Marketing The Program

Five Steps To A Successful Marketing Plan

I. Become clear on the objectives of the program

II. Identify the targets. Who does the program serve? Who are the program users?

III. Create a message for each of the target groups. Message communicates the program objectives in a way that honors the need of the target group.

IV. Use various target groups as vehicles for the message.

V. Other vehicles for the message

You can these steps in your overall thinking about your marketing strategy. We will suggest different marketing messages and vehicles, but we encourage you to also use these steps as a structure and springboard for your own thinking and ideas.

Become clear on the objectives of the program

We covered this topic under “Deciding on Goals and Objectives” in the first part of this manual entitled “Creating the Internal Structure.” The process of becoming clear on the objectives of the program is not only important for a concrete vision of what you want your program to accomplish, but is the essential foundation for your marketing material and messages. You need to be able to clearly community the opportunity of the B’nai Tzedek program to all the people you want to attract.

Identify the targets. Who does the program serve? Who are the program users?

The beauty of the B’nai Tzedek community is that it touches almost every aspect of the Jewish community, as well as reaching into the larger society. Besides, the teen participants, the program affects Rabbis, synagogues board members, parents, educators, federation and endowment professionals, philanthropists, school principals, organizations who are recipients of the teens’ philanthropy, as well as the non-Jewish world who becomes aware of the positive youth empowerment inherent in the program.

The possible teen participants are the obvious targets for your marketing materials because they are the direct users of the program. It’s important to notice that they are important targets, not only because you want them to sign up and benefit, but also because they become the most effective marketing tools to other teens. Peer influence is one of the strongest motivators for teen activity and if teens are positively affected by your marketing efforts, they will encourage their peers to take part.

Parents are also crucial targets for your marketing messages, but for different reasons than some people think. Many programs focus their marketing efforts on the parents instead of the teens because they don’t know how to reach the teens. The teens participation in the program becomes dependent on their parents’ forcing them to participate. We don’t believe that this dynamic will allow teens to connect with the program in a way that is authentic and meaningful for them, and achieve a lasting impact. So, we see the parents’ role as many-fold.  First, it’s our hope that parents who are touched and inspired by the B’nai Tzedek program will deepen their own relationship to Tzedakah and philanthropic giving, becoming a positive role model for their child in this area. Children that grow-up around parents who have made Tzedakah a part of their lives are more likely to internalize the value. Second, parents who are proponents of the program can inspire other families to be involved. And finally, parents can provide valuable information to assist in the logistics of the program like successful calendar planning, innovative programs, and effective marketing.

Rabbis and youth educators are important targets for your marketing materials because they already provide direct services to Jewish teens, and have already formed relationships. They can provide educational opportunities in the areas of Tzedakah and philanthropy that can add to the programmatic element of the program. Rabbis and educators are also able to provide important information that will assist you in reaching the teens and their families (lists of 7-12 grade class contact information, identifying dynamic teens and parents, setting up time in the classroom or at the synagogue for a B’nai Tzedek presentation.)

Create a message for each of the target groups. Message communicates the program objectives in a way that honors the need of the target group.

 Once you’ve identified your target groups that you want to be attracted to your program, it’s important to create a message that will be effective in achieving that goal. The messages need to clearly communicate the objectives of the program while it addresses the needs of each of the target groups. Teens have different needs than their parents or their Rabbis. If we want to reach each one of these groups, we need to communicate the programs’ objectives differently.

The first step is to identify the potential needs of each of the target groups, and to communicate how the benefits of the program address the need. For example, most Rabbis are interested young people growing and learning through the mitzvah of Tzedakah. They are also interested in how to build support of the synagogue and the programs within. Therefore, your message needs to focus on how B’nai Tzedek increases the mitzvah of Tzedakah, builds a connection with and enhances the synagogue’s existing youth or social action programs, and how the teen’s distributions can support the synagogue and increase connection to it.

Most teenagers have a need for independence. They need to feel that their lives are significant and make an impact in the world. They need to feel connected to peers who will support them in being who they are. Your messages to the teens might point out that learning how to make your money grow fosters independence. Your marketing messages may highlight the opportunity to make a difference in the world and be connected to like-minded teens. 

For parents, it may be important that their children become more giving people and through their giving, become connected to a wider community. It may be attractive to parents to have their teens become more responsible through financial literacy. And, your marketing messages to parents may want to highlight the fact that the B’nai Tzedek program looks great on a college application.

Use various target groups as vehicles for the message
People are the most effective marketing tools. While a flashy high-quality brochure may be attractive, it doesn’t substitute for existing positive relationships and the charisma of someone who is passionate about a program. While it’s important to create high-quality written materials, we encourage you to focus most of your marketing energy on people. The very groups that you are trying reach through letters, flyers, face-to-face meetings, phone calls, and presentations can become instrumental in getting the message out to others.

Rabbis and youth educators play important roles in communicating the message of B’nai Tzedek. Rabbis can personally introduce and endorse the B’nai Tzedek program to teens and their families during a private meeting. If they join B’nai Tzedek, they will receive a certificate of recognition on the Bimah with the usual Kiddush cup or Chumash from the synagogue. We make these certificates available to the Rabbis. At the beginning of the school year, we get the names of all of the upcoming B’nai Mitzvot in every synagogue. Then, we print up certificates of recognition for each student and send them to the Rabbis at the beginning of the year. Through receiving a certificate on the Bimah, the message of the B’nai Tzedek reaches the entire community.

Youth educators can also encourage teens to sign up and to attend B’nai Tzedek events. Since youth educators are role models that are often closer in age to the teens, their support of the program goes a long way. They can post flyers and be your contact in the synagogue.

Parents are also important vehicles of support for B’nai Tzedek. They can support their child in the decision to join and stay involved. Many parents take a hands-off approach to the activities that their child chooses to be involved in. However, parents that are actively supportive of B’nai Tzedek can show their child the importance and opportunity of the program through their own interest and involvement. Parents can also spread the word by talking with other parents through phone calls or committee meetings. We suggest creating a B’nai Tzedek Parent Committee to involve parents in the planning and marketing of the program. The committee can meet 2 or 4 times a year, or they can meet every month.

As we mentioned before, teens are the most effective marketing vehicle for other teens. The best way to include the teens in this process is to create a B’nai Tzedek Leadership Council. This council is involved in the planning and marketing of the program. Sharing ownership of the program with the teens will increase participation and improve the quality of the program. The leadership council can be instrumental in creating activities that are engaging and attractive to teens, and will talk it up with other teens. The council Please reference the earlier section on “Creating a Teen Leadership Council” for guidance on set-up. Teens who are on the council can help with presentations (discussed later in this section), talk about B’nai Tzedek activities at their youth groups and religious school classes, make phone calls, and pass out information.

Other Marketing Vehicles

Presentation

We highly recommend creating a B’nai Tzedek presentation that can be given throughout the youth groups and classes in your community. An interactive experience is more powerful than any letter or flyer can be in engaging prospective participants in the opportunity of B’nai Tzedek. The presentation should communicate the marketing message that you created earlier, share the details of the program, and provide an experience of the objectives of the program. We cannot highlight the “experience” part enough in designing your presentation. The presentation needs to engage the teens through activities, instead of just talking. Presentations can take between 15 minutes and 1 hour depending on the activities that you decide to do. Here is an outline of a successful presentation that we’ve used:
I. Introductions

A. Ball around the circle

B. Share name and “If you had $125 to give away to make some part of the world a better place, where would you give it.”

II. Introducing the Endowment Fund

A. Different large pieces of paper are posted in different areas of the room and introduced.

1. To an individual that needs help – with food, shelter, job training, etc…

2. To an smaller organizations that provides a certain service – Animal rights organizations, Jewish summer camps, environmental organizations, food banks, etc..

3. To large organizations that provide many different kinds of services. Your money is split in 100 different ways – Amnesty International, Jewish Federation

4. To your own Endowment Fund – your own personal account that can only be used for giving to others. Because this money is given tax breaks by the government and is invested by professionals, it grows in size without you having to do anything.

Every year, it makes money, called interest, that you can give to organizations of your choice without lowering the amount in your account. Your fund is a magic bag that can give, but never be lowered.

B. Ask teens choose a side of the room that corresponds to where they want to give their money

C. Ask 1 or 2 from each group to share why they chose it.

III. Your Own Fund

A. We want support you in having your own fund

B. You give us your $125 from B’nai Mitzvah gifts or wherever and you’ll get to open a fund with your name at the JEF.

C. We want it to start earning substantial interest right away, so the JEF will give you $125 and the Harold Grinspoon Foundation will give you $250. You now have $500

D. Every year, your account grows 5%. You can give that 5% to an Jewish organization of your choice. If you have $500 in your account, that 5% is $25.  And after you give that $25, you still have that $500. If you have $1000, your 5% is $50. If you have $2000, your 5% is $100, etc… 

IV. The Tootsie Roll Game

A. Introduction – Having your fund and giving away your money is only half of the picture. You want to be able to give intelligently. You want your money to do the most amount of good. This activity illustrates:

B. On the Board – “There is only one rule in the game. You may not buy anything for yourself. All of your purchases must be for other people. Make sure that everyone is bought something.  If you are caught breaking this rule, all of your play-money and snacks will be confiscated.”

C. 6 Stores

1. Tootsie Town – 2 Tootsie Rolls for $2 (must be given to 2 different people)

Organizations that provide “small” services for a large number of people (Food Banks, UNICEF, Rachel’s Table)

2. Rock “n” Tootsie Roll – 2 Tootsie Rolls for $2 (both must be given to the same person)

Organizations that provide “large” services for a small number of people. (Ronald McDonald House, Make a Wish Foundation, Jewish Family Services)

3. Tootsie Heaven – 2 Tootsie Rolls for $2 (but store owner will quietly offer to kick back 1 of the 2 to the purchaser)

Organizations that encourage a person’s private interests to come into conflict with official responsibilities. (They give free gifts if you give to them or someone you know is on the board.)

4. Tootsie World – 4 Tootsie Rolls for $2 (but store owner gives them to people you don’t know)

Organizations that provide critical social services internationally. (Amnesty International, Jewish Federation)

5. Rolo Round-Up – 2 Rolos for $2

Organizations that appeal to each indivdual’s personal interests and experiences.

6. Abertootsie and Fitch – 2 Tootsie Rolls for $4 (include a big advertising campaign – flyers, a barker, etc..)

Organizations that produce highly professional and expensive public relations campaigns which often lead to more successful fundraising. (Haddassah, New Israel Fund)

D. Teens get $5 in play money. They can wander around the room using money to buy things for each other. Do research on different stores before they buy.

E. Discussion

1. What does this activity have to do with having your own endowment fund?

2. Each store represented a different type of organization. List. The power of identification

3. How does the ability to identify the organization type affect how you give your money?

V. Some of the Benefits of Joining B’nai Tzedek

A. Your Own Endowment Fund

B. Financial Education – learning how to make your money grow

C. Learn more about Jewish organizations – local and in Israel and to give intelligently – get the most bang for your buck.

D. Be connected to Jewish teens all over Western Massachusetts and across the country who care about giving

E. Looks great on a college application

VI. The B’nai Tzedek Program

A. Your own fund and selection each year of where you give your money.

B. Annual Retreat

C. Member-Only E-mail Newsletter and Listserve

D. Spring Gala Dinner at Harold Grinspoon’s House

E. To sign- up fill out the application form in the white brochure and send $125 to the JEF.

For presentation, we need:
· Flipchart paper and easel

· Masking Tape
· Already made flipcharts
1. 4 Different types of organizations

2. 6 Candy Stores
3. Benefits of B’nai Tzedek
4. B’nai Tzedek Program
5. 1 Rule for Candy game
· 3 Balls
· 2 kinds of candy
· Play money
· B’nai Tzedek Brochures
· Markers
Letters

Letters are a weak marketing tool if they are the only vehicle used. They are weak if they are used as a substitute for personal contact. However, if letters are followed-up with a presentation or a phone-call, they can be instrumental in peaking interest and providing information. Here’s an example of an initial letter to a prospective participant:

Dear
,

Do you want to learn how to make your money grow?

Do you want to help fix things in the world that you care about?

Do you want to be connected to other Jewish teens who are more interested in giving than taking?

If your answer to these questions is “YES,” then you are invited to be a part of The B’nai Tzedek Teen Philanthropy Program.”  B’nai Tzedek is not another after-school commitment. Instead, it’s knowledge and a special “bank-account” that you can have for the rest of your life.

Since your «BarBat» Mitzvah is coming up on «BM_Date», we want to honor you by giving you $375 to make positive change in the Jewish community and in the world. All you have to do is sign up. Enclosed is a one-page easy explanation of B’nai Tzedek and two brochures (the green one is for you and the white one is for your parents.)

Please share these materials with you parents and invite them to come to your class at «Syn» on ________ when we will be talking more about B’nai Tzedek and doing some fun activities.

By signing up, you join more than 350 teenagers in Western Massachusetts who have chosen to make this tzedakah program part of their lifelong commitment to giving. If you have any questions you can call me at 413-736-2070 ext. 14 or e-mail me at kvod@hgf.org.

Sincerely,

Flyers, Synagogue newsletters, Newspapers, Community events

It’s important to get out the message of the B’nai Tzedek program through as many vehicles as possible. You can work with your Teen Leadership Council to create an enticing flyer that can be posted around synagogues. We also encourage you to send regular postings to synagogue newsletters and occasional ads in Jewish and secular newspapers. A marketing rule of thumb says that people need to see a marketing message 3 to 6 times before it begins to sink in.
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