Exercise 2.1
Who Lives in the Interface? 

Small Group Questions:

· What type professional service and agency program would best serve your landowners?

· How do you make these landowners aware of your services and programs?

· Is this landowner worth your time or should you focus your scarce energies elsewhere? Why or why not?

· Do you have similar market segments in your area? Try to describe a different market segment that is found in your area.

Discussion Questions:

· Which of the six market segments is most in need of natural resources advice? Why?

· Which market segment would be the most difficult to advise? Why?

