems.

Forer Effect (Barnum Effect): The tendency to believe that vague, general
personality descriptions apply specifically to oneself, even if they could apply
to almost anyone.
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38.

30.

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

Framing: The way a message is communicated influences how it is received,
leading to different reactions to identical situations based on presentation.

Fundamental Attribution Error: The tendency to overestimate individuals'
influence and underestimate external, situational factors when explaining
others' behavior.

Gambler's Fallacy: The mistaken belief that independent random events are
influenced by past outcomes, or that there's a "balancing force of the
universe."

Groupthink: A phenomenon where a group of intelligent people make
irrational or reckless decisions because conformity and team unity suppress
dissenting opinions.

Halo Effect: The tendency for a single, prominent quality (positive or negative)
to create an overall impression that influences judgments of other, unrelated
qualities.

Hedonic Treadmill: The observation that humans quickly return to a relatively
stable level of happiness despite major positive or negative events.

Hindsight Bias: The "l told you so" phenomenon, where past events seem
more predictable and obvious in retrospect than they were at the time.

House-Money Effect: The tendency to treat money that has been won, found,
or inherited more frivolously than hard-earned money, leading to greater risk-
taking.

Hyperbolic Discounting: The tendency to value immediate rewards much
more highly than future rewards, leading to inconsistent decisions over time.

lllusion of Attention: The belief that we notice everything taking place in front
of us, when in reality we often see only what we are focusing on, leading to
overlooked "gorillas in the room."

lllusion of Control: The tendency to believe that we can influence something
over which we have no actual sway.

lllusion of Skill: The mistaken belief that success is primarily due to skill rather
than luck, particularly in fields where chance plays a significant role.
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. In-Group Out-Group Bias: The tendency to identify with a group, perceiving

its members as more agreeable and similar, and those outside the group as
more alike and often stereotypical.

51. Incentive Super-Response Tendency: People's behavior changes quickly and

radically in response to incentives, often focusing on the incentives
themselves rather than the grander intentions behind them.

52. Induction: The inclination to draw universal certainties from individual

observations, which can lead to false conclusions if not carefully scrutinized.

. Information Bias: The delusion that more information guarantees better

decisions, leading to the accumulation of superfluous and potentially
misleading data.

54. Intention-To-Treat Error: A treacherous fallacy in which failed projects or

individuals are incorrectly excluded or re-categorized from a sample, leading
to a biased assessment of effectiveness.

. The It'll-Get-Worse-Before-It-Gets-Better Fallacy: A rhetorical trick where a

"fixer" predicts an initial deterioration before improvement, ensuring they
appear correct regardless of the outcome.

56. The Law of Small Numbers: The intuitive misunderstanding that small

samples will reflect the statistical characteristics of the larger population as
accurately as large samples, leading to skewed interpretations of data from
small entities.

57. Liking Bias: The tendency to buy from or help someone more if we like them,

which is influenced by attractiveness, similarity, and perceived fondness from
the other person.

. Loss Aversion: The psychological phenomenon where the pain of losing

something is emotionally felt about twice as powerfully as the pleasure of
gaining something of equal value.

59. Motivation Crowding: When people do something for non-monetary, well-

meaning reasons, introducing financial incentives can undermine or "crowd
out" these intrinsic motivations.

. Neomania: The mania for all things shiny and new, leading to an overemphasis

on flavor-of-the-month inventions and an underestimation of traditional
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70.

71.

technology.

. Neglect of Probability: The tendency to respond to the expected magnitude

of an event (e.g., jackpot size) but not to its actual likelihood, indicating a lack
of intuitive grasp of probability.

. News lllusion: The belief that consuming news makes one knowledgeable,

while in reality, news often provides irrelevant, sensational, and distorting
information.

. Not-Invented-Here Syndrome (NIH Syndrome): The tendency to value ideas

or products created by oneself or one's own group as superior to those from
outsiders, even if objectively they are not.

. Omission Bias: The tendency to prefer inaction over action when both choices

could lead to negative consequences, as the results of inaction often seem
less morally reprehensible.

. Outcome Bias: The tendency to evaluate decisions based on their results

rather than on the quality of the decision-making process at the time it was
made.

. Overconfidence Effect: The systematic tendency to overestimate one's own

knowledge, abilities, and prediction accuracy.

. Overthinking: The tendency to overanalyze situations, particularly practiced

activities or intuitive decisions, which can hinder performance and lead to
worse outcomes.

. Paradox of Choice: The phenomenon where an abundance of options leads to

inner paralysis, poorer decisions, and increased discontent.

. Personification: The human tendency to attribute human characteristics or a

"face" to abstract concepts or statistics, making them more emotionally
engaging.
Planning Fallacy: The systematic tendency to underestimate the time, costs,

and risks of future actions while overestimating the benefits, even when aware
of past similar failures.

Primacy and Recency Effects: The tendency for first impressions (primacy)
and most recent information (recency) to disproportionately influence
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72.

73.

74.

/5.

76.

/7.

78.

79.

30.

31.

32.

judgment, with content in between having less impact.

The Problem with Averages: The risk of relying on averages without
understanding the underlying distribution, especially when extreme outliers
can render the average meaningless.

Procrastination: The tendency to delay unpleasant but important tasks, driven
by the time lapse between effort and reward, and limited willpower.

Reciprocity: The deep-seated human urge to return favors or kindness, even
unsolicited ones, making it difficult to be in another person's debt.

Regression to Mean: The statistical phenomenon where extreme
performances or measurements are likely to be followed by less extreme ones,
often misinterpreted as a causal effect.

Salience Effect: The tendency for prominent, eye-catching features or details
to receive more attention than they deserve, disproportionately influencing
judgment.

Scarcity Error: The tendency to overvalue items that are scarce or diminishing
in availability, leading to irrational desire and rushed decisions.

Self-Selection Bias: Occurs when individuals or observations are not
randomly selected for a sample, but rather self-select, leading to a distorted
view of the population (e.g., complaining about traffic jams when you're only
aware of them when you're in them).

Self-Serving Bias: The tendency to attribute successes to one's own skill or
character and failures to external, uncontrollable factors.

Simple Logic: The tendency to provide quick, intuitive, and often incorrect
answers to logical problems, failing to engage in deeper, more effortful rational
thought.

Sleeper Effect: A phenomenon where persuasive messages from
untrustworthy sources become more credible over time, as the source is
forgotten faster than the message.

Social Comparison Bias: The tendency to withhold assistance or hinder the
success of people who might outperform us, even if it's detrimental in the long
run.

Al-01907 BookNotes The Art of Thinking Clearly

22



33.

34.

35.

36.

37.

38.

390.

J0.

1.

2.

J3.

Social Loafing: The reduction in individual effort when people work in groups
compared to working alone, especially when individual performance is not
visible.

Social Proof (Herd Instinct): The tendency to feel that one is behaving
correctly when acting in the same way as other people, assuming collective
behavior implies validity.

Story Bias: The human inclination to create coherent, meaningful narratives
from random or disconnected facts, simplifying and distorting reality.

Strategic Misrepresentation: The deliberate exaggeration of assertions (e.g.,
benefits, timelines) to secure a desired outcome, particularly common in
competitive scenarios like job interviews or mega-projects.

Sunk Cost Fallacy: The tendency to continue an endeavor or investment
because of resources already committed, even if continuing is irrational.

Survivorship Bias: The logical error of focusing only on successful examples
and overlooking failures, leading to an overestimation of the chances of
success.

Swimmer's Body lllusion: The confusion between selection factors and
results, where a particular characteristic (e.g., a swimmer's physique) is
mistakenly believed to be a result of an activity, rather than a prerequisite for
it.

Twaddle Tendency: The use of excessive, often vague or pretentious, words
to disqguise intellectual laziness, stupidity, or underdeveloped ideas.

Via Negativa: A philosophical approach, embraced by Dobelli, focusing on
identifying and eliminating what not to do (negative knowledge) as a more

effective path to success and happiness than seeking positive knowledge

(what to do).

Volunteer's Folly: The irrational decision to volunteer one's time and labor for
a cause when a monetary donation, earned by working in one's area of
expertise, would generate a significantly greater contribution.

Will Rogers Phenomenon (Stage Migration): The statistical anomaly where
the average of two groups can increase simply by moving an element from
one group to the other, even if the overall sum remains unchanged.
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J4. Winner's Curse: The phenomenon where the winner of an auction (or
competitive bid) often pays more than the true value of the item, resulting in
an economic loss.

)5. Zeigarnik Effect: The tendency to remember uncompleted tasks better than
completed ones, as unfinished tasks persist in consciousness, creating mental
"tUgS."

Frequently Asked Questions about Clear Thinking

What is a "cognitive error" and why are we prone to them?

A cognitive error, or "thinking error," is a systematic deviation from logical,
optimal, and rational thought and behavior. These are not just occasional mistakes
but routine patterns of flawed judgment that we repeat consistently across
generations. For example, we tend to overestimate our knowledge rather than
underestimate it, and the prospect of losing something motivates us more than
gaining something similar. These errors stem from the fact that our brains,
optimized for survival in a Stone Age environment, use mental shortcuts
(heuristics) that can lead to predictable biases in the complex modern world.

How does "Survivorship Bias" mislead our perception of
success?

Survivorship bias causes us to systematically overestimate our chances of
success by making triumph more visible than failure. We primarily see and hear
about the successful individuals or ventures (e.g., rock stars, authors, profitable
startups), while the vast majority of failures remain invisible. This leads to a
distorted perception of the true probability of success. To guard against it, one
must actively seek out and consider the "graveyards" of unsuccessful projects,
investments, and careers, recognizing that many failed endeavors possessed
traits similar to those that succeeded.

What is the "Swimmer's Body lllusion" and how does it relate to
advertising and self-help?

The Swimmer's Body Illusion occurs when we confuse selection factors with
results. For instance, professional swimmers have ideal physiques not because
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they train extensively, but because their natural body type is a prerequisite for
excelling in swimming. Similarly, models are attractive due to inherent beauty, not
necessarily the cosmetics they advertise. This illusion is exploited in advertising
and can make self-help advice misleading, as successful individuals (like "happy
people" writing self-help books) may attribute their success to behaviors that are
actually a result of their inherent traits, rather than a cause.

Why do humans rely on "Social Proof" and when can it be
dangerous?

Social proof, often called the herd instinct, is the tendency to assume that an idea
or behavior is correct or appropriate if many other people adopt it. This is deeply
rooted in our evolutionary past as a survival strategy: in dangerous situations,
following the group was often the safest option. While useful in some contexts
(like choosing a popular restaurant in a foreign city), it can be dangerous when it
leads to irrational decisions, such as stock market bubbles, collective suicides in
cults, or political fanaticism, where the validity of an idea is judged by its
popularity rather than its inherent logic.

How does the "Sunk Cost Fallacy" prevent us from making
rational decisions?

The sunk cost fallacy describes our tendency to continue an endeavor or
investment because of resources (time, money, energy, love) already committed,
even if continuing is no longer rational or beneficial. The more we've invested, the
greater the urge to persist, even if it's a "lost cause." This irrational behavior is
often driven by a need for consistency and a reluctance to admit past mistakes. It
can lead to costly errors in personal relationships, business projects (like failed
advertising campaigns), and even government initiatives (such as the Concorde
project). Rational decision-making requires focusing only on future costs and
benefits, ignoring past, non-recoverable investments.

What is the "Confirmation Bias" and why is it considered the
"mother of all misconceptions"?

The confirmation bias is the tendency to interpret new information in a way that
confirms our existing theories, beliefs, or convictions, while filtering out or
dismissing evidence that contradicts them. It's considered the "mother of all
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misconceptions" because it underpins many other cognitive errors, leading to a
distorted view of reality. We actively "forget" disconfirming evidence, making us
blind to counter-arguments. To combat it, one must actively seek out
disconfirming evidence and be skeptical of "exceptions" that might be hiding
contradictory facts, as advocated by Charles Darwin.

How does "Authority Bias" impact our decision-making and what
is "Chauffeur Knowledge"?

Authority bias is our tendency to overly respect and blindly obey authority figures,
regardless of their actual competence. This can lead to poor decisions because
authorities' track records are often unreliable (e.g., economists failing to predict
financial crises, doctors using ineffective treatments). The experiment by Stanley
Milgram highlighted how obedience to authority can lead individuals to perform
morally questionable acts. "Chauffeur knowledge" is a related concept, referring
to knowledge possessed by people who can "put on a show" or eloquently recite
information without truly understanding it (like a chauffeur delivering his
employer's lecture). True experts, in contrast, recognize the limits of their
knowledge and are not afraid to admit when they don't know something.

What is the "lllusion of Control" and how is it maintained in daily
life?

The illusion of control is the tendency to believe we can influence outcomes over
which we have no actual sway. This bias is demonstrated in various ways, from
people throwing dice harder for high numbers to individuals believing they can
influence traffic lights with a button. This illusion is often maintained through
"placebo buttons" or actions that provide a sense of control without actual effect,
such as door-close buttons in elevators or certain economic pronouncements
from central bankers. It stems from an evolutionary past where action often
correlated with outcomes. To mitigate this, one should focus only on the few
things truly within their influence, recognizing that much of life is fundamentally
uncontrollable.

Briefing: Cognitive Biases and Clear Thinking

This briefing document summarizes key cognitive biases and thinking errors,
drawing from Rolf Dobelli's "The Art of Thinking Clearly." The central theme is the
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systematic deviation from rational thought and behavior, outlining common pitfalls
in human decision-making and offering strategies for mitigation.

|. Core Concept: Cognitive Errors as Systematic Deviations

Dobelli defines a "cognitive error" as "a systematic deviation from logic — from
optimal, rational, reasonable thought and behaviour." These are not random
mistakes but "routine mistakes, barriers to logic we stumble over time and again,
repeating patterns through generations and through the centuries." The author
emphasizes that these errors are predictable, often accumulating in specific
"corners" like "overconfidence."

The book's aim is not to provide "seven steps to an error-free life," as cognitive
errors are "far too ingrained" to be completely eradicated. Instead, the objective is
to learn to "recognise and evade the biggest errors in thinking" to achieve "a leap
in prosperity" through "less irrationality."

Il. Key Cognitive Biases and Their Implications

Dobelli categorizes and explains numerous biases, with illustrative examples. Here
are some of the most important:

A. Biases Related to Perception and Data Interpretation:
1. Survivorship Bias (Chapter 1):

a. Description: Systematically overestimating chances of success because
triumph is more visible than failure. The "graveyard of failed musicians" or
"start-ups" remains largely invisible.

b. Example: Rick, an aspiring rock star, overestimates his chances of
success by only seeing successful musicians.

c. Mitigation: "Guard against it by frequently visiting the graves of once-
promising projects, investments and careers."

2. Swimmer's Body lllusion (Chapter 2):

a. Description: Confusing selection factors with results. We wrongly assume
that a desirable outcome (e.g., a swimmer's physique) is due to an activity
(swimming), rather than being a prerequisite for it.
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b. Example: "Professional swimmers don't have perfect bodies because they
train extensively. Rather, they are good swimmers because of their
physiques." Similarly, Harvard's reputation for success may stem from
recruiting the brightest students, not from its teaching quality.

c. Implication: Be wary of aspiring for outcomes that are primarily
determined by selection, not effort.

3. Clustering lllusion (Chapter 3):

a. Description: The human brain's tendency to perceive patterns and rules
even when none exist, especially in diffuse or random signals.

b. Example: Seeing the Virgin Mary's face on toast or finding patterns in
random stock market data.

c. Mitigation: "If you think you have discovered a pattern, first consider it
pure chance."

4. Confirmation Bias (Part 1& 2) (Chapters 7 & 8):

a. Description: The "mother of all misconceptions," it's the tendency to
interpret new information to be compatible with existing theories, beliefs,
and convictions, filtering out "disconfirming evidence."

b. Example: A person on a diet considers weight loss a success but
dismisses weight gain as a "normal fluctuation." Business teams celebrate
signs of success while ignoring contradictory evidence.

c. Mitigation: "To fight against the confirmation bias, try writing down your
beliefs... and set out to find disconfirming evidence. Axeing beliefs that
feel like old friends is hard work, but imperative." Charles Darwin actively
sought contradictions to his own theories.

5. Availability Bias (Chapter 11):

a. Description: Creating a picture of the world using examples that most
easily come to mind, leading to an incorrect risk map. Spectacular or loud
outcomes are overestimated, while silent or invisible ones are
downgraded.

b. Example: Overestimating the risk of plane crashes due to sensational
media coverage, while underestimating risks like diabetes.
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c. Mitigation: "Fend it off by spending time with people who think differently
than you think — people whose experiences and expertise are different
than yours."

6. Hindsight Bias (Chapter 14):

a. Description: The "l told you so" phenomenon, where "in retrospect,
everything seems clear and inevitable." It makes us believe we are better
predictors than we actually are, leading to arrogance and increased risk-
taking.

b. Example: After the 2008 financial crisis, experts enumerated causes that
seemed "painfully obvious" in hindsight, but were unclear at the time.

c. Mitigation: "Keep a journal. Write down your predictions... Then, from time
to time, compare your notes with actual developments."

7. Outcome Bias (Chapter 20):

a. Description: Evaluating decisions based on the result rather than on the
decision process, especially when randomness or "external factors" play a
role.

b. Example: Judging a successful stock market investor based solely on their
wins, ignoring the inherent randomness, or evaluating a surgeon's sKill
purely by patient outcomes from a small sample.

c. Mitigation: "Never judge a decision purely by its result, especially when
randomness or ‘external factors’ play a role."

8. Base-Rate Neglect (Chapter 28):

a. Description: Disregarding fundamental statistical distribution levels (base
rates) when presented with detailed, often misleading, specific
information.

b. Example: Assuming a thin man from Germany who likes Mozart is a
literature professor rather than a truck driver, despite truck drivers
outnumbering professors by a vast margin.

c. Mitigation: In medicine, the motto is: ""When you hear hoofbeats behind
you, don't expect to see a zebra.! Which means: investigate the most likely
ailments before you start diagnosing exotic diseases."
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9. Gambler's Fallacy (Chapter 29):

a. Description: Believing in a "balancing force of the universe" for
independent events, such as expecting a roulette wheel to land on red
after a long streak of blacks.

b. Example: Betting on tails after a coin has landed on heads three times in a
row.

c. Mitigation: Understand that "purely independent events really only exist at
the casino, in the lottery and in theory. In real life... events are often
interrelated."

10. Salience Effect (Chapter 83):

a. Description: Eye-catching or prominent details receive disproportionately
more attention than they deserve, making us neglect hidden or slow-to-
develop factors.

b. Example: A journalist attributing a car accident to marijuana use because it
was found in the car, despite no statistical link, or judging a company's
success solely by a female CEQ's gender.

c. Mitigation: "Do not be blinded by irregularities... Gather enough mental
energy to fight against seemingly obvious explanations."

11. Feature-Positive Effect (Chapter 95):

a. Description: We place greater emphasis on what is present than on what
is absent, finding absence much harder to detect.

b. Example: Noticing when something hurts, but rarely acknowledging the
absence of pain. Celebrating a symphony's existence but not missing it if it
had never been composed.

c. Mitigation: "We are blind to what does not exist... If we thought more
frequently about absence, we might well be happier."

12. Cherry-Picking (Chapter 96):

a. Description: Selecting and showcasing the most attractive features or
data points while hiding the rest, leading to a biased perception.
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b. Example: Hotels showing only beautiful photos, or companies highlighting
successes in annual reports while omitting failures.

c. Mitigation: When evaluating an organization, "ask about the ‘leftover
cherries,’ the failed projects and missed goals. You learn a lot more from
this than from the successes."

13. Fallacy of the Single Cause (Chapter 97):

a. Description: The tendency to attribute complex events to a single factor,
ignoring the multitude of interconnected influences.

b. Example: Attributing wars solely to individual leaders like Hitler, or a
financial crisis to a single cause like "pure greed."

c. Mitigation: "Any clear-thinking person knows that no single factor leads to
such events. Rather, there are hundreds, thousands, an infinite number of
factors that add up."

B. Biases Related to Social Interaction and Influence:
1. Social Proof (Chapter 4):

a. Description: The "herd instinct," where individuals feel they are behaving
correctly when they act the same as other people. The more people who
believe something, the "truer" it seems.

b. Example: Clapping along at a concert because others do, or leaving a tip
at a coat check just because others are.

c. Mitigation: "Be skeptical whenever a company claims its product is better
because it is ‘the most popular' and remember W. Somerset Maugham's
words: "'If 50 million people say something foolish, it is still foolish.”

2. Reciprocity (Chapter 6):

a. Description: People have extreme difficulty being in another person's
debt, leading them to feel compelled to return favors, even unwanted
ones.

b. Example: Hare Krishna members giving a flower and then asking for
donations.
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c. Mitigation: "If someone approaches you in the supermarket... whether to
offer you a taste of wine... my best advice is to refuse their offer — unless
you want to end up with a refrigerator full of stuff you don't even like."

3. Authority Bias (Chapter 9):

a. Description: Giving undue weight to the opinions of authority figures, even
when their expertise is questionable or irrelevant.

b. Example: Stanley Milgram's experiment where subjects administered
electric shocks out of obedience to authority. Airlines instituting "Crew
Resource Management" to deprogram this bias.

c. Mitigation: "Whenever you are about to make a decision, think about
which authority figures might be exerting an influence on your reasoning.
And when you encounter one in the flesh, do your best to challenge him or
her."

4. Liking Bias (Chapter 22):

a. Description: We are more inclined to buy from or help people we like,
particularly those who are outwardly attractive, similar to us, or who like
us.

b. Example: Buying wine from a "nice" sales assistant, or the success of
"multilevel marketing" due to personal networks.

c. Mitigation: "If you are a salesperson, make buyers think you like them...
And if you are a consumer, always judge a product independent of who is
selling it."

5. Groupthink (Chapter 25):

a. Description: A group of smart people making reckless decisions because
everyone aligns their opinions with the supposed consensus, suppressing
dissenting views due to peer pressure and the desire for team unity.

b. Example: The Bay of Pigs invasion, where Kennedy's advisors, despite
their intelligence, overlooked obvious flaws in the plan.

c. Mitigation: "If you ever find yourself in a tight, unanimous group, you must
speak your mind, even if your team does not like it. Question tacit
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assumptions, even if you risk expulsion from the warm nest. And, if you
lead a group, appoint someone as devil's advocate."

6. Social Loafing (Chapter 33):

a. Description: Individuals investing less effort when working in a group
where their individual performance is not directly visible. It's a "form of
cheating" that occurs "even if it takes place unconsciously."

b. Example: Ringelmann's study showing that the collective effort of horses
or men pulling a rope is less than the sum of their individual efforts.

c. Mitigation: "The disadvantages of groups can be mitigated by making
individual performances as visible as possible. Long live meritocracy!"

7. Fundamental Attribution Error (Chapter 36):

a. Description: The tendency to overestimate individuals' influence and
underestimate external, situational factors when explaining behavior or
outcomes.

b. Example: Attributing a company's success solely to the CEO, or a team's
win to a specific player, while ignoring market conditions or team
dynamics.

c. Mitigation: "If you want to understand the current play - really understand
it — then forget about the performers. Pay close attention to the dance of
influences to which the actors are subjected."

8. False Causality (Chapter 37):

a. Description: Confusing correlation with causation, leading to incorrect
conclusions about why events happen.

b. Example: Believing that more firefighters at a blaze cause more fire
damage, or that employee motivation leads to higher profits (it could be
the reverse).

c. Mitigation: "Take a closer look at linked events: sometimes what is
presented as the cause turns out to be the effect, and vice versa. And
sometimes there is no link at all —just like with the storks and babies."

9. Halo Effect (Chapter 38):
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a. Description: A single aspect dazzling us and affecting how we see the full
picture, leading to generalizations based on limited information.

b. Example: Cisco's success (high stock price) leading journalists to assume
all aspects of the company (customer service, strategy) were equally
brilliant, or believing attractive people are more intelligent or honest.

c. Mitigation: "To counteract this, go beyond face value. Factor out the most
striking features."

10. Contagion Bias (Chapter 54):

a. Description: The inability to ignore a perceived connection to certain
items, even if they are indirectly related or from long ago, often driven by
emotional or superstitious beliefs.

b. Example: Refusing to wear a freshly laundered sweater that Hitler once
wore, or hesitating to throw darts at a loved one's photo.

c. Implication: These "mysterious forces can't simply be switched off."
11. Motivation Crowding (Chapter 56):

a. Description: When people do something for well-meaning, non-monetary
reasons, introducing financial payments can "crowd out" these intrinsic
motivations.

b. Example: Offering a small monetary reward for accepting radioactive
waste storage decreasing willingness, or late fees increasing tardiness at
daycares.

c. Implication: "Financial reward erodes any other motivations."
12. Twaddle Tendency (Chapter 57):

a. Description: Using excessive and unclear words to disguise intellectual
laziness, stupidity, or underdeveloped ideas.

b. Example: Political pundits or academics using verbose language to
obscure a lack of substance.

c. Mitigation: "If you have nothing to say, say nothing.' Simplicity is the
zenith of a long, arduous journey, not the starting point."

13. False-Consensus Effect (Chapter 77):
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a. Description: Overestimating unanimity with others, believing that
everyone else thinks and feels exactly like we do.

b. Example: Assuming others share your preference for music from a certain
decade, or politicians overestimating their popularity.

c. Mitigation: "Assume that your worldview is not borne by the public. More
than that: do not assume that those who think differently are idiots. Before
you distrust them, question your own assumptions."

C. Biases Related to Personal Judgment and Self-
Perception:

1. Overconfidence Effect (Chapter 15):

a. Description: Systematically overestimating one's knowledge and abilities,
often on a massive scale. Experts suffer from this even more than
laypeople.

b. Example: 84% of Frenchmen believing they are above-average lovers, or
entrepreneurs thinking they can beat the odds despite low success rates
for start-ups.

c. Mitigation: "Be aware that you tend to overestimate your knowledge. Be
skeptical of predictions, especially if they come from so-called experts.
And with all plans, favour the pessimistic scenario."

2. Chauffeur Knowledge (Chapter 16):

a. Description: Confusing real knowledge (gained through effort and
understanding) with superficial "chauffeur knowledge" (ability to put on a
show or repeat information without deep comprehension).

b. Example: A news anchor eloquently delivering a script without true
understanding of the subject matter.

c. Mitigation: "True experts recognize the limits of what they know and what
they do not know. If they find themselves outside their circle of
competence, they keep quiet or simply say, ‘I don't know."

3. lllusion of Control (Chapter 17):
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a. Description: The tendency to believe that we can influence something
over which we have absolutely no sway.

b. Example: Throwing dice harder for a high number in a casino, or pressing
a "walk" button at a traffic light that isn't connected.

c. Mitigation: "Do not think you command your way through life like a Roman
emperor. Rather, you are the man with the red hat. Therefore, focus on the
few things of importance that you can really influence."

4. Effort Justification (Chapter 60):

a. Description: When a lot of energy is invested into a task, there's a
tendency to overvalue the result to justify the effort. A special case of
cognitive dissonance.

b. Example: A soldier overvaluing a parachute pin for which he endured
physical pain, or an MBA student deeming the qualification essential after
strenuous coursework.

c. Mitigation: "Whenever you have invested a lot of time and effort into
something, stand back and examine the result — only the result."

5. Forer Effect (Chapter 64):

a. Description: The tendency for people to identify strongly with vague,
general descriptions of personality, often found in horoscopes or pseudo-
sciences.

b. Example: Believing a generic personality assessment applies specifically
to oneself.

c. Implication: Exploited by astrologers and charlatans.
6. Introspection lllusion (Chapter 67):

a. Description: The belief that reflection leads to truth or accuracy about
oneself, even though internal observations can be "fabrication." We often
believe our introspections are more reliable than others'.

b. Example: Believing one's conviction about gold prices is more valid than a
vitamin entrepreneur's belief in his product's efficacy, simply because one
"peek(s] into [their] own soul."
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c. Mitigation: "Be all the more critical with yourself. Regard your internal
observations with the same skepticism as claims from some random
person. Become your own toughest critic."

7. Self-Serving Bias (Chapter 45):

a. Description: Attributing successes to oneself (skill, hard work) and failures
to external factors (luck, unfairness).

b. Example: A CEO taking credit for good company performance but blaming
external factors for bad years. Students attributing A's to their intelligence
and failures to unfair tests.

c. Mitigation: "Do you have friends who tell you the truth — no holds barred?
If so, consider yourself lucky. If not, do you have at least one enemy?
Good. Invite him or her over for coffee and ask for an honest opinion about
your strengths and weaknesses."

8. Beginner's Luck (Chapter 49):

a. Description: A particularly tricky branch of the association bias where
initial success (often due to pure chance) is misinterpreted as skill or
talent, leading to increased risk-taking.

b. Example: Casino players who win early rounds increase their stakes, or
investors who profit during a market boom attribute it to their stock-picking
abilities.

c. Mitigation: "Watch and wait before you draw any conclusions." If top
among many competitors over a long time, it might be talent; in a short
period among millions, likely luck.

9. Cognitive Dissonance (Chapter 50):

a. Description: An uncomfortable psychological state arising from an
inconsistency between actions, beliefs, or attitudes. To resolve this,
people often retrospectively reinterpret what happened or rationalize their
choices.

b. Example: Aesop's fox deciding "These aren't even ripe yet" after failing to
reach the grapes. Buying a bad car and convincing oneself its flaws are
actually benefits.
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c. Implication: We "play the clever fox" to avoid admitting errors.
10. Hedonic Treadmill (Chapter 46):

a. Description: The tendency for humans to return to a relatively stable level
of happiness despite major positive or negative life changes.

b. Example: Lottery winners' happiness fizzling out after a few months, or
people being no happier after achieving career milestones or buying
luxury items.

c. Implication: "Expect only short-term happiness from material things."
11. Self-Selection Bias (Chapter 47):

a. Description: When we complain about bad luck or observe phenomena,
we fail to recognize that we are part of the sample being observed, leading
to skewed perceptions.

b. Example: Complaining about always getting stuck in traffic, forgetting that
time spent in a jam disproportionately represents the "stuck" state. A man
complaining there are too few women in his company, or vice versa.

c. Implication: "Do not marvel at your existence."
12. Association Bias (Chapter 48):

a. Description: Our brain's tendency to link two functionally unrelated things,
leading to false knowledge or irrational reactions.

b. Example: Kevin associating his green polka-dot boxer shorts with
successful presentations, or associating bad news with the messenger.

c. Mitigation: "If you lead a group of people, and don’t want to fall prey to
false connections, direct your staff to tell you only the bad news - and
fast."

D. Biases Related to Decision-Making and Planning:
1. Sunk Cost Fallacy (Chapter 5):

a. Description: Continuing to invest time, money, energy, or love into
something because of past investments, even if it's a lost cause.
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b. Example: Staying in a terrible movie because you've already paid for the
ticket, or continuing a failing advertising campaign because "we've
invested so much money in it."

c. Mitigation: "Rational decision-making requires you to forget about the
costs incurred to date. No matter how much you have already invested,
only your assessment of the future costs and benefits counts."

2. The It'll-Get-Worse-Before-It-Gets-Better Fallacy (Chapter 12):

a. Description: A consultant or expert predicts that things will get worse
before they improve, and this vague prediction is then "confirmed" by any
negative outcome. It's a "mere smokescreen."

b. Example: A doctor predicting increased pain before recovery, or a
consultant warning of a sales slump before improvement.

c. Mitigation: "If someone says ‘It'll get worse before it gets better,’ you
should hear alarm bells ringing." Look for clear and verifiable milestones.

3. Paradox of Choice (Chapter 21):

a. Description: While selection is a sign of progress, too much choice can
"destroy quality of life" by leading to inner paralysis, poorer decisions, and
discontent.

b. Example: Customers buying less jelly when presented with 24 varieties vs.
6, or online dating users focusing only on physical attractiveness due to
overwhelming options.

c. Mitigation: "Think carefully about what you want before you inspect
existing offers... learn to love a ‘good’ choice."

4. Endowment Effect (Chapter 23):

a. Description: We consider things to be more valuable the moment we own
them, charging more to sell them than we would pay to acquire them.

b. Example: A car valued at $40,000 becomes worth over $53,000 to the
owner after purchase, or students valuing their lottery-won basketball
tickets at $2,400 while non-winners would pay $170.
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c. Mitigation: "Don't cling to things. Consider your property something that
the ‘universe’... has bestowed on you temporarily."

5. Neglect of Probability (Chapter 26):

a. Description: Responding to the expected magnitude of an event (e.q.,
jackpot size) but not to its actual likelihood. We lack an intuitive grasp of
probability.

b. Example: Choosing a lottery with a $10 million jackpot and 1in 100 million
odds over one with $10,000 and 1in 10,000 odds, even though the latter is
objectively better.

c. Related Bias: Zero-Risk Bias: Preferring to eliminate a small risk entirely
(e.g., 1% to 0%) over significantly reducing a larger risk (e.g., 5% to 2%),
even if the latter saves more lives.

d. Implication: Leads to errors in decision-making and a distorted perception
of risk.

6. Scarcity Error (Chapter 27):

a. Description: Overvaluing items that are rare or in limited supply, believing
"rare is valuable," even when objective quality is unchanged.

b. Example: Children fighting over a single blue marble among many, or
wanting a Gmail account more when it was invitation-only. Real-estate
agents using the "doctor from London" tactic.

c. Related Bias: Reactance: When an option is deprived, it suddenly seems
more attractive (Romeo and Juliet effect).

d. Mitigation: "Assess products and services solely on the basis of their
price and benefits. It should be of no importance if an item is disappearing
fast."

7. The Anchor (Chapter 30):

a. Description: When making guesses or evaluations, we rely heavily on an
initial piece of information (the "anchor"), even if it's irrelevant, and adjust
from there.
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b. Example: Guessing Abraham Lincoln's birth year based on the 1860s (his
presidency), or social security numbers influencing wine bids.

c. Implication: Used in sales (e.g., "recommended retail price" or setting a
high initial price in negotiations).

8. Induction (Chapter 31):

a. Description: The inclination to draw universal certainties from individual
observations, believing that past patterns will continue indefinitely.

b. Example: A goose believing its farmer will always feed it because he has
consistently done so, then being slaughtered on Christmas. Investors
believing a stock "may never come down" after consistent rises.

c. Implication: "Certainties are always provisional." Over-reliance on past
survival as an indication of future survival is a serious flaw.

9. Loss Aversion (Chapter 32):

a. Description: We fear loss more than we value gain; emotionally, a loss
"weighs" about twice that of a similar gain.

b. Example: Losing $100 causes more unhappiness than gaining $100
causes delight.

c. Implication: Effective marketing focuses on avoiding disadvantages (loss-
frame) rather than highlighting advantages (gain-frame). Employees are
risk-averse because the downside of failure outweighs potential gains.

10. Exponential Growth (Chapter 34):

a. Description: Intuition struggles with exponential or percentage growth,
while understanding linear growth comes naturally.

b. Example: Underestimating the thickness of a paper folded 50 times
(distance to the sun), or the rapid growth of a cent on day 1 doubling each
day.

c. Mitigation: "When it comes to growth rates, do not trust your intuition. You
don't have any. Accept it. What really helps is a calculator, or, with low
growth rates, the magic number of 70 [for doubling time]."

11. Winner's Curse (Chapter 35):
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a. Description: The winner of an auction often turns out to be the loser,
having paid too much due to overestimating the value or succumbing to
competitive fervor.

b. Example: Oil companies overpaying for land in auctions, or companies
destroying value through mergers and acquisitions.

c. Mitigation: Warren Buffett's advice: "'Don’t go."" If unavoidable, "set a
maximum price and deduct 20% from this to offset the winner's curse."

12. Alternative Paths (Chapter 39):

a. Description: Forgetting to consider all the outcomes that could have
happened but did not, especially when evaluating risky success.

b. Example: A person winning $10 million in Russian roulette focuses only on
the win, ignoring the high probability of death.

c. Implication: "Success that comes about through risky dealings is, to a
rational mind, of less worth than the same sum earned by years of
drudgery."

13. Forecast lllusion (Chapter 40):

a. Description: Experts' predictions are often no better than random,
especially for complex systems and long time frames, yet they face few
penalties for being wrong.

b. Example: Economists failing to predict the 2008 financial crisis, or
sensational prophecies about countries collapsing.

c. Mitigation: "Be critical when you encounter predictions. Whenever | hear
one, | make sure to smile... Then | ask myself two questions. First, what
incentive does the expert have? ... Second, how good is his success rate?"

14. Conjunction Fallacy (Chapter 41):

a. Description: Believing that a specific scenario with additional conditions is
more likely than a more general one, because the specific story seems
more "plausible" or "harmonious."

b. Example: Believing Chris works for a major bank and runs its Third World
foundation is more likely than him just working for a major bank.
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c. Mitigation: "If an additional condition has to be met, no matter how
plausible it sounds, it will become less, not more, likely."

15. Framing (Chapter 42):

a. Description: Identical situations or information are reacted to differently
depending on how they are presented or "framed."

b. Example: People choosing an epidemic strategy that "saves 200 lives"
over one with a "33% chance that all 600 people will survive," even if the
expected outcome is the same. Marketing "99% fat free" meat over "1%
fat."

c. Implication: "Realise that whatever you communicate contains some
element of framing, and that every fact... is subject to this effect."

16. Action Bias (Chapter 43):

a. Description: Feeling compelled to do "something, anything" in new or
unclear situations, even if it achieves nothing or makes things worse.

b. Example: Goalkeepers diving for penalties even if the middle is equally
likely, or young police officers intervening rashly in a volatile situation.

c. Mitigation: "If a situation is unclear, hold back until you can assess your
options."

17. Omission Bias (Chapter 44):

a. Description: Preferring inaction over action, even when both lead to
negative consequences, because the results of inaction seem less
"horrible" or blameworthy.

b. Example: Rating passive failure to call for help for a fallen climber as less
bad than actively pushing them. Withholding a drug that saves 80% but
Kills 20% of terminally ill patients.

c. Implication: "Deliberate inaction somehow seems less grave than a
comparable action."

18. Hyperbolic Discounting (Chapter 51):

a. Description: Placing a disproportionately high value on immediate rewards
compared to future rewards, even if the future reward is objectively larger.
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The "emotional interest rate" rises the closer a reward is.

b. Example: Choosing $1,000 today over $1,100 in a month, but choosing
$1,100 in 13 months over $1,000 in 12 months.

c. Mitigation: "The more power we gain over our impulses, the better we can
avoid this trap."

19. ‘Because’ Justification (Chapter 52):

a. Description: People are more tolerant and helpful when a reason is
provided for a request or behavior, even if the reason is trivial or obvious.

b. Example: Ellen Langer's experiment where "because | have to make some
copies" was almost as effective as "because I'm in a rush" for cutting in
line.

c. Implication: "Never leave home without ‘because.’ This unassuming little
word greases the wheels of human interaction. Use it unrestrainedly."

20. Decision Fatigue (Chapter 53):

a. Description: The more decisions one makes, the more mental energy is
drained, leading to poorer decision-making, increased susceptibility to
advertising, and less self-discipline.

b. Example: Students making choices pulling their hands out of icy water
sooner, or judges making more conservative rulings later in the day when
willpower is depleted.

c. Mitigation: "Decide better — decide less." Take breaks, relax, and eat to
recharge willpower.

21. The Problem with Averages (Chapter 55):

a. Description: Averages can be misleading and "completely meaningless"
when the underlying distribution is irregular or skewed, particularly in
cases following a "power law" where a few extremes dominate.

b. Example: The average wealth of people on a bus being radically skewed
by Bill Gates, or the average visits to a website being unrepresentative due
to a few popular sites.
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c. Mitigation: "If someone uses the word ‘average,’ think twice. Try to work
out the underlying distribution."

22. Will Rogers Phenomenon (Chapter 58):

a. Description: Also known as "stage migration," it describes how moving
elements between two groups can increase the average of both groups,
without any actual overall improvement.

b. Example: Transferring a client with large but not huge assets from a high-
net-worth manager to a rich-but-not-extravagantly-rich manager
increases both managers' average managed wealth.

c. Implication: Often seen in medicine (tumor staging) or business reporting,
creating an "impressive illusion."

23. Information Bias (Chapter 59):

a. Description: The delusion that more information guarantees better
decisions, leading to time and money waste, and potentially worse
outcomes.

b. Example: Spending hours researching a hotel when the initial choice was
already good, or doctors ordering irrelevant tests.

c. Mitigation: "Forget trying to amass all the data. Do your best to get by with
the bare facts. It will help you make better decisions."

24. The Law of Small Numbers (Chapter 61):

a. Description: Small samples tend to have much wider variations from the
average than larger samples. People intuitively misunderstand this,
misinterpreting extreme results in small entities as significant findings.

b. Example: Rural stores having both the highest and lowest shoplifting rates
compared to larger city stores due to their small size, or start-ups
appearing to hire "smarter people" due to fluctuations in average IQ.

c. Mitigation: "Watch out when you hear remarkable statistics about any
small entities... What is being peddled as an astounding finding is, in fact,
a humdrum consequence of random distribution."

25. Expectations (Chapter 62):
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a. Description: Our expectations can significantly influence reality and how
we perceive outcomes.

b. Example: Google's stock falling despite record profits because analysts
expected even better results. The Rosenthal effect (or Pygmalion effect)
where teachers' expectations of "blooming" students lead to higher I1Q
gains.

c. Implication: Raise expectations for yourself and loved ones to increase
motivation, but lower expectations for uncontrollable things like the stock
market to shield from nasty surprises.

26. Simple Logic (Chapter 63):

a. Description: The tendency to choose quick, intuitive answers to logical
problems over more effortful, correct ones. Linked to impulse control.

b. Example: The "Cognitive Reflection Test" questions (ping-pong
paddle/ball, shirt factory, water lilies) where intuitive answers are often
wrong.

c. Implication: "Thinking is more exhausting than sensing: rational
consideration requires more willpower than simply giving in to intuition."

27. Volunteer’s Folly (Chapter 65):

a. Description: The irrational decision to volunteer one's time for tasks that
could be done more efficiently by paying a professional, and instead
donating the saved earnings.

b. Example: A high-earning photographer volunteering to build birdhouses
when he could work an extra hour and pay a carpenter for six hours of
better work.

c. Implication: For most people, "the best way to contribute is with
greenbacks rather than greenhorn labor," unless one's expertise is directly
utilized or one is a celebrity generating publicity.

28. Affect Heuristic (Chapter 66):

a. Description: Making complex decisions by consulting one's feelings
(affect) rather than pure thought, substituting "What do | think about this?"
with "How do | feel about this?"
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b. Example: Emotional reactions to nuclear power or organic vegetables
determining risk/benefit assessment.

c. Implication: "If you like something, you believe that the risks are smaller
and the benefits greater than they actually are. If you don't like something,
the opposite is true."

29. Inability to Close Doors (Chapter 68):

a. Description: The human tendency to keep open the maximum number of
options, even when it's unproductive or costly, due to the illusion that
options are "free."

b. Example: Juggling multiple books without finishing any, or dating three
people without choosing one because it means "passing up on the other
two for good."

c. Mitigation: "We must learn to close doors. A business strategy is primarily
a statement on what not to engage in." Make calculated decisions to
disregard possibilities.

30. Neomania (Chapter 69):

a. Description: The "mania for all things shiny and new," leading to an
overemphasis on flavor-of-the-month inventions and underestimation of
traditional, proven technologies when contemplating the future.

b. Example: Predictions of flying cars and moon colonies in the past, while
daily life still relies on ancient inventions like chairs and pants.

c. Mitigation: "Assume that most of the technology that has existed for the
past fifty years will serve us for another half-century. And assume that
recent technology will be passé in a few years' time."

31. Sleeper Effect (Chapter 70):

a. Description: Information from an untrustworthy source gains credibility
over time because the source fades from memory faster than the message
itself.

b. Example: Propaganda's influence increasing over time as the "discrediting
force melts away faster than the message does." Political ads with
negative accusations.
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c. Mitigation: "Don't accept any unsolicited advice... avoid ad-contaminated
sources... try to remember the source of every argument you encounter."

32. Alternative Blindness (Chapter 71):

a. Description: Systematically forgetting to compare an existing offer with
the next-best alternative, narrowing decision-making to a limited set of
choices.

b. Example: Evaluating an MBA only against "no MBA" instead of other
educational or career paths.

c. Mitigation: "If you have trouble making a decision, remember that the
choices are broader than ‘no surgery’ or ‘highly risky surgery.’ Forget
about the rock and the hard place, and open your eyes to the other,
superior alternatives."

33. Social Comparison Bias (Chapter 72):

a. Description: The tendency to withhold assistance to people who might
outdo you, even if it's counterproductive in the long run. Also, an
unwillingness to hire those more talented than oneself.

b. Example: An author hesitating to write a testimonial for a rival's book, or
senior scientists rigorously evaluating a young researcher's "earth-
shattering paper."

c. Mitigation: "Hire people who are better than you, otherwise you soon
preside over a pack of underdogs."

34. Primacy and Recency Effects (Chapter 73):

a. Description: First impressions (primacy) and most recent information
(recency) dominate our evaluations, with the content in between having
only a weak influence.

b. Example: Preferring "Alan (smart, hard-working...)" over "Ben (jealous,
stubborn...)" even if traits are identical but ordered differently.

c. Mitigation: "Try to avoid evaluations based on first impressions... Try to
assess all aspects impartially."

35. Not-Invented-Here Syndrome (Chapter 74):
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a. Description: Overvaluing ideas or solutions that one has created oneself,
while undervaluing those from outsiders, even if objectively superior.

b. Example: Believing one's homemade fish sauce is better despite its taste,
or companies preferring in-house solutions over market-leading external
software.

c. Mitigation: "To sober up, take a step back every now and then to examine
their quality in hindsight."

36. The Black Swan (Chapter 75):

a. Description: An unthinkable event that massively affects life, career, or
country. These are "unknown unknowns" that cannot be predicted. They
are becoming more frequent and consequential.

b. Example: The invention of the transistor, the Internet browser, or
unexpected market crashes.

c. Mitigation: "Put yourself in situations where you can catch aride on a
positive Black Swan... avoid surroundings where negative Black Swans
thrive."

37. Domain Dependence (Chapter 76):

a. Description: The difficulty of transferring insights, knowledge, or skills
from one field to another.

b. Example: An economist understanding fallacies in financial examples but
not in biological ones, or a Nobel laureate in economics failing to apply his
theories to his personal investments.

c. Mitigation: "Try to add two or three additional tools to our repertoire -
mental models that are far afield from our areas of expertise."

38. Falsification of History (Chapter 78):

a. Description: Subconsciously revising past memories to fit present views,
creating an illusion of infallibility and making it emotionally difficult to admit
mistakes.

b. Example: People recalling their past political views as being aligned with
their current ones, or "flashbulb memories" of significant events proving
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inaccurate upon later recall.

c. Implication: "It is safe to assume that half of what you remember is
wrong."

39. In-Group Out-Group Bias (Chapter 79):

a. Description: Identifying with a group (sports team, ethnicity, company)
based on often trivial criteria, perceiving out-group members as more
similar than they are (out-group homogeneity bias), and receiving
disproportionate support for one's own views within the group.

b. Example: Cheering for a sports team based on birthplace, or strangers
feeling more agreeable with those assigned to their random art-preference

group.
c. Implication: "ldentifying with a group distorts your view of the facts."
10. Ambiguity Aversion (Chapter 80):

a. Description: Preferring known probabilities (risk) over unknown
probabilities (uncertainty), even if the unknown option might be objectively
better.

b. Example: Preferring to draw a red ball from a box with 50/50 red/black
known distribution, rather than a box with unknown proportions.

c. Implication: People try to "squeeze ambiguity into risk categories,"
leading to miscalculations in areas like economics.

11. Default Effect (Chapter 81):

a. Description: The tendency to stick with standard or pre-set options, and
when no default is given, to make one's past the default (status-quo bias).

b. Example: Sticking with the house wine at a restaurant or factory cellphone
settings. Higher organ donor rates in opt-out systems.

c. Implication: "By changing the default setting, you can change human
behaviour."

42. Fear of Regret (Chapter 82):

a. Description: Acting conservatively or irrationally to avoid the feeling of
having made the wrong decision, especially when deviating from the
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crowd. Exacerbated by "last chance" offers.

b. Example: Feeling more regret for an active stock switch that loses money
than for passive inaction that also results in a loss. Panicking to buy a
"last" lake-view plot at an exorbitant price.

c. Implication: "Fear of regret can make us behave irrationally."
13. House-Money Effect (Chapter 84):

a. Description: Treating money that is won, discovered, or inherited much
more frivolously than hard-earned cash, leading to bigger risks.

b. Example: Spending lottery winnings on unnecessary luxuries more readily
than hard-earned savings.

c. Mitigation: "Be careful if you win money or if a business gives you
something for free. Chances are you will pay it back with interest out of
sheer exuberance."

14. Procrastination (Chapter 85):

a. Description: The tendency to delay unpleasant but important acts, often
due to the time lapse between effort and reward, or depleted willpower.

b. Example: Delaying tax returns, quitting smoking, or going to the gym.

c. Mitigation: Set deadlines, break down tasks, eliminate distractions, and
ensure sufficient rest and blood sugar.

15. Envy (Chapter 86):

a. Description: "The most idiotic of all emotions," causing irrational behavior
because "there is no single advantage to be gained from it." Directed at
those most similar in age, career, or residence.

b. Example: A farmer wishing his neighbor's cow would die. Feeling irritated
when a colleague receives a bonus.

c. Mitigation: "First, stop comparing yourself to others. Second, find your
‘circle of competence’ and fill it on your own."

16. Personification (Chapter 87):
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a. Description: We are more emotionally stirred by human stories and faces
than by abstract statistics, even when the statistics represent a larger
issue.

b. Example: Being moved by a photo of one emaciated child but less by
statistics about millions of malnourished children.

c. Implication: Media gives stories a "face" because "statistics don't stir us;
people do."

d. Mitigation: "Be careful when you encounter human stories. Ask for the
facts and the statistical distribution behind them."

17. lllusion of Attention (Chapter 88):

a. Description: We are confident that we notice everything in front of us, but
in reality, we often see only what we are focusing on, missing even large,
unexpected interruptions ("gorillas in the room").

b. Example: Drivers missing warning signs due to GPS focus, or half of
viewers missing a gorilla in a basketball passing video.

c. Mitigation: "Confront all possible and seemingly impossible scenarios...
Check the periphery, not just the centre. Think the unthinkable."

18. Strategic Misrepresentation (Chapter 89):

a. Description: Exaggerating assertions, especially when the stakes are high
or accountability is diffuse, to make an offer seem more appealing.

b. Example: Job applicants overstating abilities, or authors promising
unrealistic timelines to publishers. Common in mega-projects where the
bid that "looks best on paper" often wins.

c. Mitigation: "Don’t go by what they claim; look at their past performance."
For projects, compare to similar ones, grill optimistic proposals, and
include financial penalties.

19. Overthinking (Chapter 90):

a. Description: Thinking too much, especially about practiced activities or
simple decisions, which can undermine intuitive ability and lead to
paralysis.
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b. Example: A centipede starving because it overthinks how to move its legs,
or a golfer choking on a simple shot.

c. Mitigation: "If it is something to do with practised activities... or questions
you've answered a thousand times... it's better not to reflect to the last
detail. It undermines your intuitive ability to solve problems."

50. Planning Fallacy (Chapter 91):

a. Description: Systematically underestimating the time, costs, and risks
required to complete a task, even when aware of past optimistic
predictions. Over-focus on the project itself, neglecting external
influences.

b. Example: Students taking 50% more time than their "worst-case scenario"
for theses, or the Sydney Opera House costing 14 times its original
estimate.

c. Mitigation: Shift focus from internal project details to external factors
(similar projects' history). Conduct a "premortem" session to envision
potential disasters.

51. Déformation Professionnelle (Chapter 92):

a. Description: "If your only tool is a hammer, all your problems will be nails."
Applying one's specialized processes or area of expertise in situations
where they don't belong, often leading to suboptimal solutions.

b. Example: Surgeons defaulting to scalpels, armies to military solutions, or
people using Excel for inappropriate tasks.

c. Mitigation: "You've got to have multiple models. And the models have to
come from multiple disciplines — because all the wisdom of the world is not
to be found in one little academic department.”

52. Zeigarnik Effect (Chapter 93):

a. Description: Uncompleted tasks persist in consciousness, "tugging at us
like little children," while completed tasks are easily forgotten.

b. Example: A waiter remembering orders only until served.
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c. Mitigation: "Outstanding tasks gnaw at us only until we have a clear idea
of how we will deal with them... a good plan of action suffices." Write
down detailed plans.

53. lllusion of Skill (Chapter 94):

a. Description: Overestimating the role of skill and underestimating the role
of luck in success, particularly in fields where chance is a significant
factor.

b. Example: Few serial entrepreneurs, suggesting luck plays a larger role
than pure skill in founding successful companies.

c. Mitigation: "In certain areas, skill plays no role whatsoever... So: give
plumbers due respect and chuckle at successful financial jesters."

54. Intention-To-Treat Error (Chapter 98):

a. Description: Incorrectly analyzing data by selectively removing
participants from a sample based on outcomes or behavior after the
intervention, skewing results.

b. Example: "Reckless drivers" appearing safer than "careful drivers"
because all accident-involved drivers are categorized as "slower." Or a
drug appearing effective because sicker patients (who couldn't take it
regularly) are in a different category.

c. Mitigation: "Always check whether test subjects... have, for whatever
reason, vanished from the sample. If so, you should file the study where it
belongs: in the trashcan."

55. News lllusion (Chapter 99):

a. Description: News is like "sugar to the body: appetising, easy to digest -
and highly destructive in the long run." It provides a distorted mental map
of risks, is largely irrelevant for decision-making, and wastes time.

b. Example: Over-focus on sensational, fast-changing details over abstract,
profound information.

c. Mitigation: "Stop reading and listening to the news. ... Instead, read long
background articles and books. Yes, nothing beats books for
understanding the world."
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lll. Overarching Principles for Clearer Thinking

1.

10.

11.
12.

Dobelli concludes by advocating for via negativa (the negative path), a
concept rooted in ancient Greek, Roman, and medieval thought:

. Focus on what not to do: "Negative knowledge (what not to do) is much more

potent than positive knowledge (what to do)."

. Eliminate errors: "Eliminate all errors and better thinking will follow." This is

analogous to Michelangelo's approach to sculpting David by "remov[ing]
everything that is not David."

. Avoid pitfalls: As Warren Buffett states, "Charlie and | have not learned how to

solve difficult business problems. What we have learned is to avoid them."

. The book also touches on two theories of irrationality:

. Hot Theory (Old): Reason (the rider) struggles to tame emotions (wild

galloping horses/bubbling lava). Dobelli argues that believing we can
completely control emotions through thinking is "illusory."

. Cold Theory (New): Thinking itself is inherently prone to systematic error,

affecting everyone, even intelligent individuals. These errors are predictable
and fixable to a degree.

. Evolutionary Basis: Our brains are optimized for a hunter-gatherer

environment, where quick, intuitive reactions often paid off more than
reflection. The modern world's complexity overwhelms these innate
tendencies.

. Brain's Purpose: Our brains are designed to reproduce and persuade, rather

than solely to search for truth.

Heuristics: Intuitive decisions, though lacking pure logic, are sometimes better
or necessary due to lack of information, leading us to use "mental shortcuts
and rules of thumb."

Ultimately, Dobelli advises a two-pronged approach for decision-making:

High Stakes: For "important personal or business decisions," be "reasonable
and rational as possible." Use a "checklist decision tree" to examine
thoroughly.
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13. Low Stakes: For "small" consequences, "forget about rational optimisation
and let your intuition take over."

L4. Circle of Competence: Apply rational thinking outside your "circle of
competence" (areas you intuitively understand and master). "Find out where
your circle of competence is. Get a clear grasp of it. Hint: it's smaller than you
think."
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