
  

Active Communications 
Can Build Support for the Tough Sell 

Seven Simple Steps 



What Are You Trying to Accomplish? 

 Are you trying to raise awareness? 

 Are you trying to shape attitudes and opinions? 

 Are you trying to build support? 

 Are you trying to change behaviours? 

 Are you trying to increase uptake or participation? 



 Who do you need to reach? 

 Why do you need to reach them? 

 Are they part of a group or association? 

 Will they change over time?  

 Are there audiences within your organization? 



 What are their current views and concerns? 

 What pressures are they working under? 

 Where do they get their information?  

 Who do they trust? 

 How do they like to receive information? 



 What information is important to them? 

 Who is best to convey this information? 

 When and how should this information be conveyed? 

 Highlight relevant information 

 Be clear and transparent  



 Engage your audience early in the process 

 Involve your audience in decision making 

 Make the process open and collaborative 

 Document and integrate their input 

 

 



 What resources and information do they want? 

 What are their opinions and views? 

 What are they concerned about? 

 Validate their input 



 Communicate with them regularly 

 Make yourself available 

 Be a resource 

 Be responsive to their concerns 

 Be honest, genuine and sincere 

 Maintain the relationship 

 



 Have a clear purpose  

 Put your audience first 

 Build and maintain strong relationships 

 Be collaborative 

 Be genuine 

 LISTEN 



Sommer Casgrain-Robertson 
Co-Project Manager 

Mississippi-Rideau Source Protection Region 
 

1-800-267-3504 Ext. 1147 
sommer.robertson@mrsourcewater.ca 

www.mrsourcewater.ca 

Thank you! 
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