1. The three heuristics mentioned in class are anchoring, representatives, and availability. There are various ways that can be used in order to reduce or avoid errors for each heuristics. In anchoring heuristic we tend to being influenced by numbers even those that are not valid. There are various ways we can reduce or avoid errors associated with anchoring such as relentlessly searching for relevant potentially or new evidence which is disconfirming and seeking diverse outside opinion in order to counter our numbers overconfidence. The second heuristic is a representative which is described as object similarity assessing. The errors associated with this heuristic can be reduced by reframing the flip of our prototype to see if we are viewing the already situation in our minds is most relevant or typical. The last heuristic is availability which is a mental shortcut relying on the example that is immediate which comes to the mind of a person when evaluating a topic, decision, or concept. In order to reduce errors we can reward the process and refrain from penalizing errors when both efforts and intentions are sound. The other way to reduce errors is developing a review process that is systematic and leaves us committed.
2. The Gamble’s Fallacy which is also called the Monte Carlo Fallacy occurs when an individual believes erroneously that an event which is certain random is less likely or more likely, given an event that is previous or events series. The hot hand belief is the fallacy of the belief which is irrational that if you win or lose in a row several games chances, either you are “hot” or “cold”. The data from Roulette games was used in examining the existence and prevalence of the hot hand belief and gamble’s fallacy. The results of the data support the hot hand belief where the independent variables included an intercept which was a hotness measure, a control for the players' numbers and control “favorite” for leaving bet on the table. The measure of hotness thus calculated the number appearing frequency minus frequency expected. The hotness measure was positive if a number has appeared more than expected and negative otherwise. 
3. In the “Sacred Values”? The Effect of Information on Attitudes towards Payments for Human Organs” by Elias, Laceter, and Macis, the research question is "Are attitudes about morally controversial (and often prohibited) market transactions affected by information about their costs and benefits?" The finding of this paper is that market-based solutions to the shortage of organ increased in documented and verifiable potential benefits information response. The indoor prostitution and slavery findings were different with overall information response that was limited but wider heterogeneity and the study inferred the individuals into considering information which is specific when expressing morally charged activity support.     
4. The traditional economic theory measuring preferences ways include agriculture, hunting, fishing, gathering forming traditional economy, barter trade used in the place of money, and traditional economy living in families (tribes). The neuroeconomics measuring preferences ways include several areas of research, developing cognitive neuroscience and decision making, risks, uncertainties, and rewards models. The policy implications of experimental findings regarding dynamic decisions are that the research has facilitated the transformation of policy from simple choices to more generalizable applications of policy.
5. The application of behavioral economics to environmental policy is, for instance, reducing global warming. Consumer behaviors are used by organizations in designing environmental policies that aim at reducing global warming.  This is very important as the world continues to experience this major problem which can be adequately addressed by behavioral economics.
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