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Warning: we are all biased!

A Training
A Social class and income
A Availability

A Desire to confirm

Understanding the consumer




W hat is behavioural economics?
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A useful metaphor
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Understanding what consumers do

What you
want, like

Whatyou do

How you
decide
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Understanding what consumers do

Context

How we try to
understand you

What you
want, like
and need,

Whatyou do

How you
decide
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Exampl e: what we think mot

letting
agent
incentives
More Info ©

FREE

insulation
More Info ©

up to £500
FREE
labour & materials
plus SAVE up to
£200 on bills yearly
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Enquriy ¥ Free Free
1|.48|V|0E(K2U|L:A5IEI\IE Survey A Installation

Call FREEPHONE Our friendly team will call Our professionally trained

Available in most areas of the UK for alimited time. youtieck el 8 INus of your i
0800 71 6 846 choice and arrange for a time to suit you and com-
Or click here to submit an free, no-obligation survey. plete the installation.

CHECK YOUR POSTCODE NOW enquiry on the Contact Us
page.
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The impact of thinking differently

Loftinsulation relative to baseline
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Using behavioural economics

Diagnose Target

Economics Incentives
Biases
Psychology Blocks
References
Other facts Frames
Etc.

Create

Connecting
the target

issuesto a
design that
resonates

How to best
communicate

Deliver

Scale to new
proposition
or policy

Rollout
process
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Understanding the savings market

ates

S

For most people, a better deal is available.

Most savings stay on the accounts for a long
time i well after any initial bonus periods
have expired.

There are a lot of good deals around.

Switching rates should be higher
Theremustbe a problem with information and transparency
Or some other switching cost
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