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Social marketing is an appreach designed to
support community change whether it is in the
environment, training,community health, mental
hea'llhl safety etc. Communication alone is not

sufficient to change behaviour.
Communication strategies are needed but they
must be part of a larger strategy.
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Aims of Social Marketing
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Social marketing aims at selling behaviour
change:
- Accept a new behaviour
Reject a potential behaviour
- Modify a current behaviour
- Abandon an old behaviour

xample of recycling:

lew behaviour - start a worm farm

eject a potential behaviour - choose not to buy products that have lots of
ackaging

lodify a current behaviour sort waste into recycled, food scraps and non
ecyclable

iandon an old behaviour - no longer throw all waste into the one bin

This needs a change in the ratio of benefits and barriers so that

\ the target behaviour becomes more attractive.
\ Four ways this can occur:
l 1. Inc fits of target behaviour
\/ . 2. Decre arriers and or costs of the target behaviour
3. Decrease the bapefits of the competing behaviour/s
) 4. Increase the barriers and or costs of the competing behaviour




