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Reduce the 
Required Effort

•Barrier removal
•Environmental 

changes

Provide Extrinsic 
Motivation 

•Rewards & incentives
•Discipline & penalties 

Build Intrinsic 
Motivation

•Resolve ambivalence
•Identify & work toward  

personal goals
•Develop self-efficacy

Encouraging Behavior Changes

Practice
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Behavioral economics suggests ways to reduce the required effort

Anchoring

Anchoring is the intentional selection of a reference point that is 
designed to make nearby (or easily accessible) alternative choices more 
or less attractive. 

Channel and Hassle 
Factors

A channel factor can make a behavior easier to accomplish; a hassle 
factor makes a behavior more difficult to accomplish. 

Default Rules & 
Automation

Default rules automatically set up a desired outcome without requiring 
any action to be taken. 

Feedback
Providing ongoing information — or feedback — to individuals about their 
behavior is a way to make that information salient and allow the 
individuals to evaluate their own behavior and change it. 

Identity Cues & 
Identity Priming

Identity cues represent a person’s connection to a social identity. 
Identity priming is the attempt to influence behavior by highlighting a 
particular identity cue that is aligned with the targeted behavior. 

Loss Aversion 

Interventions based on loss aversion highlight the loss that a person 
may experience as the result of a given action or transaction (or for not 
acting), rather than describing gains. Idea that when look at feeling that 
someone gets, much stronger magnitude of pain for loss compared to a 
positive gain of the same size 
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Reducing Required Effort (cont.)

Micro-Incentives Micro-incentives are small monetary payments (or fines) that are used to 
reward (or discourage) particular types of behavior. 

Physical Environment 
Cues

These cues reflect specific physical features of an environment that affect 
intuitive or subconscious decision-making. 

Public/Private
Commitments

In interventions that emphasize commitments, participants pledge to 
carry out specified behavior or take actions that are necessary to achieve 
a specific goal. 

Reminders
The use of reminders involves prompting program participants by 
supplying a specific piece of information to make it noticeable and to 
increase the chances that participants will act on that information. 

Social Influence Social influence can be used to directly or indirectly foster a particular 
type of behavior through direct or indirect persuasion. 

Social Proof Social proof is descriptive, factually accurate information about how peers 
behave in a similar situation. 
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Adding 
Something

Taking 
Something Away  

Encouraging 
Behavior

A pleasant consequence is 
introduced to 
encourage/reinforce a desired 
behavior

Something unpleasant is 
removed to encourage a 
desired behavior

Discouraging 
Behavior

An unpleasant consequence is 
introduced to discourage 
undesirable behavior

Something pleasant is 
removed so as to discourage 
undesirable behavior

Providing Extrinsic Motivation



© 2017 REDF

Incentives and Rewards
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Incentives

Increase the incentiveOR

• Can play an important role in building and sustaining motivation and effort
• Need to be meaningful to the individual, scaled to the expectation and used 

consistently to be effective.
• Often – given a lack of intrinsic motivation – programs aren’t scaling 

incentives correctly to the task

www.buildingbetterprograms.org/wp-content/uploads/2014/07/Powerpoints-from-D.-Guare.pdf

Decrease task demands
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Change a Habit

Step 1:   Identify the routine
Step 2:   Experiment with rewards
Step 3:   Isolate the cue
Step 4:   Have a plan . . .

When I see CUE, I will do ROUTINE in order to get a REWARD.
Power of Habit by Charles Duhigg
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•Rewards tend to work better to motivate action
–Positive feedback triggers a reward signal in the brain, reinforcing the action that 

caused it, and making it more likely to be repeated in the future.
–Our brain has evolved to accommodate an environment in which often the best way 

to gain rewards is to take action

• Punishment tends to work better to deter action
–When we anticipate something bad, our brain triggers a “no go” signal. 
–Freeze response often precedes fight or flight response (“deer in headlights”)
–Punishment may stop a bad behavior but doesn’t necessarily cause a positive one

Lessons from Neuroscience
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•Have a standard disciplinary policy in place. Communicate it clearly ahead of 
time

•Make sure consequences are proportionate to the infraction
•Address the issue as soon as possible
•Speak with the worker privately 
•Give specific feedback

–Communicate exactly what they did that merited discipline
•Suggest alternative behaviors you would like to see instead 
•First have an effective conversation. Then document it and the goals and plan 

for improvement
•Follow up
•Praise appropriate work behavior
•Avoid removing privileges

When & If You’re Going to Discipline . . . 
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Sustaining Change: Building Intrinsic Motivation
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CBT Can Support Behavioral Change 
By Shifting Perception and Response

•Teaches us how emotions, thoughts and 
actions are interconnected, and how we 
can change our behaviors based on how 
we feel and think.

•Troubled behavior can be traced back to 
patterns of thought and distorted 
perceptions that are learned rather than 
inherent, and thus can be changed

•Combines:
–Cognitive therapy - takes aim at 

thoughts and beliefs that undermine 
mental health and turns the focus 
toward solutions. 

–Behavioral therapy – focuses on 
changing unhelpful habitual responses 
and reinforcing positive behaviors. 

Thoughts

EmotionBehavior
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Questions?

Takeaways?

Support Desired from REDF?


