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BUT WHAT DOES “WISELY” MEAN?

Decision making is 

about finding an 

optimal choice 

given personal 

preferences, 

available 

resources and 

stock of 

information.

Rationality as 
Optimisation

Bounded 
Rationality

Satisficing behaviour 

= humans take 

heuristic approaches 

and reasoning 

shortcuts that may 

lead to suboptimal, 

yet practically 

feasible, decisions 

and actions.

Simon (1957)Jevons (1866)

Behavioural 
Perspective

Human decisions 

and actions are 

influenced by  

psychological, 

social, cognitive, 

and emotional 

factors, which vary 

according to the 

environment.

Kahneman and

Tversky (1979)
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https://energycultures.org

People develop a distinctive 

‘energy culture’ from the 

interactions between their norms

(what they think is normal or 

appropriate), their material 

culture (their technologies and 

infrastructure), and their energy 

practices (what they do that uses 

or consumes energy). This gives 

rise to a specific energy 

behaviour.

Those factors can be self-

reinforcing, and are also 

influenced by exterior forces like 

regulations, energy prices and 

other incentives, including social 

rewards and imitation effects.

Stephenson et al. (2010)
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WELL, UNFORTUNATELY…

The bright side The dark side What can we do

People are influenced by 

contextual factors

Direction and intensity 

cannot be easily predicted

Experiment in controlled 

conditions

Change in energy 

behaviour is achievable

It usually is not consistent 

across time

Implement reinforcing 

factors

Energy consumption can 

be reduced

Evidence lacks of how 

much and for how long

Measure what you are 

doing/achieving

People can be motivated 

to act for change

A plethora of incentives 

may work more or less

Try to disentangle the 

respective influences

The communitarian 

dimension matters

Opportunistic effects can 

be ignited

Foresee individual, not 

only collective, benefits

Changing people’s 

attitude is key

This is not yet behavioural 

change!

Be patient, take your 

time…
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Less is better than more
6

Rational choice theory

More options          More satisfaction 
Empirical evidence

More options More regrets

The Jam experiment

6 varieties of jam 24 varieties of jam

40% people tried 60% people tried

30% people bought 3% people bought

Most of them stated they were happy of 
their purchases

Only a minority stated they were satisfied with 
their choices

More variety
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Irrelevant options matter
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Irrelevant options matter
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Loss aversion vs. gain desire
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Loss aversion vs. gain desire
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The Endowment effect
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The Hawthorne effect

https://baltimoremanagement.wordpress.com/2011/07/10/the-hawthorne-effect/
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‘Nudges’ matter
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‘Nudges’ matter
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Imitation matters
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Gamification matters

http://insights.wired.com/profiles/blogs/enterprise-gamification-management
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Feedback restitution matters

http://www.resmagazine.it/tag/smart-metering
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Private vices, public virtues

BUILDING ALLIANCE



TAKING COOPERATION FORWARD 19

CONCLUSIONS

• People DO NOT make rational choices based on the weighing up 

of costs and benefits.

• PRIVATE benefits are usually weighed more than PUBLIC ones.

• Most people prefer avoiding losses than acquiring gains.

• Loss aversion contributes to a preference for stability 

(reluctance to change).

• Incentives, penalties and regulations may be effective, but not 

in all cases and their impacts must be selectively evaluated.

• Timely feedback reinforces commitment over time.

• Changing attitudes does not automatically lead to behavioural 

change.

• The communitarian/social dimension is pretty important.

• All in all, context matters.
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