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Program Purpose and Goals

The purpose of this outreach and education program is to provide private landowners and
coastal communities with resources that align with their concerns, needs, and interests and to
account for the impacts of our changing climate.

A successful tidal wetlands landowner outreach and education program for the Chesapeake
Bay watershed will incorporate several engagement strategies to educate landowners and
coastal communities and drive behavior change. The messaging campaign and engagement
strategies detailed below were developed from existing behavior change research and
conversations with experts and practitioners who work in wetland restoration and conservation.
These conversations gave us insights that are integral to understanding the importance of
functional wetlands for landowners and communities. It also provided insights into the potential
changes residents would consider adopting to improve their properties, protect their
investments, and/or support productive wetlands and the benefits they can provide. Ultimately,
the hope of this program is to grow interest and drive demand for tidal wetlands across coastal
communities, especially with private landowners.

Our approach included the community-based social marketing (CBSM) framework developed by
Doug McKenzie-Mohr for fostering sustainable behavior. The steps of that approach are
outlined in the graphic below (from CBSM.com):

This document covers steps one through three of the CBSM process: selecting behaviors,
identifying barriers and benefits, and developing strategies.

Tidal Wetland Behaviors on Private Lands

Although the goal of the landowner outreach is to restore tidal wetlands, interview conversations
and existing research suggest that this request might not be the most effective behavior change
to lead with. Additional behaviors include:

1. Maintaining existing wetland vegetation: In some areas, wetlands already exist or
remain partially intact. Asking coastal landowners to make the active decision to
maintain the existing wetland plants may be an easier request. However, aesthetic value
or perceived tradeoffs with well-groomed lawn alternatives (i.e. turf) could determine if a
landowner is willing to take this action.

a. Altering mowing practices: Raising a mower blade by 6” in areas immediately
adjacent to wetlands and natural shorelines is a reasonable behavior change to
which landowners are more likely to be receptive. Not mowing wetland areas at


http://cbsm.com

all is preferred but may not be as palatable to homeowners as it may restrict
access and/or alter their viewshed.

2. Enhancing shoreline and wetland vegetation: While maintaining existing wetlands is
the low effort, high impact option, enhancing degraded wetlands also strikes an effective
balance.

a. Planting native species: Conservation landscaping, like planting native wetland
species to buffer a property owner’s shoreline, has many perceived benefits for a
landowner and has the highest likelihood of being enacted in the surveys
conducted by Action Research (2020).

3. Installing living shorelines: Living shorelines will likely be a prominent conservation
strategy for waterfront landowners. Installing a living shoreline supports the ultimate goal
of wetland restoration, can be a more financially and aesthetically attractive option for
coastal landowners, and has legislative support, as they are the preferred shoreline
protection option where conditions support them in Maryland, Virginia, and Delaware.

a. Swapping gray for green infrastructure: Some landowners have opted to
protect their property with gray infrastructure solutions (i.e. jetties, seawalls, and
bulkheads). Issues that can emerge from gray infrastructure (such as initial costs
and ongoing maintenance) present an opportunity for practitioners to pitch the
value of a living shoreline alternative.

Barriers and Benefits

Several perceived barriers to the adoption of the above wetland protection behaviors with tidal
landowners were identified through existing research, reports, and interviews conducted to
support the development of this document. The largest barrier is lack of landowner knowledge
about the availability of technical assistance. Taking advantage of this assistance would likely
reduce or eliminate associated barriers which include confusion about permitting, concerns
about maintenance, and not knowing how to get started. Other perceived barriers include
practitioners not being trusted messengers, social nonconformity, high cost, and concerns about
wetlands attracting pest species.

Perceived benefits include preventing erosion and flooding, habitat creation (for birdwatching,
fishing, crabbing, and more), aesthetics, and protecting the health of the Bay for living resources
(fish, crabs, birds, etc.) and recreation.

The communication strategies that follow aim to help landowners overcome these perceived
barriers, emphasize the perceived benefits, and achieve additional, unperceived cobenéefits.

Behavior Perceived Barriers* Perceived Benefits* Additional Benefits
Altering Not known Not Known e Increased root
mowing density means more
practices water absorption

e Less maintenance




e Flood and erosion
protection
e Wildlife habitat

Planting e Not wanting e Protect the Bay e Wildlife habitat
native species additional vegetation | e Right thing to do e Less maintenance
e Care commitment e Prevent erosion
o Access damage
Installing a e Permit application e Protect the Bay e Flood and erosion
living e Cost of installation e Aesthetics protection
shoreline e Not confident in the e Habitat for fish and e Cleaner water
solution shellfish e Long-term cost

savings compared to
hardened shorelines

*Top three perceived barriers and benefits from the 2020 Action Research report that surveyed
attitudes for planting upland vegetation and installing a living shoreline. The report did not
survey about altering mowing practices.

Communication Strategies

This section incorporates key takeaways from research and interviews to outline messaging
strategies that support productive outreach and education and to engage private tidal wetlands
landowners and coastal communities. Ultimately, there is no “one-size-fits-all” messaging
strategy that will engage and motivate all audiences. However, private tidal landowners and
coastal communities have several common interests that can be incorporated into an outreach
strategy and the associated materials. Any communication and outreach campaign should
include a clear call to action (CTA). CTAs are the bridge between the engagement component of
outreach materials and the desired outcome of a target audience member taking the first step
towards action.

Messaging that Works

To encourage adoption of the desired tidal wetland behaviors (maintain existing wetland
vegetation, enhance shoreline vegetation, install living shorelines), practitioners must
emphasize the benefits that will resonate with private tidal landowners.

It is important to remember that landowners have their own perspectives, values, and level of
concern for the environment. The 2020 Action Research report found that coastal homeowners
consistently ranked “protecting the health of the Chesapeake Bay” as a top attitude and benefit
of adopting the desired behaviors. When a practitioner says “health of the Chesapeake Bay”
they may be thinking about water quality, nutrients and sediment, and biodiversity. When a
waterfront landowner says “health of the Chesapeake Bay” they are likely referencing their
ability to enjoy the resource found in their backyard through swimming, fishing, boating, or
viewing wildlife. Although they have different values underlying the use of the same terminology,
adopting the desired behavior will benefit both parties’ values. The graphic below depicts this
common scenario.




Messages that highlight personal benefits, including property protection, economic incentives,
and recreation opportunities, are more likely to resonate with a landowner than the
environmental benefits alone. Consider the following messaging frames to address landowner
barriers and highlight landowner benefits, and use the calls to action (CTAs) to motivate them to
take the next step towards the desired behavior.

Property Protection Benefit

Frame messages about tidal wetlands and living shorelines as the first line of defense for the
landowner’s waterfront property and a more effective alternative to hardened defenses like
seawalls, riprap, and bulkheads. Coastal landowners deal with concerns like erosion, flooding,
and sea level rise, so make it clear how maintaining or enhancing shoreline vegetation or
implementing a nature-based solution can directly provide long-term resilience to those threats.

Core message: Wetlands are your natural shoreline defense.

Some potential taglines to use in outreach materials include:
e Fight nature with nature. / Landscape for your protection.

o By lowering wave energy and holding your shoreline in place, wetland plants are
natural defenders against storms

e Plant a wetland and watch the benefits grow. / Don’t just hold the line, grow it.

o In addition to protecting you from storms and erosion, wetlands/living shorelines

provide other benefits like more birds to watch and fish to catch.
e Where protection meets beauty.

o Wetlands/living shorelines are a beautiful, natural solution to defend your
shoreline against storms and erosion. Alternative hard structures like riprap and
bulkheads do not offer the aesthetic and wildlife habitat benefits provided by
wetlands/living shorelines.

e Bulk up your buffer.

o Adding native plants to your shoreline strengthens its ability to protect your home

by lowering wave energy and holding your shoreline in place.



Economic Benefit

Hardened shoreline options like seawalls, bulkheads, and riprap typically cost more than a living
shoreline in terms of installation and maintenance. They also degrade over time from wave and
storm damage, leading to expensive repairs. In contrast, living shorelines grow stronger over
time as plants and root systems mature, helping to absorb more wave energy and stabilize the
shoreline. (Source: NOAA Fisheries)

Despite the cost benefits for a nature-based shoreline solution, the financial cost of installing a
living shoreline is cited as a major barrier for many coastal landowners (Action Research, 2020).
Thus, messaging should address the economic cost, long-term cost savings associated with a
wetland over a hardened shoreline, and the programs available to offset costs, if applicable.

Core message: A tidal wetland/living shoreline is a smart, cost effective, long-term investment in
your property.

Some potential taglines to use in outreach materials include:
e Spend less, protect more.

o Living shorelines cost less than hardened shorelines (bulkheads/riprap) for both

installation and maintenance and perform better during major storms.
e A natural investment. / Invest in nature.

o Over time, living shorelines become more stable as plants and root systems
grow, decreasing wave energy and holding your shoreline in place. Hardened
shoreline alternatives like riprap and bulkheads degrade over time and are costly
to repair.

Recreation Benefit

Coastal landowners often choose to live along the water because they love the views and easy
access to their favorite outdoor activities (boating, kayaking, fishing, hunting, swimming, birding,
and more). These recreational experiences depend on clean water, healthy habitats, and
thriving wildlife, which are directly supported by wetlands and living shorelines. Connect your
messaging with the recreation activities that coastal landowners enjoy.

Core message: Wetlands and living shorelines protect what you love about waterfront living —
clear water, abundant wildlife, and easy access to the outdoors.

Some potential taglines to use in outreach materials include:
e Tidal wetlands are for nature enthusiasts. / Experience nature up-close in your own
backyard. / Birds, butterflies, and crabs — oh my!
o Wetlands/living shorelines support thriving, diverse habitats for birds, fish, crabs,
butterflies, and more.
e Living shorelines work hard, so you can play harder.
o Wetlands/living shorelines filter pollutants and trap sediment for clean water—that
means safer water for fishing, swimming, and boating.


https://www.fisheries.noaa.gov/insight/understanding-living-shorelines

e (birding) Tidal wetlands make for the best birdwatching!
o Waterfowl, wading birds, and shorebirds visit wetlands for foraging, nesting, and
raising their young.
e (fishing) Reel in the benefits of tidal wetlands/living shorelines.
o Tidal wetlands/living shorelines support spawning and hatching grounds for many
species of fish and shellfish.
e (swimming) Safer swims start with smarter shorelines.
o Living shorelines filter pollutants and trap sediment for cleaner water in your
backyard.

Calls to Action

Behavior Calls to Action

Altering mowing practices | Raise your lawnmower blade six inches (or higher) in wet areas.

Planting native species Contact a certified Chesapeake Bay Landscape Professional to
enhance your shoreline with native species.

The Center for Coastal Resource Management (CCRM) has a
webpage dedicated to native wetland plant species. Interested
landowners can visit the page and connect with a local nursery
or landscaper to plant native.

Installing living shorelines | Contact/visit __ [insert contact info/website here] __ to learn how
wetlands/living shorelines...

... protect your property. (protect)

... are a cost-effective alternative to hardened shoreline options.
(econ)

... enhance your property for recreation. (recreation)

Case Study: Mow Smarter, Not Harder

Literature review and expert interviews revealed a common but unrecognized threat to tidal
wetlands: mowing. Many coastal landowners like the backyard aesthetics of a mowed lawn and
may not know the benefits to allowing wetland vegetation to grow near the shoreline.

The Delaware Department of Natural Resources and Environmental Control has found greater
success when asking landowners and homeowners associations (HOAs) to make a small
mowing behavior change instead of asking them to stop mowing entirely. In community-based
social marketing, agreeing to a small request leads people to agree to a subsequent larger
request. A public commitment, such as a yard sign, could further reinforce the behavior and
contribute to social diffusion.

Target behavior: Raise the mower blade to six inches or higher when cutting in wet areas.


https://cblpro.org/
https://ccrm.vims.edu/wetlands/wetland_plants/flora.html

Perceived barriers:

Aesthetics — Prefer the turf grass look
Blocks waterfront views

Attracts pests (mosquitoes, snakes)
Reduces access to shoreline

Perceived benefits:
e Improves flood and erosion protection — Taller plants support deeper root systems that
absorb runoff and stabilize shorelines.
e Enhances wildlife habitat — Healthy wetlands support birds, butterflies, fish, crabs, and
more.
e Reduces mowing effort — Less frequent or intense maintenance.

Messaging strategy:

Coastal landowners don’t have to give up access or views to enjoy a healthier shoreline. Simply
raising your lawnmower height gives you more: more protection, more wildlife, and more free
time. Normalize the behavior as easy, beneficial, and still compatible with scenic views. Reframe
taller vegetation as a natural asset for your protection, not a nuisance.

Suggested messaging taglines:
e Mow smarter, not harder
e Slow your mow, let it grow
e Mow less, enjoy more / Less time mowing, more time enjoying
e Raise the blade, protect the Bay

Call to action:
e Raise your lawnmower blade six inches (or higher) in wet areas to protect your
shoreline.

Tips for Successful In-Person Engagement

Face to face meetings, whether one-on-one with a landowner or in a public meeting setting with
a community, are an important part of the engagement process. In addition to providing an
opportunity to educate and inform, this is also the time for you to listen and learn. Because
social marketing is an iterative process, it is critical to take advantage of opportunities to
reevaluate the information needs, motivations, perceived barriers to, and perceived benefits of
wetland conservation and restoration for tidal landowners and coastal communities. This allows
you to tailor your message or pitch to meet the audience where they are and have the audience
be receptive to your request.

This document will give some insight into this, but it is important to remember that every
individual and community has a different background, perceived knowledge and value of
wetlands, understanding of the issues, experiences on their property or neighborhood, and
unique features that define their landscape. There are also locally specific regulations that



dictate what options are available to homeowners to consider. Additionally, the relationship that
property owners have with wetlands vary. Not every person wants or sees the value of a
wetland on or adjacent to their property. Further, there are place-based histories connected to
wetlands, especially in rural communities, that should be considered.

Incorporating the following strategies into your face-to-face engagement with landowners and
community members will help put you on the path to success.

Ask intentional questions

To overcome the perceived barrier of distrust in practitioners, make a point to ensure that a
landowner or community member feels heard. Basic questions that allow you to understand the
nature of the issues being faced as well as the individual's understanding about what is going on
will give you the information you need to tailor your communication approach. Some example
questions include:

e What issues are they experiencing on their property? (i.e. flooding, shoreline erosion,
saltwater intrusion, regularly inundated areas, restricted access, septic system concerns,
groundwater impacts).

e What do they think is causing the issues? This gives you some insight into how to
continue the conversation. The point after all is not to get into a debate about climate
change or sea level rise but to find solutions that work for everyone.

e What do they think the possible solutions are to these issues? This helps make the
encounter conversational and lets the landowner know that you value their input.

Listen to learn

The questions you ask are important, but the answers you receive may provide key insights into
the condition of the property as well as problems the landowner is facing. When you listen to
learn, you create an opportunity to meet the landowner with solutions that are tailored to their
specific situation.

Use local success stories

Sharing success stories and connecting landowners to locally-relevant examples will help
normalize the idea of tidal wetlands on private property. Seeing that a “neighbor” addressed
similar problems using a wetland makes the idea relatable. It also dispels a perceived social
barrier that they would be the only one in their region adopting this approach. See the OQutreach
Toolkit for examples of wetland success stories.

Keep an open line of communication

After connecting a landowner to a solution that fits their needs, you should always make the
effort to keep in touch. Lack of support and not knowing where to go with questions are
perceived barriers that can be addressed. When a landowner knows they have a well-informed
and supportive person in their corner, it helps keep them engaged, builds trust, and may present
you with future opportunities to work together.
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While trusted messengers keep landowners engaged and improve chances of funding success,
capacity limitations are common for outreach partners. Having materials to share with
landowners, such as one-pagers and FAQs, can help alleviate the people-power needed to
share information. Pointing landowners towards existing resources maintained by partners is a
another way to lighten the outreach load (see the Outreach Toolkit for examples of educational
resources).

Recruit local trusted messengers

As described in the 2020 Action Research report, shoreline property owners in Maryland and
Virginia are tight-knit communities with respected and knowledgeable long-term owners;
neighbors are the most trusted information source when it comes to shoreline management.
Residents often ‘scope out’ their neighbor’s management practices on their property when they
are recreating on the water. Recruiting these respected community members is key to advance
behavior adoption in these insular communities. Not only do local messengers increase the
chances of other landowners changing their behavior, but they reduce some of the capacity
limitations of outreach partners by empowering community members to champion behavior
change themselves.

The next highest tiers of trusted messengers for information about managing their shoreline
would be friends and family followed by contractors. Similar to neighbors, family and friends are
tight-knit, see the property firsthand, and can provide trustworthy feedback that property owners
use as inspiration for their land use decisions. Contractors are viewed as technical experts who
are well-versed in landscaping, hardscaping solutions and can help homeowners decide how to
navigate issues they may be facing on their property. The Chesapeake Bay Landscape
Professionals network is an existing group with a directory of certified professionals that could
be explored to see if they would benefit from any outreach support.

Literature review and expert interviews identified additional professionals and organizations that
could serve as trusted messengers.

e Property and legal professionals: Real estate agents, real estate attorneys, and
appraisers all interact with a homeowner at some point during the real estate transaction
process. This group of professionals could be outreach targets to help identify new
waterfront property owners and provide educational resources when properties turn over.
From a social marketing standpoint, research has shown that when people’s
circumstances have changed such as moving into a new house, they are more inclined
to adopt new behaviors and habits (McKenzie-Mohr, 2025). Property and legal
professionals are therefore ideally positioned to provide information on living shorelines
and wetlands as their clients are likely to be at their most receptive during the purchasing
and moving process. It is important to note that real estate agents may have competing
self-interests that do not align with conservation goals.

o The Delaware Department of Natural Resources and Environmental Control
(DNREC) has experienced success with training real estate agents to steer
homeowners to DNREC resources. They offer a three-hour course with
Continuing Education Credits for real agents on land use and flood planning.
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Real estate agents must take a certain number of continuing education credits
per year (variable by state) to maintain their licenses.

e Residential community groups: Homeowners associations, civic leagues, and other
hyper-local groups centered around a specific community could be prime outreach
targets, especially focused on neighbor-to-neighbor conversations and how wetlands
benefit and safeguard their neighborhood.

Based on Action Research’s survey, universities and nonprofits are the least trusted
messengers. Therefore, extra effort should be made to distribute information from other
messengers, or at the very least, university and nonprofit branding should be left off of materials
developed for landowners. For this reason, the fact sheet templates in the Materials section of
this document do not carry the Chesapeake Bay Trust logo. Organizations can add their brand
information to the footer of the templates, but should keep trusted messengers for their
audience in mind.

Outreach Toolkit

This toolkit compiles resources to support engagement with private landowners about tidal
wetlands and living shorelines. It draws from newly developed materials and existing resources
created by other organizations.

The four sections include:

1. Educational Resources — Curated examples from government, nonprofit, and academic
groups to help explain tidal wetlands and living shorelines to different audiences.

2. Case Studies & Success Stories — Homeowner testimonials developed by various
organizations in the Chesapeake Bay that show the process and benefits associated
with wetland restoration and living shorelines.

3. Materials — Original, customizable templates developed for this program, including fact
sheets, postcard mailers, and social media posts that can be tailored to fit your outreach
needs.

4. Outreach Recommendations — Additional outreach and engagement ideas identified
through background research and expert interviews that are worth exploring in the
future.

Use this toolkit to save time, build on what already works, and adapt outreach for your specific
audience and location.

Educational Resources

This section compiles a non-exhaustive list of existing outreach materials, guides, and reports
developed by various organizations around the Chesapeake Bay. These resources are
designed for practitioners, landowners, and government officials to build understanding, foster
buy-in, and encourage interest in tidal wetlands and living shorelines.

For practitioners:
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e The National Center for Coastal Ocean Science (NCCOS) evaluated the performance of
natural infrastructure to understand if the coastal solutions provide habitat and
protection. The results are displayed in a StoryMap. NCCOS also has a living shoreline
infographic available for download.

e Wetlands Watch created a resource, Designing Living Shorelines for Sea Level Rise in
Virginia, tailored for shoreline professionals seeking sustainable and adaptive solutions
to combat the challenges posed by rising sea levels and coastal hazards. The guide
provides technical guidance and real-world case studies. One-pagers are available to

help distribute the information to nonprofit organizations, property owners, government
entities, living shoreline professionals, and real estate professionals.

For landowners:

e The Chesapeake Bay Program hosts the Wetlands Work website as a guide for
agricultural landowners about the benefits of wetlands to clean water, wildlife, and the
economy. Educational resources, case studies, FAQs, and funding programs are
available to encourage agricultural landowners to restore wetlands on their property by
connecting them with practitioners and funding programs.

e The Middle Peninsula Planning District Commission’s Fight the Flood program is an
information hub to connect property owners experiencing flooding and
contractors/consultants to provide their services. The website provides information about
potential flooding solutions and financial assistance programs available.

e NOAA Fisheries has a webpage dedicated to understanding living shorelines with
information on the options, benefits, and steps to create a living shoreline. A StoryMap
on living shorelines displays all of NOAA's living shoreline projects in the United States
by region. Users can zoom in on a map of the Chesapeake Bay region and see projects
implemented. This resource could be used to direct landowners to visit living shorelines
installed on public properties.

e The Center for Coastal Resource Management (CCRM) has a wetland plant gallery with
links to technical reports about each species. Use this resource to show landowners the
variety of wetland species available and as a guide for landscaping their property.

For government officials:

e The Chesapeake Bay Program hosts the Protect Local Waterways website designed to
support and inform local government leaders about how protecting the environment
supports education, economic development, public health and safety, and infrastructure
in their communities. The module Preparing Your Community for Water Extremes
educates local decision makers on how to better prepare for and reduce impacts caused
by changing weather conditions and severe weather events, like flooding. Slide
presentations, fact sheets, and infographics are available for download and
customization.

Case Studies/Success Stories
To normalize the desired behaviors, locally relevant success stories allow private landowners to
see themselves in others’ stories and through shared property hardships and concerns. This
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https://storymaps.arcgis.com/stories/edc3cc67b37f43a5a815202f81768911
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https://ccrm.vims.edu/wetlands/wetland_plants/flora.html
https://www.protectlocalwaterways.org/
https://www.protectlocalwaterways.org/modules/preparing-your-community-for-water-extremes

section highlights a non-exhaustive list of case studies and videos that showcase successful
projects, the people behind them, and the tangible benefits they’'ve experienced. These stories
help make the value of restoration relatable and attainable.

e The Wetlands Work website features six landowner success stories in the Chesapeake
Bay watershed who have restored wetlands on their properties. In each story, you meet
a landowner and learn about the funding programs that supported their work, the
planners that helped them through the process and the benefits their restored wetlands
have brought. Five of the profiles are agricultural landowners and one profile is a private
landowner.

e The James River Association (JRA) has a five-minute video on their Living Shoreline
Cost Share Program featuring property owners who have successfully used the program
to fund and install a living shoreline on their property. JRA also developed a five-minute
video about their Living Shoreline Collaborative, a group of partners working together to
implement resilient practices along shorelines in the tidal James River watershed.

e The Chesapeake Bay Foundation (CBF) created a three-minute video highlighting how
Virginia Waterfront Homeowners Fight Erosion with Living Shorelines through
partnership with the Elizabeth River Project. CBF also recorded a three-minute Case
Study: Homeowners Living Shoreline Stops Erosion featuring a homeowner on the
Eastern Shore of Virginia.

e The Elizabeth River Project (ERP) has a ten-minute video featuring one homeowner
giving a testimonial on his Living Shorelin n the E rn Branch of th
Elizabeth River. ERP also has a 30-second time lapse of a Living Shoreline Installation
with the Elizabeth River Project - Norfolk, VA which is a resource to show landowners
what the restoration process looks like.

e Wetlands Watch created a nine-minute video featuring a landscape professional
discussing Living Shoreline Installation, Permitting, & Maintenance at Roland Park in
Norfolk, VA.

e The State of Maryland has a seven-minute video Learn about Living Shorelines that
explains the benefits, options, and installation process.

e The Delaware Department of Natural Resources and Environmental Control (DNREC)
has a five-minute video describing the installation of a Living Shoreline at Indian River
Marina. DNREC also has a Wetlands 101 series with seven videos on wetlands.

Materials

Practitioners find it helpful to have simple materials to use with landowners that explain program
options, the value of wetlands, and overview the process. The following material templates are
for practitioners to use with coastal homeowners during the outreach process. Two fact sheets,
four postcard mailers, and three social media templates that can be customized with your
organization’s branding, photos, and locally relevant information. The fact sheet and postcard
templates have been created in Canva, a free, user-friendly graphic design tool, so
organizations can customize the text, photos, and contact information. See Appendix A for
instructions to access, customize, and download in Canva.
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Fact Sheet

Below are two fact sheets for practitioners to customize with their organizations information and
locally relevant photos and examples for use with coastal landowners. The first focuses on the
challenges and concerns waterfront landowners face and tips to make waterfront
homeownership more enjoyable. The second focuses on a nature-based solution to support
shoreline stabilization, reduce flooding, and runoff.

Waterfront Living: How to Protect Your Property

Living Shorelines: Your First Line of Protection
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https://www.canva.com/design/DAGvf-8q9sk/n6T3ONXP4xrIjcMckt2y-A/edit?utm_content=DAGvf-8q9sk&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton
https://www.canva.com/design/DAGvgDfQdr8/3bbvIAx0rPN1LsfWCA5Uxw/edit?utm_content=DAGvgDfQdr8&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton

Postcard Template

The following customizable postcard templates are for organizations to send through targeted
mailing efforts to initiate first contact with private landowners. The selected messages are
intended to be eye-catching and encourage landowners to take the next step to adopt the
desired behavior.

Four versions are available to align with various behavior targets and messaging strategies.
Nature

Behaviors — Plant native species/install living shorelines
Messaging strategy — Recreation benefit
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https://www.canva.com/design/DAGtibt-bsI/a5IoVK0IChi34XncGCxwag/edit?utm_content=DAGtibt-bsI&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton

Living shoreline-specific
Behavior — Install living shorelines
Messaging strategies — Property protection/economic benefit

Wetland mowing
Behavior — Altering mowing practices
Messaging strategy — Property protection
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Enhancing vegetation
Behavior — Plant native species
Messaging strategy — Property protection

Social Media Templates
Social media is a powerful tool to reach coastal landowners. When used strategically, it can
raise awareness, normalize the desired conservation behaviors, and inspire action.

Social media is for a general audience and users do not want to read paragraphs of text. So,
use plain, relatable language and rely on your imagery to tell most of the story. These templates
are intended to be customized by tidal wetland-focused organizations, so they should
incorporate their own local examples and success stories. Always end with a clear call to action
to encourage the user to take a specific next step such as visiting a website or sending a
message for more information. Use hashtags to take advantage of the platform’s algorithm,
such as: #TidalWetlands, #LivingShoreline, #ShorelineSolutions.

Like the messaging section of this strategy, your goal is to sell how wetlands benefit the
landowner directly, so focus on property protection, economic incentives, and recreation
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opportunities. Use the following social media templates to build your own locally relevant posts
that will speak to your community of coastal landowners.

Before & after

Show, don't just tell. Visualize the progression of a tidal wetland or living shoreline construction
and growth. Where possible, use before, during, and after photos to visualize to landowners
what the process looks like.

Suggested copy:
How it started vs. how it’s going: Living shoreline edition

A homeowner in Hampton Roads, Virginia, worked with the James River Association to
fight erosion with a living shoreline.

Now? No more worrying about collapsing banks or falling trees, just peaceful days
fishing off the dock and watching oysters thrive right under their feet.

Want to see if this could work for your shoreline? Visit our living shorelines webpage for
more information:

Suggested imagery:
Photos can be uploaded as separate photos or put side-by-side in a collage. The Instagram

platform is well-suited for ‘carousel’ posts where users swipe to see additional photos.

Before / After (year 2) Before / During / After (year 2)

Photo credits: James River Association
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Talk about the benefits

People are more likely to act when they believe the action benefits them, not just the
environment. Refer to the messaging section of this outreach and education program for
recommended ways to frame the benefits of tidal wetlands to private landowners.

Suggested copy:
Tidal wetlands aren’t just good for the environment — they’re good for you.

EIIStorm protection
["4Erosion control

[Awater filtration

[7AClean water for recreation
[Zwildlife viewing

Wetlands offer property protection plus enhanced recreation opportunities for all your
fishing, birding, and boating fun!

Visit our webpage on tidal wetlands to learn more:
Suggested imagery:
Where possible, photos should depict homeowners on their private tidal wetland or living

shoreline, so the audience can picture themselves adopting the desired behavior. Having the
home in the photo is a plus.

Photo credits: Green Fin Studio
Connect a problem to the solution
When landowners are experiencing an issue on their property, they will want to know exactly

how your suggested tidal wetland or living shoreline solution is going to address their problems.

Suggested copy:
The problem? Erosion, flooding, and rising seas on your shoreline.
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The solution? Tidal wetlands.

Let nature do the work by choosing a wetland that holds your soil in place, buffers
storms, and filters out pollutants.

Learn more about wetland solutions for your property on our website:

Suggested imagery:

Photos should depict common
problems landowners may encounter
on their property. Shoreline erosion,
high wave energy, high tides, and
wet spots on lawns or farms.

Photo credit: Adrian Jones,
Integration and Application Network

Outreach Recommendations

Background research and interview conversations identified additional opportunities to
strengthen outreach to private tidal wetland landowners. The recommendations in this section
outline potential strategies that could be explored when future capacity and funding allow.

e Maintain the Wetlands Work website as a resource for practitioners and landowners.
Expert interviews reveal that practitioners use the website as a centralized place to send
interested agricultural landowners. These resources support informed decision-making
for private lands and offer success stories, information on programs, and answers to
frequently asked questions. If resources allow, Green Fin Studio recommends that
Wetlands Work be expanded beyond just agricultural landowners so that the resource
can be used by all wetland landowners. This expansion would require significant
revisions to the existing copy and structure of the websites along with semi-regular
updates as program and funding opportunities change.

e Design a landowner education campaign around wetland mowing to discourage the
destructive practice. Property owners may not be aware that mowing their shoreline
vegetation is not a preferred practice. A community-based social marketing approach to
wetland mowing could involve backyard signage for coastal landowners to make the
behavior more visible to neighbors and more quickly diffuse the behavior in the
community.
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https://www.wetlandswork.org/

Appendix A: Canva Template Instructions

To access the editable fact sheet and postcard template:

1.
2.

To customize the fact sheet and postcard template:
1.

Log in or create a free Canva account.

Open the tidal wetlands fact sheet template (Waterfront Living
or Living Shorelines) or post card template. The files are
shared as “view only” so you will need to make a copy of the
desired file to begin editing.

In the upper left corner, click “File” to open the dropdown
menu. Then, click “Make a copy”.

Your editable copy should automatically open.

Replace photos:

a. The template uses photo frames to easily allow
photos to be swapped. Click on the existing photo
and either hit the ‘delete’ key on your keyboard or
click the trash can icon to delete the image. The
frame will stay behind and have blue sky and
rolling hills imagery.

b. To upload your own photo, select “Uploads” in the
toolbar on the left. Click the purple button “Upload

files.”

c. This will open your computer’s file system. Select
the desired image file.

d. Once uploaded, the photo will appear under
uploaded images. Click the photo to add it to the
page.

e. Click on the photo and drag it on top of the empty
frame and it should auto fill into the frame.

f. To resize the image, double click and use the

white circles at the corners to make

the image larger within the frame
(more zoomed in) or click and drag to
reposition the image within the frame.
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https://www.canva.com/
https://www.canva.com/design/DAGvf-8q9sk/n6T3ONXP4xrIjcMckt2y-A/edit?utm_content=DAGvf-8q9sk&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton
https://www.canva.com/design/DAGvgDfQdr8/3bbvIAx0rPN1LsfWCA5Uxw/edit?utm_content=DAGvgDfQdr8&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton
https://www.canva.com/design/DAGtibt-bsI/a5IoVK0IChi34XncGCxwag/edit?utm_content=DAGtibt-bsI&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton

2. Edit text:

a.

3. Add your logo:
a.

To customize the text boxes, hover
over the text and a text box will
appear. Double click on the text box
to begin editing.

To change the text font, size, or
color, click on the text box and a
menu will appear at the top of the

screen with tools to customize the

look of the text.

There are two ways to make a new text box.
Make a copy of an existing text box by right
clicking on the text box and clicking “Duplicate.”
Or, in the left toolbar, click “Text” and then click

the purple button “Add a text box.” The second
option will be a text box with a default font and
size, so make customizations as needed.

In the toolbar on the left, select “Uploads” and then
click the purple button “Upload files.”
This will open your computer’s file system. Select the
desired logo file.
i. TIP: Upload a high-resolution, transparent
background copy of your logo file (usually a PNG
file type).

Once uploaded, the logo will appear under uploaded
images. Click the logo to add it to the page. Use the white
circles at the corners to resize the logo. Click and drag to
reposition on the page.

4. Download your completed file:

a.

In the upper right corner, click “Share” and a menu will
open.

In the bottom left of the menu, click “Download” and the
download menu will open.

Select your desired file type (PNG, JPG, PDF). PNG is
the suggested file type for a postcard to ensure the
images and text remain high-resolution.

Select if you would like to download just one page or
multiple pages.

Once your settings are complete, click the purple
“‘Download” button.
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