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We know what’s good for us… 



..but we have difficulty sticking to our decisions 

Behavioral economics 
can help us 
understand why… 



 Present bias  Small, variable incentives for 
participation or for adherence (measured with MEMS) 
in Uganda 

 Salience  how to best customize/deliver the messages 
 Over-optimism  reminders 

Other aspects of  
behavioral economics;  
not just incentives: 



Present bias 



Salience 



Over optimism 







Incentives: one aspect of behavioral economics 



Javanbakht et al (JIAPAC) 2006  







Tested at scale?   Not yet… 
nor in LMIC, however… 

Mex > 25m 
Brazil > 50m 



Barriers to scale-up? 

 Political will 
 Best design? 

– Type of incentive 
– Amount 
– Length 
– Conditional or not 
– CCT (demand) vs. P4P (supply) 

 Targeting 
 Sustainability 
 Cost-effectiveness 
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Thank you!   
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