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CONTEXT
Training Practitioners and Learners have faced with the issue that plenty of time and
resources have been wasted and not accounted for. We might be surprised to learn that in
2012 the United States allocated around $ 164 billion to workforce training (ASTD 2013).
No doubt the organizations are making large investment in training. Nevertheless, training
methodology has not been effective enough to make sure that the learners can perform well
after being trained thus, organizations can not get the best from their workforce learning.
Fortunately, the science of Behavioral Economics has been applied successfully in
encouraging a behavior change in various aspects of life. As a result, this research aims to
suggest a framework based on Behavioral Researches that can be combined with the
Science of Instruction and Learning in order to assist Training Practitioners in delivering
lessons and practical knowledge to learner effectively, therefore, create a huge economic
benefit when this framework gets to scalability.
LITERATURE REVIEW
It is obvious that over the last decade, the understanding of influences on behavior has
increased significantly and behavioral theory has already been deployed to good effect in
some areas. (Mindspace, 2010)
With the objective to spread the understanding of behavioral approaches across the policy
community, the Behavioral Insights Team has emerged a simple, pragmatic framework to
help think about behavior change. It is called EAST: four simple ways to apply behavioral
insights.
EAST is an acronym which stands for ‘Easy’, ‘Attractive’, ‘Social’ and ‘Timely’.
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The EAST framework provides a brief overview of some of the most robust and powerful
automatic effects on behavior. These four simple principles are based on the Behavioral
Insights Team’s own work and the wider academic literature:
Make it Easy
Making it easy is about allowing people to ‘go with the flow.’ That is minimizing the
steps, hassle, decisions, etc. to make changes simple and effortless.

•

Harness the power of defaults: Status quo bias is evident when people prefer
things to stay the same by doing nothing or by sticking with a decision made
previously (Samuelson, & Zeckhauser, 1988). Making an option the default makes
it more likely to be adopted.

•

Removing or reducing steps to ownership. Once we own something we value it
more (endowment effect) so the challenge is to make the journey ownership as
effort-free as possible.

•

Simplify messages:
Based on cognitive overload theory, which refers to the total amount of mental
effort being used in the working memory, was developed out of the study of
problem solving by John Sweller in the late 1980s. Sweller argued that instructional
design could be used to reduce cognitive load in learners.

Make it Attractive
This is about structuring and presenting benefits in a way to maximize value. It is also
about achieving ‘salience’ ensuring your offer is visible and accessible.
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•

Attract attention
We are more likely to do something that our attention is drawn towards (Behavioral
Insights Team, 2014). Ways of doing this include the use of images, color or
personalization.

•

Design rewards and sanctions for maximum effect.
Financial incentives are often highly effective, but alternative incentive designs —
such as lotteries — also work well and often cost less. In addition, we can highlight
the potential losses of not taking action since our aversion to losses is greater than
gains (Kahneman & Tversky, 1979).

Make it Social
•

Showing that most people perform the desired behavior

In reference to confirmation bias, which occurs when people seek out or evaluate
information in a way that fits with their existing thinking and preconceptions (Nickerson,
R. S. 1998). We can describe what most people do in a particular situation to encourage
others to do the same. Similarly, policy makers should be wary of inadvertently reinforcing
a problematic behavior by emphasizing its high prevalence.
•

Encouraging people to make a commitment to others

According to commitment bias, which is the tendency to be consistent with what we have
already done or said we will do in the past, particularly if this is public (Robert Cialdini,
2007)
We often use commitment devices to voluntarily ‘lock ourselves’ into doing something in
advance. The social nature of these commitments is often crucial.
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Make it Timely
•

Prompt people when they are likely to be most receptive. The same offer made at
different times can have drastically different levels of success. Behavior is
generally easier to change when habits are already disrupted, such as around major
life events (Moment of change, Thomson, 2011)

•

Consider the immediate costs and benefits.
Present bias refers to the tendency of people to give stronger weight to payoffs that
are closer to the present time when considering trade-offs between two future
moments (O’Donoghue, &, Rabin, 1999)
We are more influenced by costs and benefits that take effect immediately than
those delivered later. We also have a tendency to put the emphasis on short-term at
the expense of the long-term.

This research aims to employ EAST framework in giving effective ideas about training
methods. Without a doubt, this framework should come together with academic researches
related to learning development in order to put behavior theory in application with an
appropriate and effective way.
METHODOLOGY:
In this research, the documentary analysis is used as a tool for obtaining relevant
documentary evidence to support and validate facts stated in a research.
Additionally, one proposed experimental design would be included in this research to test
suggested ideas for training methodology based on Behavioral Science.
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FINDINGS AND DISCUSSION:
In this section, we will consider how EAST framework could be applied to several aspects
of Training Methodology.

Make it Easy
It is reported that most of us want to do something for a particular purpose, but we
sometimes hesitate to get it started. “These might be relatively small things, like tidying
your home or switching your energy supplier to get a better deal” (The Behavioral Insights
Team, 2014). Therefore, ‘make it easy’ is considered as the first principle to give people
leverage to do something.
Some ways to ‘make it easy’ include:
• Harness the power of defaults
According to Status quo bias, which is evident when people prefer things to stay the same
by doing nothing or by sticking with a decision made previously (Samuelson, &
Zeckhauser, 1988, we have a strong tendency to stick with the ‘default’ option, which is
the outcome that occurs if we do not choose otherwise.
Understanding the default and how it can be changed can significantly improve uptake of a
service. Some of the most famous policy examples from the behavioral economics
literature relate to changing the default option. For example, when individuals are
automatically enrolled onto pension schemes but can choose to opt out, they are much
more likely to end up with a pension plan than if they have to actively opt in (Box 1.1:
Behavioral Insights Team 2014)
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• Reduce the ‘hassle factor’ of taking up a service
When it is not possible to change the default so no action is required, policy makers can
still reduce the effort required to perform an action. The main way of doing this is to
reduce the costs or ‘friction’ associated with acting since once we own something we value
it more (endowment effect) so the challenge is to make the journey ownership as effort-free
as possible. (Behavioral Insights Team 2014)
Here are a few examples: ·Sending taxpayers directly to a form, rather than a webpage that
contains the form, increases response rates by four percentage points (Box 1.2, Behavioral
Insights Team, 2014).
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•

Simplify messages

Drawn from cognitive overload theory, which refers to the total amount of mental effort
being used in the working memory, The Behavioral Insights Team has conducted dozens
of trials with Government departments that examine ways of increasing response rates to
forms or letters. Making a letter from HMRC or the DVLA really easy to understand often
results in a 5% or 10% increase in response rates – usually because the main request has
been made clearer. Health and healthcare also offers good examples of the benefits of
dealing with complex information efficiently
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Possible ideas for Training Methodology:
There comes some ways from main lessons identified by The Behavioral Insights Team
2014 that are suitable to apply in training method:
+ Simplify messages, especially the language in explanations used for direct instruction
since it is crucial to prepare and deliver explanations that engage our learners.
Most of us have an attention span of about 15 to 20 minutes before our minds start to
wander (Hattie and Yates, 2014). This suggests that we make explanations concise and
focused. Great idea suggested from Evidence-Based Training Methods (Ruth Colvin Clark,
2015) is that we can try for explanations of 15 minutes or less. Most training classes are
obviously based on increments of hours and days. For that reason, we can combine lesson
with other activities such as: pre-exercise followed by an explanation of 10 minutes,
interactive examples and a practice activity. When it is applied successfully in a teaching
section, we can motivate students to get involved in the lessons.
+Be specific about recommended actions. It is especially useful to identify how a complex
goal can be broken down into simpler, easier actions (The Behavioral Insights Team,
2014). Furthermore, it is easier to affect change through simple ‘chunk’ of information
(Chunking Models of Expertise: Implications for Education, Gobet 2001). It suggests that
by chunking the content and sequencing key knowledge topic first, we can minimize
mental overload. Despite that, it is important that each topic reflect the work context so
that the learner can see its relationship to the lesson task. (Ruth Colvin Clark, 2015)
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Make it Attractive
According to Behavioral Insights Team, 2014, whether it is a promotion campaign or a free
gift in any kinds of purchases, people all make decision to buy or do something because
they all find it attractive and appealing.
Behavioral scientists use the term ‘salience’ to describe the way in which people are more
likely to respond to stimuli that are novel, simple and accessible. In other words, we are
more likely to do something that our attention is drawn towards. There are many ways to
attract attention. One option is a more cognitive approach that finds new ways of
highlighting the consequences of the behavior, making the costs and benefits salient since
our aversion to losses is greater than gains (Kahneman & Tversky, 1979). Nevertheless, we
are also attracted by many other (less direct) factors; such as the feelings and associations
triggered by how an object or idea is presented. Examples include: Putting a handwritten
post-it note request on envelopes, which increased response rates to a survey by the Irish
Revenue from 19.2% to 36.0% after 15 working days.
In addition, there is particular scope for attracting attention through personalization.
Example of the power of personalization encountered by the Behavioral Insights Team
include: Simply adding someone’s name to an otherwise generic text message increased
the amount of money paid in a trial conducted with HM Courts Service (see Box 4.1,
Behavioral Insights Team, 2014).
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Possible ideas for Training Methodology:
From those results, we can come to ideas of practical implications in drawing interest of
students in learning and memorizing lessons easily.
+ Visualize content
One of the most valuable tools to leverage the brain for learning is to add graphics to
words and focus on the kinds of visuals. (Ruth Colvin Clark, 2015)
There is variety of graphics such as a tree diagram to show organizational relationships, a
line drawing or a photograph. They can be a video, animation or just arrows and highlights
to direct learner’s eyes to important elements.
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There is a comparison experiment involving graphics reproduced by Clark and Mayer,
2011. They create two lessons in how a bicycle pump works. One version explains the
content with text only; one version uses the same words but adds a simple diagram. Then
they randomly assign a group of learners to each lesson. After completing their lesson
version, the learners take the same test on the content. The test score averages and standard
deviations from the two groups are compared using statistical tests of significance to
determine whether the differences are likely due to the varying lesson formats or more
likely due to chance. Finally, the version of text and graphics resulted in better learning
than the one with text alone.
In spite of that, different types of graphics make a difference. There are several researches
to test the effectiveness of different kinds of visuals. For example, there is a research on
adding a visual to text in blood circulation lesson. The goal of lesson is to understand the
process of blood flow through the heart. That experiment compared three lesson versions.
One used text alone to explain the process. The other two versions added visuals: one a
simple line drawing and the other with a more anatomically accurate version. Surprisingly,
the version with line drawing was more effective.
Several experiments have shown that simple line drawing is often more effective for
boosting learning than a realistic graphics as photograph or detailed sketch. Obviously,
choosing types of visuals depends on background knowledge and instructional goal;
evidence suggests us to use simpler versions that add extraneous cognitive load.
As mentioned before about the salience effect, we all seem to be attracted to things
relevant to us. Consequently, personalization can be a particular scope for drawing
our interest and enhancing effectiveness in learning.
Here some suggestions to make it personal in training:
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+ Draw attention to self-image:
According to a research of Bryan, C.J, 2011 with topic Motivating voter turn out by
invoking the self; it is shown that more people voted if they were asked “how important is
it to you to be a voter in the upcoming election?” in contrast with “ how important is to you
to vote in the upcoming election?” The success of the first message came through relating
the action to a person’s essential qualities and self-image.
In other words, we all have strong desire to maintain a positive self- image since the gain
from feeling or looking good can be a powerful incentive.
As a result, a compliment is a beneficial tool to strengthen student’s self-image. Even so, it
is suggested in an article by Kumar Sathy that compliment for how hard students are
trying, not how good they are at something. It is based on “minimally sufficient” theory
from Author and social psychologist Timothy Wilson. He suggested that we should use
compliments that are just strong enough to reinforce the activity, but not so strong that the
child only works hard because he wants your compliments and praise. A compliment like
“You are good at drawing”, can easily be changed to, “ I love how hard you are trying to
draw a car that looks realistic!”
+ Make our examples interactive: (Ruth Colvin Clark, 2015)
It is believed that our working memory has a limit capacity (Mayer, R.E 2014). When
working memory is tied up solving problems, there is little resource left over for learning.
For all that, if we are reviewing an example instead of working a problem, we will tend to
have opportunity to build our own mental model from it and by following the example
with a similar practice assignment, we can easily reinforce what we have learned properly.
Here some techniques to for maximum benefit of making examples interactive:
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We can add self-explanation questions to worked examples. We can take a look at a selfexplanation question used for training of retail regional managers. The goal of the
management lesson was to help regional managers identify root causes of problems in
local stores. In this example, the learner must distinguish among a root cause, a symptom,
an assumption and a hypothesis.
Atkinson and his colleagues (2013) compared lessons with worked examples to lessons
with worked examples plus questions. They found that including the questions led to better
learning.
There are many kinds of question that could support learners to get more value from our
examples. However we need to make sure that those questions should reflect the principles
or rules behind examples.
+ Being a learning host
As claimed by Ruth Colvin Clark, whether writing for a textbook, for e-learning or
preparing lecture notes, we can improve learning by offering our own relevant experiences
and perspective on the content since it seems to be more memorable than the strictly
informational text.

Make it Social
Found on confirmation bias, people tend to seek out or evaluate information in a way that
fits with their existing thinking and preconceptions (Nickerson, R. S. 1998).
On top of that, humans have an ancient imperative to learn from observation and talking
with other humans. We are strongly influenced by what others do and talk. We use
principle of social proof to figure out what others think is correct in order to determine
what is correct for ourselves. We have tendency to see an action as more appropriate when
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others are doing it well, for example we will define how to eat a chicken at a dinner party
by observing how others around us are performing. (Robert Cialdini, 2007)
As a result, advertisers will inform us when a product is the “fastest growing” or “largest
selling” because they don’t need to convince us directly that the product is good, they just
need to say that many others think so, which is proof enough. Behavioral interventions
using social norms have been successful in a number of areas, and most are based on
telling people what others do in a similar situation.
Relative to what Behavioral Insights Team found out, we can encourage a behavior change
by incorporating social factors with:
+ Showing that most people perform the desired behavior
Behavioral science offers many examples of how social norms have been effective in
encouraging recycling, energy and water efficiency and reducing littering (Schultz 2007).
Examples of trials that demonstrate this in practice include:
The behavioral Insights Team ran a trial with the Co-op Legal Services showing that
explaining that many people like to give money to charity in their wills increased donation
rates from 9% to 13%.
Possible ideas for Training Methodology:
Drawn from those results, we can have some applications on motivating learners. Here
come some ideas which can be modified and adjusted according to different contexts:
+ In order to stimulate students to put more effort and time on self learning, we can send a
message that:” most student passed this examination with 90 % on overall”.
+We can apply peer assessment, which involves students taking responsibility for
assessing the work of their peers based on assessment criteria. Accordingly, they can be
engaged in providing feedback to their peers, giving grades or a combination of the two.
Students gain an opportunity to better understand assessment criteria, thereby potentially
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increasing their motivation and engagement (Engage in Assessment, University of
Reading).
Furthermore, we can use peer assessment for assessing both individual efforts and
contributions to group work with a wide variety of activities. We can design peer
assessment with open comparison and discussion. In order to make it effective, the
participants should be well informed about the purpose of peer assessment and what is
expected of them with full detailed assessment criteria. (Engage in Assessment, University
of Reading).
Not to mention, it is important to recognize that peer learning is not a single practice. It
covers a wide range of different activities each of which can be combined with others in
different ways to suit the needs of a particular course.
+ Encouraging people to make a commitment to others
In the opinion of Robert Cialdini, 2007 about commitment bias, we have the tendency to
be consistent with what we have already done or said we will do in the past, particularly if
this is public.
The easiest way to increase such costs is to make commitments public or to another person
(ideally, someone whose respect your value), since breaking the commitment will lead to
significant reputational damage. Even the act of writing commitment can increase the
likelihood of it being fulfilled, and commitment contract have already been used in some
public policy areas. (Mindspace, 2010)
There are many ways commitments can be applied such as defining the outcome clearly, so
there is little room for reinterpretation later. Having said that, the social nature of
commitment is crucial. (Behavioral Insights Team, 2014)
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For example, to increase physical exercise, commitment to achieving a goal, there was an
experiment from William, 2005 about the effect of a behavioral contract on adherence to a
walking program. In this study, they compared two groups; one singed a contract
specifying the exercise goals to be achieved whilst a control group was simply given a
walking program but did not enter any agreement or sign a contract. All participants
recorded daily walking activity for 6 weeks and the contract group was significantly more
likely to achieve their exercise goal.
Possible ideas for Training Methodology:
Generally, we can modify those results into leveraging students ‘learning. Instructor could
ask students to have an official commitment to their classmates or sign a commitment
contract with the witness of classmates in order to overcome the procrastination. Over and
above that, people may impose penalties on themselves for failing to act according to their
long- term goal. Students are shown to be willing to self-impose costly deadlines to help
them overcome procrastination. (Dan Ariely, 2002)
Additionally, another aspect of commitment is the importance of reciprocity. We have a
very strong instinct for reciprocity, which is linked to a desire for fairness than can lead us
to act irrationally (Werner, Schmittberber, 1982). We can see the desire for reciprocity and
the fairness in the attitude of “I’ll commit to it if you do”. As a consequence, it can be
applied in enhancing the effectiveness of group working if all members come to an
agreement and sign a contract to show the commitment to some rules when working in a
team.
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Make it Timely
Stated by Behavioral Economists, we respond differently depending on separate life
moments. We are particularly likely to change our habits and behaviors during periods of
transition such as getting married, moving to a new house, having a child, etc. (Thomson,
2011)
Timing is really a crucial part of policy design. The same offer made at different times can
have different level of success. The behavioral literature explains this by showing that
people’s priorities and moods are greatly affected by the context, whether they realize it or
not (Behavioral Insights Team, 2014).
On top of that, we are disproportionately more motivated by costs and benefits that take
effect immediately than those delivered later. This emphasis of the short-term at the
expense of the long-term is often called ‘present bias’, and it comes about because the
present is tangible but the future is abstract and hypothetical.
The Save More Tomorrow scheme used this insight to increase savings. The scheme,
developed by Richard Thaler and Shlomo Benartzi, encourages individuals to increase
payments to their pension plans at some point in the future, rather than today. The
immediate costs, which are the main stumbling block, become delayed and therefore less
painful (see Box 4.3 Behavioral Insights Team, 2014).
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Possible ideas for Training Methodology:
In fact, there are various ways to exert the principle ‘make it Timely’ in training method.
Nonetheless, I would like to mention here one of the most significant matters How Practice
makes perfect since as we all know, practice activity is one of the most powerful ways to
promote student’s engagement and support a behavioral and psychological response that
will build goal-relevant knowledge or skills.
For that reason, the idea to align timing issue with finding out how to make Practice in
training more effective would be considered.
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LIMITATIONS OF THE RESEARCH
There are many areas of interest in Training Methodology are not addressed. For example,
motivation is an important issue not included. There is in fact a great deal of material on
motivation. I have not found a clear set of guidelines that can be combined with the EAST
framework to inform practice yet.
EAST framework was created to improve the situation of individuals and society in
general. Suggestions and ideas drawn from EAST framework to apply to Training
Methodology are mostly from experience and related researches. Apparently, it would be
ideal if those ideas can be piloted in a real classroom scenario to measure the effectiveness
and adjust to the best.
On that account, I would like to propose here two interventions in which I aim to examine
how the ‘Make it Social’ and ‘Make it Timely' Principles can be employed at English
Center in Vietnam. Moreover, the potential ideas proposed in ‘Make it Easy’ and ‘Make it
Attractive’ principles can be carried out later based on the standard below:
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PROPOSED INTERVENTION DESIGNS
Motivation:
There are two typical types of practice in training settings. One is recalling assignments that ask
the learner to repeat or recognize the content of the lesson, the second one is application
assignments that ask the learners to apply knowledge or perform job tasks. Even so, the popular
challenges for instructors are that most trainers have limited time allocated for training and that
most of the students crammed for an exam, which mean they waited until the last minute and then
studied intensively for an exam. (Evidence-Based Training Method, Ruth Colvin Clark, 2015)
In order to help trainer decide should training be spaced during the teaching period and help the
student overcome the procrastination to convert learning events into learning processes, we would
like to test if we give immediate practice after every lesson, will it help the student have better
final results in learning or not.
Type of randomization:

Cluster randomization

Units:
Students at Edge U Plex Training Center--Communicative English
Center in Ho Chi Minh City-Vietnam
!
Sample size:
There would be around 25- 30 students in each group.
!
Advantages:
+ English Centers in Vietnam is the private school and they always have the willingness to
improve their training methodology to help the student learn better. Hence, cooperating with them
is much easier.
+ The duration of an English course is normally 2-month period depending on level. And they
will have final examination after finishing the course. However, the score of final test just show
how students can perform English after every short course, it does not lead to any loss for
students. We can do an experiment in a short time to see how our hypothesis works.
Sort of challenges in the field:
! The student’s motivation and the development of learning can rely on trainers.
! There are various levels: beginning, intermediate or advanced in an English Center
! There are different training methodologies in every English center.
Solution:
We can cooperate with various branches of Edge U Plex Training Center located in the same city.
The experiment would be carried out in different branches and in the same class level (beginning,
intermediate or advanced)
It will minimize the contamination during the experiments.
!

!

21!

!
!
Measure of success:
Based on data from current final results of student performance test after 2-month English course:
On the scale 1-10:
7% students get average score 10 and 9
15% students get average score 9 and 8
30% students get average score 7 and 6
48 % students get average score 5 and under 5
In order to measure the success of the interventions, we aim to increase the percentage of
students getting average score 9 and 8 to 30%.
We conduct Intervention 1 and Intervention 2 on different groups of students.
INTERVENTION 1:
Testing the effect of peer assessment in ‘Make it Social’ Principle on learning improvement
Related literature:
Peer assessment is considered as a great tool for students to gain an opportunity to better
understand assessment criteria; thereby potentially increasing their motivation and engagement. It
involves students taking responsibility for assessing the work of their peers based on assessment
criteria. Accordingly, they can be engaged in providing feedback to their peers, giving grades or a
combination of the two. (Engage in Assessment, University of Reading).
Procedure:
The experiment will be carried out in 2 months on 2 groups with same learning level at the same
time. There are 2 classes every week.
" The control group: During 2 month course, student will have 20 minute practice test in
class after every two weeks. Teacher will collect their work and give it back to them after
2 days with marks and feedback.

!

" The treatment group: During 2 month course, student will have 20 minute practice test in
class after every two weeks as the control group does. However, right after every test,
teacher will ask students to exchange their work to their friends and mark it based on
assessment criteria given by teacher. Students will be given 10 minutes to discuss their
work with friends and ask teacher if there are any concerns in their test since we would
like to give students the chance to assess both individual efforts and contributions to
group work with open comparison and discussion.
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The results of practice test will not affect their final result.
Two groups will have the same final test. We will compare the final test result of 2 groups after
treatment to see if students get better performance.
INTERVENTION 2:
Testing the effect of present bias preference and spacing effect in ‘Make it Timely’ Principle
on learning improvement.
Related literature:
One of the first and most enduring principles of active learning is called spacing effect. First
reported by Ebbinghaus in 1885, the spacing effect states that when practice opportunities are
distributed over time, learning, especially delayed learning is better. And as concluded in
Evidence-based training methods book by Ruth Colvin Clark, we can distribute practice within
lessons throughout course rather than lumping them together, convert learning events into
learning processes (The Effects of Overlearning and Distributed Practice on the Retention of
Mathematics Knowledge Dough Kohrer and Kelli Taylor University of South Florida, USA)
Accordingly, we should distribute practice within our lessons and throughout course rather than
lumping them together. Convert learning events into learning processes.
The present bias refers to the tendency of people to give stronger weight to payoffs that are closer
to the present time when considering trade-offs between two future moments. Since people are
impatient, they like to experience rewards soon and to delay costs until later (O’Donoghue, &,
Rabin, 1999). Furthermore, according to behavioral researchers Dan Ariely and Klaus
Wertenbroch, procrastinators were willing to set meaningful deadlines for themselves, and that
the deadlines did in fact improve their ability to complete a task. These self-imposed deadlines
aren’t as effective as external ones, but they’re better than nothing (Ariely, D. and Wertenbroch,
K., 2002. Procrastination, deadlines, and performance: Self-control by precommitment). As a
result, immediate practice might work to help student overcome procrastination.
Procedure:
The experiment will be carried out in 2 months on 4 groups with same learning level at the same
time. There are 2 classes every week.
" The control group: One week before the final test, the teacher just gives one practice test
which covers all lessons they have learned in 2 months. There is no more practice test
during the 2-month course.
" The treatment group 1: After every lesson, the teacher gives practice test and students are
not informed in advance about the test.
One week before the final test, the teacher still gives one practice test which covers all
lessons they have learned in 2 months as Control group do.
" The treatment group 2: At the beginning of every class, students are informed to have
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!
One week before the final test, the teacher still gives one practice test, which covers all
lessons they have learned in 2 months as Control group does.
" The treatment group 3: At the beginning of every class, students are informed to have
practice test after the lesson and there would be a practice test.

!
One week before the final test, the teacher still gives one practice test that covers all lessons they
have learned in 2 months as Control group does.
We will compare the final test result of 4 groups after treatment to see the good impact of
immediate test and distributing practice throughout course instead of lumping them together.
Timeline:
Activity
Proposed timeline
Make contact with English Centers to
propose the experiment and arrange the time 2 months before conducting the interventions
for conducting experiment
Get Ethical Approval from English Center
Conduct the experiment
In 2 months
Data capture and analysis
3 months after conducting the experiment
Report writing
Conclusion and Recommendation
Propose analysis and presentation technique: plots, ANOVA, regression, plots, t-tests, etc.
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POTENTIAL DEVELOPMENT OF THE RESEARCH
At the very beginning of Practice term, my project is to open the Behavioral Economics
Training center in Vietnam. Unfortunately, according to Business Registration regulations,
we are not able to operate Behavioral Economics Training Center at this moment due to
the reason that this subject is not taught in any Universities or Colleges in Vietnam yet, it is
still a strange term to most of people in Vietnam then they do not know which department
should it belong to.
As a result, the solution is that we will break it down into stages to achieve the goal of
establishing the Behavioral Economics Center. The first stage would be to open a Soft
Skill Training Center, in which we will try to apply Behavioral Economics Theory in
Teaching Methodology in order to helps students learn better and be able to demonstrate
their job effectively in workplace. Then, this research would be employed to give
suggestions to Training Methodology. Furthermore, this research can be adjusted and
applied in both schools and Learning & Development of Organizations.
Further detail of a business plan is attached in Appendix section.

!

25!

CONCLUSION
It is obvious that the EAST framework aims to show how some of the most relevant
behavioral insights can be applied to policy challenges. Many of these insights can be
combined. For example, the intervention in Jobcentres combined all elements of the EAST
framework, by making it easy (cutting down the process), attractive (personalizing job
advice), social (introducing commitment devices), and timely (making sure a work focused
interview happens on day one). Others focus on a particular aspect of EAST, such using
social norms to encourage people to pay their tax debts.
Similar to applying the framework to Learning and Development, EAST should be
employed to complement and improve conventional Training Methodology rather than
replacing them entirely since not everyone reacts the same way to a situation. Moreover,
we could maximum effectiveness by tailoring the framework and adding another
dimension for student’s performance improvement.
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APPENDIX
Brainstorm ideas for Business model of
Behavioral Economics Training Center

Stage 1:

Apply EAST framework in Training Methodology at Edge U

Plex Training Center
Key Partners:

Edge U Plex Training Center

Customer segment:

Students from high schools, colleges and universities in

HCMC
Key activities:
+ Recruit students for Soft Skill and Communicative English classes
+ Apply suggestions from EAST framework to Soft Skill training class and
Communicative English class.
For example: Apply ‘make it easy’ and ‘make it attractive’ to make lesson more interactive
and get students engage more in the class.
+ Evaluate after every 2 -month course and adjust the framework to make it more effective
for every next course
Value Proposition:
+ Trainers can base on suggestions from EAST framework to deliver lessons and practical
knowledge to learner effectively.
+ Students can get the best from lesson and perform well after being trained.
Timeline:
In this stage, we plan to test ideas and suggestion based on EAST framework in Edge U
Plex Training Center in one year and then we will evaluate to apply to other sectors.
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Expected number of customers: 1000 students in one year
Stage 2:

Apply MINDSPACE framework and Behavioral Insights to

Tourism industry
Key Partners:

4U Group, Tourism industry

Customer segment:

4U staff

Key activities:
Apply Behavioral Economics Theory in training methodology in order to help 4U staff
learn better and be able to demonstrate their job effectively when they are working in
Travel Services.
There can be 4-month training course:
Some common topics in the course:
How to design a tour
How to write a formal sales letter
How to close sales effectively and follow up customer in the right way
How to operate services (book hotel, negotiate better rate, follow up and confirm service)
We can apply EAST framework as Stage 1 and add in some more theories that can be
applied to help employees learn this course more effectively.
+ Based on the Present bias theory, we know that there would be procrastination in class.
We can give suggestions for some employees who often delay in doing assignment or
finishing their tasks during the course.
+ Based on Loss Aversion Theory, people strongly prefer avoiding losses to acquiring
gains. We can try to offer incentives to employees in advance in an effort to improve their
achievement (reference from Teacher Incentives and Student Achievement: Evidence from
New York City Public Schools Roland G. Fryer, Jr. Harvard University and NBER)
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Value Proposition: The employees can perform well after being trained thus
organizations can get the best from their workforce learning.
Timeline:

We will carry out training in 1 year and evaluate how effective

Behavioral Economics theory can bring to training methodology
Stage 3:

Staring to build packages of training methodology based on

Behavioral Insights and sell to Schools & Corporates in HCMC
Key Partners:

Schools & Corporates in HCMC

Customer segment: Students in Schools and employees in Corporates
Value Proposition:

Students and employees can learn more effectively with training

methodology based on Behavioral Economics Insights.
Key activities:
Build package of training methodology based on Behavioral Insights to sell to Schools and
Corporates
The selling point is that our product is tested in both Education and Business sectors in
stage 1 and 2 already. The data we collect from evaluating at every stage will give us the
strong evidence to be confident with the effectiveness of our product.
Timeline:

1 year

Expected number of customers: 5 schools and 5 corporates
Stage 4:

Forming Behavioral Economics College

Customer segment: Students from colleges and universities or workforce from
Corporates in HCMC
Key activities:

In this stage, we can be legal to form a college teaching Short

Course of Behavioral Economics.
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Value Proposition:

Students can get the basic knowledge of Behavioral Science to apply

to their study or their career since they can gain the insights of Social, cognitive, and
emotional factors that influence the decisions people make.
Timeline:

2 years

Expected number of customers: 1000 students in 1 year
Business Sustainability:
In the long run, this business model can add value to various aspects of life by spreading
the Behavioral Insights that can be applied to plenty of fields.
Scalability of the business model:
This business model can be developed to be a consultancy company to deliver advice
based on Behavioral Insights to Corporates.
Moreover, it can be extended to other big cities in Vietnam and get to scale of Asian
countries.
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