
The Science Behind 
Effective Marketing



We’re on a mission to 
make businesses as human 

as humanly possible. 



More and more businesses are recognising the importance of 

Behavioural Science. Our learnings are universal and can 

therefore be applied across a range of sectors.



Experienced, proven 
team of psychologists 
& scientists



Two brains in our brains



Thinking fast & slow



Customer 
Understanding



We want customers to be given the 
information they need, at the right time and 
presented in a way they can understand.

The Consumer Understanding Outcome, FCA

What does it mean to 
‘understand’ something?

What is the best way 
to present information?



347+ unique behavioural principles, 
models and theories documented 
in academic literature



.How can we. 

.go from this…. ....to this..



The Science Behind Understanding Financial Information

[ 1 ]

The 
Context.

[ 2 ]

Understanding 
understanding.

[ 3 ]

The 
Research.





How did we 
test this?

Control vs. treatment Control vs. treatment



Subconscious drivers of understanding
A I  P O P - O U T

Control vs. treatment



Subconscious drivers of understanding
F A S T  C H O I C E  T E S T



Conscious drivers of understanding

“Imagine you’ve 
received this from your 

pension provider…”

Measuring 
understanding

Identifying what 
contributed to 
understanding

Setting the 
scene

Comprehension 
questionnaire

Perceptions 
task



What did we 
uncover? 15 techniques significantly 

improved understanding
p < .001



What did we 
uncover? 14%

uplift in 
comprehension

p < .001



Participants found the 
communications more 
simple, engaging 
and relevant.







Paperless 
Adoption



statement 
fulfilment costs

CO2
emissions

= =

THE YEARLY COST

paper
waste



3 key challenges

[ 1 ]

Reducing 
Friction

[ 2 ]

Making it 
Easier

[ 3 ]

Turning the 
Tap Off



The Science Behind.



The Science Behind

Default Bias
Humans show a strong tendency to 
naturally stick with a default course 
of action. This is because it often 
requires the least amount of effort, 
sometimes none, and feels like the 
recommended course of action. 
Choosing the right default can 
powerfully shape behaviour.

The Keats Heuristic
Our memory encodes similar 
sounds more easily. This 
increased ease of availability 
means we are more likely to 
perceive a message or saying as 
more accurate and persuasive 
when its rewritten in rhyme or 
uses alliteration.

Cognitive Overload
When faced with too many 
options or terms we don’t 
understand, we fear that we are 
not going to make the optimal 
choice or answer correctly and 
therefore it can make us lose 
interest and decline to make any 
decision at all. 
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