"Tips for Building Institutional Support for CE"

· Regularly report positive activity to the campus leadership, and involve campus administrators in giving welcomes and or attending special events and receptions where customers can explain the personal value of their learning participation to these administrators.

· Provide periodic reports and involve institutional regents or trustees in similar events.

· Keep a file of customer testimonials (with release approval) on the value of your programs to them, for both marketing purposes as well as for press contacts or hearing presentations to administrators, legislators, trustees, etc. if and when elimination proposals are made public.

· Keep a ready list of supporters available who are willing to call decision makers, institutional supporters, and political leaders in support of your unit.

· If you have unit advisory councils, be sure that these groups meet regularly (at least yearly) with campus leadership to reinforce support and get the feel of the president/chancellor's support for the outreach mission.

· Enlist as many deans, department heads and faculty as possible as advocates for your unit and the institutional mission of outreach, and create events that allow administrators and these people to interact about their outreach activities.

· Remember that your customers are you best allies, particularly the ones with political weight or fiscal importance to the institution.

