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“Basic” Conservation PlanBasic  Conservation Plan
A “basic: conservation plan will include:p
1. an aerial photo or diagram of your fields;
2. a list of your management decisions;
3. the location of and schedule for applying new 

conservation practices;
4 a soil map and soil descriptions;4. a soil map and soil descriptions;
5. information sheets explaining how to carry out your 

specific management decisions;p g ;
6. a plan for operation and maintenance of practices, if 

needed.



“Complex” Conservation PlanComplex  Conservation Plan



Reasons for Having a Conservation PlanReasons for Having a Conservation Plan
1. INTERNAL:  I want one to better manage the natural g

resources on my farm so that it can be more
• Productive
• ProfitableProfitable 
• Sustainable
• Environmental

2 EXTERNAL: I need one to comply with regulatory2. EXTERNAL:  I need one to comply with regulatory 
requirements that I protect the environment on and off 
my farm

3. COMBO:  I want one but, less than you are going to 
make me have.



Stating the ObviousStating the Obvious

We are not all alike Personality StylesWe are not all alike

• Personality Styles

Personality Styles
Merrill-Reid Model 

• Beliefs
• Values

M ti ti
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• Motivations
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  Emotes   

 • Circumstances
• Etc.



Plan Implementation is about Changing p g g
Behaviors
• “We” want cooperators to voluntarily accept, reject, modify p y p , j , y

or abandon a behavior for the benefit of individuals, 
groups or society as a whole. 

• “Its not easy.
• Go out of their wayGo out of their way
• Spend more time
• Spend more money

Contrary to their values• Contrary to their values



Principles for Influencing p g
Behavioral Change ( Nancy Lee & Philip Kotler) 
1. Target cooperators most ready to act.g p y
2. Promote single, simple, doable behaviors
3. Understand and overcome barriers.
4. Identify near term benefits.
5. Find a tangible object or service to include.

f6. Look for a price that matters.
7. Make access easy.
8 Use effective message principles8. Use effective message principles
9. Use credible messengers.
10. Choose effective communication channels.10. Choose effective communication channels.
11. Be customer-centric. 



1 Target Cooperators Most Ready to Act1. Target Cooperators Most Ready to Act. 
• Greens

• Have the value and the behavior.
• “Just tell me what you want me to do next.”

S t• Sprouts
• Have the value, but not the behavior.
• “I really want to, but I just haven’t done anything about it.”

• Browns
• Don’t have the value or the behavior.

“And I’m not likely to!”• “And I’m not likely to!”



2. Promoting Simple, Doable Behaviors



3 Understand & Overcome Barriers3. Understand & Overcome Barriers

• Lack of Trust • Non-regulatoryLack of Trust
• 1st step to education

• Lack of Education

Non regulatory
• Confidential
• No-cost  TA

• Problem recognition
• Solution recognition

• Lack of Resources

• Cost Share
• Unending 
C i tiLack of Resources

• Time
• Money

S

Communication

• Space
• Lack of Shared 
PerspectivePerspective
• Values & Behavior



S h id C k Fi h P & R t ti

4. Identify Near Term Benefits
Schneider Creek Fish Passage & Restoration
• Restored over 26,000’ of high quality upstream rearing & spawning habitat previously 

isolated by  floodgates.
• Two new 5’ side hinged & self regulating floodgates were installed in Schneider g g g g

Creek to replace 2 top hinged cast iron floodgates that were a barrier to fish 
passage. 

Schneider Creek before……… during……………….. & after 
improvements.
• Fish habitat was enhanced & improved• Fish habitat was enhanced & improved. 

• 22,855 trees & shrubs were planted along 9,800 linear feet.   

• Field observations indicate that new self regulating gates stayed 
open throughout the fall salmon migration season with theopen throughout the fall salmon migration season with the 
exception of a 2-3 day period of significant flooding.  
Monitoring indicates that native plants & shrubs have grown 
fast in their first growing season with a 95% survival rate. 



5.  Find a tangible object or service to g j
include.

• Cost share Incentives

Dairy Manure/Bedding Separation System

Jeff Rainey of Coldstream Dairy is pleased 
with the manure/ bedding separation system 
he installed with state & federal cost-share & 
WCD technical assistance.  It has helped then 
reduce solid manure applications & their 

fbedding costs. He said that this type of 
assistance is necessary to keep dairy 
producers in business



6 Look for a price that matters6.  Look for a price that matters



7. Make access easy
Introduces recommended practices that livestock owners 
can use to minimize negative environmental impacts of 
their agricultural activities.

DRAFT Conservation Practice Guide for Moderate 
Impact Agricultural Operations.  Provides guidance on 
conservation practices needed to protect critical areas



Making Complex Matters SimplerMaking Complex Matters Simpler



8. Use Effective Message Principalsg p

• Newsletters
• Postcards
• Surveys
• Calendars



9. Choose Credible Messengers



10. Choose Effective Communication Channels
• Workshops

• Small Farm Expo – vendors, demonstrations, information booths organized by District
• Llama & Alpaca Information Day at  N. & J. Kuklenski farm.p y
• Agriculture & Wetlands, Society for Wetland Scientists at Anderson & Hollinsworth 

farms.
• Horses for Clean Water

P t ti• Presentations
• Cattlemen’s Meeting, subject: C-PAL 
• Ag Advisory Committee (2)
• Mt Baker HS FFA subject: C-PAL• Mt. Baker HS FFA, subject: C-PAL
• Whatcom Chapter Back Country Horseman

• Tours
• C-PAL Farm Tour by P&DS; Shelton & Hrutfiord farms y ;
• WWU Agro-Ecology class at Eldridge  & Henry farms
• Pasture Walks at Hrutfiord, Chudek & Daugert farms

• Booths
• Home Show - District programs including C-PAL
• 4H Youth Fair



11. Be Customer-centric.



Thank you!Thank you!

George J. Boggs
360.354.2035 x115

@gboggs@whatcomcd.org
www.whatcomcd.org


