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The Science of Data and Design to Change Society
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N L . To think about designs that encourage people to make better
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choices by utilising the 'nudge theory' of behavioural economics

VEE ZEAL. ARDEORVWERZTSLS5ET for the various social problems that currently exist, based on
MIBTHAUZHRITHERBREDEICLTE R, ERIC previous research, etc., and to actually devise and conduct
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. Also, to learn statistical methods and analyse the results to
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theoretically determine nudge effects and come up with nudges
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A "'mechanism’ to gently encourage <Example> By placing these in a place where people
people to make better choices, rather can wait for the cashier, a natural and orderly waiting
than restricting their actions. line can be formed. This is not enforced by the use of

security guards, etc.

REZNE HoBiT ¥ D BH{%
BOHDPFAREL TWAE/ICEWVMAEERRLCTCZENEZFNT I EICiRins
BRCTCLEYOOERS

HoBiT CiZdtBEITH T A >F—LDC

ETH Do
A psychological phenomenon in which people feel a high value for MBS HEAZTNF v D TEHRESICDOU)
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The psychological phenomenon of being rewarded reduces the

HoBIT is the Hokkaido Behavioral insights
Team.They shared knowledge and learned
willingness to act about nudges and behavioral economics.
Collaborate with people with practical
experience tolearn how to guide the nudges

necessary for research.
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Tendency to prefer the middle option when three levels of options
are available
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We tend to pick the middle




