Nudging — how to
make sustainable
choices easy







Most of us have good infentions



And we know what we should do



But often...



Infention to Action Gap



Intention to Action Gap

The missing piece

Your clients/users/renters
* have the correct information

* have access to the necessary
technology/tools/money

* state the right intentions when
asked

And yet, you don’t observe the
expected outcome.
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There are two types of thinking in all of us

* Slow

* Reflecting
 Self-aware
* Deductive

* Logical

* Fast

e Automatic

e Subconscious
* Easy

* Emotional



Traditional policy insfruments do not work for
our system |1

Monetary

. _ Information
incentives

Regulations



QOur biases prevent us from
making rational decisions

Priming

Lack of Self-Control

Anchoring

Framing

Inertia

Social Norms

Loss Aversion

Overconfidence

Dunning-Kruger Effect

Availability Bias

Hindsight Bias



It is hard work to
overcome our biases.
And sometimes it is

impossible. So we need
to create clever choice
architecture to help us

- Improving
make better decisions. Choice

Architecture




NUDGING

Re-designing the decision making
context to change behavior



How can nudging be
used to Influence
behaviore



Definition of "nudge”
According to Thaler och Sunstein (2008)

* Any aspect of the choice
architecture that alters
people’s behavior in a
predictable way

* without forbidding any
options

* or significantly changing
their economic incentives




Now we have an addition to our toolkit

Monetary

, , Information
incentives

Regulations

Nudge



We are influenced by context,
are lazy, care about what

think about us and are of
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Which size is most populare






And Nnowe






Does it matter how many A’s there aree
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Does it matter how many A’s there aree

It should not, but we see a large drop after A
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Kalla: Xergia (201 1) pa uppdrag av Norges vassdrags- og energidirektorat



We are lazy people and go for the easiest option

Make it easy with defaults

Samtycke for organdonation
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Kailla: Johnson and Goldstein, 2003
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People care about what their neighbbors do

Use social proof to change behavior

* If people’s energy
consumption was
compared with their most
efficient neighnors the
average reduction was

2%

Kalla: Allcott, 2010
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Reminding pilots to fly more fuel efficient

How Virgin Atlantics saved over 5 million dollars

Gosnell et al. 2017 A new approach to an age old problem
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‘ 20% reduction in fuel

21,500 metric tons less carbon emissions

Results

‘ Estimated saving of $5.4 million on fuel costs

Cost — less than $1000




How do you find
the right nudge?¢



Our intuition isn’'t always the best guide
STUDY

Kalla: Behavioral Insight Team, 2015
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What we thought would work best can actually be the worst

STUDY

Worse than
changing nothing!

A

Kalla: Behavioral Insight Team, 2015
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Changed behavior

Id not CI al lge e aVi0|

Intervention

Randomization Measurement

Control

All users
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“Nudging is not the
only solution to any
problem, but it’s part
of the solution to
every problem”




Dr. Christina Gravert

Christina.sravert@impactually.se impactually.se

@c_a_gravert @impactually
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