common thinking errors list

Understanding Common Thinking Errors and Cognitive
Biases

Have you ever found yourself making a decision that, in hindsight, seems illogical or completely off
the mark? The human mind, while a remarkable tool, is also prone to a fascinating array of
systematic errors in thinking, often referred to as cognitive biases or common thinking errors. These
mental shortcuts, while sometimes helpful for quick processing, can lead us astray, impacting our
judgments, perceptions, and ultimately, our actions. Recognizing these pitfalls is the first step
towards more rational decision-making and a clearer understanding of how we process information.
This comprehensive guide delves into a detailed common thinking errors list, exploring their nature,
impact, and how to mitigate their influence on our lives, whether in personal relationships,
professional endeavors, or everyday choices. By understanding these psychological tendencies, we
can cultivate more critical thinking skills and navigate the complexities of information with greater
accuracy.
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The Psychology Behind Cognitive Biases

Cognitive biases are not a sign of intellectual weakness; rather, they are inherent aspects of human
cognition, shaped by evolutionary pressures and the brain's need to process vast amounts of
information efficiently. Our brains have developed heuristics, which are mental shortcuts or rules of
thumb, to simplify decision-making and problem-solving. These shortcuts, while often effective, can
also lead to systematic deviations from rational judgment. Understanding the underlying psychology
of why these common thinking errors occur is crucial. They often stem from our desire to reduce



cognitive load, maintain a positive self-image, and reach conclusions quickly. In essence, these
biases are often adaptive mechanisms that have helped humans survive and thrive, but in the
complex modern world, they can lead to flawed reasoning and poor decisions. The very efficiency
that makes them useful can also be their downfall, leading to errors in judgment that impact
personal and professional life.

A Comprehensive Common Thinking Errors List

Navigating the landscape of faulty thinking requires a clear understanding of the specific biases at
play. This section provides a detailed common thinking errors list, delving into the nature of each
bias and its potential impact. By familiarizing ourselves with these psychological tendencies, we can
begin to identify them in our own thought processes and in the behavior of others. This awareness is
the foundational step towards developing more robust critical thinking skills and making more
informed decisions. Each error represents a deviation from purely logical reasoning, often
influenced by emotions, past experiences, or social pressures. Let's explore these common thinking
errors in detail.

Confirmation Bias: Seeking What We Already Believe

Confirmation bias is one of the most pervasive common thinking errors. It describes our tendency to
search for, interpret, favor, and recall information in a way that confirms or supports our pre-
existing beliefs or hypotheses. Essentially, we actively seek out evidence that validates what we
already think, while downplaying or ignoring evidence that contradicts it. This bias can lead to a
skewed perception of reality and can reinforce false beliefs, making it difficult to change our minds
even when presented with compelling counterarguments. The internet, with its algorithms that often
tailor content to our preferences, can inadvertently exacerbate confirmation bias by creating echo
chambers.

Examples of Confirmation Bias

¢ An individual who believes a particular stock will perform well might only seek out news
articles and analyst reports that support this positive outlook, while ignoring any negative
financial indicators.

e During a political debate, a supporter of a candidate will pay more attention to and remember
arguments that praise their candidate, while dismissing or forgetting criticisms.

e Someone who believes in a specific health fad might only read testimonials from people who
have had positive experiences, disregarding scientific studies that show no benefit or potential
harm.

¢ A manager who has a negative first impression of an employee might unconsciously look for
and interpret that employee's actions in a way that confirms this initial negative assessment.



Strategies to Combat Confirmation Bias

e Actively seek out diverse perspectives and information sources, even those that challenge your
current beliefs.

 Play devil's advocate with your own ideas and beliefs to identify potential weaknesses or
counterarguments.

e When evaluating information, consciously try to give equal weight to evidence that supports
and contradicts your viewpoint.

¢ Ask open-ended questions that encourage exploration of alternative possibilities rather than
reinforcing existing assumptions.

¢ Be mindful of your emotional reactions to information; strong emotional responses can
sometimes indicate that confirmation bias is at play.

Availability Heuristic: Overestimating the Obvious

The availability heuristic is a mental shortcut that relies on immediate examples that come to a given
person's mind when evaluating a specific topic, concept, method, or decision. If instances of an event
are easily recalled, people tend to think that such events are more common or probable than they
actually are. Vivid, dramatic, or emotionally charged events are more easily recalled, leading to an
overestimation of their frequency. This is a common thinking error because our memory is not a
perfectly accurate record; it's influenced by recency and salience.

Impact of Availability Heuristic

e After seeing numerous news reports about plane crashes, people might overestimate the risk
of flying compared to driving, even though statistically, driving is far more dangerous.

¢ A doctor who recently treated a patient with a rare disease might be more likely to consider
that diagnosis for subsequent patients with similar, but more common, symptoms.

e Fear of terrorism can be amplified by media coverage, leading to an overestimation of the
personal risk, even when statistics show otherwise.

e People might overestimate the prevalence of violent crime in their area if they are exposed to
more media reports about it.



Overcoming Availability Bias

e Seek out statistical data and objective information rather than relying solely on memorable
anecdotes or media portrayals.

e Consider the base rates of events rather than focusing on the most easily recalled examples.

e Practice structured decision-making processes that force consideration of less obvious
possibilities.

e Be aware that vivid or emotionally charged stories are often less representative of overall
reality.

Anchoring Bias: The Power of the First Impression

Anchoring bias, also known as focalism, is a cognitive bias that describes the common human
tendency to rely too heavily on the first piece of information offered (the "anchor") when making
decisions. Once an anchor is set, other judgments are often made by adjusting away from that
anchor, and there is a bias toward interpreting other information around the anchor. This is a
powerful common thinking error because the initial information can disproportionately influence
subsequent evaluations, even if that initial information is arbitrary or irrelevant.

Anchoring in Negotiations

In negotiations, the first offer often serves as a powerful anchor. If one party makes a very high
initial offer, it can pull the perceived value of the item or service significantly higher, influencing the
final agreed-upon price. Conversely, a very low initial offer can set a low anchor. This bias is often
exploited intentionally in sales and negotiations to guide the other party's perception of value.

Strategies for Avoiding Anchoring

e Before engaging in a negotiation or making a judgment, do your own research and establish
your own independent valuation or expectation.

e Be aware that the first number presented might be a tactic and try to avoid letting it unduly
influence your thinking.

e Consider multiple potential anchors or reference points to broaden your perspective.

e When setting prices or making offers, consider the psychological impact of your anchor.



Hindsight Bias: The "I Knew It All Along" Phenomenon

Hindsight bias, often called the "I-knew-it-all-along" effect, is the tendency for people with the
benefit of knowing an outcome to see that outcome as having been predictable, despite there having
been little or no objective basis for prediction. After an event has occurred, it seems obvious that it
was going to happen. This common thinking error makes it difficult to learn from past experiences
because we tend to distort our memories to align with the actual outcome, making our past selves
appear more prescient than they were.

Consequences of Hindsight Bias

Hindsight bias can lead to overconfidence in our ability to predict future events and can make it
difficult to empathize with those who did not foresee an outcome. It can also lead to unfair
judgments of past decisions, as we evaluate them with the benefit of knowing what happened.

Mitigating Hindsight Bias

e Keep detailed records of your predictions and the reasoning behind them before events occur.

e When reflecting on past decisions, try to recall your state of knowledge and the available
information at the time the decision was made, not just the outcome.

e Focus on the process of decision-making rather than solely on the outcome.

e Engage in "premortem" exercises, where you imagine an event has failed and then work
backward to identify potential causes.

Overconfidence Bias: Believing We Know More Than
We Do

Overconfidence bias is a common thinking error characterized by an excessive confidence in one's
own answers, judgments, abilities, or knowledge. People tend to be more confident in their beliefs
and decisions than is objectively warranted. This bias can manifest in several ways, including
overestimating our knowledge, believing our skills are better than they are, and being overly
optimistic about future outcomes. It can be particularly dangerous in fields that require accurate
assessment and careful planning, such as finance or medicine.

Manifestations of Overconfidence

« A trader believing they can consistently beat the market without sufficient evidence.



¢ A student overestimating their preparedness for an exam, leading to less diligent study.

¢ An entrepreneur believing their business idea is foolproof, ignoring potential market
challenges.

« Drivers often rate their driving ability as above average, a statistical impossibility.

Reducing Overconfidence

Seek feedback from others, particularly those who have different perspectives or expertise.

Practice calibration by estimating the probability of your predictions and then checking their
accuracy over time.

Consider scenarios where you might be wrong and actively look for disconfirming evidence.

Break down complex tasks and make specific, measurable predictions rather than vague
generalizations.

Sunk Cost Fallacy: The Trap of Irrecoverable
Investments

The sunk cost fallacy is the tendency to continue an endeavor as a result of previously invested
resources (time, money, or effort), even when it is clear that continuing is not the best decision.
Because we've already put so much into something, we feel compelled to see it through, even if the
future costs outweigh the potential benefits. This is a classic common thinking error because it leads
us to make decisions based on past, unrecoverable investments rather than on future prospects. It's
the "throwing good money after bad" phenomenon.

Recognizing Sunk Costs

Sunk costs are investments that have already been made and cannot be recovered. They can be
monetary (money spent on a failing project), temporal (time invested in a relationship that isn't
working), or effort-based (energy put into a task that has no prospect of success).

Breaking Free from the Sunk Cost Fallacy

e Focus on the future costs and benefits, not the past investments. Ask: "If I were starting today,
knowing what I know now, would I make this investment?"



» Be willing to cut your losses. Recognize that admitting a past decision was wrong is not a sign
of failure, but of wisdom.

e Seek objective advice from individuals who are not emotionally invested in the past decision.

 Set clear exit criteria for projects or endeavors before they begin, so you have a pre-
determined plan to stop if certain conditions aren't met.

Framing Effect: How Presentation Changes Perception

The framing effect is a cognitive bias where people decide on options based on whether the options
are presented with positive or negative connotations; e.g., as a loss or as a gain. For example, a
medical procedure with a "90% survival rate" is perceived more favorably than one with a "10%
mortality rate," even though both statements convey the same information. This common thinking
error highlights how the way information is presented can significantly influence our choices and
judgments, often in ways we don't consciously realize.

Examples of the Framing Effect

e A product advertised as "95% fat-free" is often perceived more positively than one advertised
as "5% fat."

« In financial decisions, a choice framed as a potential gain might be preferred over a choice
framed as an equivalent potential loss, even if the expected values are the same.

e Customer satisfaction surveys that use leading questions or biased phrasing can influence the
responses obtained.

¢ Discounts offered as "money off" are often more appealing than equivalent discounts offered
as percentage reductions.

Leveraging and Avoiding Framing

Understanding the framing effect allows marketers and communicators to present information in a
way that is more persuasive. For individuals, the key to avoiding this bias is to reframe the
information from multiple perspectives to see if the decision changes. Consciously stripping away
the emotional language and focusing on the underlying facts can help. Asking "What is the core
information being conveyed?" can be a useful strategy.



Bandwagon Effect: Following the Crowd

The bandwagon effect is a psychological phenomenon in which people do something primarily
because other people are doing it, regardless of their own beliefs, ideas, or experiences. This
common thinking error is driven by our innate desire for social acceptance and belonging. The more
people adopt a behavior or belief, the more likely others are to adopt it as well. This can be seen in
fashion trends, investment bubbles, and even political movements.

Social Proof and the Bandwagon

The bandwagon effect is closely related to the concept of social proof, where people assume the
actions of others reflect correct behavior. If many people are doing something, we tend to believe
it's the right thing to do. This is a powerful influence, especially in situations of uncertainty.

Resisting the Bandwagon Effect

e Critically evaluate the reasons behind a trend or popular opinion. Is it based on sound logic or
simply the desire to conform?

e Cultivate independent thinking and be comfortable with being a minority opinion if your
analysis supports it.

e Seek out information and opinions from sources that are not driven by popular consensus.

» Consider the potential downsides or risks associated with following the crowd, especially in
areas like investing or significant life decisions.

False Consensus Effect: Overestimating Agreement

The false consensus effect is a cognitive bias whereby people tend to overestimate the extent to
which their own opinions, beliefs, habits, and behaviors are common and normal, especially when
compared to the opinions, beliefs, habits, and behaviors of others. This common thinking error leads
us to believe that most people think and act as we do. It can stem from our tendency to surround
ourselves with like-minded individuals and from a desire to validate our own views.

Roots of the False Consensus Effect

The availability of our own opinions in our memory makes them easily accessible, leading us to
believe they are universally shared. Additionally, our desire to see ourselves as normal and rational
contributes to this bias.



Strategies for Addressing False Consensus

 Actively seek out and engage with people who hold different opinions and perspectives.
e Be mindful of the sampling bias in your social circles and information consumption.

e When making judgments about others, resist the urge to assume they share your internal
thought processes or beliefs.

¢ Practice active listening to truly understand the views of others, rather than just waiting for
your turn to speak or confirm your own beliefs.

Negativity Bias: The Power of the Negative

Negativity bias, also known as the negativity effect, is the tendency for humans to give more
psychological weight to negative experiences than to positive ones. This common thinking error
means that negative events, emotions, information, and stimuli have a greater impact on our
psychological state and processes than neutral or positive ones. Evolutionary psychologists suggest
this bias may have developed as a survival mechanism, as paying attention to threats was crucial for
staying alive.

Why Negativity Bias Persists

The brain is wired to detect threats and potential dangers. This survival instinct, while beneficial in
primal environments, can lead to an overemphasis on negative news, criticism, and potential
problems in modern life, impacting our mood, decision-making, and overall well-being.

Balancing Negativity Bias

e Consciously practice gratitude for positive experiences, no matter how small.

e Seek out positive news and affirmations to counterbalance the tendency to focus on the
negative.

e When receiving feedback, try to give equal weight to constructive criticism and positive
affirmations.

e Practice mindfulness to become more aware of your emotional responses and to detach from
negative stimuli.



Dunning-Kruger Effect: Ignorance Breeds Confidence

The Dunning-Kruger effect is a cognitive bias whereby people with low ability, expertise, or
experience regarding a certain type of task or area of knowledge tend to overestimate their ability or
knowledge. This phenomenon is often summarized by the phrase "ignorance breeds confidence."
Conversely, people with high ability, expertise, or experience tend to underestimate their relative
competence, erroneously assuming that tasks which are easy for them are also easy for others. This
is a crucial common thinking error for learning and development.

Understanding the Dunning-Kruger Curve

The Dunning-Kruger effect is often visualized as a curve, where initial competence is low, but
confidence is high ("peak of Mount Stupid"). As learning progresses, competence increases, but
confidence dips as individuals realize the complexity of the subject ("valley of despair"). With further
learning and practice, both competence and confidence rise steadily ("slope of enlightenment" and
"plateau of sustainability").

Navigating the Dunning-Kruger Effect

e Be humble and recognize the vastness of knowledge; acknowledge that there's always more to
learn.

e Seek out mentors and experts who can provide realistic feedback on your skills and
knowledge.

e Continuously strive for self-improvement and be open to feedback that challenges your current
understanding.

e When evaluating your own abilities, compare yourself to objective standards and the
performance of others rather than relying solely on your own self-assessment.

Action Bias: The Urge to Act, Even When Inaction is
Better

Action bias is the tendency to favor action over inaction, even when inaction might be the more
appropriate or effective choice. This common thinking error leads people to believe that taking some
form of action, any action, is better than doing nothing, regardless of the potential outcomes. It's
often fueled by a desire to feel productive or to avoid the discomfort of uncertainty that can
accompany waiting.



When Action Bias is Harmful

Action bias can be detrimental in situations where careful consideration, strategic waiting, or
observation is required. For example, in medical emergencies, unnecessary or hasty actions can
worsen a patient's condition. In business, rushing into a new market without adequate research can
lead to significant losses.

Cultivating Strategic Inaction

e Pause and assess the situation before acting. Is action truly necessary, or is it just a response
to discomfort?

e Consider the potential consequences of both action and inaction.

e Develop strategies that involve observation, data gathering, and analysis before committing to
a course of action.

e Recognize that sometimes the most effective action is to wait and gather more information.

Halo Effect: Good Feelings Spill Over

The halo effect is a type of cognitive bias in which our overall impression of a person, brand, or
product influences our feelings and thoughts about their character or properties. If we have a
positive impression of one trait, we tend to assume other traits are also positive. This common
thinking error can lead to biased judgments, as positive attributes can overshadow negative ones, or
vice versa (the "horns effect").

The Halo Effect in Marketing and Hiring

In marketing, a well-liked celebrity endorsement can create a positive halo around a product,
making consumers more likely to view it favorably. In hiring, an attractive or charismatic candidate
might be perceived as more competent, even if their qualifications are no stronger than a less
visually appealing candidate.

Recognizing and Counteracting the Halo Effect

» Be aware that your overall impression of someone or something can influence your judgment
of specific attributes.

e Evaluate each attribute or characteristic independently, without letting your general
impression unduly sway your assessment.



e Seek objective data and criteria when making evaluations, especially in hiring or performance
reviews.

e Consider both positive and negative aspects of a person or product separately.

The Importance of Understanding Common Thinking
Errors

Understanding this extensive common thinking errors list is not about achieving perfect rationality,
which is an unrealistic goal for humans. Instead, it's about developing a greater awareness of the
systematic ways our thinking can be distorted. By recognizing these cognitive biases, we can
become more critical consumers of information, make more informed decisions, and improve our
interpersonal relationships. This self-awareness is a powerful tool for personal growth and for
navigating a world that often presents complex challenges and persuasive narratives. It allows us to
question our own assumptions and to approach situations with a more objective and reasoned
mindset, leading to better outcomes in all aspects of life.

Strategies for Improving Critical Thinking

Improving critical thinking is an ongoing process that involves actively working to counteract these
common thinking errors. It requires a commitment to seeking truth, questioning assumptions, and
evaluating evidence rigorously. By consistently applying these strategies, individuals can enhance
their decision-making capabilities and become more effective problem-solvers. Developing a habit of
reflection and seeking diverse perspectives are fundamental to this improvement.

Conclusion: Mastering Your Mind

This exploration of a comprehensive common thinking errors list reveals the subtle yet significant
ways our minds can lead us astray. From confirmation bias to the halo effect, these cognitive biases
are deeply ingrained patterns of thought that influence our judgments, decisions, and perceptions
daily. Recognizing these common thinking errors is the crucial first step towards mitigating their
impact. By actively practicing strategies like seeking diverse perspectives, focusing on objective
data, and being mindful of our own biases, we can cultivate stronger critical thinking skills.
Mastering your mind involves a continuous effort to question assumptions, evaluate information with
a discerning eye, and strive for more rational and evidence-based conclusions. This journey of self-
awareness is key to making better decisions and living a more considered life.



Frequently Asked Questions

What is confirmation bias and how does it impact our
decision-making?

Confirmation bias is the tendency to seek out, interpret, and remember information that confirms
our pre-existing beliefs, while ignoring or downplaying contradictory evidence. It impacts decision-
making by leading us to make choices based on incomplete or biased information, reinforcing
potentially flawed assumptions.

Can you explain the availability heuristic and give an example?

The availability heuristic is a mental shortcut where we overestimate the likelihood of events that
are more easily recalled or vividly imagined. For example, after seeing numerous news reports about
plane crashes, you might overestimate the risk of flying compared to driving, even though car
accidents are statistically more common.

What is the Dunning-Kruger effect and how does it manifest?

The Dunning-Kruger effect describes the cognitive bias where people with low ability at a task
overestimate their ability. Conversely, highly competent individuals may underestimate their relative
competence. It manifests as overconfidence in the unskilled and underconfidence (or a more
accurate self-assessment) in the highly skilled.

How does anchoring bias influence our negotiations or
judgments?

Anchoring bias occurs when we rely too heavily on the first piece of information offered (the
"anchor") when making decisions. In negotiations, the initial price proposed often sets the anchor,
influencing the subsequent offers and the final outcome. Similarly, initial judgments can unduly
sway our later evaluations.

What is the bandwagon effect and why is it so pervasive?

The bandwagon effect is the tendency to do or believe things because many other people do or
believe the same. It's pervasive because humans are social creatures and often look to the group for
validation and to reduce uncertainty. Following the crowd can feel safer and easier than forming an
independent opinion.

Explain the concept of framing and how it affects perception.

Framing refers to how information is presented, which can significantly influence how we perceive it
and the decisions we make based on it. For instance, a product described as '90% fat-free' is
perceived more positively than one described as '10% fat', even though they mean the same thing.



What is hindsight bias, and how does it lead to
overconfidence?

Hindsight bias, often called the 'I-knew-it-all-along' effect, is the tendency to see past events as more
predictable than they actually were. This can lead to overconfidence in our ability to predict future
events, as we falsely believe we could have anticipated the outcome.

How does the fundamental attribution error impact our
perception of others' behavior?

The fundamental attribution error is the tendency to overemphasize dispositional or personality-
based explanations for others' behaviors while underemphasizing situational explanations. For
example, if someone cuts you off in traffic, you might assume they're a rude person, rather than
considering they might be rushing to an emergency.

What is motivated reasoning, and how can we counter it?

Motivated reasoning is the process of seeking out information and arguments that support our
existing beliefs or desired outcomes, often at the expense of accuracy. To counter it, we can actively
seek diverse perspectives, engage with information that challenges our views, and practice
metacognition - thinking about our own thinking.

Additional Resources

Here is a numbered list of 9 book titles related to common thinking errors, with descriptions:

1.

Thinking, Fast and Slow

This seminal work by Daniel Kahneman explores the two systems that drive the way we think:
System 1, which is fast, intuitive, and emotional; and System 2, which is slower, more deliberative,
and logical. Kahneman delves into the heuristics and biases that often lead to predictable errors in
judgment, offering a profound understanding of why we make the decisions we do. The book
provides numerous examples and research findings to illustrate how these thinking patterns
influence our lives.

2.

Predictably Irrational: The Hidden Forces That Shape Our
Decisions

Dan Ariely examines the systematic ways in which we are irrational, demonstrating that our
irrationality is not random but rather predictable. He uses a series of clever experiments to reveal
how our decisions are influenced by social norms, relativity, and a range of cognitive biases. This
book offers practical insights into understanding and improving our own decision-making processes
by recognizing these hidden forces.



Misbehaving: The Making of Behavioral Economics

Richard Thaler, a pioneer in behavioral economics, recounts the development of his field and its
challenges to traditional economic assumptions. He explains how psychological realities, including
common thinking errors like framing effects and overconfidence, lead people to act in ways that
standard economic models don't predict. Thaler's engaging narrative highlights how understanding
these "misbehaviours" can lead to better policies and personal choices.

4.

The Art of Thinking Clearly

Rolf Dobelli presents a concise guide to 99 common thinking errors, offering practical advice on how
to avoid them. Each short chapter focuses on a specific cognitive bias, such as confirmation bias,
availability heuristic, and sunk cost fallacy. The book aims to equip readers with the tools to make
better decisions in both personal and professional life by becoming more aware of their mental
pitfalls.

5.

Your Brain is a User's Manual

Todd Rose provides a practical and accessible guide to understanding how our brains work and how
we can leverage this knowledge to overcome cognitive limitations. The book touches upon how our
individual brains are wired differently, influencing our perception and decision-making, and offers
strategies to counter common mental shortcuts that can lead us astray. It empowers readers to take
control of their thinking for improved well-being and effectiveness.

6.

Factfulness: Ten Reasons We're Wrong About the World—and
Why Things Are Better Than You Think

Hans Rosling, with Ola Rosling and Anna Rosling Ronnlund, argues that our understanding of the
world is often distorted by innate human tendencies and media portrayations. They identify ten
instincts that skew our perceptions, such as the negativity bias and the generalization instinct, and
demonstrate how to counteract them with data and critical thinking. The book encourages a more
fact-based and optimistic view of global progress.

7.

The Black Swan: The Impact of the Highly Improbable

Nassim Nicholas Taleb explores the profound impact of rare, unpredictable events, known as "Black
Swans," on our lives and the world. He argues that our tendency to build models and explanations
around past events makes us blind to future radical uncertainties. The book critiques our reliance on
prediction and highlights the dangers of overconfidence and the underestimation of extreme
outcomes.



Influence: The Psychology of Persuasion

Robert Cialdini, a renowned psychologist, delves into the six universal principles of influence that
drive our behavior and how they are used by "compliance professionals." He explains concepts like
reciprocity, commitment and consistency, and social proof, all of which can be exploited by
leveraging our thinking errors. This book serves as both a guide to understanding persuasive tactics
and a warning about how easily we can be manipulated.

9.

The Signal and the Noise: Why So Many Predictions Fail—but
Some Don't

Nate Silver, a master statistician, investigates why forecasting is so difficult and explores the factors
that contribute to accurate predictions. He examines various domains, from politics to sports to
finance, highlighting how distinguishing meaningful "signals" from random "noise" is crucial. The
book champions a more rational and probabilistic approach to understanding the world and making
informed judgments, directly addressing the challenges posed by cognitive biases.
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