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Regional Water Wholesaler to 6 
counties 

5,200 square miles  

18 million residents 
Regional economy: $1 trillion 
Imported water meets ½ of retail 
demands 
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 20% reduction in urban per capita water use by 
2020 
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Est. GPCD range, 
includes impacts of  

weather and 
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Lasting change in consumer preferences for 
water-efficient technologies and services 

Catalysts for change 
Outreach and education 
Strategic alliances 

Technical knowledge transfer 

Advancing standards 
Incentives 

Collaboration increases level of success 
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Yr 3 

Yr 1 

Yr 2 

Foundation for future programs 

Behavioral and device-based 
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Water Agencies, 
Environmental Groups, 

Other Interests 

Irrigation Industry: 
manufacturers, 

distributors, retailers, 
contractors, innovators 

Consumers: 
residential, 

commercial, industrial, 
institutional 

Long-term water savings 
Water quality 

Increasing cost of water 
Sustainability goals 

Market potential 
Bottom line potential 



 
Proper Irrigation Control Program Advisory 
Committee 

Working group of member and retail agencies 

Regional collaboration with local implementation 
Brainstorming 
Action items with shared responsibilities 

Influence market actors 
Supply side 

Demand side 
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Online resource toolbox 
Outreach Campaigns 
Guides and Manuals 

How-To Videos, Web Content 

News Articles 
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Irrigation Industry 

Share information on trends 
Understand market challenges 
Identify opportunities 
Provide input to manufacturers 
Build relationships for local efforts 

Provide education and outreach 
Contractor training 
Community events, workshops 

Regional pilot programs 
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Forums for landscape contractors and water 
agencies 
Symposium on emerging landscape technologies 
On-site assistance with irrigation scheduling, 
controller programming 
QR codes on controllers, product packaging 
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Strategic use of regional funding 
Irrigation equipment rebates 
Custom projects (pay for performance) 
Large landscape audits 
Landscape training 

Local landscape programs 
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Responsible for local efforts 

Brainstorming with member retail agencies 

“Take Control of Your Controller” message 
What type of messaging and when? 
What information should be included? 
How should it be presented? 
What will the customer understand?  
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Different perspectives challenge process but 
improve outcome 

“80% consensus = 100% commitment” 

Messaging challenges should not stop the 
process 
Irrigation industry is a strong ally 
Requires long-term commitment 

Difficult to quantify results  but look for evidence of 
change 
Partnerships need certainty, consistency 
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