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In one or two words, please describe the 
value of best fishing practices outreach.

Extremely valuable

Conservation

Innovative

Essential information

Building trust

Angler engagement

Education
Extremely essential

Important

Helpful

Absolutely crucialCommunication

Opportunity Immeasurable
Needed



How well do the campaign priorities 
align with Council goals?

91.7%

8.3%



Which aspects of the Best Fishing 
Practices Campaign do you find most 
valuable?



Please explain why you chose those 
components as the most valuable.

• Stronger stakeholder involvement builds trust.

• In-person + digital outreach reaches all ages.

• Videos deliver powerful, memorable messages.

• Tackle shops foster one-on-one engagement.

• BFP MVPs amplify Council’s voice in community.

• Hands-on education drives best practices adoption.

• Consistency keeps momentum and broadens reach.

Trust • Reach • Impact • Amplify • Educate • Momentum



How can we incorporate this 
feedback into our outreach?

Continue seminars, visiting tackle shops, collaborating 
with state partners, and the Best Fishing Practices Master 
Volunteer Program (BFP MVP).

Expand BFP MVP into new communities and include “BFP 
102” type of workshops.

Explore podcasts and increased social media/digital 
presence.



https://www.youtube.com/watch?v=gHHCoHF9rNQ

https://www.youtube.com/watch?v=gHHCoHF9rNQ
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