Everyday Logical
Fallacies You

Might Miss

Imagine you are having a heated but friendly discussion with a colleague. Your
opinions are vastly different. You logically state the reasons for your way of
thinking. Then, they offer opinion, distortion, and everything but logic in a failed
attempt to argue their beliefs.

Your colleague might be using one of many logical fallacies in this example. When
argued effectively, they can sound sensible even though they have no logical legs
to stand on. Here are a few to avoid.

The False Dilemma

This aggressively states that there are only two possible choices or solutions. In
the real world, there may be several sensible options. You must look at the
situation objectively, assemble all relevant information and opinions, and then
agree on the best course of action. The false dilemma states that there are only
two courses of action: the one a person proposes and a singular (and usually
incorrect) alternative.

A manager tells their team, "Either we work overtime every day for the next
month or we’ll miss our client deadline and lose the account.” This



oversimplifies the options, ignoring possibilities like negotiating an
extension, redistributing tasks, or hiring temporary help.

The Straw Man Fallacy

This is the distortion of an opponent's argument. It makes it easier to argue
against them. One side of an argument is oversimplified or otherwise altered to
make it appear ridiculous or indefensible.

An employee suggests, "We should consider flexible work hours to boost
productivity.” A coworker responds, "So you think people should just come
and go as they please with no accountability?” This misrepresents the
original proposal and makes it easier to dismiss.

The Bandwagon Belief

A course of action isn't necessarily the smartest because the majority believes it
to be. You shouldn't do something just because everyone thinks you should. Look
for logic and reason to prove the point before taking action. Don't jump onto the
bandwagon of belief because you are afraid to be the only person doing any
logical thinking.

The entire sales team adopts a new CRM system because “everyone in the
industry is using it, ” despite the fact that it lacks features specific to their
company'’s needs. A more careful evaluation might reveal better-suited
tools.

The Hasty Generalization Fallacy

This is a speedy rush to judgment. The decision is made far too soon without
adequate information and sufficient evidence.



After a single intern arrives late on their first day, the manager decides that
“interns are always unreliable.” This judgment lacks sufficient evidence and
unfairly generalizes from one case.

Slothful Induction

Here is the exact opposite of the last logical fallacy. Research is done, an objective
decision is reached, but action is halted. Despite plenty of evidence that a course
of action should be taken, someone decides to delay the process and overthink
the situation.

Despite three consecutive quarterly reports showing that a department’s
performance has plummeted under the same leadership, senior
management delays replacing the director, saying "we need more time to
be sure.” This resistance ignores the clear evidence for change.

Summary

Logical fallacies often sneak into workplace conversations and decisions,
undermining thoughtful debate and clear thinking. Whether it's framing decisions
as either-or choices, distorting others' viewpoints, rushing to conclusions, or
ignoring compelling data, these fallacies weaken problem-solving and decision-
making. By learning to spot them—especially in high-stakes meetings or strategic
discussions—you can enhance clarity, collaboration, and overall outcomes.
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