Marketing and/or Outreach Ideas

· For Sale by Owner

We work with the For Sale By Owner store www.homesbyowner.com -- I’m not sure if other communities have access to this service.  The store will post a sign (you can then hang your own sign from it) at the house for as long as you need and then remove it (I believe it costs about $100.)

· Schools

Approach schools, ask to have flyers sent home with students and placed in teacher’s boxes.  It can also be listed in the school newsletter

We have emailed out information to local college students and faculty through schools list serves.

Social workers in schools are a good resource.  Provide them with information to share with families that may be eligible and looking at purchasing a home.

PTA’s are a good source for outreach about land trust in general (some could be potential homeowners, members or even donors)

· Events and Fairs

Street fairs, homebuying fairs, and large events are great opportunities to get the word out about land trust to those that may not be exposed to what we do.  We usually ask current homeowners or board members to volunteer to do shifts at these events.

· Community Based Organizations

Outreach to agencies that serve potential homeowners has been useful.  We have provided flyers for other agencies mailings and we have submitted information for their newsletters.  We also do homebuyer orientations in the community – partnering with local neighborhood associations and community centers to get the word out.  We are working on partnering with the Housing Authority in Portland to get information out to their GOALS participants.

· Employers 

Employers seem to be very receptive to distributing information on homeownership opportunities for their employees because they see homeownership as a way to stabilize their employees.  Information can be put into employee newsletters and posted on employee bulletin boards.

· Newspapers

Advertisements are costly and (in my experience) mildly rewarding.  Articles usually generate more interest.

· Neighborhood Associations

We have presented at neighborhood association meetings.  Neighborhood associations have also agreed to include information in their newsletters and pass information on to their email lists.

· Multi-family units

In the past PCLT has targeting multi-family units as a tool for outreach.  It proved to be difficult to identify which complexes consisted of the appropriate income range.  It may be possible to post flyers at large complexes or to offer an orientation at the unit.

· Churches

Churches can post information and put information in newsletters.  We have also spoken at church groups.

· Flyering commercial areas (coffee shops, restaurants, Laundromats, grocery stores, etc.)

We have supplied our board members with flyers that have pull off tabs at the bottom so that folks can tear the contact information off without having to write it down.  Then you can check to see if tabs have been removed to see if it is effective.

· Realtors

We have listed our homes for sale with realtors.  They list the home on the RMLS website, provide signage and coordinate the showing of the homes. We could also do more general outreach to realtors about PCLT and our affordable homeownership opportunities.  We have mailed realtors open house postcard invitations.

· Lenders

Other great outreach tools include lenders and local banks.  Lenders have supplied us with money to do marketing as well as referred many potential homebuyers to us.  

· Local TV & Radio stations

· Fraternal Organizations – speaking at Kiwanis, Lions etc.

In the past PCLT has worked on developing a speakers bureau to speak at local events and agencies including these organizations.

· Open Houses

We coordinate and advertise open houses.  For a recent open house the title company was able to provide labels of all the renters in a one-mile radius of the home for sale.  

Outreach ideas for specific populations 

Outreach to Renters:

· Door to door: Distribute newsletters, invitation fliers to events, or surveys to select areas.

· Target apartment complexes: Build relationship with one lead tenant, organize potluck on site to talk about program.

· Post fliers at local groceries & convenience stores, child care centers, school & church bulletins.

Outreach to People with Disabilities:

· For orientations: arrange the room so no clutter/furniture blocks wheelchair access.

· Use handouts to reinforce information to help people who can't write or hear well.

· Repeat questions from the audience for lip readers.

· Use meeting rooms where sound carries easily.

· Use large print fliers, handouts and chalk boards at meetings.

Outreach to various ethnic communities:

· Contact local churches, introduce yourself & stay in touch.

· Contact organizations that serve specific populations.  Tell them about your group.  Give them contact numbers and meeting dates to share with people who live in the area.

· Put notices for key events in schools, social services & group newsletters.

· Contact student groups at area colleges that serve specific ethnic groups.

· Connect with trusted media sources in the community and ask them to meet with you and other neighborhood leaders for an informational meeting.

· Outreach to Non-English Speaking Families & Individuals:

·  Identify in your community:

· Social service & community agencies that work with people with limited English.

· Owners of employees of ethnic businesses.

· Ministers of churches & temples.

· Ask what other groups and community leaders you should speak to.

· Getting the word outreach:


· Meet one-on-one with community leaders in advance of outreach.

· Send out PSA's/notices for ethnic language radio stations and newsletters.

· Post meeting notices at literacy/ESL centers, social service agencies, churches & temples, day care centers.

· Table or flyer at yearly cultural/ethnic celebrations.

