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The Nudge Concept

Nudge is a concept in behavioral economics, political theory, and behavioural sciences which proposes positive reinforcement and indirect suggestions as ways to influence the behavior and decision making of groups or individuals. Nudging contrasts with other ways to achieve compliance, such as education, legislation or enforcement.
[bookmark: _GoBack]Drawing on behavioural economics, the nudge is more generally applied to influence behaviour.
Nudge theory is credited mainly to American academics Richard H Thaler and Cass R Sunstein. They built much of their theory on the 'heuristics' work of Israeli-American psychologists Daniel Kahneman and Amos Tversky, which first emerged in the 1970s in psychological journals. The name and concept of 'Nudge' or 'Nudge theory' were popularized by the 2008 book, 'Nudge: Improving Decisions About Health, Wealth, and Happiness', which became a major international best-seller. Kahneman's 2012 book, also a best-seller, 'Thinking, Fast and Slow' contains much of the fundamental Khaneman-Tversky theory which underpins the Thaler-Sunstein 'Nudge' concept.
Nudge theory seeks to improve understanding and management of the 'heuristic' influences on human behaviour, which is central to 'changing' people.
Central to behaviour is decision-making from the choices available.
Nudge theory is mainly concerned with the design of choices, which influences the decisions we make. Nudge theory proposes that the designing of choices should be based on how people actually think and decide (instinctively and rather irrationally), rather than how leaders and authorities traditionally (and typically incorrectly) believe people think and decide (logically and rationally).
In this respect, among others, Nudge theory is a radically different and more sophisticated approach to achieving change in people than traditional methods of direct instruction, enforcement, punishment, etc.
The use of Nudge theory is based on indirect encouragement and enablement. It avoids direct instruction or enforcement.
Here are some simple examples to illustrate the difference between traditional enforced change and 'Nudge' techniques:

	Enforced Change
	Nudge Techniques

	Instructing a small child to tidy his/her room.
	Playing a 'room-tidying' game with the child.

	Erecting signs saying 'no littering' and warning of fines.
	Improving the availability and visibility of litter bins.

	Joining a gym.
	Using the stairs.

	Counting calories.
	Smaller plate.

	Weekly food shop budgeting.
	Use a basket instead of a trolley.



Nudge theory accepts that people have certain attitudes, knowledge, capabilities, etc., and allows for these factors (whereas autocratic methods ignore them). Nudge theory is based on understanding and allowing for the reality of situations and human tendencies (unlike traditional forcible instruction, which often ignores or discounts the reality of situations and people).
Fundamentally (and properly, according to its origins) Nudge theory operates by designing choices for people which encourage positive helpful decisions; for the people choosing, and ideally for the wider interests of society and environment, etc.
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