To save: The Unfun Option
	The poor tend to borrow without the realization of interest payment. They smooth their income by using the rotation by giving extra money to the borrower when they earn more and asking for it when they need. Even though these create a smooth and continuous cycle of cash flow to the poor, its negative effects are much bigger since the amount of interest is compounding. Therefore, to cut this vicious cycle, saving can be the important solution and can make a large differences.
	Saving can help people lower the amount of principle that they need and in long term the saving effect will overcome the amount of  borrowing. In other words, the poor do not have to borrow anymore and they can pay back the interest.
	However, the saving is hard to practice. The first reason is that saving is boring since other activities calling money from our wallet can fulfill the desire, but saving is not. The second and important reason is that it takes discipline to savings over buying something to be used right now, especially when that purchasing seems to be essential. People tend to value the present opportunities and need rather the future and savings will always be there tomorrow. Moreover, the poor normally have limited access to formal banking and no other place to save money rather than bringing home where husband use the money for drinking. That is why the informal bankings are developed.
	Most informal savings schemes have at least one feature in common: a cost to the saver, while in developed countries interest-bearing saving accounts are widely available at no cost. The informal solutions survive because they fill the gaps that desperately need filling. Those gaps are exactly where effective development programs can have a big impact.
        Dupas and Robinson constructed the test in Kenya in 2006 to see whether gaining access to a bare-bone savings account can make people better off by surveying a group of entrepreneurs and randomly selected half and offered to open savings accounts for them at the cooperative, free of charge. The result is 89% of those receiving offers opened an account and 55% went to make at least one deposit within six months.They also found that the saving accounts change people’ daily lives. Women made use of the account more than men since it helps them be able to invest more in business, increase their spending on food and other goods, and improve their abilities to cope with illness to themselves and family members. The study suggests two things. First, aspiring savers were in a bad spot to begin with. There are so many signed up for an account with a negative effective interest rate attests to the amount of obstacles they faced. Second, poor people had both the will and desire to save, but the available alternatives were weak.
One of the reason why the poor cannot save to the certain amount is that when it is going to reach the desired amount, there will be expense suddenly coming up causing them to restart again. The Green Bank solved this problem by offering a new product called SEED (Save Earn Enjoy Deposit). SEED is the saving accounts with a commitment feature that locked away the money until it reached a goal amount or until the given date and have to give up the withdrawal option. This scheme help silence the voice of temptation.
	However, the most important reason why the poor do not save is that they spend the last unit of money to their essentials and immediate needs. The poor are classified their spending behaviour as the subsistence needs. Therefore, the poor have very low saving rate or at the negative rate, even though we can help the poor control their impulses and resist temptation spending.
	Nevertheless, the writer and their co-worker want to test the self control problem in the real world. Her team designed the test to find out whether a self-control product could really work. They wanted to know what kind of people would sign up and how SEED would affect overall savings. They randomly divided the respondents into three groups: first groups were visited by Green Bank employee and offered SEED; second group were also visited by employee but not offered SEED; and third group no visit and no offer or control group. The initial surveyed not only include demographic and household information, but also time preference, a person’s preference for immediate versus delayed gratification, in other word, patience. Things get interesting when preferences change over different time frame. Consider people who are impatient now and claim to be patient later. They have identified goal and how to achieve them, but always find excuse when the time comes to start. So, to accomplish a goal by locking yourself into the commitment scheme was exactly what SEED did. The effect of offering a SEED account to a client who will open it is to increase the saving balance four times. The findings from the SEED study give us two important reasons. First, SEED account helps clients to increase their savings. Second, they undermine conventional wisdom that if given the right tools, the poor can save more, even without the boost from income. Thus, people can do better with existing resource, but all we need is a behavioral push or nudges.
	Behavioral solutions are adaptable to both rich and poor settings. In developed country, most people tend to approach retirement saving contribution and then set it and forget it. To be specific, when first joining the firm, employees chose the contribution level and an investment plan and tended not to change it, ever. This  situation happens because two behavioral barriers to saving: procrastination and inertia. So, Thaler and Bernartzi designed the a plan called Save More Tomorrow (SMarT).
	Under SMarT, participants agree now to a series of future savings increases coincident with pay raises, so that saving step up overtime. This solves the procrastination problem. The plan is voluntary, so participants can opt out the scheduled increases at any time, but it requires some positive action and then the inertia helps in this case. And from their test, most of the people who sign up for SMarT are still enrolled and saving 55% more than those who not sign up, even they got the consultant’ advice. One reason why SMarT is such a powerful tool is that it allows people to bind themselves to do the right thing. Participants are changing the relative prices of the good and bad behavior.
	The writer use the relative price concept to adapt with other aspects in our life by creating the website called stickK.com, where anyone can make commitment contracts to achieve goals of one’s choosing. People can charge the relative price of good and bad behavior directly, using real money. You could fine yourself if you cannot do for what you have chosen and can choose the recipient of that money.
	Money is a powerful tool for shaping our choices in the face of temptation, but how far we can go with this since we can manage our attention and the real commitment is still not solved. Maybe the poor don’t need the bite of restrictive commitment accounts in order to behave better. If they could just think of saving at the right times, maybe they would do more of it. To test this proposition, writer and her team conduct the test in 3 countries: Bolivia, Peru, and the Philippines. They worked with clients who had recently opened goal savings accounts and had made plans to save every month for the years. They randomly chose some of them to get a little nudge toward their goals by reminding them once a month to save. The tiny little reminder really did work. Total savings increased and people were more likely to reach their saving goals. The effect was even bigger for savers randomly assigned to receive mention to their specific goal in their reminder. This little is at low cost and almost free lunch. 
	Another example about nudge is about the tax reduction. H&R Block tax preparation wanted to see how offering a one-time matching IRA contribution would affect retirement savings. They found that larger matching contributions generate larger contribution from savers. Even though the tax code already had the federal  saver’s credit framed as a rebate instead of a match and they were ultimately the same in the dollar term, people reacted to them very differently. An increase in the matching level generated far more savings than an equivalent increase in the rebate. They conducted the test by offering the matching contribution and rebating on each group and see the impact. The evidence showed that matching is more effective than equivalent rebates at increasing contributions. We can improve this by describing a rebate as a matching contributions. By doing so, it could increase participation by two-thirds at no cost and this is the effect of the nudges.
	We can conclude that saving is important for everyone, especially the poor, but to get people to save, there are some factors concerned. First, the availability of the place to save. If the existing option is weak, people tend to save less. Second, the expense that they see it is essential can distort the saving behavioral since they tend to value other things more important than savings. Lastly, some behaviors cause people not to save since they think it is costly to them. These factors can be solved in many ways as the articles mentioned whether provide more strong choice for savings, commitment account, or using the behavioral concerned method. However, we should consider each method into details if they fit the society that we are going to implement or not. We might not need to use only one method to help increase the saving, but we can combine and find the best way to help them. 
We think that to find the method to increase saving is not hard, but to make people understand the importance of saving, follow the process and save continuously is very challenging. The developer and policy maker must understand the context of the society and the behavioral of the human to make their method and implication sustainable.
	
        
