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A Appendix
A.1 Additional Data and Robustness Checks
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Table A1: Sample composition by treatment
DIRECT
SLUDGE
p-value
Panel A: Industries
Manufacturing
Waste Management
Construction
Retail
19.8%
1.2%
14.0%
9.3%
20.9%
2.3%
3.5%
3.5%
10.3%
3.5%
2.3%
2.3%
8.1%
2.3%
1.2%
16.1%
0.0%
9.2%
18.4%
16.1%
1.1%
3.4%
1.1%
5.8%
8.0%
0.0%
3.4%
5.7%
2.3%
4.6%
0.53
0.31
0.33
0.08
0.41
0.55
0.99
0.31
0.27
0.20
0.15
0.66
0.54
0.99
0.18
Hospitality
IT & Communication
Finance / insurance
Real estate
Professional, scientiﬁc and technical
Consulting
Public Administration
Education
Health & social services
Arts
Other services
Panel B: Firm Size
1
1
5
-9 employees
0-49 employees
0-500 employees
50.0%
39.5%
10.5%
48.3%
42.5%
9.2%
0.82
0.69
0.78
Panel C: Cities
Lucerne
Zug
32.6%
20.9%
46.5%
28.7%
21.8%
49.4%
0.59
0.88
0.70
Zurich
N
86
87
173
Notes: The table shows the composition of ﬁrms in both treatments in terms of industry, ﬁrm size (number of
employees), and city. The columns DIRECT and SLUDGE show the relative frequency of a given industry,
size category, and city in the respective experimental treatment (summing up to 100% in each panel for each
treatment). The column “p-value” displays the p-values of proportion tests testing whether the proportions
of a given industry, size category, or city diﬀer between the two treatments.
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Table A2: Probit Regression Results (Marginal Eﬀects)
(1)
Intention to order
(2)
Order rate
(3)
Intention to order
(4)
Order rate
SLUDGE
−0.030
(0.048)
−0.384∗∗∗
(0.043)
−0.027
(0.044)
−0.418∗∗∗
(0.052)
Consultant FE
Time FE
Firm size control
Pseudo R2
Observations
Yes
Yes
No
0.306
173
Yes
Yes
No
0.313
173
Yes
Yes
Yes
0.269
173
Yes
Yes
Yes
0.265
173
∗p < .10, ∗∗p < .05, ∗∗∗p < .01
Notes: The table reports marginal eﬀects from probit regressions for the same regressions as displayed in
Table 1. Standard errors (in parentheses) are clustered at the consultant level and were obtained using
the delta-method. The DIRECT treatment is the baseline category. In models (1) and (3), the dependent
variable is a binary indicator for the the intention to order at least one of the oﬀered items (0 if no, 1 if yes).
In models (2) and (4) the dependent variable is a binary indicator of actual orders, capturing if the ﬁrm
ordered at least one of the oﬀered items (0 if no, 1 if yes). All models include consultant and time (month)
ﬁxed eﬀects. Models (3) and (4) additionally control for the number of employees in a ﬁrm.
Table A3: Regression Results for Treatment Eﬀects with City Fixed Eﬀects
(1)
Intention to order
(2)
Order rate
(3)
Intention to order
(4)
Order rate
SLUDGE
−0.030
(0.028)
−0.420∗∗∗
(0.024)
−0.023
(0.029)
−0.418∗∗∗
(0.024)
Constant
0.616
(0.222)
0.962∗∗∗
(0.045)
0.728∗
(0.190)
1.079∗∗
(0.116)
City FE
Time FE
Firm size control
R2
Observations
Yes
Yes
No
0.150
173
Yes
Yes
No
0.270
173
Yes
Yes
Yes
0.174
173
Yes
Yes
Yes
0.284
173
∗p < .10, ∗∗p < .05, ∗∗∗p < .01
Notes: The table reports the results of the same regressions as displayed in Table 1 with city ﬁxed eﬀects
instead of consultant ﬁxed eﬀects. OLS estimates (linear probability model). Standard errors (in parentheses)
are clustered at the consultant level. The DIRECT treatment is the baseline captured by the constant. In
models (1) and (3), the dependent variable is a binary indicator for the intention to order at least one of the
oﬀered items (0 if no, 1 if yes). In models (2) and (4) the dependent variable is a binary indicator of actual
orders, capturing if the ﬁrm ordered at least one of the oﬀered items (0 if no, 1 if yes). All models include
city and time (month) ﬁxed eﬀects. Models (3) and (4) additionally control for the number of employees in
a ﬁrm.
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A.2 Fact Sheets
Figure A1: Fact sheet
Green Items
to Try Out
Green Items
to Try Out
Order on www.umweltgadgets.ch with your
personal voucher code: EXAMPLE2
See for yourself how easy it is to use
these green items.
See for yourself how easy it is to use
these green items.
Water-saving Nozzle
Reduces water flow rate by 50%
(5 -7 l/min)
Water-saving Nozzle
Reduces water flow rate by 50%
(5 -7 l/min)
Waste Separation Kit
Helps you manage the recycling
of glass, PET and aluminum
Waste Separation Kit
Helps you manage the recycling
of glass, PET and aluminum
Energy efficiency class: A
Energy efficiency class: A
reCircle Reusable Tableware
Capacity: 1200 ml
Helps you reduce waste from
take-away lunches
Switchable Power Strip
Switchable Power Strip
reCircle Reusable Tableware
Capacity: 1200 ml
Helps you reduce waste from
take-away lunches
5
sockets with child protection
5 sockets with child protection
Simple switch-off when not in
use reduces unnecessary
standby power consumption
Simple switch-off when not in
use reduces unnecessary
standby power consumption
White Recycled Paper
Made from 100% waste paper,
White Recycled Paper
Made from 100% waste paper,
„Blue Angel,“ FSC certified,
and CO2 neutral
Discover the benefits of high-
quality recycled paper
Timer switch
Features a child lock and is easy
to operate.
Automated switch-off reduces
unnecessary standby power
consumption
Timer switch
Features a child lock and is easy
to operate.
Automated switch-off reduces
unnecessary standby power
consumption
„
Blue Angel,“ FSC certified,
and CO2 neutral
Discover the benefits of high-
quality recycled paper
Water Carafe
LED tube T8 24W
Water Carafe
Glass bottle with a 1-liter
capacity
Enjoy fresh local tap water
without using PET
LED tube T8 24W
1500mm / 1200mm
KVG / EVG
Provides the best lighting quality
with low power consumption
Glass bottle with a 1-liter
capacity
Enjoy fresh local tap water
without using PET
1500mm / 1200mm
KVG / EVG
Provides the best lighting quality
with low power consumption
Notes: Left: Fact sheet in the DIRECT treatment, right: Fact sheet in the SLUDGE treatment. The
original factsheets were in German (English translation by the authors).
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B Acquisition and Ordering Process
B.1 Acquisition Process
To promote the environmental consulting program, the cities actively approach SMEs and
invite them to participate via phone acquisition campaigns. Two independent organizations
were in charge of these acquisition campaigns in Lucerne, Zug and Zurich. One organization
was responsible for the acquisition of ﬁrms in Lucerne and Zug, and another organization
was responsible to contact ﬁrms in Zurich.
During the time of the experiment, we provided these two organizations with a database
containing the names, addresses and phone numbers of SMEs to be contacted. The SMEs
came from diﬀerent industries and were randomly sampled into the database.
To make appointments for the consultants, the organizations contacted SMEs by phone.
Callers asked to talk to the relevant decision maker (usually the CEO and / or owner or an
employee in charge of sustainability or environmental or energy issues), brieﬂy presented the
consulting program to them and inquired whether the contacted SME would be interested
in getting a free environmental consulting. If a ﬁrm agreed to participate, it was assigned to
an environmental consultant within their region. The consultant then followed up with the
ﬁrm (also by phone) to arrange a site visit. During the experiment, the consultants informed
us by email about the dates of each visit and the research team then randomly assigned the
ﬁrm to the experimental treatment. Assignment to treatment was random and independent
of the acquisition process.
In Lucerne and Zug, we additionally ran an experiment where we manipulated the ﬁrst
sentence of the phone script that callers followed when contacting ﬁrms for the ﬁrst time. The
experimental manipulations consisted of emphasizing either the potential ﬁnancial beneﬁts
vs the environmental beneﬁts of participating in the program, and of a gain vs loss framing of
these potential beneﬁts (2x2 design). The experimental design and the results are described
in detail in Grieder et al. (2024). We did not ﬁnd any signiﬁcant diﬀerences in participation
rates between the treatments in this experiment. After the ﬁrst sentence with the treatment
manipulation, the conversation was a free phone call interaction, which did not follow a
pre-deﬁned script.
B.2 Ordering Process
The ordering of items diﬀered between experimental conditions. In the DIRECT treatment,
the consultant marked which items a ﬁrm wanted to order directly on the fact sheet (see
Figure A1). The consultant took a picture and sent the fact sheet containing the orders to
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us. Subsequently, we sent the items to the ﬁrms by postal mail. In the SLUDGE treatment,
the consultant likewise ﬁlled in the fact sheet with the ﬁrm’s representative. Subsequently,
the consultant took a picture and sent it to us for our records. The consultant then handed
the factsheet back to the ﬁrm’s representative.
To place the order in the SLUDGE treatment, the ﬁrm had to go on a website, which
could be accessed either by typing the URL (“www.umweltgadgets.ch”) into a web-browser
or by scanning a QR code. Both the URL and the QR code were printed on the factsheet
that the consultant handed out to the ﬁrm (see Figure A1 and description above). The
website listed the available items, and the ﬁrms had to select the items they wanted to order
and that they had previously marked on the fact sheet in the presence of the consultant. To
ﬁnalize the order, the ﬁrm had to enter the shipping address and the voucher code that was
printed on the factsheet (see Figure A1). After receiving the order on the website, we sent
the items to the ﬁrms by postal mail.
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