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Conservation Is Maturng

\Water utilities are et 1slanads
s \Water'saving maturng

s Data availanie
Costs/henefits

= Important to take the plunge . . .






Wihat pushes; decision making
PULIENS?

IS it requirea?
Wihat BERETits camn e achieved?
s Are thoese benefits distrikuted equally?

Wihat Wil cost?
WiIlFuhRIS) pregram: reduce; Water: sales?
W SURPOKTS; W0 GPPOSES?




WIill 1t result In stranded costs,
unused facilities?

Be henest and pick your tining

Leok at partnerships Withr others for Water
sales If there Is a surplus of su




Elected Director Perspective on
Consenvation

Mustimake BUSIness Sense.
Stafi: opInien.

PURIIC pEerception.

IRdUStR/ perception,
TFhings are changing.
[Decision making strategy.



Address the buttons and more . . .

Requirements:

x Can shiew: BERETItS sUCh as Water: stpply.
contract provisiens

US BuUreau off Reclamation centractors
Cost BenEfit: oF consernved Water compared

WIth' expansien off treatment: plant: o NEw,
Water supplies



Delay or Downsize Major Capitall Facilities
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More Benetiits

\Wel sites: tell all
s CUWCC

= AWWA

P RAAV/AN

Quaniiy’ resulisrand costs
PURIIC pelception



WL It reduce sales?

Using Scenarios in the
California Water Plan




\Water losses = money. [0Sses

Rate strucuure
x Quantity: charge/fixed charge

Pilet: projects
Mainireplacement/ieak: repair



Convert penetits tor your World

EGIF example’ — Watel saved can e applied
10 MEEL REW, demana@s

PElCEpuion

x Public

s Regulaton agencies
x Vedia



What willl It cost?

Quianiiify cests
Stalfif: time

Grants are: out there
s USBR, DWR;, Energy.

s ERErgy: Star pregrams Where water and
Energy. are comnined

s Regionalfappreaches) makes programs Cost
efifective



\Who: supports; Who OppoSES

Engage yeur stakeholders

s Create opportunities for Water conservaton
uhlrd party: SPoKESPErsens and anibassadors




Wihat abeuit guestiens not askead?




Myt BUSsting

Quiality, of life can e affected

s PICtures ol communities with Water wise
Anadscaping and upscale residences speak
oualy




Suceessiiull Examples; are Valualle




Questions?
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