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Create Incentives:
· Food: free lunch, snacks
· Financial incentives: 
· Prize drawing; raffle/door prizes  
· At a college they did six drawings throughout the workshop for $150 scholarships--money that could be used for anything actually and people had to stay to receive the money. (They got their money from the parking tickets fund on campus.) 
· Other programs have used sponsors to give significant amounts of cash or gift cards.
· A match for opening an account at a bank partner after completing a workshop
· Free copies of the resources; a financial packet to get them started—the packet could include writing tablet, ledger for bills, pens and/or pencils, calculator, expense calendar, spending plan, etc.); free credit report
· Offering a $5 gas card or bus tickets 
· Networking opportunities
· Continuing education credit
· Certificate of completion

Require Attendance:
· Make attendance a requirement of your program
· leveraging another program/service at our own agency or in collaboration with a partner with one of their programs where participants must be present

Word Choice in Advertising:
· You might want to use a friendly and simple language that makes people realize how important it is to be financially independent.
· Most people are risk-averse. So, they will act when they fear losing something. In instead of saying, “this workshop will help you build your assets”, you can say: this workshop will help you protect what matters to you and those things you worked so hard to obtain (home, cars, family, etc).
· You might want to try some catchy titles. We nicknamed our budgeting workshop as Work That Dollar!  We've titled credit workshops as "Is Your Credit Down the Toilet?". The titles are catchy enough the people may come and check them out.
· Frame workshop around being smart--how to pay off loans in half the time, how to save thousands of $$, etc.

Topics:
· Make sure you’re presenting on a topic that the audience wants to hear:
· Use Survey Monkey or another resource to survey a pool of people (similar age group or the exact group invited) about what they know now and where they get their information about finance. 5-7 questions and all answers go into a drawing for? I've used Survey Monkey and gotten enough answers for a representative sample.
· People are interested in the “psychology of money” –attitudes, thoughts and feelings that were learned early which shape each person’s interaction with money, both directly and indirectly.  
· Have individuals keep track of every penny they spend for a week--then have them share that with the groups and discuss it
· Tailor topic & messaging to cultural norms

Registration & Reducing Barriers:
· Use an online calendar for registration.
· Offer your programs where they already are. Whether it is at work, church, a social group--people prefer to be in comfortable, easy, non-threatening surroundings where they feel safe and know how to get there. If possible combine your workshop with something that is already happening.
· Provide day care

Marketing:
· Advertise using existing listserves or use your own
· Get the personal endorsement of someone who has influence and a voice in your community 
· Create a very positive buzz about the program using a lot of your face marketing (YWCA newsletters, email, bulletin boards, inquiries by staff to members, etc.) and positive testimonials from class attendees (how much debt did they paid off, how much money they saved, how their marriage was saved or that they can now fund their kids college, etc.) in order to get the testimonials you may have to have 1 or 2 small classes to begin with, and you will need to develop follow up research to gain your stats to promote your future classes.




