· Social Marketing – Andraesen, Ch. 4
Low-involvement (commercial behaviors) vs. high-involvement (only relevant to social behaviors)

Model:

Transtheoretical model (Prochaska & DiClemente, 1983-) – 5 stages of change – need to know stage audience is in – segment – tailor messages to fit level of readiness – 

· Precontemplation – perceived pros and cons may vary with stage of change – need to measure baseline level of attitude, knowledge & values, since these will change.

· Contemplation/Ready for Action –  Cost-benefit analysis most important here
· Action – Self-efficacy key

· Maintenance – Structural changes most important here

Beliefs about consequences (based on deeper needs & wants, in turn based on deep values) – 

· Perceived pro’s & cons (way to segment)

· Social referents

· Self-efficacy

· Competition (habits, inertia)

· Cost benefit analysis – health communicator needs to improve the ratio – can be done 4 ways:

· Increase extent to which person believes they will get benefits

· Decrease perceived costs

· Add new benefits

· Decrease perceived benefits of alternative behavior and increase perceived costs of it

Some benefits are more important than others – determinative

Perceived ratio changes over Stages of Change – Early contemplation may want to introduce new benefits or increase belief in benefits; Later contemplation want to decrease costs.

Implications:

· Formative research – Research w. target to determine nature of benefits costs this audience contemplates when considering behavior – how likely each benefit/cost is to occur; and how important it is to audience. 

· Strategic planning – How to increase total weight of benefit bundle (likelihood, importance); decreasing weight of cost-bundle

· Demarketing – Increase costs of alternative behavior

· Tailored messages 

Significant Others –
· Two-step flow – Communicate first to opinion leaders (Rogers, 1983)
· Communicate innovations (Diffusion of Innovations)

· Communicate importance 

· Role modeling (Bandura, 1977)
· People like me

· People I admire
· People I don’t want to be like

· Theory of Reasoned Action (Fishbein & Azjen, 1980)

· Sources of social pressure

· Normative component (different from personal evaluation of consequences – has to do w. what they think others want them to do)

· Intentions good predictors of action

· Social pressure may be particularly effective in Late Contemplation stage (e.g., if half the community has already adopted a behavior, Hornik)

· Implications

· Formative research – ask what groups individual pays attention to (sources); for each group, find out what action the individual believes the group wants (norms)

· Strategic planning – use opinion leaders, role models, and social pressure

· Tailored messages – single out Late Contemplators….

Action Stage

Perceived self-efficacy (Bandura) or perceived behavioral control (Azjen, 1991) – how easy or difficult the person believes the behavior will be for them, personally, to carry out.

· Perception of knowledge, skills (internal efficacy) – challenge is to increase by teaching new skills, how to negotiate, behavior modeling, making it look easy
· Perception of environmental factors (external efficacy) – challenge is to a) debunk false attributions about others’ expectations; b) change beliefs about behavior; c) show availability of relevant services; d) change availability/logistics
Another view:

· Self-efficacy
· Response/Action efficacy

Implications

· Formative research – question perceived behavior control

· Plan – include skill training and confidence building in campaign; make sure logistics are not making it difficult

· Monitor

Maintenance Stage

· Cognitive dissonance – identity crisis, anxiety, seek reassurance
· Behavior modification – behavior influenced by environmental factors – preceding factors trigger the event (posters, opinion leader comments, etc.); reinforcing factors (rewards)

· Behavior must be under individual’s control

· Clear link must be established between behavior and rewards

· Reinforcement must be meaningful

