
.................... Voices of the Land 
Why Landowners Do… and Don’t… Control 

Runoff from Their Property 
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Lauderdale County, Alabama 
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Wilson Lake 
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Statistics, charts, and graphs can tell you 
a story if you’re quiet and listen. 
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Meet America's Rural Landowners 
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Meet America's Rural Landowners 

Ancestral Eckls 
move from 
immigrated from 
Germany to 
Pennsylvania, 
and the 
relocated to 
Alabama soon 
thereafter 
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Meet America's Rural Landowners 

Grandpa Louis 
Eckl is the first 
to leave the 
farm. He takes a 
job at the local 
newspaper. 
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Meet America's Rural Landowners 

Great uncles 
Edwin and Joe, 
served in WWII, 
leaving the family 
farm in the hands 
of brother, Harry 
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Meet America's Rural Landowners 

Great Uncle Harry 
invested in 
machines which he 
used farm more 
and more land.  
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Rural Runoff 
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Meet America's Rural Landowners 

Wray Eckl (my 
dad) leaves his 
family back in 
rural Alabama 
and heads to the 
booming big city 
of Atlanta 
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Urban & Suburban Runoff 
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The polluters in those stories aren’t 
evildoers — they’re us! 
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To deal with with runoff we must offer 
education, encouragement, assistance, 

and recognition to landowners who 
volunteer to improve their property 
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“What happens on 
your property affects 
the lake—whether you 
live along the lake or 
miles from it.” 
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Dripline Infiltration Trench 
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Driveway Infiltration Trench 
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Dry Well 
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Rain Barrels 
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Challenge #1:  
It’s hard for the average homeowner to 

understand these practices, or how make 
a difference for waterways 
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Where They Think Pollution Comes From 



Meeting Challenge #1:  
Show how the practices benefit the 

homeowner first, and how they benefit 
the lake second 
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Dry Well Before and After 
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Oysters Side By Side 



Challenge #2:  
The practices aren’t easy DIY or cheap 
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Expensive contractors or daunting DIY? 



Meeting Challenge #2:  
Offer cost-share and technical assistance 

— preferably through contractors 
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Rebates are obvious 
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Offering cost share to contractors may be even 
better 



Challenge #3:  
Indecision 
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Nudge, Nudge, Nudge 

Am I indecisive? 
Let me ask my wife 
what she thinks and 
I’ll get back to you. 

All too often, it goes like this 



Meeting Challenge #3:  
Urgency & Scarcity 
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Meeting Challenge #3 
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Meeting Challenge #3 



Challenge #4:  
Juggling (and Nudging) Multiple 

Prospects 

51 



52 

Most sales in agri-
business take 5 
calls, and most 

people doing the 
selling stop at 3 

Greg Potter 
Trout Unlimited 

In Their Own Words 
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In Their Own Words 

I do not expect the grower 
to take the reigns... It is 
my responsibility to carry 
the relationship forward. 

James DeDecker 
Michigan State University Extension 
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In Their Own Words 

I have the right 
attitude for this 

work! 



Challenge #4:  
Use professional sales attitudes, 

techniques, and tools 
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5,000 and counting 
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9,000 and counting 
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4650 and counting 
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Best of Luck With Your Work Going 
Forward! 


