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Gollwitzer and Sheeran 2016; Steel 2007

Did you know?

28%

Intentions only 
account for 

of variance in 
behaviour 

MAWO Legacy Loop

47%

A meta -analysis 
showed that

of people intend to 
act but don’t

15-20%

A meta -analysis 
showed that

of us are chronic 
procrastinators
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We then have to act

Making our minds up is just the start! 

Initiate Maintain Close

Sheeran and Webb 2016
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Failing to close

• We have too many 
goals, and some have 
to fall beside the 
wayside

• Sometimes we don’t 
know when to give up 
when we should!

Failing to maintain

• We don’t monitor 
progress

• We get distracted

• We fall into habits

• Cognitive biases kick in

• We get in a bad mood, 
get tired etc

Failing to initiate

• We’re busy and we just 
forget!

• Time moves on, and we 
miss the opportunity

• We choose a more 
attractive short -term 
opportunity

Gollwitzer and Sheeran 2016; Sheeran and Webb 2016

Challenges with completing our goals

Initiate Maintain Close
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• Some of us are natural procrastinators –  there’s enough evidence to see it as a trait

• The further away an event is, the less impact it has on our decisions

• The more aversive we find a task, the more likely we are to want to delay it

• We give tasks to our ‘tomorrow selves’ who we think will feel better, have more energy, be better 
etc –  but in fact, we’re being unkind to our future selves 

• We can get into a procrastination > low mood loop

Steel 2007

And it’s easy to procrastinate in our space
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Deliberation

Macro-factors e.g. crises, economic situation, causal relevance

Micro-Factors e.g. other charity activity, peer feedback

Individual and joint supporter psychology and existing relationship with charity

Pre -
deliberation

Driver
(e.g. health,

wealth, family)
Deliberation Decision Planning Action Post -action

Touchpoints (owned, partner -owned, customer -owned and external) experienced through multiple channels
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Can be sub -divided into information search and evaluation

Deliberation

Information 
search

Evaluation
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The evaluation phase

Deliberation

Feasibility Desirability

Own ability to deliver
Self -efficacy
Broader situation

Consequences
Desirability of incentives

Delivery of fundamental needs
Positively framed goals

Commitment
to a goal
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Hearts Together

Demonstrating the donor’s past performance
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Remember a Charity

Verbal persuasion
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Marie Curie

Seeing others perform
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Will Power

Meeting fundamental needs

Relatedness Autonomy Competence
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Decision

Macro-factors e.g. crises, economic situation, causal relevance

Micro-Factors e.g. other charity activity, peer feedback

Individual and joint supporter psychology and existing relationship with charity

Pre -
deliberation

Driver
(e.g. health,

wealth, family)
Deliberation Decision Planning Action Post -action

Touchpoints (owned, partner -owned, customer -owned and external) experienced through multiple channels
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Decision
Write a will

Give to charity

Cause I care 
about

Brand with 
greatest impact 

on cause
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Planning

Macro-factors e.g. crises, economic situation, causal relevance

Micro-Factors e.g. other charity activity, peer feedback

Individual and joint supporter psychology and existing relationship with charity

Pre -
deliberation

Driver
(e.g. health,

wealth, family)
Deliberation Decision Planning Action Post -action

Touchpoints (owned, partner -owned, customer -owned and external) experienced through multiple channels



Legacy Futures  | 17MAWO Legacy Loop

How do people plan to achieve a goal?

Planning

Implementation intentions
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• Implementation intentions: more powerful than goal intentions (e.g. an 
implementation intention for winning a race might be ‘I will speed up on 
straight sections of the track’ whereas ‘I will win the race’ would be a 
goal intention)

• Mental contrasting: what are the obstacles I might encounter, and what 
will I do if they occur? (If -then plans) These are powerful as they reduce 
the need for conscious processing

• Information that helps me achieve my goal: I will avoid information that 
might be distracting

Powerful interventions in the planning phase
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Will Power

Helping people to plan
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Action

Macro-factors e.g. crises, economic situation, causal relevance

Micro-Factors e.g. other charity activity, peer feedback

Individual and joint supporter psychology and existing relationship with charity

Pre -
deliberation

Driver
(e.g. health,

wealth, family)
Deliberation Decision Planning Action Post -action

Touchpoints (owned, partner -owned, customer -owned and external) experienced through multiple channels
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Feasibility DesirabilityEffort 
expended

MAWO Legacy Loop

Taking action
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Sheeran and Webb 2016

Monitoring progress
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Breakout groups

In your groups, think about 
one key takeaway that you 
could implement in your 
organisation…and when, 
where and how you’ll 
implement it.

MAWO Legacy Loop



E hello@legacyfutures.com
W legacyfutures.com
T 0203 488 0200

Legacy Futures
The Gridiron Building 
Pancras Square
London
N1C 4AG

Thank you
Please stay in touch!

Dr Claire Routley

Consultancy Director

claire.routley@legacyfutures.com

https://www.legacyfutures.com/
mailto:hello@legacyfutures.com
https://www.linkedin.com/company/legacy-foresight/
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