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What Are You Trying to Do?
Spend $$ on things people can’t see or have no idea about.





Convey the Value of Water



Convey the Value of Water

www.awwa.org/communicatevalue

https://www.awwa.org/resources-tools/water-and-wastewater-utility-management/communications-and-customer-service/value-of-water.aspx




Change Perceptions & Attitudes



Change Perceptions & Attitudes









Establish Buy-in
Become a salesperson/marketer



To help solve the problem, you need to sell it as an opportunity



Use the Right Tools



Use a Message or Story
Facts and data don’t change people’s minds. Stories do.















Use a Message or Story



Use the KISS Strategy

Keep 
It 

Simple, 
Stupid



Don’t Use Acronyms

CDBG
DBP
ERP
GPM
MCL
MGD

PER
SRF

TTHM
WIFIA
NOFA

RO



There are Exceptions, Though

GPS
UV

PVC



Choose Your Words Wisely

Your
Our

Invest
Quality of Life

Safe Future



Tell your story with values that resonate. Make your story your community's story.



More Pictures, Fewer Words





Use Props
ACTUAL ITEMS, Not Just PICTURES of ITEMS



Use Other People
Other Agencies, Authoritative Groups, Engineering Firms, 

Financial Experts, etc.



5-Mile Rule

Within 5 miles? 
You’re an Idiot

Outside 5 miles? 
You’re an Expert



Recap

• Answer the question: What are we trying to do?
• Convey the value of water
• Change perceptions and attitudes
• Establish buy-in
• Use the right tools



At some point we have to stop simply being 
consumers of all of the wonderful 
opportunities that others create for us and 
become providers of that environment for 
the next generation.
It really is true -- if not us, who?

Author Unknown, but Definitely Wise



Thank You

Steve Marsh
IAMU Water Specialist

smarsh@iamu.org
515.289.1999

mailto:smarsh@iamu.org
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