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Overview 

“Nudging” is the process by which you provide certain 
information, provide better default options, and offer more 
informed options to people in order to nudge them towards 
making better decisions. This book discusses the theory 
behind nudging, and goes into practical examples of how 
nudging could be implemented, from healthcare to politics. 

Introduction 

x Libertarian Paternalism is the concept of giving an 
individual a choice, but being able to “nudge” that
choice in a beneficial direction. Nudges must not 
cost the person involved, and must be easily 
avoided or ignored if necessary. 

x Choice Architects are people responsible for 
shaping the way things are displayed, promoted, or 
offered, structuring the way people will choose.  

 
While Humans have flaws and make mistakes, “Econs”
are fictitious beings who always make the optimal 
choice for a given situation. Many textbooks and 
theories are actually based on these hypothetical Econs, 
since most Human behavior cannot be predicted.  Most 
Humans err and do not make the best decisions for 
themselves as they are not perfect Econs. If you oversee 
other people’s decisions, you can help sway them to
make better choices. It is impossible to be completely 
neutral, and false to believe that no one influences your 
decisions in turn. Private parties, the government, and 
corporations all have the power to nudge. People who 
are aware of being choice architects can use their power 
in a beneficial way, to better other people’s lives and
not just for personal gain.  

“A nudge, as we will use the term, 
is any aspect of the choice architecture 

that alters people’s behavior in a predictable way 
without forbidding any options or 

significantly changing their economic incentives.” 

PART 1. HUMANS AND ECONS 

Chapter 1. Biases & Blunders 

While humans are known for having remarkable 
memory and cognitive capabilities, humans still make 
mistakes. Understanding our ability to make mistakes 
can deepen our knowledge of human behavior.  

The human brain is a juxtaposition of intelligence and 
inadequacy. Humans can excel in one area of life (like 
playing an instrument), and yet fail in others (such as 
misplacing car keys). Neuroscience interprets this 
contradicting nature into two “systems”: the Automatic 
System (System 1) and the Reflective System (System 
2), more deeply described in Thinking Fast & Slow.  

x The Automatic System is invoked when humans 
use their instincts, quickly and intuitively acting 
without much thought or deep consideration, such 
as a person who flinches or ducks. 

x The Reflective System involves careful decision 
making, strategy, planning, and concentration. It is 
used when people solve math equations, make life-
altering decisions, or write books.  

 
The Automatic System is the first instinct. It reacts to 
turbulence on an airplane with “this is how it’s going to
end.” The Reflective System incorporates other factors 
like the statistical safety of airplanes and the 
commonality of turbulence. In addition, unfounded 
optimism can skew a person’s judgement, leading to 
taking extreme chances even when the statistics work 
against a person. In these cases, people may need a 
“nudge” away from such risky behavior by 
purposefully framing questions to showcase danger. 

“The bottom line, from our point of view, is that
people are, shall we say, nudge-able. Their choices, 

even in life’s most important decisions, are
influenced in ways that would not be anticipated 

in a standard economic framework.” 


