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NUDGE

THE FINAL EDITION

) Nudge
by Richard H. Thaler & Cass R. Sunstein

RICHARD H.THALER

BOOK NOTES

and
CASS R.SUNSTEIN

e Heuristics: Rules of Thumb; Anchoring and Adjustment; Availability; Representativeness
(similarity)
» Biases: Optimism and Overconfidence; Gains and Losses (Fear of loss > Motivation for
gains); Status Quo; Framing
* People tend to conform (Feel, Felt, Found)
» ‘Collective Conservatism’ = groups tend to stick to established patterns
» Create a choice architecture - Organizing the context in which people make decisions
(stimulus response compatibility)
— Make the desired outcome the default (w/in reason), give choices (w/in reason) and
make it easy (remove sludge)
— Create structure for complex choices
— Understand Salience of incentives: e.g. opportunity costs (all in) of owning a car in a city
v UBER
» Costs: Cost of saving too little > Cost of saving too much
— Overcome current/recency bias
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