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Presenter
Presentation Notes
New title? The Magic of a Matrix!



Why are we here? 

 MCMs 1 & 2 – ahhhh, yes!
 New Permit Changes…

Strategic Communication Plan?

Who cares, let’s have some fun! 

Presenter
Presentation Notes
Why are we here? Being strategic in our communications is always relevant, but especially now with new permit regulations.  



Shared Water Protection Challenges
How do we get people to care & respond?
How do we change the social landscape?
How do we measure our outreach impact?
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Presentation Notes
These are the questions that drive our work… 



What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners have 
access to these 
people?

• What’s in it for them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who pays for 
them?

Components of a 
Communications Matrix

Presenter
Presentation Notes
(Intro to communications matrix strategy) To help answer/implement these questions, communications folks often use a communications matrix. Explain the flow. 



Building A Communication Matrix
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Show sample (we need to try to find one that includes messages and partners?)



Building A Communication Matrix
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Building A Communication Matrix
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Show sample (we need to try to find one that includes messages and partners?)



Sometimes it helps to survey your 
audience before you reach out…
 Do you live in a watershed?
 Do you live in an area that drains to the White River?
 How much of a problem are the following water impairments in your 

area (bacteria, nutrients, sediment, pesticides, grease, trash, etc,)
 During the last calendar year, how have you used the water 

resources in and around your community? 
 Who do you trust for information about the environment?
 How do you like to receive information about activities you can do 

to improve water quality?
 My actions have an impact on water quality?
 What activities are you willing to do and what keeps you from doing 

them?
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Presentation Notes
One way to begin a comms process is to survey constituents. Short overview of our process. 





YOUR TURN!What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners 
have access to 
these people?

• What’s in it for 
them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who pays 
for them?

Presenter
Presentation Notes
First step: ID messages. Have the full audience brainstorm possible messages. Write on flip chart up front (2-3 minutes)



A campaign about the choices 
we make and their impacts on 

water quality

Presenter
Presentation Notes
For today’s purposes, because we have a lot of experience with these messages, we’ll use one of the campaigns from Clear Choices Clean Water. The CCCW program was created by a core group of municipalities working together through the  Upper White River Watershed Alliance.  The aim was to share common education messages about water and to leverage each other’s efforts for a common collective impact.  This program is now available throughout all of Indiana and nationally. 





Cognitive Steps to 
Personal Behavior 

Change

AWARENESS
(appreciation)

KNOWLEDGE
(understanding)

ATTITUDE
(values & 
feelings)

SKILL
(identify 
problems)

PARTICIPATION
(acquire 
experience and 
take action)

SOLUTIONS 
TO WATER 
RESOURCE 
PROBLEMS

Source:  Project WET International Foundation, Inc
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Presentation Notes
These are the principles CCCW is built on… and all education programs should be built on. Explain the concept of barriers. Looking at this diagram, have the group share where there might be barriers on this continuum relative to whatever message/action we’re focusing on today. 



What Do You 
Want People To 

Do?

• Message?
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners 
have access to 
these people?

• What’s in it for 
them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

LET’S TALK!

• What 
outreach 
materials 
make sense?

• Who pays 
for them?



What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners 
have access to 
these people?

• What’s in it for 
them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who pays 
for them?

YOUR TURN!

Presenter
Presentation Notes
Moving on to the next part of the matrix… break up into small groups with flip charts to ID who and where the target audience is. 5 minutes to brainstorm, 5 minutes to recap. 




What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners have 
access to these 
people?

• What’s in it for them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who pays for 
them?

YOUR TURN!

Presenter
Presentation Notes
Back into small groups to brainstorm partners. 5 minutes to brainstorm, 5 minutes to recap. Won’t do a separate slide on “What’s in it for them?” but instead encourage them to think in those terms when identifying partners.




What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners have 
access to these 
people?

• What’s in it for them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who pays for 
them?

OUR TURN!



What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners have 
access to these 
people?

• What’s in it for them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who can help 
pays for them?

YOUR TURN!

Presenter
Presentation Notes
Last but not least… what materials will be the most effective? After they brainstorm, show for illustration purposes CCCW sample materials. 5 minutes to brainstorm, 5 minutes to recap. 



What Do You 
Want People To 

Do?

• Message? 
• Barriers?

Where Do You 
Find These 

People?

• What are their 
demographics? 

• Where might they 
congregate?

Are You The 
Best 

Messenger?

• What partners have 
access to these 
people?

• What’s in it for them?

What Kind Of 
Venues Do You 

or Partners 
Have Available?

• What 
outreach 
materials 
make sense?

• Who pays for 
them?

GET CREATIVE!
there’s magic to be had!
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