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IMPLEMENTATION OF MAINE CWRP PROGRAM

By Pat Hester

PJHESTER@duke-energy.com
30 June 2000

for Coastal America Retreat 2000


I. Start-up Activities

A. Ad hoc planning group

1. Informal

2. Meets/talks 2 – 3 times per month

3. Composition:

· Bill Hubbard – ACOE

· Patmarie Nedelka – Coastal America

· Bob Wengrzynek – NRCS

· John MacKenzie – Gillette

· Steve Brayton – Gillette

· Pat Hester – Maritimes & Northeast

· Bill Penney – Maritimes & Northeast

NOTE:  Maritimes has 2 Sr. VPs working on the start-up to (i) show company’s commitment to internal and external stakeholders and (ii) ensure dedication of time and resources.

· Gus McLachlan – Maritimes, Manager of Environmental Affairs

· Marylee Hanley – Maritimes, Manager of Government and Public Affairs

NOTE:  Maritimes feels its important to have people who have working knowledge of environmental issues/regulators and PR/GR landscape

· Public Affairs Group – Maritimes is utilizing its local PR/GR firm to (i) enhance PR/GR knowledge, (ii) assist with media strategy, (iii) assist with local corporate contacts and (iv) advise on any unique local issues/concerns

· Liz Hertz – Maine State Planning Office

NOTE:  MSPO acts as liaison with other state agencies (e.g. Maine DEP)

B. Preparation for kick-off event

1. Compile list of potential partners

· Corporations – large and small

· Agencies

· NGOs

· Academia

2. Identify key contacts in each organization

3. Make initial calls (confirm who to send material to)

4. After initial call, mail out info. on CWRP

5. Send out invitation to kick-off

6. Follow-up calls to confirm attendance

C. Kick-off event

1. Get “high profile” speaker

NOTE:  In Maine, Governor King and the Commissioner of the Maine DEP will speak.  We tried to get EPA Regional Director but her schedule didn’t work

2. Have someone explain how CWRP works

NOTE:  Bill Hubbard will do in Maine

3. Have highly visible corporate lead presence (i.e. show commitment)

4. Invite other state/federal regulators and provide time to “mingle” before presentations

5. Have Coastal America/CWRP promotional materials available or on display

6. If possible, tell of experiences/successes in other states

7. Solicitation by corporate lead

8. Get media play from event

D. Formalize Advisory Board structure

NOTE:  Many corporations will want to know how money is handled and who makes decisions re: their contributions.  Be prepared to discuss Advisory Board structure and procedures at kick-off meeting.


Next Steps

 Customize CWRP partnership contract for state (per Coastal

America form agreement)

1. Personal calls to follow-up solicitation

2. Execute contracts and collect checks

3. Designate Advisory Board members

4. Get early, high-profile, success story

II. Observations/Suggestions

A. Emphasize varied benefits of CWRP – it may mean different things to different people/organizations:

-
PR benefits

-
Better communications/ relations with agencies

· Opportunity to “give back” to state/region

· Charitable contribution

· A chance to “walk the walk” re: corporation’s environmental philosophy

· Investor benefits of “being green”

· Opportunity to “unlock” matching funds

B. Keep in mind that CWRP is competing with many others for corporate donations

1. Find the right message for each corporation

2. Find the right contact e.g. PR or environmental

3. Sell the story and try to develop a “champion” in each organization

C. Find a good state corporate lead

1. Must have the time and resources to devote to CWRP

2. Must have good contacts in the state

3. Must be committed to CWRP

4. Must be a “believer”

D. Don’t overlook potential partners

1. Go for large and small organizations

2. Cash is always preferred, but don’t ignore the use of in-kind services

E. Get the state involved early in the process

F. Beware of potential conflicts with other environmental programs and political landmines

G. Each state is different – different politics, different organizations, different pools of corporations, different cultures – tailor the program to each state’s character

H. Things take time to develop, e.g.; education of corporate lead employees; education of state agencies/leaders; corporate bureaucracies, planning for kick-off 

I. Personal contact and follow-up is critical

1. People are busy – often need a “nudge”

2. Don’t rely on mailings – make a call first

3. Be persistent – one call probably won’t do it.

J. Hype the program – it’s a great story!
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