
How	
  is	
  your	
  par,cipa,on	
  supported	
  right	
  now?	
  
What	
  is	
  influencing	
  your	
  classroom	
  par,cipa,on?	
  
	
  
	
  
How	
  are	
  your	
  emailing	
  needs	
  being	
  met?	
  
What	
  is	
  influencing	
  your	
  email	
  behavior	
  &	
  ‘needs’?	
  
	
  
	
  
Designers	
  create	
  needs,	
  tasks,	
  &	
  goals.	
  Not	
  all	
  needs	
  
are	
  “out	
  there”.	
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Psychology	
  of	
  influence	
  
&	
  mo2va2on	
  

Interac2on	
  design	
  
&	
  HCI	
  theory	
  Behavior	
  

Design	
   Designing	
  ‘usable’	
  
interac,ons	
  to	
  

address	
  known	
  needs	
  
(passive)	
  

Shaping	
  user	
  choices	
  
to	
  mo,vate	
  behavior	
  

(ac,ve)	
  



1.	
  Reciprocity:	
  repay	
  what	
  another	
  person	
  has	
  provided	
  
	
  

2.	
  Commitment	
  and	
  Consistency:	
  look	
  consistent	
  through	
  words,	
  
beliefs,	
  aPtudes	
  and	
  deeds	
  
	
  
3.	
  Social	
  proof:	
  behavior	
  is	
  more	
  correct	
  to	
  the	
  degree	
  that	
  we	
  
see	
  others	
  performing	
  it	
  
	
  
4.	
  Liking:	
  say	
  yes	
  to	
  individuals	
  they	
  know	
  and	
  like.	
  
	
  
5.	
  Authority:	
  pressure	
  within	
  our	
  society	
  for	
  compliance	
  to	
  an	
  
authority	
  figure	
  
	
  
6.	
  Scarcity:	
  more	
  value	
  to	
  opportuni,es	
  when	
  they	
  are	
  less	
  
available	
  
	
  
7.	
  Reduc2on:	
  Making	
  a	
  complex	
  task	
  simpler	
  
	
  
8.	
  Tunneling:	
  Guided	
  persuasion;	
  giving	
  control	
  over	
  to	
  an	
  expert	
  
	
  
9.	
  Tailoring	
  Customiza2on:	
  Providing	
  relevant	
  informa,on	
  
to	
  individuals	
  
	
  
10.	
  Sugges2on:	
  Timely	
  interven,on	
  with	
  a	
  compelling	
  
sugges,on	
  
	
  
11.	
  Self-­‐monitoring:	
  Automa,cally	
  tracking	
  desired	
  behavior	
  
	
  
12.	
  Surveillance:	
  Knowing	
  one’s	
  behavior	
  is	
  being	
  observed	
  
	
  
13.	
  Condi2oning:	
  Reinforcing	
  target	
  behavior	
  
	
  

14.	
  Goal-­‐seSng:	
  “Specific,	
  difficult	
  goals	
  consistently	
  led	
  to	
  higher	
  
performance	
  than	
  urging	
  people	
  to	
  do	
  their	
  best.”	
  

Source	
  (self	
  /	
  assigned	
  /	
  par,cipa,vely)	
  
Timeframe	
  (now	
  /	
  week	
  /	
  quarter)	
  
Self-­‐efficacy	
  
Valence	
  
Public	
  commitment	
  
Incen,ves	
  
Feedback	
  and	
  progress	
  
Vague	
  goals	
  can	
  allow	
  users	
  to	
  cherry-­‐pick	
  mo,va,ng	
  parts	
  

15.	
  Commitment	
  devices:	
  changing	
  future	
  incen,ves	
  
	
  
16.	
  Self-­‐shaping:	
  designs	
  that	
  shape	
  future	
  choices	
  
	
  

“Put	
  triggers	
  in	
  the	
  paths	
  of	
  mo2vated	
  people.”	
  	
  
	
  



What’s	
  influencing	
  your	
  behavior	
  now?	
  

Chair,	
  layout	
  
Your	
  clothes,	
  shoes	
  
Room	
  design	
  
Sociocultural	
  norms	
  
Role	
  and	
  iden,ty	
  as	
  a	
  ‘student’	
  /	
  ‘CS	
  student’	
  
Role	
  and	
  iden,ty	
  as	
  a	
  female/male	
  
What	
  are	
  other	
  students	
  doing?	
  
Technologies	
  begging	
  for	
  your	
  eyeballs	
  
Possible	
  incoming	
  Facebook	
  messages,	
  txts,	
  emails,	
  and	
  tweets.	
  
Your	
  history	
  of	
  siPng	
  through	
  PPT	
  decks	
  
My	
  jacket	
  
Weather	
  outside	
  
Do	
  you	
  have	
  a	
  mid-­‐term	
  tomorrow?	
  
Size	
  of	
  projected	
  display	
  
My	
  slides:	
  how	
  many	
  are	
  lec?	
  
Etc…	
  



1.  Psychology	
  of	
  influence	
  &	
  mo,va,on	
  
16	
  techniques	
  

	
  
	
  
2.  Designing	
  persuasion	
  into	
  products	
  

15	
  techniques	
  



1.	
  Reciprocity	
  
repay	
  what	
  another	
  person	
  has	
  provided	
  
	
  

2.	
  Commitment	
  and	
  Consistency	
  
look	
  consistent	
  through	
  words,	
  beliefs,	
  aPtudes	
  and	
  deeds	
  

	
  
3.	
  Social	
  proof	
  

behavior	
  is	
  more	
  correct	
  to	
  the	
  degree	
  that	
  we	
  see	
  others	
  performing	
  it	
  

	
  
4.	
  Liking	
  

say	
  yes	
  to	
  individuals	
  they	
  know	
  and	
  like	
  

	
  
5.	
  Authority	
  

pressure	
  within	
  our	
  society	
  for	
  compliance	
  to	
  an	
  authority	
  figure	
  

	
  
6.	
  Scarcity	
  

more	
  value	
  to	
  opportuni,es	
  when	
  they	
  are	
  less	
  available	
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(Cialdini,	
  2006)	
  



7.	
  Reduc2on:	
  making	
  a	
  complex	
  task	
  simpler	
  
	
  
8.	
  Tunneling:	
  giving	
  control	
  over	
  to	
  an	
  expert	
  or	
  guide	
  
	
  
9.	
  Tailoring/Customiza2on:	
  providing	
  relevant	
  informa,on	
  
to	
  individuals	
  
	
  
10.	
  Sugges2on:	
  ,mely	
  interven,on	
  with	
  a	
  compelling	
  
sugges,on	
  
	
  
11.	
  Self-­‐monitoring:	
  automa,cally	
  tracking	
  desired	
  behavior	
  
	
  
12.	
  Surveillance:	
  knowing	
  one’s	
  behavior	
  is	
  being	
  observed	
  
	
  
13.	
  Condi2oning:	
  reinforcing	
  target	
  behavior	
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(Fogg,	
  2003)	
  



14.	
  Goals:	
  Important	
  but	
  no	
  consensus	
  

“Specific,	
  difficult	
  goals	
  consistently	
  led	
  to	
  higher	
  performance	
  than	
  urging	
  
people	
  to	
  do	
  their	
  best.”	
  
	
  
Source	
  (self	
  /	
  assigned	
  /	
  par,cipa,vely)	
  
Timeframe	
  (now	
  /	
  week	
  /	
  quarter)	
  
Self-­‐efficacy	
  
Valence	
  
Public	
  commitment	
  
Incen,ves	
  
Feedback	
  and	
  progress	
  
Vague	
  goals	
  can	
  allow	
  users	
  to	
  cherry-­‐pick	
  mo,va,ng	
  parts	
  

(Locke,	
  Latham,	
  2002),	
  (Consolvo,	
  et	
  al.,	
  2009),	
  (Shiv,	
  2011)	
  



Persuading	
  thy	
  future	
  self	
  

15.	
  Commitment	
  devices	
  
	
  Contracts	
  that	
  change	
  current	
  incen,ves	
  

	
  
	
  
	
  
	
  
	
  
16.	
  Self-­‐shaping	
  

	
  Changing	
  the	
  environment	
  to	
  shape	
  future	
  ac,on	
  
	
  WiThings	
  (peer	
  influence)	
  

(Moraveji,	
  2011)	
  –	
  under	
  review	
  



“Put	
  triggers	
  
in	
  the	
  paths	
  	
  
of	
  mo,vated	
  people.”	
  	
  
(Fogg,	
  2007)	
  





(Fogg,	
  2010)	
  







Group	
  design	
  exercise…	
  

1.	
  What	
  is	
  the	
  user’s	
  mo,va,on	
  (and	
  do	
  you	
  have	
  to	
  enhance	
  it)?	
  
	
  
2.	
  What	
  is	
  the	
  path/ability	
  (and	
  do	
  you	
  have	
  to	
  modify	
  it)?	
  
	
  
3.	
  What	
  triggers	
  the	
  behavior	
  (and	
  how	
  can	
  you	
  make	
  it	
  effec,ve)?	
  
	
  
4.	
  What	
  influence/sugges,on	
  strategy	
  could	
  be	
  most	
  useful	
  to	
  address	
  the	
  
lever	
  most	
  paramount	
  above?	
  



1.	
  Reciprocity:	
  repay	
  what	
  another	
  person	
  has	
  provided	
  
	
  

2.	
  Commitment	
  and	
  Consistency:	
  look	
  consistent	
  through	
  words,	
  
beliefs,	
  aPtudes	
  and	
  deeds	
  
	
  
3.	
  Social	
  proof:	
  behavior	
  is	
  more	
  correct	
  to	
  the	
  degree	
  that	
  we	
  
see	
  others	
  performing	
  it	
  
	
  
4.	
  Liking:	
  say	
  yes	
  to	
  individuals	
  they	
  know	
  and	
  like.	
  
	
  
5.	
  Authority:	
  pressure	
  within	
  our	
  society	
  for	
  compliance	
  to	
  an	
  
authority	
  figure	
  
	
  
6.	
  Scarcity:	
  more	
  value	
  to	
  opportuni,es	
  when	
  they	
  are	
  less	
  
available	
  
	
  
7.	
  Reduc2on:	
  Making	
  a	
  complex	
  task	
  simpler	
  
	
  
8.	
  Tunneling:	
  Guided	
  persuasion;	
  giving	
  control	
  over	
  to	
  an	
  expert	
  
	
  
9.	
  Tailoring	
  Customiza2on:	
  Providing	
  relevant	
  informa,on	
  
to	
  individuals	
  
	
  
10.	
  Sugges2on:	
  Timely	
  interven,on	
  with	
  a	
  compelling	
  
sugges,on	
  
	
  
11.	
  Self-­‐monitoring:	
  Automa,cally	
  tracking	
  desired	
  behavior	
  
	
  
12.	
  Surveillance:	
  Knowing	
  one’s	
  behavior	
  is	
  being	
  observed	
  
	
  
13.	
  Condi2oning:	
  Reinforcing	
  target	
  behavior	
  
	
  

14.	
  Goal-­‐seSng:	
  “Specific,	
  difficult	
  goals	
  consistently	
  led	
  to	
  higher	
  
performance	
  than	
  urging	
  people	
  to	
  do	
  their	
  best.”	
  

Source	
  (self	
  /	
  assigned	
  /	
  par,cipa,vely)	
  
Timeframe	
  (now	
  /	
  week	
  /	
  quarter)	
  
Self-­‐efficacy	
  
Valence	
  
Public	
  commitment	
  
Incen,ves	
  
Feedback	
  and	
  progress	
  
Vague	
  goals	
  can	
  allow	
  users	
  to	
  cherry-­‐pick	
  mo,va,ng	
  parts	
  

15.	
  Commitment	
  devices:	
  changing	
  future	
  incen,ves	
  
	
  
16.	
  Self-­‐shaping:	
  designs	
  that	
  shape	
  future	
  choices	
  
	
  

“Put	
  triggers	
  in	
  the	
  paths	
  of	
  mo2vated	
  people.”	
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