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Dagens oplæg: 
Introduktion til nudging 

i.  Begreber - Hvad er nudge og nudging? 

ii.  Teori – hvorfor virker nudges? 

 

Projekt om ulykker på lager- og godstransportområdet 

i.  Defaults – Hvad sker der når vi ændrer standardindstillinger?


ii.  Opmærksomhed – Hvorfor er mere opmærksomhed ikke altid 
løsningen?


iii.  Tilgængeligheds heuristik – Et par ord om ’Det-sker-ikke-for-
mig-mentaliteten’.


iv.  Scarcity – Mental kapacitet er en begrænset ressource.


v.  Hot spots & Touch points – Hvorfor er de relevante for 
implementering af  allerede eksisterende løsninger? 

Hvad er et nudge? 

Fly in the urinal


80 %
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Et nudge er en funktion af  ethvert forsøg på at påvirke menneskers vurdering, valg eller adfærd i en 
forudsigelig retning (1) under antagelsen af  at kognitive bias, rutiner og vaner påvirker vores individuelle og 
sociale adfærd, og (2) som virker ved at gøre brug af  disse som en integreret del af  sådanne forsøg.



Det betyder bl.a. at et nudge fungerer uafhængigt af  


1)  begrænsninger af  valgmuligheder, eller 


2)  ændringer ved handlingsalternativernes omkostninger (herunder økonomi, tid, besvær, social 
sanktioner, o. lign.)


3)  ny informationsgivning  




nudge


Hansen, PG & Jespersen, AM (2013) Nudge & The Manipulation of  Choice – A Framework for the Responsible Use of  the Nudge 
Approach to Behaviour Change in Public Policy, The European Journal of  Risk Regulation, Volume 1, 2013, 3-28 
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Hvad er nudging? 

Adfærds-
økonomi 

Kognitiv 
psykologi 

’Nudging’ 

Social 
psykologi 

nudging 
1.  Den systematiske 

evidensbaserede brug af 
adfærdsindsigter 

2.  Dual proces kognitiv teori 

3.  Brugen af videnskabelige 
metoder til effektmåling og 
læring 

Teori 
Hvorfor virker nudges? 
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Information


Kampagner


Negative sanktioner


Elimination af  valg


Positive sanktioner


Adapted from Public Health: Ethical  Issues Nuffield Council on Bioethics, (2007) Cambridge Publishers Ltd., p. 42


Interventionsstigen


Information


Kampagner


Negative sanktioner


Elimination af  valg


Positive sanktioner


Interventionsstigen


Adapted from Public Health: Ethical  Issues Nuffield Council on Bioethics, (2007) Cambridge Publishers Ltd., p. 42


Information


Kampagner


Negative sanktioner


Elimination af  valg


Positive sanktioner


Interventionsstigen


Adapted from Public Health: Ethical  Issues Nuffield Council on Bioethics, (2007) Cambridge Publishers Ltd., p. 42
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Dual Process Cognitive Theory 
1.  Sloman	S.A.	(1996)	The	empirical	case	for	two	systems	of	reasoning.	Psychological	Bulle/n,	119,	3-22.	
2.  Kahneman	D.	(2003)	A	perspecGve	on	judgement	and	choice.	American	Psychologist.	58,	697-720.	
3.  Evans,	J.	(2003).	"In	two	minds:	dual-process	accounts	of	reasoning".	TRENDS	in	Cogni/ve	Sciences	7	(10).	
4.  Stanovich,	K	E.;	West,	R	F.	 (2000).	"Individual	difference	 in	reasoning:	 implicaGons	for	the	raGonality	debate?".	Behavioural	and	

Brain	Sciences	23:	645–726.	
5.  Stupple,	 E.;	Waterhouse	 (2009).	 "NegaGons	 In	 SyllogisGc	Reasoning:	 Evidence	 for	 a	HeurisGc	 -	 analyGc	Conflict".	The	Quarterly	

Journal	of	Experimental	Psychology	62	(8).	
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34 x 52 = ___ 
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(1) Kemoterapi med 80% chance for at 
overleve? 
 
 
(2) Strålebehandling med 20% risiko for at 
dø? 
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Norman, D. (2002) The Psychology of  Everyday Things, New York: Basic Books.


Det automatiske system, der er ubevidst, 
intuitivt og næsten omkostningsfrit.  

Det refleksive system der er bevidst, 
analytisk og kræver en masse koncentration. 
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Decision-making and behavioral biases 
 
Anchoring – the common human tendency to rely too heavily, or "anchor," on one trait or piece of 
information when making decisions. 
Attentional Bias – implicit cognitive bias defined as the tendency of emotionally dominant stimuli in 
one's environment to preferentially draw and hold attention. 
Backfire effect - Evidence disconfirming our beliefs only strengthens them. 
Bandwagon effect – the tendency to do (or believe) things because many other people do (or believe) 
the same. Related to groupthink and herd behavior. 
Bias blind spot – the tendency to see oneself as less biased than other people.[2] 
Choice-supportive bias – the tendency to remember one's choices as better than they actually were.
[3] 
Confirmation bias – the tendency to search for or interpret information in a way that confirms one's 
preconceptions.[4] 
Congruence bias – the tendency to test hypotheses exclusively through direct testing, in contrast to 
tests of possible alternative hypotheses. 
Contrast effect – the enhancement or diminishing of a weight or other measurement when compared 
with a recently observed contrasting object.[5] 
Denomination effect – the tendency to spend more money when it is denominated in small 
amounts (e.g. coins) rather than large amounts (e.g. bills).[6] 
Distinction bias – the tendency to view two options as more dissimilar when evaluating them 
simultaneously than when evaluating them separately.[7] 
Empathy gap - the tendency to underestimate the influence or strength of feelings, in either oneself 
or others. 
Endowment effect – "the fact that people often demand much more to give up an object than they 
would be willing to pay to acquire it".[8] 
Experimenter's or Expectation bias – the tendency for experimenters to believe, certify, and 
publish data that agree with their expectations for the outcome of an experiment, and to disbelieve, 
discard, or downgrade the corresponding weightings for data that appear to conflict with those 
expectations.[9] 
Focusing effect – the tendency to place too much importance on one aspect of an event; causes error 
in accurately predicting the utility of a future outcome.[10] 
Framing effect – drawing different conclusions from the same information, depending on how that 
information is presented. 
Hostile media effect - the tendency to see a media report as being biased due to one's own strong 
partisan views. 
Hyperbolic discounting – the tendency for people to have a stronger preference for more 
immediate payoffs relative to later payoffs, where the tendency increases the closer to the present both 
payoffs are.[11] 
Illusion of control – the tendency to overestimate one's degree of influence over other external 
events.[12] 
Impact bias – the tendency to overestimate the length or the intensity of the impact of future feeling 
states.[13] 
Information bias – the tendency to seek information even when it cannot affect action.[14] 
Irrational escalation – the phenomenon where people justify increased investment in a decision, 
based on the cumulative prior investment, despite new evidence suggesting that the decision was 
probably wrong. 
Loss aversion – "the disutility of giving up an object is greater than the utility associated with 
acquiring it".[15] (see also Sunk cost effects and Endowment effect). 
Mere exposure effect – the tendency to express undue liking for things merely because of familiarity 
with them.[16] 
Money illusion – the tendency to concentrate on the nominal (face value) of money rather than its 
value in terms of purchasing power.[17] 
Moral credential effect – the tendency of a track record of non-prejudice to increase subsequent 
prejudice. 
Negativity bias – the tendency to pay more attention and give more weight to negative than positive 
experiences or other kinds of information. 
Neglect of probability – the tendency to completely disregard probability when making a decision 
under uncertainty.[18] 
Normalcy bias – the refusal to plan for, or react to, a disaster which has never happened before. 
Omission bias – the tendency to judge harmful actions as worse, or less moral, than equally harmful 
omissions (inactions).[19] 
Outcome bias – the tendency to judge a decision by its eventual outcome instead of based on the 
quality of the decision at the time it was made. 
Planning fallacy – the tendency to underestimate task-completion times.[13] 
Post-purchase rationalization – the tendency to persuade oneself through rational argument that 
a purchase was a good value. 
Pseudocertainty effect – the tendency to make risk-averse choices if the expected outcome is 
positive, but make risk-seeking choices to avoid negative outcomes.[20] 
Reactance – the urge to do the opposite of what someone wants you to do out of a need to resist a 
perceived attempt to constrain your freedom of choice. 
Restraint bias – the tendency to overestimate one's ability to show restraint in the face of 
temptation. 
Selective perception – the tendency for expectations to affect perception. 
Semmelweis reflex – the tendency to reject new evidence that contradicts a paradigm.[21] 
Social comparison bias – the tendency, when making hiring decisions, to favour potential 
candidates who don't compete with one's own particular strengths.[22] 
Status quo bias – the tendency to like things to stay relatively the same (see also 
loss aversion, endowment effect, and system justification).[23][24] 
Unit bias — the tendency to want to finish a given unit of a task or an item. Strong effects on the 
consumption of food in particular.[25] 
Wishful thinking – the formation of beliefs and the making of decisions according to what is 
pleasing to imagine instead of by appeal to evidence or rationality.[26] 
Zero-risk bias – preference for reducing a small risk to zero over a greater reduction in a larger risk. 
 
Social biases 
 
Most of these biases are labeled as attributional biases. 
Actor–observer bias – the tendency for explanations of other individuals' behaviors to 
overemphasize the influence of their personality and underemphasize the influence of their situation 
(see alsoFundamental attribution error), and for explanations of one's own behaviors to do the 
opposite (that is, to overemphasize the influence of our situation and underemphasize the influence of 
our own personality). 
Dunning–Kruger effect – a twofold bias. On one hand the lack of metacognitive ability deludes 
people, who overrate their capabilities. On the other hand, skilled people underrate their abilities, as 
they assume the others have a similar understanding.[37] 
Egocentric bias – occurs when people claim more responsibility for themselves for the results of a 
joint action than an outside observer would. 
Forer effect (aka Barnum effect) – the tendency to give high accuracy ratings to descriptions of their 
personality that supposedly are tailored specifically for them, but are in fact vague and general enough 
to apply to a wide range of people. For example, horoscopes. 
False consensus effect – the tendency for people to overestimate the degree to which others agree 
with them.[38] 
Fundamental attribution error – the tendency for people to over-emphasize personality-based 
explanations for behaviors observed in others while under-emphasizing the role and power of 
situational influences on the same behavior (see also actor-observer bias, 
group attribution error, positivity effect, and negativity effect).[39] 
Halo effect – the tendency for a person's positive or negative traits to "spill over" from one area of 
their personality to another in others' perceptions of them (see also physical attractiveness stereotype).
[40] 
Illusion of asymmetric insight – people perceive their knowledge of their peers to surpass their 
peers' knowledge of them.[41] 
Illusion of transparency – people overestimate others' ability to know them, and they also 
overestimate their ability to know others. 
Illusory superiority – overestimating one's desirable qualities, and underestimating undesirable 
qualities, relative to other people. (Also known as "Lake Wobegon effect," "better-than-average effect," 
or "superiority bias").[42] 
Ingroup bias – the tendency for people to give preferential treatment to others they perceive to be 
members of their own groups. 
Just-world phenomenon – the tendency for people to believe that the world is just and therefore 
people "get what they deserve." 
Moral luck – the tendency for people to ascribe greater or lesser moral standing based on the 
outcome of an event rather than the intention 
Outgroup homogeneity bias – individuals see members of their own group as being relatively more 
varied than members of other groups.[43] 
Projection bias – the tendency to unconsciously assume that others (or one's future selves) share 
one's current emotional states, thoughts and values.[44] 
Self-serving bias – the tendency to claim more responsibility for successes than failures. It may also 
manifest itself as a tendency for people to evaluate ambiguous information in a way beneficial to their 
interests (see also group-serving bias).[45] 
System justification – the tendency to defend and bolster the status quo. Existing social, economic, 
and political arrangements tend to be preferred, and alternatives disparaged sometimes even at the 
expense of individual and collective self-interest. (See also status quo bias.) 
Trait ascription bias – the tendency for people to view themselves as relatively variable in terms of 
personality, behavior, and mood while viewing others as much more predictable. 
Ultimate attribution error – similar to the fundamental attribution error, in this error a person is 
likely to make an internal attribution to an entire group instead of the individuals within the group. 
 
Memory errors and biases 
 
Cryptomnesia – a form of misattribution where a memory is mistaken for imagination. 
Egocentric bias – recalling the past in a self-serving manner, e.g., remembering one's exam grades as 
being better than they were, or remembering a caught fish as being bigger than it was. 
False memory – confusion of imagination with memory, or the confusion of true memories with false 
memories. 
Hindsight bias – filtering memory of past events through present knowledge, so that those events 
look more predictable than they actually were; also known as the "I-knew-it-all-along effect."[31] 
Positivity effect – older adults remember relatively more positive than negative things, compared 
with younger adults[46] 
Reminiscence bump – the effect that people tend to recall more personal events from adolescence 
and early adulthood than from other lifetime periods. 
Rosy retrospection – the tendency to rate past events more positively than they had actually rated 
them when the event occurred. 
Self-serving bias – perceiving oneself responsible for desirable outcomes but not responsible for 
undesirable ones. 
Suggestibility – a form of misattribution where ideas suggested by a questioner are mistaken for 
memory. 
Telescoping effect – the effect that recent events appear to have occurred more remotely and remote 
events appear to have occurred more recently. 
Von Restorff effect – the tendency for an item that "stands out like a sore thumb" to be more likely 
to be remembered than other items. 
 

Risikovurdering 
- i et adfærdsmæssigt 

perspektiv 

Risikovurdering 
 

Emne: 

•  Projekt om ulykker på lager- og 
godstransportområdet i et adfærdsmæssigt 
perspektiv. 

 

Formål: 

•  Bidrage til arbejdet med at reducere antallet af 
arbejdsulykker inden for området.  
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B


Behavioural Mapping




§  Identification

§  Behavioural reduction

§  Cost-benefit-analysis


A


Analysis (diagnosis)

§  Hypotheses

§  Detailed Context Descriptions

§  Hypothesis tests 


S


Solution Mapping




§  Research

§  Adaptation

§  Ethical screening


I


Interventions


§  Drafting exp. design

§  Q-check of  exp. design

§  Prototyping

§  Experiment.exe


C


Continuation




§  implementation

§  monitoring

§  org. learning


		 		

-  Høj	frekvens	kan	gøre	det	nemmere	at	
observere	adfærdsmønstre	i	den	
relevante	beslutningskontekst.	

-  Høj	frekvens	kan	betyde	at	man	kan	
opnå	større	effekt	med	færre	
intervenGoner.	

-  Ved	lav	frekvens	kan	det	være	mere	
ressourcekrævende	at	observere	
adfærden	i	den	relevante	
beslutningskontekst.	

-  Flere	løsninger	for	at	skabe	en	
betydelig	effekt.	

Udfordring: 
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Handling A Handling B 

Konsekvens A Konsekvens B 

Rationale 

Præferencer 

Værdier 

Overbevisninger 

information 

Opmærksomhed 

Screening af poten4elle biases


Default	

Opmærksomhed	

TilgængelighedsheurisGk	

Scarcity	

Beslutningskontekst	

Defaults 
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Kan vi ændre standardindstillinger så uhensigtsmæssig 
adfærd ikke ender i en ulykke? 

Kan vi ændre standardindstillinger så uhensigtsmæssig 
adfærd ikke ender i en ulykke? 

Opmærksomhed 
- Hvorfor det er så svært 
at fokusere på det rigtige 
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Eksempler på strategisk 
styrring af 

opmærksomhed 

http://atulgawande.com
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http://atulgawande.com


•  4000 medicinske 
produkter 

•  6000 procedurer 
•  Reduktion på 36% i 

gennemsnit 
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Fremtrædenhed 

Salience 



27/10/16	

18	

Hvis-så-planer 

”Et mål uden en plan er blot et 
ønske” 

- Antoine de Saint-Ex9pér; 

KAN	MAN	NUDGE	TIL	MERE	MOTION?	
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Sample 

248 Undergraduates over a 2 week period. 
Some participants were not included, as 
they did not complete the questionnaires. 
No difference in previous exercise tendency. 

S. Milne, S. Orbell, P. Sheeran (2012); Combining motivational and volitional interventions to promote exercise participation: Protection motivation 
theory andimplementation intentions; British Journal of Health Psychology 2002, 7, pp 163-184 

Simple comparison of self reported 
behaviour and intentions 
 
 

Participants were randomly assigned to 
groups 

Control   

Motivation 

Motivation + implementation 
intention 

38% 
35% 

91% 

20% 

30% 

40% 

50% 

60% 

70% 

80% 

90% 

100% 
Percentage of group that exercised 

 

N = 248 

iNudgeYou	©	Nudge	101	
S.	Milne,	S.	Orbell,	P.	Sheeran	(2012);	Combining	moGvaGonal	and	voliGonal	intervenGons	to	promote	exercise	parGcipaGon:	ProtecGon	moGvaGon	theory	
andimplementaGon	intenGons;	BriGsh	Journal	of	Health	Psychology	2002,	7,	pp	163-184	

Control	 MoGvaGon	+	ImplementaGon	
intenGons	

MoGvaGon	

Opmærksomhed – Arbejd strategisk med at styre opmærksomheden på 
hensigtsmæssige 4dspunkter.
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Tilgængelighedsheuristik 
- ’det sker ikke for mig’ 

Tilgængelighedsheuris4k – ’Det sker ikke for mig’


According	to	an	analysis	conducted	by	city	traffic	engineers,	
there	were	36	percent	fewer	crashes	in	the	six	months	aoer	
the	lines	were	painted	compared	to	the	same	6-month	
period	the	year	before	(September	2006	–	March	2007	and	
September	2005	–	March	2006).	
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40	%	

Giv feedback inden folk kommer 4l skade




27/10/16	

22	

Scarcity  
– Mental kapacitet er en 

knap ressource 

Scarcity - Eliminér 4dspres og skab overskud


What	
You	
See	
Is	
All	
There	
Is	
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Nudge
Pelle Guldborg Hansen 
twitter: @peguha / www.inudgeyou.com 
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Nudge
Pelle Guldborg Hansen 
twitter: @peguha / www.inudgeyou.com 

Nudge
Pelle Guldborg Hansen 
twitter: @peguha / www.inudgeyou.com 

Source:	Proceedings	of	the	NaGonal	Academy	of	of	Sciences,	vol.	108	no.	17.	
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Planlægnings fejltagelser 
 
•  Spørg andre: kollegaer er bedre til at vurdere hvornår en opgave er 

færdig end én selv. 
 
•  Gang med X-faktor: i Microsoft lægger projektledere automatisk 30% 

til en software udviklers vurdering af hvornår et projekt er færdigt  
(50% hvis det involverer et nyt operativ system). 

•  Brug referenceklasse: i stedet for at spørge hvor langt tid det vil tage 
dig, så spørg hvor lang tid opgaver, som denne plejer at tage andre. 

 

Scarcity – Tænk i om det er muligt at reducere 4dspres


Hot spots & touch 
points 
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Eksempler på hot spots


Eksempler på touch points


Hot spots & touch points - Iden4ficer relevante beslutningskontekster og 
implementer løsningen der.
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Opsamling 
Generelle pointer: 

•  Hvad er et nudge? Et nudge er et forsøg på at påvirke adfærd. 

•  Hvad er nudging? Nudging dækker over arbejdet med at udvikle nudges. 

•  Hvorfor virker nudges? Nudges virker fordi man anlægger et nyt menneskesyn. 




1.  Tænk i default løsninger – Er der et sted, hvor I kan ændre miljøet, så uhensigtsmæssig adfærd ikke 
fører til arbejdsulykker.


2.  Opmærksomhed – Tænk i at styre opmærksomheden strategisk relativt til særlige arbejdsulykker.


3.  Tilgængeligheds heuristik – Giv feedback på uhensigtsmæssig adfærd før det fører til arbejdsulykker.


4.  Scarcity – Arbejd på at reducere tidspres gennem planlægning.


5.  Hot spots & touch points - Tænk i om der er hot spots og touch points, hvor I kan implementere 
allerede eksisterende løsninger.


 

 

Spørgsmål? 

Randomised  
controlled trials (RCTs) 
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Tak for jeres opmærksomhed! 


