
18/03/2021

1

Nudging & Adfærdsindsigter, 2021

Dansk Selskab for 
Specialtandpleje og 
Omsorgstandpleje
Pelle Guldborg Hansen, 
Behavioural Scientist, Ph.D. / CBIT, Roskilde University
Director of ISSP – The Initiative for Science, Society & Policy

Chairman of The Danish Nudge Network
CE of INUDGEYOU – The Applied Behavioural Science Group

1

iNudgeyou – The Applied Behavioural Science Group

2



18/03/2021

2

3

4



18/03/2021

3

Handling A Handling B

Konsekvens A Konsekvens B

Overvejelse

Præferencer

Værdier & ønsker

Formodninger

information

Opmærksomhed

Beslutnings-
punkt
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THE METHODS OF FOLK PSYCHOLOGY
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INFORMATION (KOMMUNIKATION)

OVERTALELSE (KOMMUNIKATION)

POSITIV INCENTIVISERING (ØKONOMI)

NEGATIV INCENTIVISERING (ØKONOMI)

FORBUD (JURA)

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

INTERVENTIONSTRAPPEN
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IRRATIONEL ADFÆRD I HVERDAGEN
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COVID-19 Håbløshed
Hansen PG; Gahner E; Gundersen, C; (2020) Reporting on One’s Behaviour: a randomised controlled population representative survey experiment showing the non-validity of self-reports 
on two crucial COVID-19 hygiene relevant behaviours
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METODISKE IMPLIKATIONER
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2. Hvor mange gange vil du mere 
præcist anslå at du vaskede og 
sprittede hænder af i går?

________________

1. Hvor mange gange vil du anslå at 
du vaskede og sprittede hænder af i 
går?

Mere / ca. / mindre

Mere / ca. / mindre
Repræsentativt udsnit af 1.001 danskere 
randomiseres ind i 2 grupper.

Simpel sammenligning af gennemsnitlige 
værdier for besvarelse

30

3

HOPE(LESS)

Hansen PG; Gahner E; Gundersen, C; (2020) Reporting on One’s Behaviour: a randomised controlled population representative 
survey experiment showing the non-validity of self-reports on two crucial COVID-19 hygiene relevant behaviours
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[adfærdsproblem]

Et adfærdsproblem er et uhensigtsmæssigt adfærdsmønster relativt til fokus, 
formodningsdannelse, valg, handling eller vurdering, der forekommer på trods af, at vi har 
god grund til at agere anderledes.

Det vil sige, at vi har information, holdninger, incitamenter og evt. omgivende regulering, der 
tilsammen giver tilstrækkelig anledning til en anden og mere hensigtsmæssig adfærd.

Et adfærdsproblem er altså ikke et: (1) Informationsproblem, (2) holdningsproblem, (3) 
incitamentsproblem, eller (4) Reguleringsproblem.

DEFINITION: ‘ADFÆRDSPROBLEM’
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34 x 52 = ___
15

15

Kahneman, D (2002) Maps of Bounded Rationality: A Perspective on Intuitive Judgment and Choice, Prize Lecture, December 8.

Hurtigt
Parallelt

Automatisk
Associativt

Erfaringsbaseret

Langsomt 
Serielt

Kontrolleret
Regel-baseret

Fleksibelt

DUAL PROCES KOGNITIV TEORI
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DANIEL KAHNEMAN’S DUAL SYSTEM THEORY

Kahneman, D (2011) Thinking, fast and slow, New York: Farrar, Straus and Giroux.
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MÜELLER-LYER ILLUSIONEN
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(1) Kemoterapi med 80% chance for at overleve

(2) Strålebehandling med 20% risiko for at dø

KOGNITIVE ILLUSIONER
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Figure 1: Schematic model of a Triple Process Theory. Broken lines indicate interaction between 
system 1 and system 2.
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Thomas kigger på Dorte, Dorte 
kigger på Christian. Christian er 
gift, mens Thomas er ugift. 

Er der en ugift der kigger på en 
gift?

q Ja

q Nej

q Det kan man ikke vide

Ja
8% Nej

5%

Det kan man 
ikke vide

87%

N = 244

Hansen, PG. (2020). Nudge, Nudges, Nudging: Videnskaben om hvordan man forandrer adfærd. Forthcoming, 2020.

STANOVICHS  ‘ÆGTESKABSPROBLEM’
POST NORD (2019)
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Hensigtsmæssig adfærd

Uhensigtsmæssig adfærd

Context

Bias
Agent

Behaviour

BEGREBET ‘KOGNITIV BIAS’ (GRAFISK ILLUSTRERET)
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IRRATIONEL ADFÆRD I HVERDAGEN
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DEFINITION: ‘KOGNITIV BIAS’
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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.
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nudge /nʌdʒ/

”Ethvert planlagt aspekt af en 
valgarkitektur, der ikke burde 
påvirke os i princippet, men gør 
det i praksis.”

TOMMELFINGERDEFINITIONEN

42

ADFÆRDSINDSIGT

DEN FUNDAMENTALE 
ATTRIBUTIONSFEJL
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Darley, J.M. & Batson, C.D. (1973) ‘From Jerusalem to Jericho: A Study of Situational and Dispositional Variables 
in Helping Behavior’, Journal of Personality and Social Psychology, Vol. 27, No. 1, 100-108.  

DISPOSITIONELLE VS. SITUATIONELLE FAKTORER

44

iNudgeyou© 2017

DISPOSITIONELLE VS. SITUATIONELLE FAKTORER

Darley, J.M. & Batson, C.D. (1973) ‘From Jerusalem to Jericho: A Study of Situational and Dispositional Variables 
in Helping Behavior’, Journal of Personality and Social Psychology, Vol. 27, No. 1, 100-108.  
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Illustrations from: https://medium.com/accelerated-intelligence/fundamental-attribution-error-this-cognitive-bias-destroys-relationships-6f405895b81b

DEN FUNDAMENTALE ATTRIBUTIONSFEJL
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DEN FUNDAMENTALE ATTRIBUTIONSFEJL

& DEN SELVFAVORISERENDE BIAS

47



18/03/2021

18

ADFÆRDSINDSIGT

TILGÆNGELIGHEDS-
HEURISTIKKEN
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TILGÆNGELIGHEDS-HEURISTIKKEN
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Tilgængelighedsheuristikken

En mental genvej, der baserer sig på de 
eksempler der umiddelbart kan genkaldes når 
man evaluerer et bestemt emne, begreb, metode, 
eller beslutning.

Grundideen er, at hvis noget kan genkaldes, så 
må det også være vigtigt eller karakteristisk, 
sammenlignet med alternativer, der ikke 
genkaldes nær så hurtigt.

Faktorer: tid, Gentagelse, fremtrædenhed, 
levende

TILGÆNGELIGHEDS-HEURISTIKKEN
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ADFÆRDSINDSIGT

AFSENDER-EFFEKTEN

51
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”De vesteuropæiske lande fører en 
ustabil økonomisk politik.” 

- Donald Trump, September 1, 2018

q Helt enig
q Delvis enig 
q Delvis uenig
q Helt uenig

AFSENDER-EFFEKTEN

52

”De vesteuropæiske lande fører en 
ustabil økonomisk politik.” 

- Barack Obama, September 1, 2018

q Helt enig
q Delvis enig 
q Delvis uenig
q Helt uenig

AFSENDER-EFFEKTEN

53
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For hold dig til udsagnet: "De vesteuropæiske lande fører en ustabil økonomisk politik"
Gruppe A

Gruppe B

Barack Obama
Donald Trump

Helt enig
0%

Delvis enig
35%

Delvis uenig
21%

Helt uenig
44%

Helt enig
14%

Delvis enig
66%

Delvis uenig
17%

Helt uenig
3%

AFSENDER-EFFEKTEN
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ADFÆRDSINDSIGT

FORSTÅ MOTIVER
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Pelle Guldborg Hansen©

MOTIVER
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ADFÆRDSINDSIGT

GØR DET LET MED 
GRUNDINDSTILLINGER
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Chapman GB, Li M, Colby H, Yoon H. Opting in vs opting out of influenza vaccination. JAMA, 2010; 304(1): 43–4. 

Group 1
Those in the opt-out condition received an e-mail 
from the university occupational health department 
explaining that the participant had been scheduled 
for a flu shot appointment, with the day, time, and 
location provided; hyperlinks allowed participants 
to change or cancel the appointment. 

Group 2
For those in the opt-in condition, the e-mail 
explained that free seasonal flu shots were 
available and provided a link to a Web page where 
participants could schedule an appointment for the 
following week. 

33%

45%

0%

5%

10%

15%

20%

25%

30%

35%

40%

45%

50%

Opt-in (n =  239) Opt-out (n =  239)

In the opt-out condition, 108 of 239 partici- pants (45%; 95% confidence interval [CI], 39%-52%) were vaccinated at the occupational health 
department, compared with 80 of 239 participants (33%; 95% CI, 27%-39%) in the opt-in condition (P = .008), a 36% r

EFFEKTEN AF OPT-IND VS. OPT-UD PÅ VACCINATION

58

ADFÆRDSINDSIGT

GØRT DET LET, 
ARBEJD MED FRIKTION
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ARBEJD MED FRIKTION
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62

ARBEJD MED FRIKTION
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ADFÆRDSINDSIGT

FORPLIGTELSENS BÅND

64

AFTALENS NATUR
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-3,5%

-18%

-31,7%

10,1%

-29,6%

-35,0%

-30,0%

-25,0%

-20,0%

-15,0%

-10,0%

-5,0%

0,0%

5,0%

10,0%

15,0%

Mundtlig 
bekræftelse

Aktiv
involvering

Aktiv
Involvering + norm

Intervention
pauses

Genstart af 
intervention

% REDUKTION I UDEBLIVELSER

S. Martin, S. Bassi &  R. Dunbar-Rees (2012): Commitments, norms and custard creams – a social influence approach to reducing did not attends (DNAs).
Journal of the Royal Society of Medicine 2012: 105: 101 –104
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ADFÆRDSINDSIGT

VANER & RUTINER
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2

3

RUTINE

FEEDBACK

Rutinen er respons-handlingen, der I 
sidste ende kan produceres automatisk 
af System 1 processer som et resultat 
af gentagelse.

Feedback forstærker adfærd ved at belønne hjernen på det 
neurologiske niveau for at forudsige fremtiden korrekt.

1TRIGGER
Triggeren er den stimulus der 
aktiverer det vanemæssige respons.

VANENS ANATOMI

TRANG

Wood, Wendy (2019). Good Habits, Bad Habits: The Science of Making Positive Changes that Stick, Macmillian

76

ADFÆRDSBASEREDE 
TEKNIKKER TIL GODE VANER & 

RUTINER
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IMPLEMENTERINGSINTENTIONER

Når/hvis […], så […]

98

IMPLEMENTERINGSINTENTIONER

Når/hvis […], så […]
1. Når jeg er færdig på arbejde, så pakker 

jeg arbejdspladsen ned

2. Når jeg sætter mig ned for at arbejde, så 
lægger jeg en pose snakgulerødder ved 
siden af computeren

99
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HABIT STACKING

Når/hvis […], så […]
1. Når the-kedlen koger, så laver jeg serie af strækøvelser

2. Når jeg har lavet strækøvelser, så sætter jeg telefonen i opladeren

3. Når jeg har sat telefonen i opladeren, så tager jeg snackgulerødder ud af køleskabet

4. Når jeg har taget snackgulerødder ud af køleskabet, så går jeg ind ved computeren og 
lægger dem ved siden af

5. Når jeg har lagt gulerødderne, så sætter jeg mig ned og tjekker e-mails

6. Når jeg har tjekket e-mails, så lukker jeg e-mail klienten.

100

INCREMENTAL CHANGE

1 ny (lille)vane om dagen

102


