
How We Make Decisions

Decisions are generally based on needs:

Tangible Needs:

· Conscious

· Explicit

· Impersonal, less important

Intangible Needs:

· Unconscious

· Implicit

· Personal, more important

Intangible Needs are our primary motivators for decision making. They emanate from the identity and belief levels of our personality. There are 5 groups (cf Maslow’s hierarchy of needs):

1. Ego/Status/Esteem 
2. Fear/Security/Safety 
3. Social/Leisure 
4. Value/Profit

5. Self-realisation/Pleasure

We all have all of the above, but one, the Primary Intangible Need, tends to predominate in all our rational decision making, followed by the others in order.
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