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How to use the «Voting Devices»

Press a number in 

order to vote

2

 In order to vote please select a specific number, e.g. 1

 If you want to change your selection, just enter another number, e.g. 2

 If there are any issues, we are happy to help you

Here you can switch

the device on and

off

1
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Here you can see

your selection

3



1: Very Irrationally

2: Irrationally

3: Neither/nor 

4: Rationally

5: Very Rationally

7%

41%

16%

30%

6%

What do you think?

How rationally do bank customers behave when buying financial services from a bank? 

Please answer the following questions…
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1: Very Irrationally

2: Irrationally

3: Neither/nor

4: Rationally

5: Very Rationally

2%

15%

19%

57%

7%

What do you think?

How rationally do you make decisions at work?

Please answer the following questions…
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1: CHF 1.05

2: CHF 1.00

3: CHF 0.20

4: CHF 0.10

5: CHF 0.05

11%

10%

3%

56%

20%

Together, a bat and a ball cost CHF 1.10. The bat costs 1 CHF more than the ball. How much does 

the ball cost?

Please answer the following questions… (I/III)

1
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1: 1 Minute

2: 5 Minutes

3: 10 Minutes

4: 20 Minutes

5: 100 Minutes

19%

47%

1%

6%

26%

Please answer the following questions… (II/III)

5 machines need 5 minutes to produce 5 units. How long would 100 machines need to produce 100 

units?

2
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1: 6 Days

2: 12 Days

3: 24 Days

4: 36 Days

5: 47 Days

7%

7%

12%

8%

66%

A pond is covered in water lilies. Because the water lilies continue to form new leaves, the area 

covered by them doubles each day.

If it takes 48 days until the water lilies cover the entire pond, how many days does it take to cover 

half the pond?

Please answer the following questions… (III/III)
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How many participants answered all three questions correctly?

10%

All 3 

questions

correct

35%

2 

questions

correct

34%

1 

questions

correct

21%

No

questions

correct



Humans think in two different systems – one system is intuitive and impulsive, the second system is rational 

and slow
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Now a quick game
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You Another person in this room



1: CHF 0 - 10

2: CHF 11 - 20

3: CHF 21 - 30

4: CHF 31 - 40

5: CHF 41 - 50

6: CHF 51 - 60

7: CHF 61 - 70

8: CHF 71 - 80

9: CHF 81 - 90

10: CHF 91 - 100

Now it is up to you!
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How much would you like to share with the other person?



Your results
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41%

0 - 10

8%

11 - 20

3%

21 -30

2%

31 - 40

27%

41 - 50

3%

51 - 60

2%

61 - 70

1%

71 - 80

4%

81 - 90

11%

91 - 100



Another quick game
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You Another person in this room



1: CHF 0 - 10

2: CHF 11 - 20

3: CHF 21 - 30

4: CHF 31 - 40

5: CHF 41 - 50

6: CHF 51 - 60

7: CHF 61 - 70

8: CHF 71 - 80

9: CHF 81 - 90

10: CHF 91 - 100

Now it is up to you!
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How much would you like to share with the other person? 



Your results
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13%

0 - 10

5%

11 - 20

7%

21 - 30

7%

31 - 40

45%

41 - 50

9%

51 - 60

0%

61 - 70

1%

71 - 80

5%

81 - 90

9%

91 - 100



Lessons learned

17

Mensch

Humans do not always make decisions fully rationally
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> 0 CHF1 x 1 = 



Lessons learned
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Mensch

Humans do not always make decisions fully rationally

Social Preferences & Identity: When are they relevant?

> 0 CHF1 x 1 = 
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Market design
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Markets in which social preferences are not 

relevant 
Markets in which social preferences are relevant



Financial consulting is a trust good

Balafoutas, L., Beck, A., Kerschbaumer, R., Sutter, M. (2011). What Drives Taxi Drivers? A Field Experiment on Fraud in a 

Market for Credence Goods.
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The quality of

Asymmetric Information

overtreatment?

undertreatment?

overcharging?



Market design influences utility
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Utility Concept: Transactional Utility

 More

 Better

 Faster

Utility Concept: Relational Utility

 Social Utility

 Psychological Utility

 Behavioral Economic Preferences

Markets in which social preferences are relevant
Markets in which social preferences are not 

relevant 



Market design influences utility
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Utility Concept: Transactional Utility

 More

 Better

 Faster

Utility Concept: Relational Utility

 Social Utility

 Psychological Utility

 Behavioral Economic Preferences

Markets in which social preferences are relevant
Markets in which social preferences are not 

relevant 
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Behavioral Economics’ Solution: Design markets to allow for relationships and relational utility
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Risk

Trust

Pos. Reciprocity

Neg. Reciprocity

Altruism

Patience

Values

Habits Preferences

Norms

Utility Concept: Transactional Utility

 Social Utility

 Psychological Utility

 Behavioral Economic Preferences

Markets in which Social Preferences are relevant

Identity

and

Cooperation

Behavioral economic preferences and a model of

behavior lead to identity and cooperation

Person



Design & Redesign
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Comparing and information

portals, consulting
«more-better-faster-cheaper?»

Robo-Advisor

«more-better-faster-cheaper?»

What do I have to do in order to avoid falling into the commodity trap? How can I escape the Commodity Trap?

Payments

«relationship through payments?»



Take Home Messages 
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Measure Behavior

2

Understand behavior and

markets

1

Mensch

Manage behavior and

(re)design markets

3

Identity

and

Cooperation
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Contact

FehrAdvice & Partners AG

Andreas Staub

Klausstrasse 20

8008 Zurich

Switzerland

andreas.staub@fehradvice.com

www.fehradvice.com

@andi_staub
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http://www.fehradvice.com/
https://twitter.com/andi_staub

