The Library Effect Planning Guide

[bookmark: _GoBack]The Library Effect: Changing lives one story at a time
One of the common challenges facing libraries is that some community members think of the library simply as a place that houses a collection of information and resources. 
This stereotype needs to be challenged because it doesn’t reflect the true value of the library. We need to articulate the reality that the library is a place where people connect, discover, grow and have fun. 
In the early 1960s, meteorologist Edward Lorenz coined the term ‘the butterfly effect’ to illustrate the idea that a small event in one part of the world (such as the flapping of a butterfly’s wings) could theoretically affect the weather in another.
The Library Effect: Changing Lives One Story at a Time initiative will help you show how the effect of your library ripples through your community -- making people’s lives better. More productive. More connected. More informed. More inspired. 
The Library Effect gives you a framework to tell your library’s story, create a richer, more dynamic personality for the library, and show how you support your community. The framework will help you create a simple plan, select and use the appropriate templates and deliver your message. 


Creating a simple plan
If you are going to be organized, focused and consistent, you will need a plan – one that others can understand. Consider inviting board members and trustees to be involved in creating your plan. It’s a powerful group activity, and it helps to get different points of view.
Keep it simple by taking a couple of hours to brainstorm messages and strategies. 
Create a simple plan by answering these questions:
What do we want to achieve?
Who are we talking to, and why?
What do they need to hear?
How can we get them to hear it?
What are our current resources?
What do we need to develop?
What are our next steps?
How will we know when it’s working?


What do we want to achieve?
In an ideal world, how would you like your library to be perceived by community leaders? Consider what you want people to think, do and say.
One of the outcomes of a successful strategy can be that you start to ‘hear back’ some of the points that you have been making about the library. It’s a little like an echo chamber effect. What would you like to hear back from people in your community about your library? 
Keep your library plan of service in mind as you think about these questions. You have already put time and effort into considering how your library can best support the community. Use that experience, and use your plan as a reference.
Now take some of your best answers and consider this question: what would success look like? Try to write your answer in a couple of simple sentences. 
Who are we talking to, and why? 
Every conversation is an opportunity to talk to your audiences about how your library supports your community. But some conversations are more crucial than others.
Who are the key people you want to talk to in your community? Elected officials are obvious choices. Now think beyond elected officials. There are many other influencers in your community who are not elected.
Think about leaders of local organizations, from the Chamber of Commerce to the Boys and Girls Club. Look at your community from different perspectives. A local blogger may have influence. A stay-at-home mom may be a well-connected community organizer.
The Internet can be a good place to research leaders in your community. Look at all community organizations – from business groups to social service agencies to volunteers.
For each person you identify, think about why you want to connect with them. What might you have in common? How might the library support that person’s goals or interests? What might form the basis of a conversation?


What do they need to hear?
When talking to community leaders, the most important point to remember is this: the relationship is the message. Everything builds on the relationship. So the most important thing is making contact and having a real conversation.
In building the relationship, listening is important. Almost everyone enjoys talking about their interests and what is important to them. That’s how mutual relationships grow.
The plan of service can be a powerful tool in building the relationship. It shows community leaders how you align with community needs and how you strive to make the community better. It keeps the conversation at the strategic level. And it shows that you are proactive. 
This is also an opportunity to develop key messages about your library. What do you want community leaders to know?  Look at your library from their perspective. What is important to them? This is your opportunity to tell them why your library makes the community better. 
Keep your messages short, simple and memorable. There is power in repetition, so it’s important that your messages be clear and consistent. 
Be bold. You have a powerful story to tell. The local library is by far the most important and popular cultural institution in the province. In fact, there is more than one visit to an Alberta public library in-person or online every second of every day – every day of the year. 
You may also want to highlight that no matter the physical size of your library, you are connected to other public and post-secondary libraries across the province – which makes you the friendly, local ‘super library.’ 
For each key message, develop ‘proof points’ to support it.
Sample key message: Our library supports families in the community.
Sample proof points that support your key point: 
· Our teen program brings in teens who might otherwise be out causing trouble. 
· Our children’s story time programs give moms a chance to connect with other moms, share similar experiences and build relationships. 
· Our genealogy group has sparked interest in some community members about finding out more about their family’s history. 
For examples of key messages, see appendix one. 
How can we get them to hear it?
For each audience, think about the ideal way to make your connection. Each audience has its own culture, which will affect how you connect with them. For example, some may be run by part-time volunteers, while others have full-time paid staff. There are many ways to connect with your audience. Determine which method might work best, based on what you know about them.
Here are a few examples of how you can make your connection:
· Send your library community report along with a personal letter. Follow up with a phone call. Invite the community member to visit the library for a conversation over coffee to find out more about the library. 

· Send an email offering to attend a community or organizational meeting to talk about how your library is supporting your community and have a conversation about the future.

· Offer to make a presentation to local community groups, from the Purple Elks to the Genealogy Club. 
What are our current resources?
Take an inventory of your current promotional materials. In light of your discussion on goals, audiences and key points, consider each item. Is it relevant and up to date? Is it easy to read and memorable? Is it in language your audience will understand and relate to? 
What do we need to develop?
The Library Effect provides you with a bank of community stories. These stories can be powerful because they engage and inspire.  Or perhaps they will inspire you to gather more of your own local stories.
If you need to develop a new brochure, community report or annual report, the Library Effect also provides you with templates to choose from. 
It is also important to develop a ‘grocery store’ conversation. This is based on the concept of the ‘elevator pitch’ originated by entrepreneurs who might have 30 seconds in an elevator to convince a potential client or investor that their product or idea is worthwhile. 
Because virtually all conversations are opportunities to tell people how your library supports your community, the grocery store conversation is an opportunity to think about what you will say next time someone casually asks, ‘What’s new at the library?’
Think about your response. Write it down. Say it out loud. Revise it. Play with it. Practice saying it to friends. Get comfortable dropping it into conversations. 
(See appendix two: The grocery store conversation)
What are our next steps?
Set some short-term goals, and act on them right way. Get started developing new material. Research your community contact list. Reach out to community members at your earliest opportunity.
A simple plan that you act on is obviously more powerful than a complex plan that sits on your shelf. Take action now.
How will we know when it’s working?
Measuring success is always a challenge, so don’t let this step discourage your efforts. 
Set some measurable objectives. For example, commit to sending out a community report to five community leaders every month for the next six months. Or commit to offering to make a presentation to six community groups. In these instances, you are measuring your own efforts.
You might also set a goal of being invited to make one or two key community presentations a year (you will likely find that one presentation tends to lead to others as the word spreads). 
It is also perfectly viable to say that you will know you are having some success when you are creating a buzz – that is, friends and colleagues start to pass on good things they’ve heard about the library from community members.
Of course, funding is a crucial issue, and continued funding is a measure of success. The Library Effect can add a new dimension to your conversation with elected officials.  


Appendix one
Developing key messages
The goal is to help people in your community to get past the stereotype that the library is a place that simply houses a collection of resources to the reality that the library is a place where things happen, a place that changes lives and makes the community better. Your message should connect to what they want. 
Following are some examples.
Our library connects all kinds of people. It’s a community space where people share ideas and learn from each other.
Our library returns huge dividends – from supporting business start-ups to helping job searchers.
Our library drives creativity by stimulating curiosity and imagination. 
Our library supports families – from children’s programs to information on elder care.
Our library promotes tolerance and appreciation of diverse ideas.
Our library provides sanctuary – providing a public space that opens minds and frees spirits.
Our library provides programs and services for newcomers.
In a world of information overload, we guide people to information that is trusted and accurate.
Our library contributes to the well-being and health of the community by providing information, supporting literacy and bringing people together. 






Appendix two
The grocery store conversation
It happens all the time. You’re at the post-office or the grocery store and you run into a friend or acquaintance who asks, “What’s new at the library?”
This is more than just a casual chat. It’s a golden opportunity, an invitation to talk about what your library is doing to support the community.
Thinking about what you might say when these opportunities arise is essential. What is your key point? Can you say it in a few seconds? Can you say it in way that feels natural and authentic?
Write down a few points about your library, and put them into a brief statement. Try saying out loud. Can you make it simpler? Can you make it more memorable? If it doesn’t feel completely natural, work with it until you feel more comfortable. 
Your grocery store conversation could be something like this:
“We’re focusing on creating a friendly space where everyone feels welcome and comfortable, and where people have a place to meet each other. That’s what the community is asking us to do, so it’s a big part of our plan. And we give you access to millions of resources – from blockbuster movies to magazines and databases – because we’re connected to hundreds of other libraries across the province. That makes our library a ‘super library’ because you can access almost anything you want – but one where you can relax and put up your feet.” 
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