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2nd INTERNATIONAL CONFERENCE:

“Revisiting Efforts to Reduce Demand for lllegal Wildlife Products:

Showcasing Best Practice in Behavioral Change”
28" & 29" and (optional training day) 30" November 2018,
Southeast Asia Center (SEAC Space), Bangkok, Thailand

|

REFLECT & REVIEW Ix

REFRESH & REINVIGORATE |

Community
Carousel
Strategy
Surgery
Partner
Perspectives
Innovations
from other
spheres of
Behavioural
Science

REFINE & RENEW

Session B:
'Action’ -
Deep Dive
Working
Groups
Masterclass or
flexible time
for meetings
Refined
Resources:
Renew your

Enthusiasm!




A T

Provide Inspiration

1. To showcase best practices from Social and
Behavioral Change Communication (SBCC)

application, to catalyze innovation, fresh ideas and

pioneering approaches to invigorate current Demand
Reduction strategies and interventions for
conservation impact

2. To stimulate SBCC Community of Practice exchanges
of skills, experience and knowledge, to amplify efforts
around enhanced coordination, including potentially
establishing Working Groups on key topics
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‘Recognizing the importance that creativity and
imagination play in shaping behaviour of consumers
and the general public, the workshop was desi

inject these two ingredients into hand:
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A RETROSPECTIVE:
Reviewing evidence and
research on behaviour change
and demand reduction

DAY 1

A PROVOCATION:
A fresh look at the future
and potential strategies

A PLAN

OF ACTION:

Capturing cross-sectoral commitments

DAY 3

Changing Behaviour to
Reduce Demand for lllegal Wildlife Products

7th-9th Cosmopolitan Hotel
Hong Kong
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+  Engaging those who have influence over the target audience; i.e. innovators in Set up an expert roundtable to establish known knowns/
Rogers' Diffusion of Innovations model—those that can kick-start new ideas, unknowns about: Gifting and social status traditions
purchasing choices and practices amongst consumers; work with business /
private sector (champion/leaders) to channel messages

« Exploring the success factors in e.g. government austerity campaigns which
reduce the social acceptability of gifting practices within some groups

+  Collaborations with influential social media bloggers, companies, etc.

Organize a workshop on behavioural diagnostics to follow-
up on this and identify opportunities for messaging.

Table 3:

Create luxury alternatives for gifting (e.g.
involve big name artists in an exhibition
showing how art pieces could be used as
alternatives to e.g. illegal ivory within a
luxury product bracket).

Specific
Actions

Activities and messaging to promote:
+  Create new social norms

Work with champions from the private
sector and build relationships beyond
‘formal’ settings to gain additional insight
in relevant contexts.

Lack of:

» Standardized data to build a complete picture of the
decision-making process: e.g. who is making the
decision to gift - the gifter or e.g. Personal Assistant?

» Contacts in the private sector who can provide first-
hand insights

Understanding media habits (e.g. of gift givers
and receivers).

Related to social context:
+  Considering behavioural change within the context

" X . &5 «  Artcollectors
of established traditional practices embedded in ho\\eng +  Luxury magazines
local culture o @ +  Ministry / Chambers of Commerce
+  Impact of corruption and collusion in the »  Business Associations
government +  MBA - Alumni group

+  Profit expectation from gifting + Local, national and international NGOs

+  Golf clubs/Rotary clubs and other fora where
reaching the ‘untouchable’ elite becomes more
feasible

Related to legal and political barriers:
«  Buyers are often ‘untouchables” part of a corporate or political elite
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CONSULTANT'’S REPORT:

REVIEW OF DEMAND REDUCTION
INITIATIVES BY CITES PARTIES

To support the Parties to CITES in their implementation of the CITES Resolution
and Decisions on demand reduction strategies to combat illegal trade in
CITES-listed species

20" November, EXPERT WORKSHOP DRAFT

The govemment snould mcke the behaviour more difficuli/more expensive
(average over all four policy areas)
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Base: ¢ 500 . 1,000 residents aged 16-64 (1854 in the US and Canada) in each country, November 2010,
Source: Intermational Morgtary Fund, 2070/ Ipsos Global @dvisor  SaLiree: Ipsos Mori regeareh — 'Accaptabla Beohaviour'

TRAFFIC

the wildlife trade monitoring network
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Thank You! (and enjoy ©)
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