* Take the Pulse of Your Access and Influence

Level 1: No existing relationship

Level 2: Introduction (visit, phone call, pass-along card)

· “My name is … “

· “I am a member of the University of Missouri Extension Council (4-H Council, EXCEL, etc.) in XXXX County … “

· Extension links people to education and resources from the University of Missouri

· “We have a connection (community organization; church; school; sports; interest in higher education; agriculture; 4-H, economic development, etc.)

· “I’d like to get to know you better and learn how Extension is assisting and can assist you in the future.”

Level 3: Follow-up conversations (visit, phone call, e-mail, print materials, testimonial letters)

· You indicated an interest in … 

· I can put you in touch with appropriate resources …

· Here’s what others say about the value of Extension programs in your interest area …

Level 4: Development of trust and commitment (informal chats, phone call, e-mail, notes, tokens of appreciation; stakeholder initiates some conversation) 

· Come to a program and see Extension in action  …

· I can help you with your request …

· Thank you for your support …

· We want to recognize you …
Level 5: Confidante/Advisor/Collaborator 

· Solicitations of advice (initiated by both parties)

· Calls at odd hours, asides in the hall, chatty e-mails

· Opportunities for program support

· Invitations to testify on issues
* Adapted from work by Cindy Bigger, University of Minnesota  
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