Table 8-1: A Stctured Decasinn—Makmgro cess

-

A_nal yze the Szfuanan. IdC‘D.Llf} and desedbe the chants sfcua.taon as fully as stsbee Thls
provides information for estabhshmg objectives.

Esiablish Objectives/ Describe End Siafe:: "What does the client want ta achieve, the ultimats

~outcome that the client wanis to create. - This should also be as-conerete 25 possible,

Generate Alternatives: The outcoms of this step is to have a rich set of alternative ways to
obtain the client’s objective(s) and to create the end state that is envisioned. It is important not
to shart cut this step due to impatience, frustration, premature evaluation, or other reasons that
da pot contribute to achieving the goal.

‘Establish Criteria;’ At this stage of the deCision-making prosess, one must dstablish the oriteria
against which each altemative will be evaluated. The criteria shouid be comprehensive. It is

.suggested that the oriteria include financial, personal, social, strategic, .time, and risk
". dimensions. The concept of the “balanced. scorscard” from: chapter seven may be-a useful

fremewark for estzblishing ariteria,

Evaliate Aliernatives: Tn the evaluation stags; one must determine how each alternative fits
- the criteda gstablished.. it Is usuadly helpful to rank the alternatives if 2 number of altematives

- mTe being ovaluzted and, depending on the nature of the problcm, to assign some pumerical
Wstght

Make A Decision: Chooss the alternative that best fits the eriteriz.  In addition, does the
alternative pass the “gut test” that is, is it intitively sound, or does the consultant or client
feal that there mmay be something wrong with this alternative. If an alternative is highly
preferred analytically but does not pass the gut test then 2 discussion to discover the cause of
the discamfort with respect to the decision outcome is ‘appropriate. Do not go forward on

important, high stakes decisions unless the choiee is pesitive on both an znalytical and intuitive
basis. )
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