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What is Behavioural Science?
Behavioral science is the study of when and why people engage in certain
behaviours, taking into account the influence of factors such as habits and
routines, motivation, and influences from others. Contrary to previous theories
that assumed human beings always act rationally and in their best interest,
Behavioral Science draws from several academic disciplines, including economics,
psychology, and neuroscience, and recognizes that human behaviour and
decision-making are the result of subjective factors including context, how
information is delivered, and other variables that influence a person’s overall
understanding and perspective.

Behaviour:
“the inconvenient disruptor to logical and rational thinking”

Terms, concepts & basic principles
Choice Architecture describes the concept that decisions are influenced by the way choices are
presented.
Social Norms are unwritten rules of beliefs, attitudes, and behaviours that are considered
acceptable

Nudges are an unobtrusive way to gently encourage people to make a particular decision

Anchoring refers to the observed behaviour that when a person is initially exposed to one
piece of information, usually a number it becomes a reference point for decision making
Reciprocity refers to the social norm where people feel they should respond to one person’s action
with an equivalent or greater action.
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Behavioural Science 101
EACH INDIVIDUAL HAS:
• 206 COGNTIVE BIASES (SCALE 1-5)
• BIG 5 PERSONALITY TRAITS (SCALE 1-5)
• 2 DECISION SYSTEMS – EASY & COMPLEX
• COGNITIVE FRAMING - +VE & -VE
• HEURISTICS (LIFE EXPERIENCE)
• BOUNDED RATIONALITY (YOU KNOW
WHAT YOU KNOW!)
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So what do we mean by digital transformation?
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The 6 stages of digital transformation
BAU
Evident

Legacy business models that have some digital element to them

Pockets of digital use and improvement, but quite limited

Formalised

Change agents evident and gaining support across various areas of the business

Structured

Cross business collaboration & knowledge sharing through a common platform in some areas

Dedicated

Dedicated and evident team: expertise, models & processes. Established and well developed

Innovative,
Adaptive & Agile

Established and is a key enabler to creating competitive advantage. Ahead of the
sector/peers.
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Why Behavioural science is relevant…
§ We are solving a complex problem: many parts, many suppliers, many contracts and many
people…
§ In times of adversity and challenge people need leadership
§ We need to use technology to be more effective and efficient now and in the future
§ Manually assimilating 10,000’s of data points is simply not practical or possible
§ In order to do something different, i.e. “change” often motivation at an individual level is
essential
§ Ultimately from a “business case” perspective adoption of the system and all it components is
the key factor not simply installing a new system
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Behavioural Framework
BIAS: Systematic biases colour human decision making
EGO: people think in terms of themselves
HABITS: much of human behaviour is automatic
APPEAL: Frame & design to get a positive response
VISCERAL: Gut based decisions are fast and intuitive
INCENTIVES: Humans recognise and respond to reward and punishment!
ONLY HUMAN: We are social beings that respond to norms and signalling
REMINDERS: We all need a “nudge” in the right direction at times!
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A DIGITAL PLATFORM IS AN ENABLER FOR ADOPTION
TO DRIVE COMPETITIVE ADVANATGE
change management, using a digital transformation as a catalyst for business (procurement) innovation.
Adoption through individual engagement, Not just compliance…
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WHY A DIGITAL PLATFORM IS AN ENABLER
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Nudging (for good) in practice…

The EAST framework claims that a behaviour is more likely to occur if it is made Easy,
Attractive, Social and Timely (EAST)
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ROUNDTABLE
DISCUSSION
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Appendix
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An integrated digital framework must be put in place for a successful
transformation to Procurement 4.0
PwC’s Procurement 4.0 Framework
1

Digital
Procurement
Revolution

New Procurement Value
Proposition enabled through 4.0, e.g.
• Procurement as service provider to key

suppliers and customers
2
Digital
Procurement
Evolution

Digital Category &
Service Procurement

• New categories (e.g. software,

hardware, new services)
• Innovative contracting

of services

3
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Digital Supplier and
Supply Chain Mgmt.

4

Innovative Procurement
Data Utilization

• Big data analytics

• Integrated SC Tower

• Predictive market & supplier analysis

• Supplier co-creation

• Provide suppliers with field application

data analysis to
improve design & performance
Digital Processes and Tools

• Digitization of P2P process
• BPO and SSC

6

with suppliers

• Supplier Risk Management & KPIs

5

Basis for
successful
Digital
Procurement

• Monetization of field application data

• Digital Tools & Interfaces
• Procurement IT architecture strategy

• eProcurement Platforms
• Data Analytics

Procurement 4.0 Organization & Capabilities
• Digital skills and talents
• Experts for new categories

• Digital culture and transparency
• People’s capabilities
14

As a first step on your Procurement 4.0 transformation journey, ensure
you have foundation blocks in place to build upon
Operating Model

Digitized Data
Availability

• For a successful digital transformation, adopt
the 'right' setup and operating model
principles based on the firm's objectives

Many organizations don’t have a clear picture on:
‘What’ they are buying across
all categories of spend

Operating
Model

• This is often ignored and tackled during a
technology implementation; the operating
model must drive the workflows and
system configurations

From ‘whom’ they are buying

People’s Capabilities
‘How’ much they are spending

Having a cleansed view of spend with a
clear product/category taxonomy is important
to establish a baseline
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Data
Availability

People’s
Capabilities

Organizations will need to “rethink” their
talent’s capabilities.
Also, a change in mindset across the
organization is required, where everyone is
accountable to embrace and drive change.
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Behavioural science to enable change

ENABLING
Removing the friction to make the
tasks easier and/or more engaging
and enjoyable.

RESTRICTING
Clear preventative measures to
close “old practices” or activities

COMB
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and setting expectations for the
new ways of working
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CHANGE ENABLEMENT = ADOPTION
Interventions

Definition

Examples

Education

Increasing knowledge or understanding

In system training e.g. Applearn

Persuasion

Using communication to induce positive or negative feelings or
stimulate action

Creating a badge system and link to an externally recognised qualification

Incentivisation

Creating expectation of reward

Creating a badge system and link to an externally recognised qualification

Coercion

Creating expectation of punishment or cost

Providing certainty of job role above others

Training

Imparting skills

Externally accredited and delivered learning to complement system skills

Restriction

Using rules to increase the target behaviour by reducing the
opportunity to engage in competing behaviours

Switching off old or legacy systems and/or processes

Environmental restructuring

Changing the physical or social context

Modelling

Providing an example for people to aspire to or imitate

Visual tutorials not just text or podcasts to model the required skills

Enablement

Increasing means/reducing barriers to increase capability or
opportunity

Support on a 1-2-1 basis for all Early Life Support (ELS) from neutral super users

Communication/ Marketing

Using print, electronic, phone, or broadcast media

Mass media campaigns, Departmental campaigns, messages for the CEO/CFO, etc.

Guidelines

Creating documents that recommend or mandate practice. This
includes all changes to service provision

Tutorials and guides constructed with numeric, verbal and text, and visual learning
for the same skills required to be acquired

Fiscal

Using the tax system to reduce or increase the financial cost

Increasing reward/pay for progression in badges that signals more than just
compliance (logging on)

Regulation

Establishing rules or principles of behaviour or practice

Establishing voluntary agreements

Legislation

Making or changing laws

Prohibiting the use or avoidance of the designated system as a “non-compliance” to
working practice

Environmental/ social planning

Designing and/or controlling the physical or social environment

New work spaces and/or environments to reflect the new ways of working

Service Provision

Delivering a service

Establishing a network of super users that can be accessed and used by all

Providing on screen prompts and tips at point of use

POLICIES
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