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— Daniel Kahneman, “Thinking, Fast And Slow”

“
”

The brain doesn’t like logical, 
rational, conscious thinking — and 
will take any shortcut it can.
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•Hardwired, evolutionary impulses
•Once kept us alive
•Now get us through the day

Decision Making Shortcuts
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It’s not about how we think, 
but how we feel

#1
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Emotions drive our decisions

Behavioral Science 
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— Antonio Damasio

Emotion
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13% increase in purchase intent
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It’s 4pm. Your 
excavator just broke 
down. Concrete needs 
to be poured tomorrow.
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Remember:
Use emotion to connect with 

customers and prospects
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Behavioral Science

People are afraid to lose
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Loss 
Aversion
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Order Cathy’s gift 
today, or pay more! 
Prices increase 
tomorrow!
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That’s why our refund policy 
lets you cancel your tickets for 
a full refund through the end of 
March, no questions asked.
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Remember:
Avoid pain beats achieve gain
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Behavioral Science

If it’s ours, we feel it’s 

more valuable
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— Richard Thaler

Endowment 
Effect
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Please Accept Your 
Title Or Surrender It!

We must have your 
decision regarding Prize 
Number ownership!
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To keep your registration active …. log in 

…do nothing and your registration will expire
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Remember:
People are possessive – they don’t 

want to lose what they have
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• Emotion

• Loss Aversion
• Endowment Effect

Recap:
It’s not about how we think, but how we feel
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Write a lead gen email, including subject 
line, for your company using Emotion, 

Loss Aversion, or the Endowment Effect

Assignment 
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Our choices are less rational 
and more reactional

#2
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Behavioral Science

Having an option makes people 

more likely to choose
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Autonomy 
Bias

Image: Pixy.org
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It means you have 
options when it 
comes to travel, 
adventure, even living 
abroad.

Do this now: Create 
an income that puts 
YOU in charge
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4X Tulane University
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— Christopher Carpenter
      Western Illinois University
      2X

The choice is yours.
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Remember:
Choices make people feel in charge
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Behavioral Science

Expectations influence 

people’s behavior
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15% more voters

Labeling
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… for career-minded 
privacy professionals 
like you.

Noun Identity Effect
Be a voter vs Vote, 11%
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It takes a certain kind of 
person to see a vulnerable 
youth, a girl or boy who’s 
been forgotten, and say, 
“How can I help?”
You’re that kind of person.
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Remember:
Use labels that trigger the 

desired behavior
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Behavioral Science

We respond to the source 

of the information
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Authority 
Principle
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“The Coolest New 
Exhibit” -  Thrillist

Don’t believe us? 
Take Thrillist’s word 
for it!



@nharhut



@nharhut



@nharhut

Remember:
People defer to experts
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• Autonomy Bias

• Labeling
• Authority Principle

Recap:
Our choices are less rational and more 
reactional
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Write a display ad for your company 
using Autonomy Bias, Labeling, or the 

Authority Principle

Assignment 
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We rely on auditory cues

#3
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Behavioral Science

People respond to reasons 

before they process them



@nharhut

Reason Why

— Ellen Langer, Harvard
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Try us for 9 bucks 
because my dad loves us
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…premiums that are 
among the most 
competitive in the 
market. This is possible 
because of the 
economies of plan 
administration… 
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Input Bias

After a decade of 
research on two 
continents…
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Remember:
Include because / the reason why 

to trigger compliance
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Behavioral Science

We’re influenced by first mentions 

and familiarity
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Anchoring

9 = 50; 140 = 67
Strack & Mussweiler
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57,530 kids have been 
forced from their   
homes since Oct. 1
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Remember:
Lead with higher prices,              

link to easy numbers
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Behavioral Science

Descriptions trigger 

default decisions
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Framing
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$10 off is like lunch 
money in your pocket.
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Stanford University
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Remember:
Get people to see things in a 

different way



@nharhut

• Reason Why

• Anchoring
• Framing

Recap:
We rely on auditory cues
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Write a nurture email, including subject 
line, that positions your price, using 

Reason Why, Anchoring, or Framing

Assignment 
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1. It’s not about how we think, but how   
we feel

2. Our choices are less rational and     
more reactional

3. We rely on auditory cues

Behavioral Science
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“Nancy has an incredible ability 
to help marketers uncover why 
people respond and how to 
capture that interest. 

This is a must read for anyone 
who wants to drive engagement, 
sales, and growth.”  
- Jay Schwedelson
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