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Lies between economics and psychology.•
Applies psychological insights into human behaviour to explain economic decision-making.•

Behavioural economics

Humans make decisions that are rational. These decisions are restricted by factors such as 
limited information, time pressure and literacy. Hence, some decisions are less than optimal, 
however, people are predictably irrational.

•
Bounded rationality

People put more value on benefits that are immediate and less on those that are delayed. 
They delay decisions and behaviours that might have long-term benefits, and are more 
focused on immediate gratification.

•
Discounting

People know that some behaviours are dangerous or harmful but believe that it doesn't apply 
to them or their own health. People who engage in these risky behaviours have an unrealistic 
confidence in their ability to give up their bad habits. It is also known as optimistic bias.

•
Optimism and over-confidence

Prone to keeping with status quo or default options.•
Place disproportionate weight on the present.•
Motivated by actions that produce benefits.•

Health behaviours

Behavioural economists advocate a soft, liberal, or asymmetrical paternalism approach.•
Gently nudge someone into the healthy behaviour without imposing restrictions on those who 
want to continue with less healthy behaviour.

•

Nudge

Choice architecture; includes default options, feedback to guide options, and the use of 
incentives.

•

Incentives motivate or encourage someone to do something. It can be a payment or 
concession to stimulate greater output or investment.

•

Simples behaviours can be accomplished via a single action at a point in time.•
Complex behaviours require effort over a period of time and often sustained lifestyle 
modifications.

•

Size of the incentive; generally, a larger incentive results in a greater response.•
Framing of the incentive; incentives can be framed as a reward for engagement in some 
desired behaviour.

•

Individual characteristics that influence incentives include health literacy, income and self-
efficacy.

•

These factors may influence program design and the effectiveness of incentives to change 
behaviour.

•

Strategies in nudge

Reward-based systems that reward performance may undermine intrinsic motivation and be 
experienced as controlling, but rewards that convey feedback about competence may 
enhance intrinsic motivation and reinforce an individual's sense of autonomy.

•

Meta-analysis formed to merge findings on financial incentives for exercise adherence in 
adults.

•

Financial incentives can increase exercise, but no increase in the overall physical activity levels.•
They were unable to draw conclusions regarding the influence of incentive design features and 
contextual factors on effectiveness.

•

Meta-analysis

Vitality model
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Comprehensive incentive-based health promotion program that aimed to make its participants 
healthier.

•

Points are earned when completing health assessment.•
Positively impacted their purchasing patterns, which are directly correlated with better health 
outcomes.

•

There was an increase in fitness-related activities over time. This increase was associated with 
a concomitant reduction in the probability of hospital admission and lower hospital costs.

•

The effect in the longitudinal study was shown to be dose-response related.•

Vitality model
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