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Abstract. By examining social marketing this articles has featured a step-by step approach for residential behavioural change towards 

sustainable energy transition. Specifically, this article considers the value-based approach instead of rational information campaigns for 

behavioural change of energy users. The proposed framework is based on environmental values and designed to transform the selected 

destructive behaviour into a sustainable one. The framework consist of five steps: (1) selecting the behaviour, (2) user orientation, (3) 

exchange, (4) marketing mix: elements of intervention, (5) measuring behaviour change. As behavioural change is the final goal of any 

energy efficiency campaign, it becomes also a starting point and an objective of the rest of the activities in the framework. Second, we 

suggest using the user orientation concept that divides the society into three groups based on their attitude towards environmental issues, 

i.e. environmentalist, the environmentally concerned and the disinterested. In the third step we apply the exchange theory; whereas in the 

step of ‘marketing mix’ a conceptual combination of six elements for energy transition is reasoned: proposition, cost, communication, 

communities and partnership. Finally, the fifth step stresses on the measurement of the behavioural change that enables energy transition. 

The proposed step-by step framework is based on theory and builded on current practice in a field that is analysed in the article. 
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1. Introduction 

 

Accelerating the clean energy transition needs to be high not only on the agendas of technological development 

but also on user behavioural change policies and practices. Climate change is understood primarily as the outcome 

of irresponsible demand and consumption of energy. For that reason, attitudinal changes of society at large and 

household users in particular towards energy consumption are vital in the transition towards sustainable energy.   

With regard to this approach, governmental and nongovernmental institutions are using social marketing to 

change behacižviuor of energy users and to speed up energy transition. This is especially important as European 

Union has set a new target to reach 27% final energy consumption from renewable sources by 2030 (2030 Energy 

Strategy, 2014), and this necessitates “not only on the enforcement of the policy measures and goals that have 

been set, but also on lifestyle choices, e.g. in terms of living space, consumption patterns, etc.” (Household energy 

consumption, 2018). Thus, the society and individuals is a key but often ignored player in energy transitions. 

 

Social marketing is particularly relevant as it is capable to change the behaviour of individuals and households in 

energy use. These users can play a rather different role in energy system if energy users’ behaviour is changed 

into energy saving habits. Taking into consideration that “households are accountable for nearly three-quarters of 

global carbon emissions” (Strachan, Cowell, Ellis, Sherry-Brennan, & Toke, 2015), it is essential to apply social 

marketing that transforms destructive behaviour resulting in these emissions. In this context a sustainable energy 

transition means significant changes not only in policies and law but also in users’ behaviour.   

 

The role of social marketing in energy transition is of great interests to researchers and policy implementers. 

Despite numerous research has already demonstrated some value of social marketing in promoting energy 

efficiency (Anda & Temmen, 2014; Gordon, Butler, Cooper, Waitt, & Magee, 2018; Gordon, Dibb, Magee, 

Cooper, & Waitt, 2018), the current research opens new challenges that need to be addressed. The data on energy 

users behaviour indicates high resistant to change resulting inclination of cost-effective opportunities (F 

Beckenbach & Kahlenborn, 2016; Hahn & Metcalfe, 2016). In that follows a need for more sophisticated benefit-

focused social marketing approach. 

 

The objective of this paper is to provide the research community with a comprehensive step-by-step approach to 

social marketing for energy transition. We present a general discussion of the mainstream and social marketing 

application in promoting sustainable energy use and energy conservation. We then revise the framework of social 

marketing by strengthening value-focused approach and by creating a step-by-step process of social marketing 

application for behavioural changes toward energy transition. Additionaly, we review marketing mix and propose 

its compotion of six elements: proposition, cost, accessability, communication, communities and partnership. In 

the article we occasionally use empirical results and cases to illustrate how the elements of our conceptual 

approach are being implemented in practice.  
  

2. Energy User: an impact of Energy Efficiency Paradox         

    
Many scholars, who perceive the public as being rational, take users’ needs and wants into consideration and 

emphasise the economic benefit of energy efficiency. This perception, however, is not enough as energy 
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efficiency paradox takes place. There we will briefly analyse the impact of this paradox on the behaviour of 

energy users.  

 

On the one hand, economic benefit is a very important stimulus for behavioural changes. When social marketing 

campaigns take place, they highlight the economic value of participating in a specific activity, for instance, when 

using energy star-qualified bulbs, installing photovoltaic (PV) panels in residential buildings, or using other 

greener forms of energy for lighting and heating. The benefit or value-in-behaviour in using energy efficiently is 

based on the understanding that the public is rational and each household will act in its economic self-interest 

(Butler, Gordon, Roggeveen, Waitt, & Cooper, n.d.; Evans et al., 2014). Consequently, economic values have 

become the core message in social marketing campaigns to achieve energy efficiency. 

 

On the other hand, there are a number of examples of inefficient residential energy efficiency campaigns that 

ignored the value of social interaction and relied solely on information delivery regarding the economic value of 

the new behaviour. The cases (McKenzie-Mohr, 2000) provide a range of evidence on non-significant impact of 

energy efficiency campaigns. In economic literature this phenomenon is called Energy Efficiency Paradox when 

users neglect cost-effective opportunities and do not take logical measures at current energy prices to decrease 

their spending on energy (Baublys, Miškinis, Konstantinavičiūtė, & Lekavičius, 2015; Ramos, Gago, Labandeira, 

& Linares, 2015). It is clear that information about economic benefit is not enough to change users’ behaviour. 

Therefore, a more sophisticated value-focused social marketing approach is needed as different benefits are of 

value importance for individual users. The perception what value is can vary. It could be willingness to cut energy 

bills or minimizing energy poverty, increasing energy security or to fighting climate change. Taking the spectrum 

of needs into consideration, we review the principles and tools of social marketing in promoting sustainable 

energy use.  

 

3. An application of social marketing in promoting energy transition 

 

The potential of social marketing in promoting energy transition lies in the domain of traditional marketing, but 

instead of selling goods and services it changes the behaviour to increase the well-being of households and 

communities(Kotler & Lee, 2016b; S. Peattie & Peattie, 2016a; Stead & Hastings, 2018). Once social marketing 

is advocating energy efficiency, it is usually associated with reducing consumption and decreasing demand for 

unsustainable energy sources. However, it is important to realize that the intention to ‘reduce’ and ‘decrease’ 

contradicts the common culture of consumerism; therefore, the tools for this purpose have to be revised.  

 

Probably the most adopted approach to using social marketing tools for sustainable energy use has been 

developed by McKenzie-Mohr (2000). According to him, social marketing can be very effective if it is 

community-based instead of being an information-intensive campaign. McKenzie-Mohr’s framework of the 

former enhances energy efficiency in several steps. First McKenzie-Mohr (2000) suggests selecting the behaviour 

we need to change. Second, following the exchange theory, he proposes identifying barriers and benefits of the 

new behaviour and designing a strategy to remove the obstacles to reach the goal. Finally, strategy is piloted in a 

small segment of society. McKenzie-Mohr’s framework is simple and practice-oriented. For this reason it is used 

for residential energy efficiency programmes by the US Department of Energy (“Community-Based Social 

Marketing Toolkit,” 2017). However, it is worth mentioning that McKenzie-Mohr’s approach is oriented 

exclusively towards small communities; therefore, the vital three-stage marketing research process (segmentation, 

targeting and positioning) is excluded.  

 

To overcome the limitations of McKenzie-Mohr’s model the missing steps of comprehensive marketing research 

have to be integrated. According to Kotler & Lee, 2016, thus social marketing is different from the commercial 

one, the former has to follow the principles of the latter in changing the behaviour for societal gain. They provide 

six main principles for any social marketing. According to the authors, any social marketing strategy has to start 
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with user-orientation. This step turns all marketing activities towards the needs and wants of individuals to change 

their behaviour. They also point out that an exchange is the main theoretical concept. The users must perceive the 

value of changing their behaviour. Therefore marketing research is carried out from the very beginning till the 

very end. An effective strategy is developed only if specific needs and wants of a target audience are understood 

and reflected in the entire process of behavioural change. Fir this reason, marketing research provide evidence for 

decision making. Additionaly, marketing decisions have to be different for different target audiences due to their 

specific needs and wants, thus users are divided into segments. Kotler & Lee (2016) expand further by including 

segment oriented activities in a marketing mix. The strategy is implemented with an integrative approach and 

activities are not limited to persuasive communication only. They conclude with results measurement as social 

marketing is continuously improving its performance based on the feedback. 

 

Very similar principles are presented by Peattie & Peattie (2009). Additionally, authors emphasise not only the 

behavioural change, but also the behavioural maintenance when social marketing goes beyond decreasing 

consumption. They stress the importance of adoption and maintenance of significantly different lifestyle.  

 

Following these viewpoints, the redesigned social marketing process consists of five steps: (1) selecting the 

behaviour, (2) user orientation, (3) exchange, (4) marketing mix: elements of intervention, (5) measuring 

behaviour change for energy transition (Fig. 1). The process integrates three vital elements of marketing research 

as user orientation is composed of three-step marketing research process including user segmentation, targeting 

and positioning. 

 

 
Fig.1. Elements of Social Marketing for Sustainable Energy Use  

 

Source: Bird, 2010; Dibb, 2014b; Kotler & Lee, 2016; K. Peattie & Peattie, 2009; S. Peattie & Peattie, 2016 

 

   

Step 1: Selecting behaviour for sustainable energy use 

 

Behavioural is the final goal of any energy efficiency campaign and the starting point when considering social 

marketing. According to Rangan & Karim (1991), social marketing is about “changing attitudes, beliefs, and 

behaviours of individuals or organizations for a social benefit <…> and the social change is the primary purpose 

of the campaign”. Even though the change is the backbone of social marketing, it is essential to note that it is 

neither a person’s donation nor a sacrifice, it is rather a conscious participation in the process of exchanging costs  
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and benefits. There are many examples of deliberate and targeted energy efficiency marketing campaigns 

organized by municipalities with measurable objectives of behavioural change (Gynther, Mikkonen, & Smits, 

2012). Projects on energy efficiency integrate research, best practices and theories of social marketing to 

understand attitudes as well as the social context in which the demanded behavioural change has to occur. In such 

projects, destructive behaviour is selected and targeted with marketing mix.  

 

Taking Amsterdam’s Circular Innovation Programme as an example, we can observe how this theoretical 

approach of behaviour selection is implemented in practice. The end goal of the city programme is to implement a 

circular economy that “requires rethinking market strategies and models that encourage competitiveness in 

different sectors and the responsible consumption of natural resources” (Circular Economy in Cities, 2018). It is 

expected that this shift would change production processes and consumer behaviour as the programme not only 

stimulates energy savings and investments into solar energy, but also tries to transform the mind-set of the 

residents. New solutions for energy saving (including food and water cycles) and new forms of renewable energy 

(using innovative collection and sorting of waste, etc.) are based on behavioural changes of Amsterdam residents 

(Amsterdam’s Circ. Econ. Roadmap, 2018; “Circular City,” n.d.; Circular Economy in Cities, 2018). What is 

important, values and behaviour of the local community were perceived as vital by programme implementers. 
 

Step 2: User orientation 

 

The second step deals with three stages of marketing research process, i.e. segmentation, targeting and 

positioning. This essential process helps operationalize the concept user-oriented and puts marketing theory into 

practice. Although these three stages have been developed (and are actively used) as concepts of commercial 

marketing with the intention to sell the goods, nowadays they have become a vital part of behavioural change 

interventions for social purposes (Dibb, 2014). Their application for effective energy use is rather straightforward; 

however, it is not as wide as in business. Let’s discuss the meaning and application of these three concepts. 

 

Step 2 A: Segmentation 

 

Energy users’ segmentation divides a large population into groups according to their shared values, wants and 

needs. According to segmentation theory, people in the same group are likely to respond to behavioural 

interventions similarly. Typically, population is segmented according to demographic characteristics (such as age, 

gender, ethnicity, etc.); however, as technologies of the internet-era shape everyday behaviour, energy users’ 

behaviuor is based more on attitudes and lifestyles than on wants and needs (Pothitou, Hanna, & Chalvatzis, 

2016). As a result, segmentation of energy users identifies one or more segments in the target audience according 

to lifestyle and values (Thøgersen, 2017). Segmentation is based on an in-depth understanding that it is 

impossible to be effective across all the population. It, therefore, has to be segmented into groups and only a few 

segments can be targeted with social marketing mix.  
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Table 1. Segmentation of UK and US Populations According to the Attitude towards Environment and Climate Change 

 

Segment of population Segment description 

UK  Germany  

Positive greens Alarmed Environmentalists: are very worried about environmental issues; 

environment-friendly behaviour makes them feel better Waste watchers 

Concerned 

consumers 

Concerned 

Activists 

Side-line 

supporters 

Cautious 

participants  

Cautious Environmentally concerned: are generally concerned about the environment, 

but behave environment-friendly only because of constrains  

Long Term 

Restricted  

Stalled starters  Doubtful Disinterested: they tend towards apathy when it comes to environmental 

issues, environmental issues do not resonate with them Honestly 

disengaged 

Disengaged 

 

Source: Defra, n.d.; Giorgi, Fell, Austin, & Wilkins, 2016; Metag, Füchslin, & Schäfer, 2017 

 

As already mentioned, social marketing adopts the methods of commercial marketing, yet its purpose is very 

different. In business, the same segments are targeted with a variety of accompanying products they might prefer 

to use. In contrast, social marketing targets behaviour only with one goal and this goal is usually associated with 

the decrease in consumption (Ramirez, Tajdini, & David, 2017). There are a few segmentation approaches 

developed to understand how a population can be segmented according to its attitude towards the environment. As 

an example, table 1 presents segmentations of UK and Germany’s markets. According to these segmentation 

examples, energy users can be divided into three large groups based on their attitude towards environment – 

environmentalists, the environmentally concerned and the disinterested. How large these groups are and how 

many segments compose each group depends on values of the society at large. As we can sees form the UK and 

Germany segmentation results, UK society is more fragmented; the segmentation identifies more unique segments 

that differentiate them in the attitude and consumption. 

 

Step 2 B: Target audience 

 

One or a few target audiences are selected after a population is divided into groups according to demographic, 

value-based, lifestyle and behavioural criteria. This step requires consideration regarding the potential efficiency 

of each segment. According to the mainstream marketing authors, any target audience has to meet several criteria. 

These criteria vary from authors to authors and organizations have to choose the most important ones according to 

their marketing objectives and measurement benchmarks (T Dietrich, Rundle-Thiele, & Kubacki, 2017; Sarstedt 

& Mooi, 2014; Tvaronavičienė, Mentel, & Chyrva, 2018). In spite of differing views on targeting, there is a 

common agreement in mainstream as well as in social marketing literature about three most important criteria 

(Bruwer, Roediger, & Herbst, 2017; Kotler & Lee, 2016): target audience has to be large enough to make 

marketing programme effective in scale, each segment of the target audience needs different benefits and target 

audience is accessible with marketing messages.  
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Fig.2. Distribution of UK and Germany Populations According to the Attitude towards Environment and Climate Change 

 

Source: Defra, n.d.; Giorgi, Fell, Austin, & Wilkins, 2016; Metag, Füchslin, & Schäfer, 2017 

 

To continue the examination of UK and Germany’s segmentation examples, segmentation divides population into 

nearly equal and substantial groups according to their attitude towards environmental issues and willingness to act 

on behalf of the environment (Fig. 2). The UK’s case in particular illustrates good practice in targeting an 

audience as each segment not only differs in terms of needs, they also were reached with effectively selected 

marketing messages (Chatterton, 2011). According to Giorgi et al. (2016) some audiences received “only 

information, whereas others received a mixture of information and activities, depending on the target and existing 

behaviours and attitudes”. Hence, we see not only segmentation, but also targeting which is based on 

segmentation results. 

 

Step 2 C: Positioning against competing alternatives 

 

Thermal comfort, car dependency and other lifestyle norms compete against behavioural interventions that would 

lead to sustainable energy use. It is the issue that social marketing is trying to solve by using positioning, i.e. an 

act that distinguishes the offer from the competing alternatives, makes it even more attractive and provides 

inspiration and parameters as to “how [...] the desirable behaviour [has] to be seen by the target audience" (Kotler 

& Lee, 2016). In social marketing positioning statement shows how to overcome the barriers for the new 

behaviour. The most powerful positioning is based on the message ‘energy-saving’ (Ben & Steemers, 2018), but 

the message itself has to integrate different values for different segments of any behaviuoris based on needs, 

wants and values. Additionally, Giorgi et al. (2016) suggest that the positioning statement has to provide real 

examples that show how others are doing and what additional value the behavioural change can bring. Once this 

statement is developed, specific strategies as to how position new demanded behaviour are developed and 

implemented in the stage of the marketing mix.    

 

Step 3: Exchange 

 

As it was already discussed, voluntary exchange is a mainstay of social marketing. According to the exchange 

theory, social marketing has to offer users benefits in exchange for their behavioural change. Giorgi et al. (2016) 

point that users agree to change their behaviour towards more sustainable energy use in exchange for lower cost, 

convenience and lifestyle choice. Respectively, marketers have to consider the alternatives as to what will 
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motivate users to change their behaviour and what should be offered as a value in exchange. The only concern is 

that the meaning of value is different for different segments. The exchange in energy consumption can be 

motivated by self-interest, social norms or concern for the common good. While environmentalists “can leave 

comfort and cleanliness behind in the pursuit of a contemporary natural purity” (Energy use behaviour change, 

n.d.), the disinterested change their behaviour solely because of cost saving. This, consequently, leads to different 

proposals for behavioural change. They can be very simple or complex depending on the segment and its 

willingness to change, i.e. adjust the temperature, use more efficient vehicles, avoid unnecessary flights, manage 

energy better, recycle more, waste less food, etc. (Jonkhof & van der Kooij, n.d.). 

 

Giorgi et al. (2016) provide a comprehensive list of proposals how to offer value to a different target audience 

based on their attitudes and preferences. For environmentalists, they suggest specific measures that would help 

incorporate changes into their lifestyles; while for the disinterested cost saving has to be the key entry point to 

stimulate their behavioural change. Despite different attitudes and preferences, research results show that all 

segments are more willing to participate in exchange when its value is clear (Korsakienė, Tvaronavičienė, & 

Smaliukienė, 2014; Ramos et al., 2015).  

 

Probably the most interesting case of social marketing exchange is presented by a fossil fuel subsidy reform in 

Iran. The core of the reform was to increas county’s competitiveness in global labour market by increasing price 

for petroleum products by 4 times (Rentschler & Bazilian, 2018). As an exchange proposition government 

implemented a structured cash transfer scheme. The government’s subsidy reform on energy was “carefully 

prepared by clear government communication through various channels, such as websites and hotlines to answer 

questions about the reform” (Emissions Gap Report, 2018). The value-in-exchange in this case was “country’s 

economic competitiveness by creating more jobs and using its oil resources more efficiently“ (Atansah, Khandan, 

Moss, Mukherjee, & Richmond, 2017); additionally this value was enforced by “structured cash transfer scheme 

and its timely implementation” (Rentschler & Bazilian, 2018) which became a backbone for public support of 

Iran’s fossil fuel subsidies reform in 2010. As can be seen, economic prosperity of the country was used as value 

for effective exchange.  

 

Step 4: Marketing mix 

The marketing mix is the core concept adopted from commercial marketing for the behavioural intervention. 

While commercial marketing mix is created of 4P (product, price, place and promotion) or 7P (people, product, 

price, promotion, place, process and physical evidence) (Lovelock, Patterson, & Wirtz, 2015), social marketing 

mix contains 8 elements (product/service, price, place, promotion, public, partnership, policy, purse strings) (S. 

Peattie & Peattie, 2016b). These elements are compared in the Table 2 in first and second columns. This way, 

social marketing solves more challenging tasks than any business.  Despite following the 8 elements of social 

marketing mix, the application of marketing tools and techniques remains problematic in promoting sustainable 

energy. Accordingly, Giorgi et al. (2016) suggest moving away from the traditional marketing mix and propose to 

abolish the elements that come from commercial marketing. Whit regard to the former, we argue that marketing 

mix for energy transition consists of six interrelated marketing mix elements (Table 2, third column): 

1. Proposition: proposition replaces traditional marketing mix element ‘product’, as ‘product’ is difficult to 

interpret in energy transition as it is realated to behavioural changes. Social marketing, as it was mentioned 

previously, is oriented towards a new effective behaviour that changes the lifestyles of individuals or 

communities; therefore, when using this term one can mean a conscious energy usage at home or house 

renovation as well as a new tax reform that introduces a tax for carbon emissions. Authors (S. Peattie & Peattie, 

2016b) suggest using the concept ‘social marketing proposition’ instead. Additionally, they suggest using a clear 

narrative on how the behavioural change would benefit the users.  

2. Cost: scholars propose to change the element ‘price’ into ‘cost’ (Dibb, 2014) as the latter can deal with both 

monetary costs as well as the costs of inconvenience. 
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 3. Accessibility: there is challenging to get access to the groups that ar remoted or are in economic or social 

exclusions. In social marketing for energy transition thes groups are individuls and communities under energy 

poverty and energy inaccessibility, they are “the least accessible, hardest to reach and least likely to change their 

behaviour“ (Menegaki, 2012). Accrdingly, accesability in social marketing for energy transition means 

accessibility of clean energy product and the channels through which consumers are reached for information. 

4. Communication: the element ‘communication’ replays element ‘promotion’, as social marketers most 

frequently deal with negative demand. The targest groups are apathetic or resistant to change thei behaviuor. As it 

was stated in the UN Emissions Gap Report 2018, there is a need to increase public awareness about the greater 

impact of their behaviour on cleaner air and human health. Hence, two way communication that builds up 

confidence and trust is more efficient that promotion only. 

5. Communities: social marketing mix emphasizes the interrelationship and impact of a community and society on 

a person’s behavioural change. Hence, Gordon, Dibb, et al. (2018) convert social marketing mix into a new model 

with five interrelated elements where the last one is communities. The model enhances the understanding of 

communities and other stakeholders and their impact on behavioural change. Moreover, it resonates with other 

contemporary approaches in marketing and behaviour such as the theory of value co-creation and value co-

production (Osborne, 2017; Smaliukiene, Chi-Shiun, & Sizovaite, 2014; Vargo, Maglio, & Akaka, 2008). Most 

importantly, new approaches on marketing mix stress the importance of users’ motivation as it directs their 

behaviour. 

6. Partnership: the element of ‘partnerships’ refers to public-private partnership in providing and communicating 

value. Behaviuoral change for energy transition is complex phenomena that demand co-operations with other 

stakeholder with similar goals form public as well as privat sector.  One of the most illustrative examples of 

partnership in social marketing is represented by Amsterdam’s Circular Innovation Programme. The programme 

implementation is based on the cooperation between policy content experts and communication and marketing 

companies (Benchmarking study: Amsterdam –branding at its best, 2018). Another similar example is Brussels 

Regional Program for a Circular Economy 2016-2020 where comunity‘s behaviuoral change are target by 

municipal as well as by governmental institutions and communication agencies (“Arctik: Communication for 

Sustainability,” n.d.). Botho of these cases provide evidences that partnership is the key of the marketing 

approach. 
Table 2. Marketing Mix Conversion for Energy Transition 

 

Commercial marketing mix 7 (P’s) Social marketing mix 8 (P’s)a Social marketing mix for energy 

transition 

1. Product/Service: features, 

packaging, performance 

characteristics 

1. Product/Service: proposition; specific behavior 

that the social marketer wishes to see 

1. Proposition: proposition for exchange 

and rewards after the behavior is 

established 

2. Price: selling price, trade margins, 

credit terms, other cost to customer 

2. Price: cost of involvement  2. Cost  of changing behaviour (financial 

and non-financial)  

3. Place: (including cyberspace and 

time): types and locations of 

distribution channels, coverage 

3. Place: product accessibility, access to alternative 

means of achieving satisfaction. 

 3. Accessibility: product accessibility 

and  the channels through which 

consumers are reached for information 

4. Promotion: all means to persuade 

to buy 

4. Promotion: social communication,  interaction and 

relationship building. 

4. Communication: social two-way 

communication, all means for building up 

confidence and trust 

5. People: staff, customers 

management, customer 

empowerment, customer co-

production 

5.Publics: target audience, secondary audiences, 

policymakers, other stakeholders, social networking, 

participation of citizens, endorsement of celebrities 

5. Communities: co-creation, social 

networking, participation of residents 

6. Physical evidence: servicespace, 

elements of physical layout 

6. Partnerships: invitation to diverse stakeholders. 6. Partnership: public-private partnership 

in providing and communicating value  

7. Process: process requirements, 

self-service, online service 

7. Policy: legislation, institutional framework, access 

to information and subsidies. 

 

 

Source: Lovelock, Patterson, & Wirtz, 2015a; Menegaki, 2012; K. Peattie & Peattie, 2009; S. Peattie & Peattie, 2016 

http://jssidoi.org/jesi/
http://doi.org/10.9770/IRD.2019.1.1(2)


 INSIGHTS INTO REGIONAL DEVELOPMENT 

ISSN 2669-0195 (online) http://jssidoi.org/jesi/ 

2019 Volume 1 Number 1 (March) 

http://doi.org/10.9770/IRD.2019.1.1(2) 

 

28 

 

 

Step 5: Measuring behavioural change for sustainable energy use 

 

Evaluation of behavioural changes can generate strong implications about the impact of social marketing and 

confront criticism regarding the value of the intervention. However, many social marketing programmes are either 

evaluated poorly or not at all (Grier & Bryant, 2005). An example of existing good practice is the case of the city 

of Macau (China) where social marketing results were quantified. According to the project’s report (Song, Li, 

Duan, Yu, & Wang, 2017), energy-saving publicity campaigns were conducted in schools and for the general 

public as well as for the business sector. The campaign increased public awareness and knowledge which resulted 

in the population acting more responsibly. As a result, energy-saving behaviour became very common in the daily 

life of city residents and businesses. This social marketing campaign was measured in terms of decreasing energy 

consumption per capita which was 10% at the end of the project.  

Since social marketing is often a continuing activity that runs over long periods of time, it is not easy to do so. 

That is why impact evaluation looks at the effect rather than the outcome of each programme. Alternative 

evaluation, on the other hand, provides important insights while observing behavioural changes instead of 

measuring energy saved. While impact evaluation deals with user-specific information that is collected through 

surveys, interviews, consumer panels, opinion polls, feedback from programme participants, etc. (Case studies on 

innovative communication campaign packages on energy efficiency, n.d.), actual evaluation or the cost-

effectiveness of the programmes are very difficult as social marketing aims to change the behaviour of energy 

users. An application of marketing management approach can substantialy contribute in solving an issues with 

measuring behavioural change, as measurable objectives become the core of all social marketing activities.  

 

Conclusions 

 

By examining social marketing within the context of energy transition this articles has featured the step-by step 

approach for residential behavioural change towards sustainable energy consumption. Specifically, this article 

considers the value-based approach instead of rational information campaigns for behavioural change of energy 

users. In particular, it is important to realize that the behaviour of household users is irrational and their energy 

consumption is often driven by their lifestyle and values rather than by economic-rational motives. Thermal 

comfort, car dependency and other lifestyle norms compete against behavioural interventions that would lead to 

sustainable energy use. Taking this irrationality and complementing contemporary theoretical advantages into 

consideration, we suggest five stage social marketing framework for residential energy transition.  

 

The new framework is designed to transform the selected destructive behaviour into a sustainable one. First step 

in our framework is selecting behaviour. As behavioural change is the final goal of any energy efficiency 

campaign, it becomes also a starting point and an objective of the rest of the activities. Second, we suggest using 

the user orientation concept that divides the society into three groups based on their attitude towards 

environmental issues, i.e. environmentalist, the environmentally concerned and the disinterested. In the third step 

we applying the exchange theory and point out what would motivate users to change their behaviour and what 

should be offered as a value in exchange. When considering the latter, segmentation results are likely to have the 

strongest impact on this decision. The fourth step of our framework is marketing mix. We propose to reconsider 

social marketing mix and reframe it in accordance with energy-user behaviour matters. Finally, the fifth step is 

measuring behavioural change that enables energy transition.  

 

As an integral part of our framework, we ground a six elements’ marketing mix for energy transition. Our 

proposal is based on marketing mix of mainstream and social marketing theory as well as best practices in the 

field. According, marketing mix for energy transition has six elements: (1) proposition for exchange and rewards 

after the behaviour is established, (2) cost of changing behaviour (financial and non-financial), ( 3) accessibility 

and  the channels through which consumers are reached for information, (4) social two-way communication that 
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includes all means for building up confidence and trust, (5) communities that are involved in co-creation, social 

networking and other kind of participation that fosters behavioural change of society at large and each household 

individually, (6) public-private partnership in providing and communicating value.  

This paper extends the literature by arguing that there is a need for a value-based approach towards residential 

behavioural change for energy transition. This approach is equipped with a step-by step framework which is 

grounded on theory and build on current practice in a field.  

                       

References 

 
2030 Energy Strategy (2014). Retrieved from https://ec.europa.eu/energy/en/topics/energy-strategy-and-energy-union/2030-energy-strategy  

 

Amsterdam’s Circular Economy Roadmap. (2018). Case Study. Retrieved from https://www.c40.org/case_studies/amsterdam-s-circular-

economy-roadmap-lessons-learned-and-tools-for-upscaling   

 

Anda, M., & Temmen, J. (2014). Smart metering for residential energy efficiency: The use of community based social marketing for 

behavioural change and smart grid introduction. Renewable Energy, 67, 119–127. https://doi.org/10.1016/j.renene.2013.11.020   

 

Arctik: Communication for Sustainability. (n.d.). Retrieved February 5, 2019, from http://arctik.eu/projects/49 

 

Atansah, P., Khandan, M., Moss, T., Mukherjee, A., & Richmond, J. (2017). When Do Subsidy Reforms Stick? Lessons from Iran, Nigeria, 

and India. Retrieved from https://www.cgdev.org/publication/when-do-subsidy-reforms-stick-lessons-iran-nigeria-and-india  

 

Baublys, J., Miškinis, V., Konstantinavičiūtė, I., & Lekavičius, V. (2015). Energy Efficiency as Precondition of Energy Security. Journal 

of Security and Sustainability Issues, 4(3), 197–208. https://doi.org/10.9770/jssi.2015.4.3(1)  

 

Beckenbach, F., & Kahlenborn, W. (2016). New Perspectives for Environmental Policies Through Behavioral Economics. (F. Beckenbach 

& W. Kahlenborn, Eds.). Cham: Springer International Publishing. https://doi.org/10.1007/978-3-319-16793-0  

 

Ben, H., & Steemers, K. (2018). Household archetypes and behavioural patterns in UK domestic energy use. Energy Efficiency, 11(3), 

761–771. https://doi.org/10.1007/s12053-017-9609-1   

 

Benchmarking study: Amsterdam –branding at its best. (2018). Future Place Leadership. Retrieved from 

https://futureplaceleadership.com/wp-content/uploads/2018/04/Case-Amsterdam-by-Future-Place-Leadership.pdf  

 

Bird, S. (2010). Benchmark Criteria for Social Marketing. Retrieved from 

https://www2.uwe.ac.uk/faculties/BBS/BUS/Research/BSMC/Spotlight_2.pdf  

 

Bruwer, J., Roediger, B., & Herbst, F. (2017). Domain-specific market segmentation: a wine-related lifestyle (WRL) approach. Asia 

Pacific Journal of Marketing and Logistics, 29(1), 4–26. Retrieved from https://www.emeraldinsight.com/doi/abs/10.1108/APJML-

10-2015-0161  

 

Butler, K., Gordon, R., Roggeveen, K., Waitt, G., & Cooper, P. (n.d.). Social marketing and value in behaviour? Journal of Social 

Marketing, 6(2), 144–168. https://doi.org/10.1108/JSOCM-07-2015-0045   

 

Case studies on innovative communication campaign packages on energy efficiency. (n.d.). Retrieved from 

https://hub.globalccsinstitute.com/publications/energy-efficiency-recipe-success/case-studies-innovative-communication-campaign-

packages-energy-efficiency  

 

Chatterton, T. (2011). An introduction to thinking about’energy behaviour’: A multi-model approach. Retrieved from 

http://www.decc.gov.uk/assets/decc/11/about-us/economics-social-research/3887-intro-thinking-energy-behaviors.pdf  

    

Circular City. (n.d.). Retrieved January 13, 2019, from https://amsterdamsmartcity.com/themes/circular-city 

Circular Economy in Cities. (2018). White Paper. Retrieved from 

http://www3.weforum.org/docs/White_paper_Circular_Economy_in_Cities_report_2018.pdf  

 

Community-Based Social Marketing Toolkit. (2017). US Department of Energy, Office of energy efficiency & renewable energy. 

Retrieved from https://www.energy.gov/eere/better-buildings-residential-network/downloads/community-based-social-marketing-

toolkit  

http://jssidoi.org/jesi/
http://doi.org/10.9770/IRD.2019.1.1(2)
https://ec.europa.eu/energy/en/topics/energy-strategy-and-energy-union/2030-energy-strategy
https://www.c40.org/case_studies/amsterdam-s-circular-economy-roadmap-lessons-learned-and-tools-for-upscaling
https://www.c40.org/case_studies/amsterdam-s-circular-economy-roadmap-lessons-learned-and-tools-for-upscaling
https://doi.org/10.1016/j.renene.2013.11.020
http://arctik.eu/projects/49
https://www.cgdev.org/publication/when-do-subsidy-reforms-stick-lessons-iran-nigeria-and-india
https://doi.org/10.9770/jssi.2015.4.3(1)
https://doi.org/10.1007/978-3-319-16793-0
https://doi.org/10.1007/s12053-017-9609-1
https://futureplaceleadership.com/wp-content/uploads/2018/04/Case-Amsterdam-by-Future-Place-Leadership.pdf
https://www2.uwe.ac.uk/faculties/BBS/BUS/Research/BSMC/Spotlight_2.pdf
https://www.emeraldinsight.com/doi/abs/10.1108/APJML-10-2015-0161
https://www.emeraldinsight.com/doi/abs/10.1108/APJML-10-2015-0161
https://doi.org/10.1108/JSOCM-07-2015-0045
https://hub.globalccsinstitute.com/publications/energy-efficiency-recipe-success/case-studies-innovative-communication-campaign-packages-energy-efficiency
https://hub.globalccsinstitute.com/publications/energy-efficiency-recipe-success/case-studies-innovative-communication-campaign-packages-energy-efficiency
http://www.decc.gov.uk/assets/decc/11/about-us/economics-social-research/3887-intro-thinking-energy-behaviors.pdf
http://www3.weforum.org/docs/White_paper_Circular_Economy_in_Cities_report_2018.pdf
https://www.energy.gov/eere/better-buildings-residential-network/downloads/community-based-social-marketing-toolkit
https://www.energy.gov/eere/better-buildings-residential-network/downloads/community-based-social-marketing-toolkit


 INSIGHTS INTO REGIONAL DEVELOPMENT 

ISSN 2669-0195 (online) http://jssidoi.org/jesi/ 

2019 Volume 1 Number 1 (March) 

http://doi.org/10.9770/IRD.2019.1.1(2) 

 

30 

 

 

Defra. (n.d.). A Framework for pro-environmental behaviours (January 2008). Retrieved from 

https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/69277/pb13574-behaviours-report-

080110.pdf  

 

Dibb, S. (2014). Up, up and away: social marketing breaks free. Journal of Marketing Management, 30(11–12), 1159–1185. 

https://doi.org/10.1080/0267257X.2014.943264  

 

Dietrich, T., Rundle-Thiele, S., & Kubacki, K. (2017). Segmentation in Social Marketing. (T. Dietrich, S. Rundle-Thiele, & K. Kubacki, 

Eds.). Singapore: Springer Singapore. https://doi.org/10.1007/978-981-10-1835-0  

 

Emissions Gap Report. (2018). Retrieved from 

http://wedocs.unep.org/bitstream/handle/20.500.11822/26895/EGR2018_FullReport_EN.pdf  

 

Energy use behaviour change. (n.d.). Retrieved from http://www.rczm.co.uk/post-5.html  

 

Evans, W. D., Pattanayak, S. K., Young, S., Buszin, J., Rai, S., & Bihm, J. W. (2014). Social marketing of water and sanitation products: a 

systematic review of peer-reviewed literature. Social Science & Medicine (1982), 110, 18–25. 

https://doi.org/10.1016/j.socscimed.2014.03.011 

  

Giorgi, S., Fell, D., Austin, A., & Wilkins, C. (2016). Public Understanding of the Links between Climate Change and (i) Food and (ii) 

Energy Use (EV0402): Final report. A report to the Department for Environment, Food and Rural Affairs. Brook Lyndhurst. Defra, 

London. Retrieved from 

http://randd.defra.gov.uk/Document.aspx?Document=13415_140703EV0402PublicUnderstandingofLinksMainReportFINALJan201

6.pdf  

 

Gordon, R., Butler, K., Cooper, P., Waitt, G., & Magee, C. (2018). Look before you LIEEP. Journal of Social Marketing, 8(1), 99–119. 

https://doi.org/10.1108/JSOCM-04-2016-0017  

 

Gordon, R., Dibb, S., Magee, C., Cooper, P., & Waitt, G. (2018). Empirically testing the concept of value-in-behavior and its relevance for 

social marketing. Journal of Business Research, 82, 56–67. https://doi.org/10.1016/j.jbusres.2017.08.035  

 

Grier, S., & Bryant, C. A. (2005). Social marketing in public health. Annual Review of Public Health, 26, 319–339. 

https://doi.org/10.1146/annurev.publhealth.26.021304.144610  

 

Gynther, L., Mikkonen, I., & Smits, A. (2012). Evaluation of European energy behavioural change programmes. Energy Efficiency, 5(1), 

67–82. https://doi.org/10.1007/s12053-011-9115-9  

 

Hahn, R., & Metcalfe, R. (2016). The Impact of Behavioral Science Experiments on Energy Policy. Economics of Energy & Environmental 

Policy, 5(2), 27–44. https://doi.org/10.5547/2160-5890.5.2.rhah  

 

Household energy consumption. (2018). Retrieved from https://www.eea.europa.eu/airs/2018/resource-efficiency-and-low-carbon-

economy/household-energy-consumption  

 

Jonkhof, E., & van der Kooij, E. (Eds.). (n.d.). Towards the Amsterdam Circular Economy. Retrieved January 13, 2019, from 

https://assets.amsterdam.nl/publish/pages/580742/towards_the_amsterdam_circular_economy_web.pdf  

 

Korsakienė, R., Tvaronavičienė, M., & Smaliukienė, R. (2014). Impact of Energy Prices on Industrial Sector Development and Export: 

Lithuania in the Context of Baltic States. Procedia - Social and Behavioral Sciences, 110, 461–469. 

https://doi.org/10.1016/j.sbspro.2013.12.890  

 

Kotler, P., & Lee, N. (2016). Social marketing (Fifth edit). Los Angeles: SAGE. 

 

Lovelock, C. H., Patterson, P., & Wirtz, J. (2015). Services marketing: An Asia-Pacific and Australian perspective (6th editio). Frenchs 

Forest, N.S.W.: Pearson Australia. 

 

McKenzie-Mohr, D. (2000). Fostering sustainable behavior through community-based social marketing. The American Psychologist, 55(5), 

531–537. 

 

Menegaki, A. N. (2012). A social marketing mix for renewable energy in Europe based on consumer stated preference surveys. Renewable 

http://jssidoi.org/jesi/
http://doi.org/10.9770/IRD.2019.1.1(2)
https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/69277/pb13574-behaviours-report-080110.pdf
https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/69277/pb13574-behaviours-report-080110.pdf
https://doi.org/10.1080/0267257X.2014.943264
https://doi.org/10.1007/978-981-10-1835-0
http://wedocs.unep.org/bitstream/handle/20.500.11822/26895/EGR2018_FullReport_EN.pdf
http://www.rczm.co.uk/post-5.html
https://doi.org/10.1016/j.socscimed.2014.03.011
http://randd.defra.gov.uk/Document.aspx?Document=13415_140703EV0402PublicUnderstandingofLinksMainReportFINALJan2016.pdf
http://randd.defra.gov.uk/Document.aspx?Document=13415_140703EV0402PublicUnderstandingofLinksMainReportFINALJan2016.pdf
https://doi.org/10.1108/JSOCM-04-2016-0017
https://doi.org/10.1016/j.jbusres.2017.08.035
https://doi.org/10.1146/annurev.publhealth.26.021304.144610
https://doi.org/10.1007/s12053-011-9115-9
https://doi.org/10.5547/2160-5890.5.2.rhah
https://www.eea.europa.eu/airs/2018/resource-efficiency-and-low-carbon-economy/household-energy-consumption
https://www.eea.europa.eu/airs/2018/resource-efficiency-and-low-carbon-economy/household-energy-consumption
https://assets.amsterdam.nl/publish/pages/580742/towards_the_amsterdam_circular_economy_web.pdf
https://doi.org/10.1016/j.sbspro.2013.12.890


 INSIGHTS INTO REGIONAL DEVELOPMENT 

ISSN 2669-0195 (online) http://jssidoi.org/jesi/ 

2019 Volume 1 Number 1 (March) 

http://doi.org/10.9770/IRD.2019.1.1(2) 

 

31 

 

Energy, 39(1), 30–39. https://doi.org/10.1016/j.renene.2011.08.042  

 

Metag, J., Füchslin, T., & Schäfer, M. S. (2017). Global warming’s five Germanys: A typology of Germans’ views on climate change and 

patterns of media use and information. Public Understanding of Science, 26(4), 434–451. 

https://doi.org/10.1177/0963662515592558  

 

Osborne, S. P. (2017). From public service-dominant logic to public service logic: Are public service organizations capable of co-

production and value co-creation? Public Management Review, 20(2), 225–231. https://doi.org/10.1080/14719037.2017.1350461 

  

Peattie, K., & Peattie, S. (2009). Social marketing: A pathway to consumption reduction? Journal of Business Research, 62(2), 260–268. 

https://doi.org/10.1016/j.jbusres.2008.01.033   

 

Peattie, S., & Peattie, K. (2016a). Ready to Fly Solo? Marketing Theory, 3(3), 365–385. https://doi.org/10.1177/147059310333006   

 

Peattie, S., & Peattie, K. (2016b). Ready to Fly Solo? Reducing Social Marketing’s Dependence on Commercial Marketing Theory. 

Marketing Theory, 3(3), 365–385. https://doi.org/10.1177/147059310333006  

 

Pothitou, M., Hanna, R. F., & Chalvatzis, K. J. (2016). Environmental knowledge, pro-environmental behaviour and energy savings in 

households: An empirical study. Applied Energy, 184, 1217–1229. https://doi.org/10.1016/j.apenergy.2016.06.017  

 

Ramirez, E., Tajdini, S., & David, M. E. (2017). The Effects of Proenvironmental Demarketing on Consumer Attitudes and Actual 

Consumption. Journal of Marketing Theory and Practice, 25(3), 291–304. https://doi.org/10.1080/10696679.2017.1311219  

 

Ramos, A., Gago, A., Labandeira, X., & Linares, P. (2015). The role of information for energy efficiency in the residential sector. Energy 

Economics, 52, S17–S29. https://doi.org/10.1016/j.eneco.2015.08.022 

  

Rangan, V. K., & Karim, S. (1991). Focusing the Concept of Social Marketing. Harvard Business Review. 

 

Rentschler, J., & Bazilian, M. (2018). Principles for designing effective fossil fuel subsidy reforms. In Fossil Fuel Subsidy Reforms (Vol. 

11, pp. 180–201). Routledge. https://doi.org/10.4324/9781351175821-8  

 

Sarstedt, M., & Mooi, E. (Eds.). (2014). A Concise Guide to Market Research. Springer Texts in Business and Economics (2nd ed. 20). 

Berlin, Heidelberg: Springer Berlin Heidelberg. https://doi.org/10.1007/978-3-642-53965-7  

  

Smaliukiene, R., Chi-Shiun, L., & Sizovaite, I. (2014). Consumer Value Co-Creation in Online Business: the Case of Global Travel 

Services. Journal of Business Economics and Management, 16(2), 325–339. https://doi.org/10.3846/16111699.2014.985251  

 

Song, Q., Li, J., Duan, H., Yu, D., & Wang, Z. (2017). Towards to sustainable energy-efficient city: A case study of Macau. Renewable 

and Sustainable Energy Reviews, 75, 504–514. https://doi.org/10.1016/j.rser.2016.11.018   

 

Stead, M., & Hastings, G. (2018). Advertising in the Social Marketing Mix. Psychology Press. https://doi.org/10.4324/9781315805795-3   

 

Strachan, P. A., Cowell, R., Ellis, G., Sherry-Brennan, F., & Toke, D. (2015). Promoting Community Renewable Energy in a Corporate 

Energy World. Sustainable Development, 23(2), 96–109. https://doi.org/10.1002/sd.1576  

 

Thøgersen, J. (2017). Housing-related lifestyle and energy saving: A multi-level approach. Energy Policy, 102, 73–87. 

https://doi.org/10.1016/j.enpol.2016.12.015   

 

Tvaronavičienė, M., Mentel, G., & Chyrva, H. (2018). Leadership in Energy Security: Behavioral Patterns and Long-Term Energy 

Intensity (pp. 591–601). https://doi.org/10.1007/978-3-319-74216-8_59  

 

Vargo, S. L., Maglio, P. P., & Akaka, M. A. (2008). On value and value co-creation: A service systems and service logic perspective. 

European Management Journal, 26(3), 145–152. Retrieved from https://www.sciencedirect.com/science/article/pii/S026323730800042X  

 

 

 

 

 

 

 

http://jssidoi.org/jesi/
http://doi.org/10.9770/IRD.2019.1.1(2)
https://doi.org/10.1016/j.renene.2011.08.042
https://doi.org/10.1177/0963662515592558
https://doi.org/10.1080/14719037.2017.1350461
https://doi.org/10.1016/j.jbusres.2008.01.033
https://doi.org/10.1177/147059310333006
https://doi.org/10.1177/147059310333006
https://doi.org/10.1016/j.apenergy.2016.06.017
https://doi.org/10.1080/10696679.2017.1311219
https://doi.org/10.1016/j.eneco.2015.08.022
https://doi.org/10.4324/9781351175821-8
https://doi.org/10.1007/978-3-642-53965-7
https://doi.org/10.3846/16111699.2014.985251
https://doi.org/10.1016/j.rser.2016.11.018
https://doi.org/10.4324/9781315805795-3
https://doi.org/10.1002/sd.1576
https://doi.org/10.1016/j.enpol.2016.12.015
https://doi.org/10.1007/978-3-319-74216-8_59
https://www.sciencedirect.com/science/article/pii/S026323730800042X


 INSIGHTS INTO REGIONAL DEVELOPMENT 

ISSN 2669-0195 (online) http://jssidoi.org/jesi/ 

2019 Volume 1 Number 1 (March) 

http://doi.org/10.9770/IRD.2019.1.1(2) 

 

32 

 

Aknowledgements 

 

 
This research was supported by the project, which has received funding from the European Union's Horizon 2020 research 

and innovation programme European Research Council (ERC) under the European Union's Horizon 2020 research and 

innovation programme Marie Sklodowska-Curie Research and Innovation Staff Exchanges ES H2020-MSCA-RISE-2014 

CLUSDEVMED (2015-2019) Grant Agreement Number 645730730  

 

 
 

 

 

 

 

 

 

 

 

 

Short biographical note about the contributors at the end of the article (name, surname, academic title and scientific degree, duties, 

research interests): 

 

Rasa SMALIUKIENE is the Professor of Management and Public Administration at Vilnius Gediminas technical university and 

Lithuanian Military Academy. Her research interests focus on leadership, corporate social responsibility, social marketing, co-creation for 

organizational and social value. R.Smaliukiene has authored or co-authored more than 40 research papers.  

ORCID ID: orcid.org/0000-0002-5240-2429   

 

Salvatore MONNI is Associate Professor of Economic Policy and Director of the Master Program in "The Cooperative Firm: Economics, 

Law and Management", at Roma Tre University, Department of Economics. His current main research and publications are in the fields of 

development economics and policy. He is Coordinator of SHUMED (Sustainable Human Development for MED Countries) and 

AguaSociAL (Social Innovation in Brazil, in the Water Treatment Sector) two FP7 Marie Curie Action People Projects and CLUSDEV 

MED (Cluster Development Med) an H2020 MSCA RISE project. 

ORCID ID: http://orcid.org/0000-0002-6326-5714 

 

 

 

 

 

Copyright © 2019 by author(s) and VsI Entrepreneurship and Sustainability Center 

This work is licensed under the Creative Commons Attribution International License (CC BY). 

http://creativecommons.org/licenses/by/4.0/ 

  

http://jssidoi.org/jesi/
http://doi.org/10.9770/IRD.2019.1.1(2)
http://creativecommons.org/licenses/by/4.0/

