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Decisions are emotional, not logical: the neuroscience behind
decision-making

At the point of decision, emotions are very important for choosing. In fact even with what we believe are
logical decisions, the very point of choice is arguably always based on emotion.

(//bigthink.com/community/jim-camp)

JIM CAMP (//BIGTHINK.COM/COMMUNITY/JIM-CAMP)

Jim Camp (http:/mwww.startwithno.com) is founder and CEO of The Camp Negotiation Institute
(http://Ivww.campnegotiationinstitute.com/), with more than 400 students from 24 countries enrolled in its
Team Member courses. He is author of two bestselling books published by Crown, Start with No and NO: The
Only System of Negotiation You Need for Work or Home, which have been translated into 12 languages, and a
new 6-CD audio program "The Power of No," produced by Nightingale-Conant. He was recently a featured
panelist at Harvard's 2012 Negotiation & Leadership Conference
(http://www.negotiationleadership.org/2012conference).
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there was no other logical solution or answer.

And then the other person dug in his heels and refused to budge. He wasn't swayed by your
logic. Were you flabbergasted?

This is similar to what many negotiators do when they sit down at the table to hammer out a
deal. They come armed with facts, and they attempt to use logic to sway the other party. They
figure that by piling on the data and using reason to explain their side of the situation, they
can construct a solution that is simply irrefutable—and get the other party to say yes.

They're doomed to fail, however, because decision-making isn't logical, it's emotional,
according to the latest findings in neuroscience.

A few years ago, neuroscientist Antonio Damasio (http:/metablog.borntothink.com/wp-
content/uploads/2011/07/1994-Damasio-Descartes-Error.pdf) made a groundbreaking
discovery. He studied people with damage in the part of the brain where emotions are
generated. He found that they seemed normal, except that they were not able to feel
emotions. But they all had something peculiar in common: they couldn’t make decisions.
They could describe what they should be doing in logical terms, yet they found it very
difficult to make even simple decisions, such as what to eat. Many decisions have pros and
cons on both sides—shall | have the chicken or the turkey? With no rational way to decide,
these test subjects were unable to arrive at a decision.

So at the point of decision, emotions are very important for choosing. In fact even with what
we believe are logical decisions, the very point of choice is arguably always based on emotion.

This finding has enormous implications for negotiation professionals. People who believe
they can build a case for their side using reason are doomed to be poor negotiators, because
they don't understand the real factors that are driving the other party to come to a decision.
Those who base their negotiation strategy on logic end up relying on assumptions, guesses,
and opinions. If my side of the argument is logical, they figure, then the other side can't
argue with it and is bound to come around to my way of thinking. The problem is, you can't
assume that the other party will see things your way.

What the negotiator can and must do, however, is create a vision for the other side to bring
about discovery and decision on their part. In the end, your opponent will make the decision
because he wants to. Getting him to want to, using the step-by-step methodology that is
part of the Camp System (http://www.startwithno.com/), is the job of the negotiator—not
trying to convince him with reason.

You don't tell your opponent what to think or what's best. You help them discover for


http://metablog.borntothink.com/wp-content/uploads/2011/07/1994-Damasio-Descartes-Error.pdf
http://www.startwithno.com/
https://bigthink.com/
https://bigthink.com/videos
https://bigthink.com/Big-Think-for-Business
javascript:;

tﬁ@ﬁnwrgtlgltﬁigg ﬁéﬂjﬂiMantageous to them. Their ultimate Q
decision’is’bas selt- t. S . I want this. This is good for me and my

side. DISCOVER VIDEO (/VIDEOS) BIG THINK FOR BUSINESS (/BIG-THINK-FOR-BUSINESS)

There's a detailed and systematic way (http://www.campnegotiationinstitute.com/) to go
about building vision the right way. But in general, if you can get the other party to reveal
their problems, pain, and unmet objectives, then you can build a vision for them of their
problem, with you and your proposal as the solution. They won't make their decision because
it is logical. They'll make their decision because you have helped them feel that it's to their
advantage to do so.
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Jim Camp (http://www.startwithno.com/) is founder and CEO of The Camp Negotiation
Institute (http://www.campnegotiationinstitute.com/), with more than 400 students
from 24 countries enrolled in its Team Member courses. He is author of two bestselling
books published by Crown, Start with No and NO: The Only System of Negotiation You
Need for Work or Home, which have been translated into 12 languages, and a new 6-CD
audio program "The Power of No," produced by Nightingale-Conant. He was recently a
featured panelist at Harvard's 2012 Negotiation & Leadership Conference
(http://www.negotiationleadership.org/2012conference).

How non-industrial cultures view mental iliness
(https://bigthink.com/culture-religion/mental-iliness-alan-watts-
terrence-mckenna)

Culture determines how mental illness or aberrant mental behavior is viewed and dealt with.

by Mike Colagrossi 05 November, 2018
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Mongolian Shamans performing a fire ritual.

e Many abnormal behaviors that are considered by western psychologists to be mental
illnesses that require treatment are seen in a much different and even positive light in
non-industrial or "primitive" societies.

e Things like hearing voices, hallucinations, and other unconventional behaviors are seen
as the start of a spiritual awakening. Many of these individuals go on to become spiritual
leaders and shamans of their commmunities.

e Alan Watts and Terrence McKenna both commented on and were concerned about
industrial definitions and treatment of mental iliness.
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by Robby Berman 20 September, 2018
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(Anna Palm de Rosa, Public Domain)

* An analysis of a massive amount of data reveals four new personality types.
e The study is the first to take self-reporting out of the equation.
e The four new types are "average," "reserved," "self-centered," and "role model".
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