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What drives behavior?
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There are many 
different levers 
of behavior 
change

Can differ across 
audiences / 
individuals and 
behaviors

Lots of strategies 
available 
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Social Norms
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subject goes 

along with the 
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3. Soap
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Modeled Behavior: 49% compliance

2 Modelers: 67% compliance
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Social Norms

• Our behavior is influenced by 
others around us

• What they are doing
• What they think we should be 

doing

• We are more likely to be 
influenced by the behavior of 
those we perceive to be similar 
to ourselves



If I think: 

• Everybody (like me) is doing it
• Everyone (like me) thinks I should do it 

…then I’m more likely to do it 





Understanding resource-conserving behavior: barotrauma 
mitigation and the power of subjective norms in Florida’s reef 

fisheries
CA Crandall, C, TM Garlock, and K Lorenzen. 2018. North American Journal of Fisheries Management 38 (2), 271-280
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What did we find? 
• Generally similar positive attitudes about 

impacts of both gear, differed regarding 
ease of use 

• Generally confident in ability to use both

• Stronger norms with venting tools than 
descending gear

• Perceived ability, attitudes, and norms 
all can drive behavior, but norms had the 
most influence on intention to use either
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Campaigns 
targeting norms 
might have most 

influence on 
increasing 

intention to use 
or shifting use 

from one gear to 
the other
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Provide information 
about how many 

people are doing it

Images source: https://guideinc.org/2017/05/24/steps-to-conducting-a-youth-positive-social-norms-campaign/



Reinforce that others 
think you should do it 
or that it’s the “right 

thing to do”

Images source: https://guideinc.org/2017/05/24/steps-to-conducting-a-youth-positive-social-norms-campaign/, 
https://digitalguider.com/blog/social-media-marketing-guide/

95% of Americans support organ donation



Increase visibility of 
the norm / behavior

Image sources: https://ffl.ifas.ufl.edu/about-ffl/landscape-recognition/,  https://www.sharksavers.org.my/our-programs/im-finished-with-fins/, 
https://digitalguider.com/blog/social-media-marketing-guide/



Norms Gone 
Wrong: 

be careful not to 
accidentally 
encourage 
undesired 
behaviors! 

Your heritage is being 
vandalized every day by theft 

losses of petrified wood of 
fourteen tons a year, mostly a 

small piece at a time.

Cialdini, R.B. et al. 2006. Managing social norms for persuasive impact. Social Influence 1(1): 3-15
Image: pexels.com.



Take-homes
• Many factors influence behavior
• Social norms = what other people are 

doing and what they think we should 
be doing

• Social norms repeatedly identified as 
a driver for recreational anglers

• Norm-based strategies include those 
that share information about how 
many others are doing a behavior, 
reinforce that others thing it’s 
something that should be done, and 
increase the visibility of the behavior



Thank you!

Chelsey Crandall
Chelsey.Crandall@myfwc.com
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