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Abstract 
Decision making is a very important aspect to be considered by individuals in an organisation. Decision making of individuals in an organisation improves opportunities and success of the organisations structure of management. Decision making of individuals in organisations can be right or wrong depending on the executives, it may sometimes fail or promote the organisation.
Decision making is however important for top management because of their strategic position, top management make strategic decisions which is formal, informal or both depending on the situation of the decision. For a business to be successful there should be need for strategic decisions to be maintained and considered in order to achieve a better market resources at a particular given time. 
Decision making do not bring good results all the time, they have been an improvement of decision making in the managerial level over the past years and these improvements includes modification in technology and human behaviour cognitive condition and risk management. 
Decision making can fail when managers lack the rightful information and when cost and benefit are calculated wrongly, these are the circumstances behind a poor decision making by managers.
This research will however indicate the traps and biases of decision making in organization and its strategy in business. Therefore managers should always understand that they can be a victim of either a good decision making or a bad decision making which is also called traps in decision making, in most cases good decision making can also yield a poor results. Managers should always aim at reducing risk that is linked to decision traps and this is done with the influence of strategic decision making.  

















Introduction
Decision making is very important both for individuals and the organisation at large (Nooraie, 2011). Decision making study was first formed by Barnard hard working theorist like Henry Mintzberg, James March and Herbert Simon (Buchanan and O Connell, 2006). According to Rogers and Blenko (2006), the success of every business depends on the decision of the management. Decision making of individuals in a business can either promote the business or fail the business (Buchanan and O’Connell, 2006). Managers need to analyse and evaluate the situation facing them and be cautious of making strategic decisions on their cause of action. Most managers are unfortunately too careful that they tend to protect questionable results while other managers believe so much in their ability that in most cases the underestimate the choice of a possible outcome.   
The word “decision making” was introduced into business in the 19th century from the book of public administration by Chester Barnard in the book ‘the functions of the executives’ (Vrchota and Svarova, 2015). The normal workplace terms like the policy making and resource allocation has gradually been replaced by the term decision making (Buchanan and O’Connell, 2006). Decision making is not seen in business alone but in all aspect of life and this has widely improved managers way of reasoning in both science and business (Buchanan and O’Connell, 2006), Starbuck (2004).
However, good decision making does not always produce the right result. Decision making by managers over the years has shown some aspect of success due to technology advancement and human cognitive human behaviour along with the management of risk (Buchanan and O’Connell, 2006). Managers do have the impression that allows past remarkable actions to decide the view of their present situation. 
Risk and fear can be avoided in business by rational decision making (Koklic and Vida, 2012) however, the development of senior managers improves the performance of the organisation and yields a quick rational decision above other business rivals (Redman, 2017). Poor decision making in management brings about failure in organisation and managers tend to forget that they are the sole perpetrators (Redman, 2017). 
If managers and executives make wrong decisions, the organisation assets, capabilities and structures will all be affected (Blenko, Mankins and Rogers, 2010). Researchers has observed that the performance of an organisation can be destabilised if the right decision is not applied (Blenko, Mankins and Rogers, 2010). This boils down to the question, is management decision making at strategic level in retail rational to decision traps? From where do unfavourable decisions generate from and what are the decision traps? The condition in which a decision is made can affect the outcome of the decision, a good can turn out to be poor if managers fail to get the right information and miscalculate cost and benefit Hardisty, Appelt and Weber (2012) & DiBonaventura and Chapman (2008). Some studies have argued about the outcome of poor decision making in business, poor decision making in business does not end up from surrounding circumstances but from the mind of the decision maker (Kashi and Franek, 2014). According to Hammond, Keeney and Raiffa (1996), humans assume unconscious procedures known as heuristics which deals with decision making. There are three main psychological traps that affects biased managers at strategic level and these are the tendencies towards sticking to the status quo, seeking suggestion to ones preferences and finally spending loads of money on a wrong approach due to pride of accepting faults. However there have been special steps to be considered in order to avoid these decision traps. For example, a posed condition can affect the reasoning ability of humans and humans generally should always avoid uncertain questions and make good use of cognitive reasoning. Even though strategic decision making traps seems difficult to avoid, the way the human mind works can be set into the process of decision making in order to develop the level of choices that can be considered.  
This study therefore aims to analyse the rational in management decision making in retail at strategic level of organisation owing to vulnerabilities of decision traps. This study will evaluate critically the concept of decision making of business by managers in strategic level. The knowledge and understanding of this study will go a long way to help managers on how to avoid decision traps and reduce risk management. There have been different studies trying to understand the way the human mind works in terms of decision making. Both field and laboratory results proved unconscious procedures in the management of strategic decision making traps. 
The literature review of this study will give a full analysis of the research. The research will include a full detailed clarification on the topic alongside the background and the aims and objective of the research. The literature will however be critically reviewed and concluded.
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Research aim
To analyse if managerial aspect of decision making in retail at strategic point is rational owing to the vulnerabilities of decision traps.

Research objectives
1) To analyse strategic decision making in the role of rationality
2) To assess and investigate on the level of decision making in retail 
3) To evaluate the traps that affect decision making strategically at management level
4) To understand the theories of decision making in an organisation
5) To reduce risk in management at decision making/traps
Literature Review
Process of decision making at strategic level
According to Venkatraman and Huettel (2012), the hierarchy of organisation decision is seen at different strategic level. Decision making at strategic level is performed by senior managers who contribute chronically to the effect of the organisation. The strategic decision level made by an organisation contributes to the structure and direction of the overall business Butler, (2010); McWilliams et al., (2014) and Reymen et al., (2015). There is a huge difference between decision making at strategic level and other aspects of decision making, the difference between the two is the settings in which the decision was made (Boulding et al., 1994). Decision made within the settings of an organisation will influence the role of the customers, investors, competitors, regulators and the entire society (Boulding et al., 1994). Strategic decision making must be made at the appropriate time with the right means of business process.
Decision making is very necessary in an organization and can be most critical. A poor or bad decision will go a long way to cause harm to an organization. A poor or bad decision is normally as a result the method the decision was processed. Any decision making that not processed the proper way will generally yield a bad result to the organizations business. Some organization perform poorly when they do not understand them alternative properly, when they accept the wrong information and when they lack the proper benefit cost. In most cases the problem is not from the process of the decision made but from the mind of the decision maker because the human brain goes a long way to damage our ability make decisions
Some studies have argued on some issues of strategic decision making in retail as change of planning, poor outcome of decision, market competitors, sale reduction, profit increase or decrease Tarafdar and Gordon (2007); Guo (2012); Englmaier and Reisinger (2013) & Dawley and Munyon (2013). Strategic decision making can be formal or informal or both as the case may be by management (Elbanna, 2006; Ginsberg, 1988 and Pennings, 1985). Decision making however deals with organization and business environment which can be retail or any other business management (Elbanna, 2006). According to Stahl and Grigsby (1992), strategic decision is seen as the lifeblood in an organization because of its essential impact in business. Strategic decision making cannot be evaluated easily by performance due to risk of competition among other organization (Stahl and Grigsby, 1992). Organization can be fixed either internally or externally which needs the involvement of resources (Elbanna, 2006; Mintzberg et al., 1976 & Sonneborn and Wilemon, 1991).
Different studies have proven several flaws in our ability of making decisions which can result to cognitive misperceptions. Some other studies indicate that decision making is as a result of bias while others see decision making as irrational in the way we think. Because decision making deals with our thinking ability it makes decision trap risky due to the hiddenness of our mind set. Managers who handle decision making on a daily basis usually face psychological traps, this is because managers several challenges starting from challenges of new products development down to the succession planning and acquisition of strategy. It is however a necessity for executives to understand all these decision traps and get to have a basic compensation in regards towards them. There are so many psychological traps that affects a business decision making process. Executives need to review the causes behind these traps and try to avoid them. However the best tactics towards the prevention of decision traps is the intervention of strategic awareness. Managers should always be familiar with these traps and seek solutions to the decisions they make and they should accept recommendations from their associates.            
Uncommon situations are seen in strategic decision making instead of decision making that deals with common conditions (Flanagan, 2013; Ellery, 2010; Chen et al., 2016 and Nooraie, 2008). Decision making outcome is difficult to reverse due to the procedures that are set out (Elbanna, 2006; Mintzberg et al., 1976 & Sonneborn and Wilemon, 1991). Elbanna (2006). They are also political as argued by Elbanna (2006) due to doubts. However the settings of an organization is different due to the strategic sector and market consideration (Hickson et al., 1986). Strategic decision making is complicated and cannot be reversed easily due to organization characteristics Aranda and Arellano (2010); Reymen et al., (2015) & Ko and Liu (2015). Strategic decision making can however be less effective if customers and competitors fail to come to a particular understanding (Kotlarsky et al., 2015). According to Eisenhardt (1989) & Stacey and Stacey (1995), the success of senior managers depends on the rationality of uncertainties. Managers try to gain information and advice from industrial experts and analysing the information gotten appropriately before making a strategic decision. Decision making at strategic level are usually political (Eisenhardt and Bourgeois, 1988). Decision making is however connected to organisational structure via politics (Shin and Tae, 2015). Hill, Datta and Acar (2015). Because strategic decision making is politically influenced, cognitive features goes a long way in affecting the process of decision making which mostly leads to biased outcome of decision. There are skills that need to be considered in order to maintain a strategic decision making due to the challenging outcomes (Papulova and Gazova, 2016). Before a decision is made successfully, knowledge and analysis need to be considered (Kent, 2002). According to Miller and Ireland (2005), strategic decision making is processed through intuition. There are still cautioned empirical intuition on the process of strategic decision making. Decision making can also be more effective at strategic level by studying intuition. Intuition always gives a feelings of things that will take place without giving the reason (Eling, Griffin and Langerak, 2013). Intelligence can serve as intuition when decision makers cannot be assessed rationally (Delaney, Guidling and McManus, 2014).
Decision making based on intuition process is usually cantered on individual feelings and when this happens to be negative the decision will end up to be a failure due to biased evidence being considered
(Parikh, 1994). Decision makers’ use intuitive synthesis to process strategic decision making in the absence of information (Khatri and Ng, 2000) & (Samba and Miller, 2015). And according such conditions require serious judgement while SUN and Fu (2013) has argued about decision making at strategic point to be a vital process in solution format. Judgment is associated to intuition (Degamboda, 2011) and Uchinda (2005); Dorfler and Ackermann (2012) & Schukraft (2016) have also argued about intuition and judgement being associated. According to Papadakis, Lioukas and Chambers (1998), experience and judgment has to be considered in management due to lack of analysis. There have been recent study on the empirical management decision making which focuses on intuition and associated with rational process (Butler, 2002).
Role of Rationality in Strategic Decision Making 
Rationality decision making is considered as an aspect of theory and practice in organisational grade of strategic level of decision making (Papadakis and Barwise, 1997). Utility maximisation is seen as an economic theory for rational agents due to analysis on cost benefit and logical rules (Campitelli and Gobet, 2010). Perfect theory is however limited because of incapacity of economist verify it Campitelli and Gobet (2010) & Dolk and Kottemann (1993). Humans do have what is known as a ‘bounded rationality’ as argued by Simon (1989), decision making by individuals are generally bounded by the limits of rationality due to abilities and reasoning of individuals in both external and internal environment. According to (Simon, 1989), all these factors in the theory of rationality renders the theory of perfect rationality impossible in strategic decision making. Individuals are known to satisfy instead of to maximize and this goes a long way to explain the satisfactory needs of individuals in decision making via opportunities (Simon, 1989). Management most often do not make good analysis of opportunities and cost benefits before making decisions (Campitelli and Gobet, 2010). According Tversky and Kahneman (1986), decision making through economic agents do not perfectly bound together, which means that decision making is affected based on the information present at hand. Individuals generally focus on irrelevant factors during decision making and this affects the result of their decision (Hollinghurst, Shaw and Thompson, 2008). However Gilbert (2005) supported Bernoulli’s theory of decision making by saying that individual odd actions will aid in putting value and gain which makes an impact to our personal judgment. 
The most common form of decision making is one that is able to interpret the action of rational choice and this is simply as a result of its consistency towards human aspiration. The theories of rational choice handles the understanding and formal mathematical ways of communication. Managers need to put the theories of observation in place to enable them understand how exactly decisions occur.
Being rational deals with the understanding of success, it handles all the actions of desirable outcomes. Rational choice is used as an inconsistent word in strategic decision making. Decision makers tend to believe on assumption of alternatives made on their consequences, these consequences however occur with certainties on their taken action. Uncertainty in organizations is as a result of executives having an imagination of unreliable foundations in the organization due to ignorance. Because decision makers are not certain on the next line of action, the result of an action is however unlikely to predict all the expectations. Decision making can either be regarded as post decision which is a surprise decision that can be pleasant or unpleasant as the case may be. The post decision regret can also be pleasant or unpleasant which is certain after a known consequences.      
Rationality in strategic decision making is however defined by Hugelschafer and Achtziger (2017) as the foundation for doing something. The judgement of an outcome based on decision making is focused on the evidence and confidence of an individual (Li, Ashkanasy and Ahlstrom, 2013). According to Butler (2002) & Snyman and Drew (2003), there are some factors that limit strategic decision and these factors are cognitive and political factors which affects them making rational decisions. However Boumans (2011) suggested based on these limitations and pointed out saying that individuals who make decisions occasionally produce better results rather than outcomes. There are three main weaknesses towards the process of rational decision making and these are lack of actual data analysis in organization, low cognitive ability and stiffness in regulating the structure of the organization in maters arising (Clark and Maggitti, 2012). Different studies have contributed and agreed to the association between rational decision process and organization performance to be the major problem among researchers with no adequate agreement (Nanay, 2016; Bazerman, 1998; Goll and Rasheed, 1997; Goll, Johnson and Rasheed, 2006 & Engelen et al., 2015), in other ways (Yadav and Khazanchi , 1992) did not support that and argued towards it saying it’s never a problem. 
Rational choice theory has the assumption that all of decision makers sharing one preference together towards their alternative and consequences based on their environment. Decision makes however have the knowledge of these consequences and alternatives. People do not believe that the approximation of procedure can be observed in an organization from the type of job assignment or from the various decision task that they undergo. The imagination of uncertainty is in existence because of some processes not being certain not being certain at strategic level due to the ignorance of decision makers. The most common form of uncertainty is risk. The consequences of risk are generally uncertain to executives but their probabilities are certain. However in this particular approach, the best way for the prediction of decision making is basically through the assumption that a decision maker will maximize his potentials of an expected value. Risk in decision making can be accessed not just by its expected value but generally by the uncertainty, the risk goes a long way towards the reduction of value on an alternative. Risk and development plays an important role in the rationality of strategic decision making because of its general understanding contributions towards the natural frame work of improving decision making by decision makers. Recent studies has proven that not all the alternatives are known, not all the consequences are generally considered and finally it is not all the preferences that are suggested. Decision makers tend to apply only a few of these alternatives rather than looking at all the alternatives and decision makers handle these alternatives sequentially instead of simultaneously. However decision makers do not tend to be cautious of the alternative they consider. Decision makers generally handle just a little bit of their alternative that they feel is important to them and they ignore the rest. The important information is not sorted out adequately and leaving executives to an inconsistent goals. Decision makers do have serious conditions with limitation of communication and memory. Organization decision makers however assume the method limitation of information that is processed on them. Some problems with the role of rationality limitations for strategic decision making are the problems of capability, time and attention, comprehension problems, memory problem and communication problem. Due to the way decision maker’s fight with these limitations, procedures are designed and modified to keep the rational frame work of choice and maintain its difficulties.        
· Strategic Decision-Making Traps
There have been several studies going on about the mind set of individuals in decision making. Individuals are generally known to make use of unconscious routines during decision making and this can be called heuristics which handles the inborn difficulties in decision making (Hammond, Keeney and Raiffa, 1996). Heuristics is described according to Gigerenzer and Gaissmaier (2011) as the method that lacks the basic use of information in making decision quickly rather than accepting complicated methods. However Keller et al., (2010) is of the perception that heuristics is of a great benefit for every individual, the individual mind set is generally simplified towards proximity. According to. Maitland and Sammartino (2014), humans are subconscious to the activities that assists distance judgement making which they said is an important factor to be considered in decision making. Humans accept objects in a close view rather than the actual appearance of the objects, objects should not be judged before assumption (Hammond, Keeney and Raiffa, 1998).
Different studies have observed that the faults in our decision making are as a result of mix ups towards our individual reasoning. Other studies linked the faults towards a biased cognitive approach (Blumenthal-Barby and Krieger, 2015; Kazakova and Geiger, 2014; del Campo et al., 2016). Traps in decision making are generally risky due to our subconscious method of reasoning (Hammond, Keeney and Raiffa, 1996). According to Janis (1972), groupthink is another form of social psychological decision making trap, he went ahead to explain groupthink as an existence that covers up the views of proposals. Meanwhile Kuklick and Janis (1973) stated that groupthink can be as a result of group consent which dominates the human attitude and can lead to individuals making simplified solution in complicated conditions of strategic decision making. However Badie (2010), has noticed that historians normally regard failure like the Bay of pics invasion, Challenge Disaster, Watergate Break in, the Vietnam War and Pearl Harbor as a result of the occurrence of group think. There are always issues in the dynamics of groupthink as a result of high consistency and this is also due to the tolerance of group loyalty towards the capability of information to a group (Sahin, 2014). Weak individuals in a group have the feelings that the group is above them and feel rejected by the influence of their group members. (Simone, 2008). Groupthink can also affect the voice of group member’s opinions towards collective rationalization and illusion of unanimity. According to Hammond, Keeney and Raiffa (1996), there are six hidden psychological decision making traps that affects strategic decision making levels. 
· The Confirming-Bias Trap
These are influences on decision traps that gives decision makers assurance in the source of information that they accept, decision makers have the choice to either believe the information or disagree to it (Dias et al., 2013). Confirmation bias sneaks into the strategic decision level of organizations causing a great impact on decision made (Walsh, 2011). They are two general things to be considered I the confirmation of bias trap, the first is to make a subconscious decision on what we intend to do before finding out the reason behind it and the second is to make subconscious decision on the things we like instead of the things we dislike (Hammond, Keeney and Raiffa, 1996). A good example is that of the BMD failure in Valentines article of “Anatomy of a Fatal Business Strategy” the managers were not able to notice the impact of confirmation bias trap (Valentin, 1994). However the confirmation bias trap affects our data interpretation and reduce our information supporting evidence (Jezovita, 2015). In a business strategic decision making by decision makers, opinions of advisers tend to disprove the views of their opposing colleague (Mankelwicz and Kitahara, 2011 & Kashi and Franek, 2014).
Let’s assume that a president of a successful manufacturing company in the United States is looking into the cancellation of a plant expansion. And as a manager of the company, you’ve been facing so much worries about the companies export growth network. As a manager you are frightened that the American dollar will rise and therefore your goods will be expensive to consumers abroad. But before the decision making as a manager, you decided to seek advice from another executive of another similar business firm who just mobilised a new plant expansion company. If the advice of the other manager says that some other currencies are significantly getting weak as against the dollar. What will be your maximum reaction as a manager? As a manager it is best not to be a clincher due to what is known as confirming bias trap. Basically this form of bias works with our existing internal instinct towards the contradiction of avoided information. The other manager will definitely try to convince you towards his company’s decision. Confirming bias trap does not only handle evidence but also goes a long way in the interpretation of those evidences that are collected which in turn supports information collected rather information confliction. This is a typical form of two groups whereby one group will either support and the other group will either oppose. After a successful argument on the both sides of the groups, they become convinced due to the reality and validity of the arguments based on their positions. They herby have to accept the supported information and disregard the conflicted one. As previously said, they are basically to main forces of work which are the tendency to decide subconsciously on our actions before we put it into practice, the second force is our internal feelings towards the things we like rather than the things that we dislike or generally hate. Confirming bias trap is however a subconscious learning that is difficult to be avoided by managers in strategic decision making of information.
It’s not as if you cannot make your personal subconscious decision, but it is best if the subconscious decision is the right one that you are sure and smart about it. There some important steps to follow in order to avoid the confirming bias trap and this include checking for checking thoroughly for evidence and always accepting the evidence without asking questions. It is important for managers to be open minded and always be honest to their personal motive. 
· The Sunk Cost Trap
The sunk trap decision making has the right of making a biased choice in a way that it adopts into our past decision even if the past choices are considered invalid (Haita-Falah, 2017 & Hammond, Keeney and Raiffa, 1996). Economists have regarded this as Sunk Cost due to its ability to invest money, resources and time (Kramer, 2017). However the sunk cost trap can also sneak into strategic decision making just like the confirmation bias which affects the decision making of managers (Hammond, Keeney and Raiffa, 1996). Sunk cost represents an organizations lost expenditure which is not acceptable because a lost expenditure cannot be recovered (Chung, 2015). A good example is when a manager puts a huge investment on the training of the wrong employees and the manager refuses to accept the fact that he made a mistake of investing on the employee (Hammond, Keeney and Raiffa, 1996). The culture of an organization can support the theory of sunk cost in decision making (Strough et al., 2013). If the outcome of strategic decision is negative, managers will have no other choice than to allow their unsuccessful projects continue and expecting to change it later (Strough et al., 2013). 
The sunk cost trap is generally responsible for all the justifications of past choices considered as bias. This is a common form of bias in which most managers are victim of due to validity. Most managers refuse to compel to their decisions, some other managers seek for profits and more attractive investment rather than thinking of possible loss. In most cases managers put in so much effort and energy towards the improvement of employee performance whom should have never been included at the work force. The sunk cost is then referred to by economists as our previous decisions or our past decisions, that is to say all the investments that cannot be recovered when lost in the past. Present situation or present conditions are never necessary in sunk cost rationality. Managers find it too difficult to accept their mistakes and in most cases accept the past decisions they make. Humans find the acceptance of poor decision a private issue, but in business it is generally a public issue which deals with strategic comments from senior colleagues. The dismissal of a poor performed manager leads to a public notice, it is however better to let them stay internally in order to let the choice compound the error. It is a different issue in the banking sector where the sunk cost bias deals with unpleasant regularities and consequences. In the banking sector, whenever the borrower runs into an affecting mood, the lender will be notified to support the funds. The best trade of business in such a case is when there is no chance of returns, this helps in saving.  

· The Status Quo Trap
Individuals always come up with believe of making rational decisions. We are all victims of biases which goes a long way to affect the choices we make in life (Silver and Mitchell, 1990). Status quo bias has the tendency to stay firm in making decisions without making a move even if there’s a reason to move (Niehaves and Plattfaut, 2011). Several studies have stated that decision makers are always scared of failing on a strategic decision making (Niehaves and Plattfaut, 2011 & Hammond, Keeney and Raiffa, 1996). According to Boldero and Higgins (2011), these biases are fixed into our mind and protects us from getting hurt. Bias is hard to get rid of and needs greater effort on our individual abilities which in most cases leaves us in regret (Boldero and Higgins 2011). The act of our ability to do nothing can signify a course for action (Boldero and Higgins 2011). Managers are imprisoned by the status quo trap in which the cost of doing nothing is lower than the cost of doing something (Samuelson and Zechhauser, 1988). Managers however fail due to lack of suitable steps in the implementation of the company management structure that is acquired (Hammond, Keeney and Raiffa, 1996). Managers have the attitude of wasting time before taking a decision (Hammond, Keeney and Raiffa, 1998). This now gets difficult to change the organization structure because it has eaten deep into it and managers finds it difficult to the status quo trap due to failure in making change.
It is of our believe that decision making is made in a rational and objective way but the truth about it is that we are all victims of bias and this bias goes a long way in affecting our individual choices which we make. A strong alternative bias is generally displayed by decision makers in order to maintain the status quo. This is usually seen in the production of a new product, a good example is that of the first automobiles which very much looked like buggies and was later replaced. Humans tend in giving up to these bias through their financial decisions made. Another example is the fact that some individuals tend to acquire or inherit shares of stock that would have never been possible for them to acquire in their entire life, even thou it could be less expensive for the shares to be sold and the money generated could be used for something different, people don’t tend to sell these shares. However these set of individual actually find the status quo very comfortable and tend not to go contrarily against it. The theory behind the status quo trap is in the psyches of our mind set which generally guard our personality from harm. Making decisions outside the status quo will lead to an action process and when actions are taken we accept responsibilities therefore being vulnerable to criticism. However as humans we practically look for reasons to do absolutely nothing. Maintaining the status quo is a safe aspect in strategic decision making due to its less risk factor on our psychological concept. Several studies have proven the status quo to be an effective aspect in strategic decision making. There is also a very strong bias on alternatives by decision makers that preserve the status quo. As individuals the more we make our choices the more strength the status quo has. Executives prefer to accept the status quo when the have the choice to choose between two rather than just one. Choosing between two options has to do with more efforts but with the status quo these efforts are minimised. There is a strong bond between the status quo and strategic decision making. In business, most companies avoid making immediate moves to introduce new managerial arrangements on the present company. Managers however find themselves in a stock situation by the status quo and it becomes a very difficult task in altering it. 
In business, keeping the law of status quo for decisions made is always seen as the best due to its comfort but it’s not always chosen because of its comfort. If only managers can fully understand the status quo trap then they can always apply its technique. It is important that managers understands their basic objectives and always observe the impact of their objectives along with the status quo. In some cases there might be some elements that can be seen as a barrier to your goals, it is necessary that in such situation the status quo should not be seen as your only alternative, always weigh your options and make good use of it by analysing and evaluating them. Managers should learn to ask themselves some basic questions as to whether the actually need to maintain the status quo. Exaggeration should not be accepting in the cost of status quo. The availability of status quo can change anytime during alternative compares and in this case evaluation needs to be maintained for future indices. Always choose when you have options and alternatives that are above the status quo, do not just stick to the status quo because of difficulties in selection, always make sure you can decide and make your own personal choice.       
· The Anchoring Trap
The anchoring trap is a situation whereby managers are inconsistent towards the information that they receive (Tsalikis and Peralta, 2017). Judgements are however dominated by the data estimates (Tsalikis and Peralta, 2017). Decision makers normally show bias towards the changes on status quo. It is hard to avoid the influence of this trap due to its prevalent situation (Tsalikis and Peralta, 2017). Managers are victims of this trap due to its appearance (Hammond, Keeney and Raiffa, 1996). Anchoring trap appears easy and simple just like a statistic given by an expert (Kashi and Franek, 2014). In business the types of anchor are events or trends which are past. An example is when marketers make their plans for the sales in the coming year, the normally look into the sales made in the past years. According to Hammond, Keeney and Raiffa (1996), the size of sales will then be the anchor to the marketer. Anchoring trap is the best approach for estimation, however decision makers bother too much about the past than improving poor decisions of the organization. 
The mind generally deals with unbalanced information during decision making on initial estimates, impressions and data processing anchor succeeding judgments and thoughts. Anchors however can be an easy and simple harmless comment that can be given to an individual. Bringing the situation down to business, anchor is generally known to deal with events of the past or trending events. Companies who seek to develop the level of their sales in the coming years normally start up with the levels generated in the past years. The previous levels that was observed in the past years are seen as the anchors and are gently regulated through other means of factors that are made available. This type of approach generally tend to emphasise on the correct estimate which deals more on past events rather than other important factors that will promote the organizations success. In recent market time of changes, the historical anchors are seen as weak and poor estimates and mistakes are given based the choices made by executives. Anchors are usually used as trading method by negotiators due to the terms in which their decisions are made. Finally it is necessary to find maximum opportunities in making good use of anchors as a basic advantage through the best benefit.        

Recommendations
 Ideally, humans do not want to be associated with the word bias. The word bias is associated to negativity. There have been several studies proving that strategic decision makers are those that accept bias. Strategic decision makers and managers should always accept their faults within their business environment both internal and external. In some cases, a well decision that is supported with the basic facts and reduced bias can produce negativity. Decision makers and managers should always accept their losses and should realise that in some cases a good decision can result to poor outcome. Management decision making irrationality according to researchers is minimised if managers refuses to follow the organizations settings of external pressure on them. However, adapting the learning spirit is a perfect way to upgrade and develop the management of how knowledge is gained which decreases the faults in decision making. There are some tips in which managers can reduce decision traps and these tips are seen below.
· Managers can avoid the trap of sunk cost in a decision making with a history by putting behind psychological and economical sunk cost trap that affects their reasoning on a current condition. Managers should always accept the fact that they prone to errors as a result of their judgment and admit that bad consequences can be obtained from a clever and critically analysed decision. The views of individuals who were not involved in earlier decisions and never committed them should be considered by managers.
· It is the manager’s sole duty to look at the situation of things from a different perspective and handle issues alternatively instead of accepting their initial idea in order to avoid being a victim of anchoring trap. It is not wise to reveal all your plans when dealing with experts so your plans do not get back at you.     
· The influence of group think needs to be minimised through the evaluation of a well-established organised system to achieve a high level in decision making. Managers can perform well if they do not push their opinions towards the weaker ones but they should rather encourage the weak ones to be stronger. 
· Options need to be evaluated by managers to avoid being a victim confirmation bias trap. Managers should always gain the right information in order for them to make the right decision instead trying to gain a set out opinion.
Conclusion
This study is aimed to investigate critically the management rationality in decision making at several strategic level of organization owing to the vulnerabilities of decision making traps. There is nothing like the phrase no brainer in a strategic business of decision making. The human brain is always busy and actively processing things, it can either produce a good or bad results depending on the situation of things. This study has proved that bias in an organization affects the decision making process in business.
Decision traps however affects organizations that handle loads of estimates and complex business decisions, these organizations are vulnerable to decision traps due to assumption and this links strategic decision makers prone to decision traps. For companies that operate business at a very high risky environment find themselves making complex decisions which leaves them vulnerable towards the risk of decision traps due to loads of estimates as result of assumption and this indicates that strategic decision makers are disposed to decision traps.
Interestingly, these decision traps work accordingly or in an isolation form that influences individual decision making. An example of traps that amplify each other is when we present our mind apparently on our first thought and then being able to identify an indication that can approve our first thought. Decisions we make however becomes our status quo which we later fall into as a result of new status quo setting. However this study proves that the only way decision traps can be avoided is simply by awareness. Decision making traps cannot be generally removed from or brains because of our imperfectness as humans. It is possible to set out disciplines and guidelines which will be a reminder in identifying errors in the way we reason. Errors should not be emphasised in judgement. 
Finally managers should always accept the fact that they are vulnerable to decision traps as a result of imperfectness and that in some cases the best decision can yield a bad result, they can then be self-assured to their actions towards reducing decision trap risk that affects strategic decision making. Decision making normally fall to mercy towards the mercy of their mind set of working.   
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