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Can we improve foreign 
exchange transactions?



Treatments

Low information 
(control condition)

You will be charged 
the following:
• Commission: 0%
• Flat fee: £0.00

• Exchange rate: 
$1.185

Choose

Level 2: 
“+ Helpful 
sentence”

Exchange rate: 
$1.185 

(Interbank rate 
is $1.230. This 
means you 
lose £42 for 
every £1000 
you transfer).

Level 3: 
“+ Total fee”

Total fee is £40.

Exchange rate: 
$1.185 

(Interbank rate 
is $1.230. This 
means you lose 
£42 for every 
£1000 you 
transfer).

Mix:

The market 
contains 

3 ‘low’ and 1 
‘high’ provider

Level 1: 
“+ Interbank 

rate”

Exchange rate: 
$1.185 

(Interbank rate 
is $1.230)



• Information that expresses the 
exchange rate charge in £ as well 
as total fee in £ are most 
effective.

• This positive effect only happens 
when it is applied consistently 
across the option set.

Results – foreign exchange

4
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Can we improve 
consumer decision 
making around energy?





Small $345.29 

Medium $637.45 

Large $756.62

Small $352.05

Medium $653.13 

Large $782.32 

Small $339.09 

Medium $626.72 

Large $757.68 

Small $329.40

Medium $635.40 

Large $788.40 

Other features:

- 15% discount

Other features:

- 15% discount

Other features:

- 20% discount

Other features:

- No discount

- Flat pricing

The four “plans”



Two of the treatments

Price table bottom Price table top



Proportion choosing the cheapest plan (incentivised), by 
treatment 

Proportion choosing the cheapest plan (incentivised), by treatment, 
where all four plans had been viewed. 

PT 2nd

page
No PT Simple no 

PT
PT topPT 

bottom
PT 2nd

page
No PT Simple no 

PT
PT topPT 

bottom

+=p<0.1, *=p<0.05, **=p<0.01, ***=p<0.001+=p<0.1, *=p<0.05, **=p<0.01, ***=p<0.001

Price table at the top makes things worse



Proportion answering comprehension question correctly, 
by treatment 

PT 2nd page No PT Simple no PTPT topPT bottom

+=p<0.1, *=p<0.05, **=p<0.01, ***=p<0.001

Consumers don’t understand the price table



8.3% of respondents who saw all four plans – or 1 in 12 -
selected the plan with the 20% discount, despite it being 

either the worst or second worst option

8.3%

Discounts cause confusion
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Can we learn more 
about how consumers 
think?



How much do you need to pay?



Respondent’s answers in Trial 2 when asked what they believed 
the amount to be paid by 5 July 2018 was, aggregated

It’s actually very easy



© The Behavioural Insights Team

What does the future 
hold?



Expanding the work of the Financial Capability Lab

• Identified a range of potential ideas, 
some of which have been lab tested

• Recently partnered with Monzo in 
the UK to test “card controller” 

• Many other promising ideas – Repay 
and save, sidecar savings, checkout 
savings.

• Currently look for partners!
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Thank you

Ravi Dutta-Powell
Ravi.Dutta-Powell@bi.team
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