
Behavioural changes are necessary to 

get the full impact on energy efficiency.  

 

What works and what doesn’t  

Compiled by 

Rob Kool 
Material from:  

Ruth Mourik, Sea Rotmann & Sylvia Beukers   

 

  Closing the Loop 



Achieving lasting behavioral 

change is: 

 

• unlikely to take place if 

only individual 

behaviours are 

targeted  

 

• while the context in 

which these 

behaviours are 

embedded remains the 

same 
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Themes 

smart metering 

transport 

building retrofits 

SMEs 
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Desk study 
Helicopter overview 

Learning from models and 

theories of change used in 

case studies 

 

Understanding their benefits 

and drawbacks 

 

Impact on design, 

implementation, monitoring 

and evaluation 

 



• Existing projects 

• From participating countries 

• Discussed in workshops 

Desk study+ 
Case studies 
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Pics via: theinnovativeeducator.blogspot.com, dreamstime.com, agu.org, lifesupplemented.org, rassutassu.com, 

change.comminit.com   

 
Intermediaries  

 

 

Policymakers  

 

 

(Research) funders/investors 

 

 

Technology developers, industry 

Target audience 



   

In General: 
 

 

1. Do: Know what model or theory underlies (your) 

intervention 

2. Do: Acknowledge that every model or theory is 

useful for what it aims to do 

3. Do: Take the end-user perspective as a starting point 
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Several of ‘our’ Retrofitting cases informed by neo classical economics: 

money and information 

 
 
 
 
 
 
 
 
 
 

http://www.contemporaryartdaily.com/wp-content/uploads/2012/02/2.jpg 

http://pinterest.com/kyrpersa/homo-economicus/ 

 
 
 

 

   

http://www.contemporaryartdaily.com/wp-content/uploads/2012/02/2.jpg
http://www.contemporaryartdaily.com/wp-content/uploads/2012/02/2.jpg
http://www.contemporaryartdaily.com/wp-content/uploads/2012/02/2.jpg


9 

They do well within what they intend to do 
• The programmes  are relatively easy to evaluate quantitatively  
• The retrofitting market can grow 
• Subsidy often used to the max 
• Many homes insulated 
• Economic discipline underpinning does manage to nudge a certain percentage 
• Sometimes even a new norm seems to be emerging… 
• Participants often already decided to retrofit, but now retrofit more comprehensively 

 

But if we want to tell a learning story: 
• One-off programmes, no continuity after insulation 
• Paradox: demand for information! And a lot of prefinancing required… 
• Hardly no flexibility: Only financial and technological tailoring 
• Not focused on changing use patterns (routine behaviour).  
• Danger of rebound 
• And: will this really change the building sector or market?  

 
 

 
 
 

 

What can we learn?  



   

1. Focus on the social side 
2. Its not just what we buy, its what we do 
3. Change lifestyles not lightbulbs 
4. Think of the benefits for end users as well 
5. Use trusted intermediaries to create trusted messages 
6. Don’t ask for too much upfront financing or information 
7. Use a toolbox of interventions and go Beyond kWh targets 
8. Don’t box people in too much, focus on the function of energy 

use 
9. Pre-scope, benchmark your heart out, measure and model 
10.Learn from the unwilling 
 



   

1. Time isn’t always money 
2. Technology is everything, simply pushing it wont work 
3. Make sure the value for the customer is clear, be transparent 
4. Information needs more than tech, real people work best 
5. Learn from those that do not want to participate, find the luddites 
6. Include the home and household dynamics 
7. Personalities are very influential 
8. The home is their castle 
9. Don’t give smartphones to people with no internet 
10.Focus on the why 
11.Participation is key 
12.No one likes waste 
13.Tell me how I am doing 
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This behavioural wedge results from: 

 

 Homo sapiens ≠ Homo economicus 

 Overly technocratic approaches  

 Limited transfer of best practice and research 

to the policy domain 

 Lack of meaningful monitoring and evaluation 

Task 24 premise 

30% of energy demand 

is locked in behavioural 

wedge 

 

Includes:  

technology uptake 

use and maintenance 

purchasing  

investment  

habits and routine 

social acceptability 
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Business models for a more effective  

market uptake of DSM energy services for 

SMEs and communities 

Task 25 



The logic behind our task 

 

• We need a better understanding of what works and 

why 

• We need new value driven Business Models + 

development competencies 

 



What will we do in this task? 

• Identify + analyse effective business models & 

underpinning services 

• SMEs and residential communities 

• National energy ecosystems  

• Guidelines 

• Working together  

• Contribute to the growth of the supply and demand 

market 
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Where do we stand 

Collected 250 propositions in participating countries/ global   

69 global, 59 NL, 25 AUS, 30 Se, 65 CH 
 

• Metering, visualization, analytics and actionable feedback on appliance level 

• Renovation retrofitting delivered in Packaging models 

• Facilitator models (targeting process not tech) 

• SME Value Chain EE 

• Open data based models 

• Lighting programmes 

• Waste energy to work 

• Space/room for E/H/ tech models 

• Energy Performance Contracting 

• Next generation shares in RES models 

 

B2B, B2B2C, B2C 



First insights: context 

• Energy efficiency market is dominated by limited types of business models 

• resources and processes are built and managed solely within the firm 

• often fail to leverage the creative potential of the user 

 

• Energy efficiency market is described in terms of technological, financial or 
legal possibilities.  

• framing influences creation BM: as technical or contractual constructions.  

 

• Context is an important factor influencing business models 

• Not only global but also local and entrepreneurial 
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Are we able to think in change? 
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Any Questions? 


