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INFORMATION AND BEHAVIOUR IN ECONOMICS 

Emil Dinga 

1. Preamble 

As I know there are no theory or model in Economics (either as general science, or sectoral one, like 

financial markets, for example) that put at its basis something else than information. From the 

classical invisible hand mechanism to the sophisticated Black-Scholes-Merton formula, throughout 

the field information is reigning. Except (maybe) unconscious motivation, starting from the intention 

or interest, and finishing with performing of action (either as act or abstention) any decision and its 

external manifestation are originated in and feed by information. For example, the homo œconomicus 

is credited with hyper-rationality which, in turn, is based on an unlimited and infallible rationality in 

handling the information, the EMH (Efficient Market Hypothesis) is based on the complete 

integration, in the price kinematics, of… information, and so on. Although there is an overdaring 

(and, also, a rara avis) essay to put at the basis of social behaviour (and even of social evolution) the 

communication instead of information (see German sociologist Niklas Luhmann, for example), the 

dominant „colour” of the ground in the economic territory remains information. But, as before the 

spoken word (it seems) was the written one (see Jack Derrida with his Gramatology), I think that 

before the information is the behaviour (but, in biology – in the molecular behaviour, for example – 

the information is, already, considered an outcome of behaviour, not vice-versa, as is the rule in 

Economics). Of course, such an idea is strongly counter-intuitive and, for moment, there is not a 

consistent behaviour-based economic theory (despite the efforts done by the economic 

behaviourism). But, please allow me to put a simple question here: if information is the (most) 

primitive concept (and reality) in economic phenomenology, how to explain the motivation forming, 

or preference forming, or (as I discussed in the previous intervention under this rubric) propensity 

forming? About all these I shall formulate below some (fairly general) considerations. 

2. Egg or hen? 

In a sense, we have to handle here the eternal issue of the primacy between egg and hen. But, indeed, 

this is the case? I would negatively answer this question, for the following considerations: 

(i) evolutionary highlighting  

• the evolution privileges, without any exception, the primacy of behaviour over the 

information. Indeed, a living entity had to, over time, primarily to continue living, that 

is, it had, primarily, to exhibit such a behaviour against to the environment, so the latter 

to ”accept” or to ”validate” that behaviour. Before receiving or searching an information 

(from environment, including from other competitive or cooperative living entities) 

based on which the living entity concerned would follow to design the appropriate 

behaviour, the behaviour itself had to be already assumed and practiced as such. It seems 

that, at the molecular level of living, the primacy of behaviour against information is 

well established (on the line opened by Manfred Eigen with his concept of the 

hypercycle). Such a suggestion, from an evolutionary perspective of the economic 

process, should be more attentively examined and, if appropriate, be naturalized into 

economic theory, first of all, into the financial theory. Let’s take the well-known (and 

largely accepted) pattern of the invisible hand in the economic behaviour (so dear to 

libertarians): all of us behave according to our own interest and motivation in any 

economic circumstances, without at all taking into account the interests of the other 

partners in the economic game. Nonetheless, it seems that all the other behave as if they, 

in turn, always take into account our own interests (of course, any of the other considers 

that we ourself behave as if we want to accomplish his/her own interest). So, without 

any (dedicated and systematically searched and found) information regarding the 

economic behaviour of the all others, we exhibit a practiced (quasi-blinded) behaviour 

which, in turn, (could) generate information, but never the process is, essentially, 
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inversed. Therefore, no matter how we take it, behaviour prevails over information 

(Nota bene: here, probably, in the most massive way, the neoclassical economic theory 

failed, by imposing hyperrationality based on information processing); 

(ii) psychological highlighting 

• psychologically (and, partially, as a corollary of the evolutionary commandments), we 

are all localized into our own behaviour. The our behaviour's slavery is deeply ingrained 

in our brain, so the action is, regularly (although, not always consciously too), performed 

before of the decision arising, which is taken based on… information. Most of 

experiments on the cognitive and behavioural psychology have showed that our 

behaviour/actions precede our decision linked to that behaviour/action (with a very short 

lead, but not with a null one, and much less, as the common sense would indicate, with 

a… non-null lag). Firstly, there are actions that we perform automatically – especially 

non-economic actions as respiration, metabolism and other of the same. Secondly, there 

are actions that we perform under the imperium of necessity – self-defence, feeding, 

sexual reproduction. Both categories of action do not need information in order to be 

performed, they are simply performed as such. Thirdly, there are actions that are 

performed with very little information needed, especially non-actual information, but 

historically memorized one, so neither in this case we can speak about a primacy of 

information over the behaviour, but rather also vice-versa (because the historically 

memorized information was triggered by an independent behaviour from information).  

(iii) rational highlighting 

• the primacy of information over the behaviour implies, from the rational perspective, 

the… rationality itself of the humans. The rationality of humans cannot be rejected, but 

some features of the rationality, paired with the action/behaviour, should be put into 

evidence: 

(a) in its pure sense, rationality means hyperrationality (Simon’s bounded rationality is 

rather a metaphor), that is, an infallible rationality, as power and indispensability. 

Such an infallibility is impossible both evolutionarily and culturally (see the 

inevitable and accelerated failure of homo œconomicus paradigm today); 

(b) the lack of hyperrationality (almost) leaves without object the idea of the primacy 

of information over behaviour, because, even in the case of such a primacy, the 

humans would be incapable to use all information in the best way to choose the most 

appropriate behaviour; 

(c) so, the humans, from the rational point of view, generally behave heuristically, either 

by replicating previous behaviour (which, as is the case, did not killed them) or 

imitating (by memes) the behaviours that do not (yet) kill the others; 

(d) although the sophisticated action (for example, using the Black-Scholes-Merton 

formula to decide on the options transactions on the financial market) implies 

antecedent information, that information is taken tale quale, without a (genuine) 

rational treatment (the 2007 financial crisis stays as a witness for this statement). 

3. Tentative concluding 

If we are animated by the irrepressible desire to identify the egg and the hen in the discussion here, 

then, of course, the egg should be the behaviour, and the hen – the information. Obviously, the circular 

causality between behaviour and information cannot be rejected (a play of direct and back reactions 

between them is necessary), but, if a logical primacy should be stated, then I would ”vote” for the 

primacy of behaviour. Gradually, such an ordering will be (I hope) established in the economic theory 

and economic models of behaviour. 


