GiveWell: possible marketing/packaging strategies for CY 2010
Packaging - listed in order of most promising/likely to least promising/likely use of time

1. Blog: continue to post 1-3 times per week

2. Website improvements

a. Better integration with blog

b. Continue experimenting with different landing pages/intros to our research

3. Testimonials (this is putting together a website section that quotes people – will also include the output of any “expert vetting” project)

4. Creating printable PDF versions of our research

5. Hiring/contracting with a professional to improve the presentation of our research

Marketing - listed in order of most promising/likely to least promising/likely use of time

6. Partnerships with wealth advisors/DAFs
a. Continue following up with Fidelity Charitable Gift Fund

b. Apply for more funding from the anonymous institution that funded our Economic Empowerment Grant

c. Follow up with Vanguard Charitable Endowment Program

a. List and follow up with more wealth advisors

b. Family foundations

7. Partnerships with charity evaluators/portals
a. GuideStar

b. Charity Navigator

c. Change.org, ConsumerSearch, Consumer Reports, Top Ten Reviews, etc.

d. More joint releases/activities with GreatNonprofits, Philanthropedia, New Philanthropy Capital

8. Partnerships with organizations whose primary value-added is raising money for a cause (as opposed to a specific organization)

a. Kiva and Charity:Water - explore possibility of contributing to their due diligence on partners

b. Erace poverty (small organization that we are already in talks with)

c. eBay

d. Smartlink.org, http://www.globalphilanthropygroup.org, http://www.thedailybeast.com/newsmaker/giving-beast?cid=hp:featureline, Outbrain, ProcrasDonate

9. Advertising
a. Maintain Google AdWords

b. Facebook ads targeted at people with characteristics of our target market

c. Creating website content designed to appear for search terms common in our target market, but not otherwise competitive (example: "Bayesian")

a. Advertising on blogs that are likely to reach our target market (Marginal Revolution, etc.)

10. Other ways of connecting with individual potential customers
a. Internet communities

i. GWWC forums

ii. Felicifia

iii. LessWrong

iv. HatRack

v. HackerNews

vi. Change.org

b. Companies such as Microsoft, Two Sigma, Google, D. E. Shaw

c. People who donated to the Gates Foundation (names and addresses are public record)

11. Concerted efforts at "earned media," i.e., focusing our research on issues that are likely to interest the media

12. Hiring/contracting with a professional to pursue publicity

