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Healthy Water 
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infrastructure 

BECAUSE the town is 
growing

I don’t trust the 
Council BECAUSE 
last year we had to 

boil our water

How do we do that 
when the community 

has no money?

Is our water safe now 
or do we still need to 

treat it?



5-10 People
15-20 min and 

switch



Talking



Don’t

Lorem ipsum dolor sit amet, felis, in 

consequat arcu pulvinar fringilla. Aliquam 

nec nisl tortor. In rutrum, tortor nec mollis 

placerat, augue leo sollicitudin mi, sed 

ultrices tellus nibh ut dolor. Nunc 

porttitor, lacus non interdum congue, dui leo 



Synthesis

The combining of separate elements or substances to form 
a coherent whole.

Synthesizing a 
Conversation Map

The combining of individual thoughts, ideas, questions and 
concerns to form an emergent theme.
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powerful “



1. Engaging the next 
generation!

!

2. Running for public office!
!

3. Regional cooperative 
opportunities!
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