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LEADS TO TOB....
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What Practioners Need

1. A science-based
program design

framework 3. Clear
Simple
Concrete
2. Common Vivid

terminology Emotional
Memorable




Community
Based
Social
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NUDGE

Fostering
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Nudge

Improving Decisions
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and Happin
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CBSM - McKenzie-Mohr

Program Design Framework

Select Behavior
— Uncover Barriers/Benefits
— Literature Search
— Observation
— Focus Groups
= Surveys
— Develop Strategy

— Increase Benefits

Pilot Strategy
= Implement Broadly and Evaluate

Toolkit

* Feedback

= Financial (Dis)Incentives
= Norm Appeals

= Commitment

= Overcoming Specific
Barriers

= Prompts
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Six Degrees — Cialdini

= Reciprocity

" Consistency [and Commitment]
= Social proof

= Liking

= Authority

= Scarcity

“Click, Whir”
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ocial proof

iking

uthority

onsistency [and Commitment]
eciprocity

carcity
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NUDGE — Thaler and Sunstein

= | centives
= Choice architectures = nderstanding mappings
= efaults

= |ibertarian Paternalism = ive feedback
= xpecterror

" tructure complex
choices
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Switch




Switch — Heath and Heath

= Rider
— Rational
— Conscious
— Executive

" Elephant
— Emotional
— Subconscious
— Intuitive/instinctive
A
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Switch

= Direct the Rider
— Find the Bright Spots
— Script the Critical Moves
— Point to the Destination

= Motivate the Elephant
— Find the Feeling
— Shrink the Change
— Grow Your People

= Shape the Path
— Tweak the Environment ‘
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— Build Habits
— Rally the Herd D&
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HOW DO THEY COMPARE?
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Direct the Rider

Find the Bright Spots

Script the Critical Moves
Point to the Destination

Motivate the Elephant

Find the Feeling
Shrink the Change

Grow Your People

Shape the Path

Tweak the Environment

Build Habits
Rally the Herd

[Overcome Barriers]

Vivid, etc. Communication
Commitment

Vivid, etc. Communication

Overcome Barriers

All toolkit tools

Prompts

Norm Appeals

[Commitment]

Reciprocity,
Scarcity, Liking

All Six Degrees

Consistency

Social proof

Choice architectures using
NUDGE

INcentives

Understand mappings
Defaults

NUDGE
Give feedback



DOES THE SWITCH
FRAMEWORK MEET OUR
CRITERIA?
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Direct the Rider

Find the Bright Spots

Script the Critical Moves
Point to the Destination

Motivate the Elephant

Find the Feeling
Shrink the Change

Grow Your People

Shape the Path

Tweak the Environment

Build Habits
Rally the Herd

design framework

/ 1. A science-based program

2. Common terminology

3. Clear
Simple
Concrete

\V/\Vile
Emotional
Memorable



Encourage you to:

1. Read the book

2. Try applying the framework

3. Use the terminology
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