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WHAT IS NUDGE?

A concept from behavioural
economics that involves subtly 
influencing people's decisions and 
behaviours without restricting their 
options or changing their incentives. 
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“

”

Nudges take advantage of individuals’ 
heuristics, their intuitions, their rules of 

thumb, their impulses, their myopia, and 
their laziness.
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– Nudge, Thaler and Sunstein



• Nudging Strategies

• Customizing Nudging for Your 

Business

• Measuring Success 
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Nudging Strategies



CHOICE ARCHITECTURE
R E A R R A N G E  T H E  W A Y  C H O I C E S  A R E  P R E S E N T E D  T O  M A K E  C E R T A I N  
O P T I O N S  M O R E  A P P E A L I N G  O R  N O T I C E A B L E .

• Defaults

• Anchoring 

• Framing

• Simplification

• Feedback loops 
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DEFAULT

“People have a 
strong tendency to 
go along with the 
status quo or 
default option.”

U T I L I S E  D E FA U LT  S E T T I N G S  T O  G U I D E  
C U S T O M E R  D E C I S I O N S
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ANCHORING
C O N S U M E R S ’  I N H E R E N T  T E N D E N C Y  T O  U S E  T H E  
F I R S T  P I E C E  O F  I N F O R M AT I O N  T H E Y  S E E  A S  A  
R E F E R E N C E  P O I N T  F O R  F U R T H E R  D E C I S I O N -
M A K I N G  T H E  V A L U E  O F  Y O U R  P R O D U C T.
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FRAMING
P R E S E N T  C H O I C E S  I N  A  W AY  T H AT  
E M P H A S I S E S  C E R TA I N  A S P E C T S .
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SIMPLIFICATION
O F F E R I N G  A  L I M I T E D  N U M B E R  O F  
O P T I O N S  C A N  P R E V E N T  C H O I C E  
O V E R L O A D  A N D  M A K E  I T  E A S I E R  F O R  
C U S T O M E R S  T O  M A K E  A  D E C I S I O N .
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FEEDBACK LOOPS
P R O V I D E  C U S T O M E R S  W I T H  
I M M E D I AT E  F E E D B A C K  O N  T H E I R  
A C T I O N S .
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SOCIAL NORMS
H I G H L I G H T  W H AT  T H E  M A J O R I T Y  O F  
P E O P L E  A R E  D O I N G  T O  E N C O U R A G E  
D E S I R E D  B E H A V I O U R S .
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LOSS AVERSION
H I G H L I G H T  P O T E N T I A L  L O S S E S  T O  
E N C O U R A G E  D E S I R E D  A C T I O N S .
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PERSONALISATION
TA I L O R  R E C O M M E N D AT I O N S  A N D  O F F E R S  
B A S E D  O N  I N D I V I D U A L  P R E F E R E N C E S  A N D  
PA S T  B E H A V I O U R S .  T H I S  M A K E S  
C U S T O M E R S  F E E L  U N D E R S T O O D  A N D  C A N  
I N C R E A S E  E N G A G E M E N T.



Customizing Nudging for Your 
Business



UNDERSTAND 
YOUR 

AUDIENCE 

P
R

ESEN
TA

TIO
N

 TITLE

• Begin by thoroughly understanding your target 
audience's preferences, behaviours, and pain points.

• Segment your audience based on demographics, 
interests, or purchase history. Customise nudges for 
each segment to address their unique needs and 
motivations.
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GOALS AND 
OBJECTIVES

Define clear goals for your nudging efforts. 
Whether it's increasing sales, boosting 

engagement, or encouraging specific 
actions, tailor your strategies to align with 

these objectives.
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Setting goals 
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SPECIFIC

What  do  I  wan t  t o  
a c comp l i s h ?

Why i s  t h e  goa l  
impo r tan t ?

Who  i s  i n vo l ved?

Where  i s  t h i s  goa l  
l o ca ted?

S

MEASURABLE

How w i l l  I  k now  t ha t  I  
have  ac comp l i s he d  t he  

goa l ?

How many/m uc h ?

Wha t  s o u r ce s  o f  
i n fo r ma t i o n  can  I  u se  
t o  de te r m i ne  i f  I  have  

me t  t h e  goa l ?

M

ACHIEVABLE

How i s  t h i s  goa l  
a c h i e ved?

What  re sou r ce s  a re  
needed  t o  a c h i e ve  t he  
goa l ,  and  do  we  have  

t hem?

I f  n o t ,  h ow  can  we  
a t ta i n  t h em?

A

RELEVANT

Doe s  t h i s  ma t c h  ou r  
o t he r  e f fo r t s ?

I s  i t  t h e  r i gh t  t ime  t o  
be  se t t i ng  t h i s  goa l ?

I s  i t  wo r t hwh i l e  fo r  
o u r  bu s i n e s s ?

Am  I  t h e  r i gh t  pe r son  
t o  a c h i e ve  t h i s  goa l ?

R

TIME-BOUND

When  doe s  t h e  goa l  
n eed  t o  be  
comp le ted?

What  can  be  
ac comp l i s hed  w i t h i n  

t h e  t ime f rame?

Wha t  can  I  do  i n  t h e  
immed ia te  f u t u re  ( s i x  

week s ) ?

Wha t  w i l l  n eed  a  
l o nge r  t ime f rame  ( s i x  

mon t h s ) ?

T



BEHAVIOURAL 
DATA ANALYSIS

Use statistical techniques to analyse the data and 
identify behaviour patterns. Look for trends, 

seasonality, correlations, and insights that could 
help you understand customer behaviours better.
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Tools and Software 
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Mixpanel 

Userpilot

Heap

Amplitude



OPERATION

• Then: Based on timing: 

• Personalization

• Channel Selection

• A/B Testing

• Feedback Integration

• Storytelling

• Loyalty Program
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BUT…

• Case-by- case

• Consistency

• Privacy and Ethical Considerations

• Continuous Learning
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Measure success and 
achieve long-term goals 



SUMMARY 

• Nudging, the art of guiding decisions without 
removing choices, empowers small businesses to 
influence customer behaviour positively. 

• Through real-world cases, we saw how subtle 
shifts in choice architecture can drive sales and 
engagement. Customisable strategies, from 
defaults to personalisation, empower tailored 
interactions. 

• However, ethical considerations are paramount; 
nudging must be transparent and respectful.

• Nudging isn't just about now – it 's about 
building lasting loyalty, fostering social impact, 
and aligning with long-term goals. 
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“

”

Nudging isn't just about influencing 
decisions; it's about crafting 

meaningful, ethical interactions that 
lead to mutual growth and success.
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THANK YOU

Brittany Zhang 

Brittany.zhangzr@gmail.com

mailto:Brittany.zhangzr@gmail.com
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MORE EXAMPLES OF 
DEFAULT

• Retirement Savings: In retirement savings plans like 401(k)s in the United States, employees are 
often given a choice to enrol and contribute. When enrollment is set as the default option. 
Research has shown that participation rates can be as high as 90% under automatic enrollment 
compared to around 40% under voluntary enrollment.

• Energy Consumption: Many utility companies have implemented default settings where 
customers are enrolled in paperless billing or automatic energy-saving programs. This simple 
change has led to significant reductions in paper usage and energy consumption.

• Healthy Food Choices: In school cafeterias and other settings, placing healthier food options as 
the default choice (e.g., as part of meal combos) has led to higher consumption of nutritious 
foods by individuals.

• Donation Campaigns: When donation amounts are suggested as default values in fundraising 
campaigns, people tend to donate closer to those suggested amounts. This has been observed 
in crowdfunding platforms and charitable organisations.

• Healthcare Decisions: In medical contexts, default options for treatment choices can 
significantly impact decisions. For example, in a study about end-of-life care, when doctors 
default to comfort-focused care rather than aggressive interventions, patients are more likely to 
choose the default option, leading to improved quality of life in their final days.
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