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BC Hydro: promoting energy 

conservation for decades

2



Study Social 
Marketing 

models and 
theories

Adopt 
Behavioural 
Economics 
principles

Apply 
Human 
Design 

Thinking 
tools

Review 
other 

behaviour 
change 

programs

Research, 
trials, pilots, 

evaluate 
programs, 

etc.

BC Hydro’s approach
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Why changing energy-related behaviour is challenging
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https://www.youtube.com/watch?v=SELsS6-ss_g

Human behaviour 

flows from three 

main sources: 

desire, emotion 

and knowledge

PLATO

https://www.youtube.com/watch?v=SELsS6-ss_g


Energy conservation is not a single behaviour
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Lessons from the field
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7



Lessons from the field

8



Lessons from the field

9



Lessons from the field

10



Lessons from the field
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Lessons from the field
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Choice overload

Simplicity



Lessons from the field
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Co-creation: Team Power Smart Photo 

Contest – members submit pictures of 

what inspires them to be energy efficient



Lessons from the field
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Customized board game and game nights

Treating Team Power Smart members as 

VIP’s at exclusive celebratory events



Celebrities endorsing a kWh diet

Lessons from the field
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Self-identification and social norms

Gamified content delivery through mobile app
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BC Hydro – applying behavioural insights and collaborate




