Investing
in Humans
Alison McLean
29 November 2017

Maybe it’s time
Have
for
a new
you ever
been frustrated
approach
to
that people
understanding
don’tpeople
how
behave as
we expect?
actually
behave.
2

Time for a rethink?

Traditional Approach

To change behaviour…

Assumes that people:

Provide information to help people
better understand costs

•

Are rational & have set preferences

•

Seek to maximise utility, i.e. do
whatever is in their best interest

Behavioural Science Approach
Understands that people:

Use financial incentives: change the
relative ‘prices’ of costs and benefits

To change behaviour…

•

Are not always rational

Change the context in which people
make decisions (“nudge”)

•

Are hugely affected by seemingly
irrelevant “contextual” factors

Test everything in the real world and
measure if it has an impact

3

The first case study

Bigger financial incentives don’t always increase the desired behaviour

Average number of stair journeys made by people using the stairs
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The journey of behavioural economics
in insurance

2013

Tests

Set up of
Behavioural
Economics
Research Unit at
Swiss Re, now a
team of 10

Conducted over
150 tests in over
30 countries with
over 40 clients

Results

Impact

100+ tests,
70% of these effective
compared with control
BAU

30% improvement
in claims TAT
14% increase in
smoking disclosure
33% reduction in
lapses
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Have you ever
been frustrated
that people
don’t behave as
we expect?
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Legal notice
©2017 Swiss Re. All rights reserved. You are not permitted to create any modifications
or derivative works of this presentation or to use it for commercial or other public purposes
without the prior written permission of Swiss Re.

The information and opinions contained in the presentation are provided as at the date of
the presentation and are subject to change without notice. Although the information used
was taken from reliable sources, Swiss Re does not accept any responsibility for the accuracy
or comprehensiveness of the details given. All liability for the accuracy and completeness
thereof or for any damage or loss resulting from the use of the information contained in this
presentation is expressly excluded. Under no circumstances shall Swiss Re or its Group
companies be liable for any financial or consequential loss relating to this presentation.
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