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The Confirming-Evidence Trap
[bookmark: _GoBack]Decision-making is an important task in a business. Decision-making determines the success or failure of a business and it is the riskiest and toughest activity in the organization. If the decisions made are bad, the business can be damaged. Bad decisions can be a result of unclearly defined alternatives, collection of wrong information and inaccurate weighing of the costs and benefits. This discussion aims at providing an example of decision making, how the example fits the selected trap and providing recommendations that can help in identifying and preventing the trap from occurring in the future. This paper is based on the confirming-evidence trap.
The confirming-evidence trap is a psychological force that helps us decide the action we want to take before figuring out the reason for the action (Hammond et al., 2006). This kind of force also contributes to our tendency to engage more in what we like than what we dislike. An example is a restaurant manager who decided to expand the business by establishing another restaurant business far away outside the town. The manager was uncertain because he was afraid of the high competition from dominating and existing similar businesses that have been established within the area. He planned to drop the idea but he chose to seek advice first from the other managers in the same line of business within the target area. This example fits the confirming-evidence bias because the situation makes the manager seek information that would support his instinct. This type of trap affects the interpretation of evidence received.
To prevent the confirming-evidence trap from occurring, the manager should make sure that he’s honest with himself by seeking information that will help him make a smart choice but not information to support what he thinks that he would like to do. The manager should look for advisers who do not always support his view. He can choose a person to argue against the decision that he has. The adviser should challenge the manager by contradicting him. The manager should also avoid the habit of falling into support of the confirming evidence without proper examination where questions can be formulated. 
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