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The act of saving is a difficult task everyone faces, regardless or whether you are rich or poor. There is existing knowledge showing the efficiency and long term improvements to one’s financial wellbeing that comes from saving. But people still find themselves struggling to commit or get started, especially when options to get money early are readily available. This chapter discusses a few of the constraints to saving, focusing on those experienced by the poor, and offers solutions to address them. 
	The first struggle with wanting to save is its unattractiveness to those with limited bandwidth and the tendency to concentrate on current, immediate payments rather than paying attention to future, potential savings. For example, Vijaya is as a garland maker in India. Although she makes profit after a long day of work, that profit is instantly taken away as interest on the numerous outstanding loans. Vijaya does not focus on the interest she is paying however, the money she is losing is predominately in the form of interest. What she didn’t realize is that even though she is able to afford the interest fees, she is incapable of making extra profit like she could be if she were to save just a small portion of what she earns.
	Saving is good for many reasons. According to the article, taking loans routinely without saving is not efficient and can sometimes lead to a growing balance if interest charges continue to increase. Borrowers convince themselves that taking risk of asking for money early and paying it back later on is better than waiting. Simply saving small amounts overtime can make a big difference and doesn’t trap the individual in a borrowing cycle where they must maintain a certain level of income in order to keep up with interest.
	Saving is hard because it does not provide immediate incentives. Other than the fact that saving is not attractive, people also tend to procrastinate which leads to harmful effects to one’s saving accounts since immediate purchases appear to be more important. For those who lack discipline, choosing saving instead of buying something is more attractive. These types of obstacles are contributed to psychology and behavioral economics.
 	The most common issue with saving, especially in the developing world, comes from informal banking. Many individuals have resorted to using informal saving schemes to avoid extra fees and costs. And although informal saving schemes are more costly than formal saving, they exist because they provide for the desperate needs of the individual, the “small inconveniences”. To understand the way people use costly saving schemes in, Pascaline Dupas and Jonathan Robinson conducted a study where they offered saving accounts with no fees and negative interest. From the levels of participation in the offered saving scheme and the fact that most participants were already saving prior to the offer, there was evidence that existing alternatives are not as successful. Furthermore, Dupas and Parkinson’s test in Kenya indicated that there are many struggles in saving but when offered better options, people are willing to do it.
	Another example in this chapter is Sunny from the Philippines. Sunny wanted to save but other, less urgent, expenses would come up during her saving period. The proposed solution was SEED which locked deposited money away until the set goal was reached. Once savings reached the desired amount, then withdrawal would be permitted. This type of solution addressed the factor of “temptation” when trying to save and ensured that people who struggle with impulse purchasing could limit their spending. The targeted group of procrastinators that SEED reached had goals in mind but simply needed assistance in beginning the process to achieve them. SEED acted as a commitment scheme which significantly increased the balances of those who participated in it. The fact that SEED was able to impact the spending nature of the poor also implies that when given the right tool, the poor are capable to saving. SEED also shows that rather than focusing on increasing people's earnings, a behavioral “nudge” is all that is needed.
	Another alternative method aimed towards those in developed countries was SMarT, a voluntary program where participants increased their savings once they received a pay raise in order to save for retirement. Looking at the program in economic terms, with the application of SMartT, keeping the constant savings rate ended up being more costly than changing it. This program allowed the agent’s behavior to be shaped in a way that encouraged them to save. An even “gentler nudge” mentioned is texting and using other forms of communication to remind individuals to save. This method was used with people living in Bolivia, Peru, and the Philippines. Unlike previous forms of nudging, this type can be viewed as less harsh or detrimental as clients are alerted to save prior to deposit.
	The final solution proposed was from  H&R Block’s tax preparation offices in St. Louis that tested two methods of motivation. One offered tax rebates while the other offered a higher matching IRA contributions. They were equivalent in value but matching contributions were shown to be more effective after two studies. From this it can be concluded that the way incentives are presented heavily influences the effectiveness of a program. By altering existing tools instead of investing more in new tools, saving is possible for everyone.

