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Marketing Campaign
Concept

There were three concepts proposed for Engji
Pwop’'s marketing campaign. The selected
concept, “Bright Ideas”, focuses on the
comparison of life before and after Enéji Pwop.
Messaging focuses on two things: energy
cost savings and a family’s improved quality
of life as a result of Enéji Pwop products.
Internal tools include secondary messaging

on health and environmental benefits.

The original Eneji Pwop orange was reserved
for the large selection of lighting products,
while a new blue was proposed to highlight

the cooking products. The following are the
English versions of final tools. All materials were
translated to Haitian Creole for production.

“MY OLD STOVE USED
TO USE THIS MUCH
COAL A WEEK:”

“WITH A RECHO
MIRAK, NOW | USE

THIS MUCH!”
d:'(ﬁ' =

Original Concept

“MY OLD STOVE
USED TO USE
THIS MUCH COAL
EVERY WEEK."

“WITH A RECHO MIRAK,
NOW | USE THIS MUCH!"

Final Concept Implementation



Marketing Materials

A range of materials were produced applying the
“Bright Ideas” concept as part of the marketing
campaign implementation. These range from
larger, fixed traditional advertising channels such
as wall advertisements, to a selection of posters
and bunting as well as revised print collateral.



Marketing Materials

Posters & Banners

In addition to product oriented materials. six
core images were developed emphasizing the
core products sold by Enéji Pwop. These were

applied to several formats for use by retailers.

“BURNING OIL LAMPS WASN'T

HEALTHY FOR ME OR MY FAMILY."

“NOW WITH A POWA PACK
WE HAVE CLEAN, HEALTHY
LIGHTING WHEN WE NEED IT"

Lighting Product Poster

“GETTING SOME
COAL STOVES s*:,gnrea
CAN TAKE TIME *

R J
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“WITH A RECHO
GAZ BLAN, IT TAKES
NO TIME AT ALL"
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Cooking Product Poster



“STUDYING WITH KEROSENE LIGHTS WAS
HARD AND HURT OUR EYES.”

Concept Banner

i

Product Banner

“NOWIT'S

EASY PEASY"
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Marketing Materials

Bunting

RECHO MIRAK
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USES
40% LESS
CHARCOAL

Enéﬁ

Pwop

SAVE AND SMILE HERE

AMNUALLY ON
KERDSEMECOSTS

Sample Implementation




Marketing Materials

Wall Advertisement

Hand painted wall advertisements are
ubiquitous in Haiti and vary in quality.

| SAVE ON CHARCOAL
COSTS EVERY MONTH
THANKS TO MY NEW

ENEJI PWOP STOVE.

Ak Enbjil Pwop
hiara Ayitl se

plop plop!

A simplified, hand drawn version of a
key image was developed to assist local
painters in implementing the tool.

| SAVEON CHARCOAL
COSTS EVERY MONTH
THANKS TO MY NEW |
ENEJI PWOP/STDVE.

AX Enl Pudp Eniﬁ

A

pop php!

Tee Shirts

Enéji Pwop Staff

I'M SMILING BECALUSE
I'VE SAVED MONEY]

Customer Gift T-Shirts

Eninﬁ

SAVES ME MOMEY
EVERY DAY

Eniﬂ
[

YOU COULD SAVE TOOI
CALL AT3EE2E0



Marketing Materials

Retailer Shop Sign

This wall sign is provided to Retailers who work
out of a fixed location to help identify their
home or shop as an Eneji Pwop distributor.
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Customer Calendar

This calendar was created not only as a thank
you gift for customers, but also as a repayment
tool to assist retailers in planning out “rent

to own” payments with their customers.



Marketing Materials

Product Brochure

The Engji Pwop product brochure replaced a
much longer “product guide”. Non-essential
information was stripped away to highlight key
benefits and illustrate savings for customers.

WHY ENEJI PWOPT

aacuy faakabie

T, |
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e’ B B you B fo wse it

Prinf

PORTABLE LIGHTING

Sofar Power on the Ga

LANP ENEJI PWOP
8t battery ife - 16 yeans
Thiss small Bghl packs a big panch
and 1% equaly usehs a5 & room

Bght. study Boit o Can b held a

a borchi o mang Raving your lght
blow oul from the wind

Sarve oo
2400w
Arruaby®

FOR MORE INFORMATION
SPEAK TO YOUR
ENEJ| PWOP EXPERT:

7

THE EASY WAY
TO SAVE MONEY
& LIVE HEALTHY

TIPOWA
B4t Baltery i - 3 yoais

The perect wark light fer you
ehild o Busire= s, Ovir 3 hours on
its bightest setting of up 1o 50
on the lowest, ideal for lighting
your shop at neght when your
cometinors hiee Lo close of for
mrmmr‘iﬁmim
Alternatively you could start 3
small phone changying business.
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CLEAN COOKING

Charcoal DiMchent or Chascoal Free
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RECHO MIRAK

This “Miracie Stove” is an
imprtnid cRaoDal Cookabine 1RAT
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Marketing Materials

Presentation Posters & Invites

Retailers are encouraged to pitch their
products at local events or busy locations.
These items were developed as low cost
advertising for these types of events.

Want to learn how
Eneji Pwop can
save you thousands
of gourds on your j
energy costs? =

Enéﬁ

Pwop

‘ 5 5 3

I—.'p .i li_.g

Tear-Off Poster

TO A PRESENTATION ABOUT
ENEJI PWOP PRODUCTS:

TO A PRESENTATION ABOUT
ENEJI PWOP PRODUCTS:

Presentation Invites

YOU’RE INVITED!

YOU’RE INVITED!

YOU’RE INVITED!

TO A PRESENTATION ABOUT
ENEJI PWOP PRODUCTS:

YOU’RE INVITED!

TO A PRESENTATION ABOUT
ENEJI PWOP PRODUCTS:

Mm




Marketing Materials

One on One “Site Seller”

Door-to-door sales by Engji Pwop's individual
retailers is a core sales channel. This flipbook

was developed to help retailers communicate

the economic and health benefits of Engji Pwop
products by directly comparing the customer’s
experience against potential savings. A script was
developed for retailers to adapt and build on.

Have you ever wondered how much
money you are losing on kerosene?

Sample Spreads

Most families spend at
least 1,800c on kerosene
every year.

Asmoun you SpEnd for a TPowa in

. 1155%5

Aemauril you Spend For Kerasers in
1YEAR

3.600c

12m



Internal Sales &
Service Design Tools

Also developed, were tools to assist Engji Pwop's
retailers and agents when addressing

common challenges with customers along

with recommendations on new sales channels.
These include Retailer and Agent training and
reference manuals, as well as simplified versions
of common tools to help internal communications.

13m



Internal Sales & Service

Design Tools

“Say This” Cards

New retailers are often challenged by objections
or challenging questions from customers. The
“Say This” cards were developed to provide
strategic responses to common questions

as well as techniques to think through new
guestions they are challenged with.

But, | already have a stoy
that works! “But, | already have a stove that works!™

Say This:

B For the Recho Mirak:
Sure. | understand wha wants 1o replace what is Still working?
Dot Pt o congicined the savings of an efficient cookatove?
Dur charcoul efficient Fiove can alss S you up 1o 40% of your
CharTenl SOBTS. VNG YO L 10 10 HTG 8 month. So evenbually it
parys Tor itsell AND Sanes you money. Wouldn't it fesl good kncwing
Saving moniry Ehat you can wsa for your Gamily in cthar ways?

i Forthe Recho Gaz Blan:
‘Sure. | undersiand thal who wanis 1o replace what is still working?
Bust harve you ever used a kermsene siove? Propie love them
because they ight immeciately and you can cook much faster. Not
onky that. unlike charcoal it just tunns off. so thene is no warsbed
charcoal when you e done cooking or breathing smobe.

D™

| just can’t afford it.

“| just can’t afford it.”

Say This:

TIP: Show the customer the energy savings sheet
from the site seller.

I completely understand. I've been there before, But. the thing is.
you already are paying for your lighting, in fact, every year you're
spending much more in kerosene than a TiPowa and over three
times as much compared to a Lanp Engji Pwbp. The truth is, these
products save you money by reducing or eliminating your charcoal
and kerosene expenses,

B TIP: If you are offering rent to own options, try

this:

But our company is not only about selling products: we're

here because we think these products are good for Haiti, the
environment and our community. That's why some of our retailers
offer a Rent-to-0wn option. 50 that you can use the money you are
already spending on energy towards your product as you use it. and
continue to get savings from lighting and cooking solutions after
you finish paying for your item. Here, let me show you how Rent to
Own works! [Move on to R20 option in site seller]

14w



Internal Sales & Service
Design Tools

Rent to Own Worksheet

Engji Pwop is piloting a new sales option that
allows customers to pay for products over time,
a relatively new concept for many low-income
Haitians. This worksheet is for a customer and
retailer to fill out together to find a payment
option that costs the same as their current
energy needs and illustrate long term savings.

Rent to Own Contract &
Payment Tracker

K
Rent to Own Worksheet En?J'
Pwop

ia Fuel Costs

Fuel Costs
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Ends Rent-To-Own Contract
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Internal Sales & Service

Design Tools

Revised Warranty Card

Warranties are often lost or not fully understood
in Haiti. The warranty card was revised to
emphasize its importance and remind customer
to keep it in a safe place as well as visually

highlight what is not covered under the warranty.

End)l Pwdp

Ak endgs preipy, klere Haiti se plop plop!

Byenvini nan fanmi Enéji Pwop!

Nou kontan bay-ou meyeu sevis nan Ayiti e garanti ak

chak pwodwi Enéji Pwop!
Pwodwi ki gen garanti yo se:

TiPowa: 6 mwa pou lanp, 1 an pou pano a
PowaPak Jr: 8 mwa

Lanp Enéji Pwop: 6 mwa

Sistem Soley: 1 an

Recho Gaz Blan: 4 mwa

Recho Mirak: 4 mwa

Garanti se pou tout defo fabrik. Ou menm touou g
responsabilite pou byen pwodwi ou. Si ou kase pwg
ou w'ap pedi garanti ou epi w'ap peye pou repare
Siou gen pwoblem rele sevis Eneji Pwop: 473(

Si ou ouvri pwodwi ou san rele sevis teknik w'ap p
garanti ou epi w'ap peye pou repare’l.

En ka sistem lan bay pwoblem apre garanti a|
vann pyes rechanj.

Felisitasyon pou moun ki byen jere pwodwi Enéji

Original Warranty Card

Revised Warranty Card

Er'@-qj'{r

e Hiniil

Bk bl et

T

plop plop!

WARRANTY

Product:
Receipt #: Serial #:
Customer Mame:
Purchase Date: 1
PRODUCT COVERAGE:
LAMP
TFowa & Lot
PosaPak # Liorrha
Lo Eregs Pariss 1 Yoat
Siebern Saiap 1 Your
STOVE
Fstihs e B 4 errt

Bt sk

if you have problems or need spare parts call Eneji Pwop:

4 bcrets

Save this card!

Please keep this Warranty in a safe
place. It is valuable

X ©

WHAT I5 COVERED:
Defects or if the product stops

during the period nat
due to aamagn.

'WHAT IS NOT COVERED:

Your product is not covered If you
lose o break your EP product=
you will have to pay for the repair.

A [

47368260

16m=



Internal Sales & Service
Design Tools

Sales Goal Worksheet

Clean Enargy Entreprensur
Sales Goals Worksheet jew erepenea
Selling Eneji Pwop products is often the first

retail experience for Retailers and they may
have a wide array of expectations about the
business. This worksheet was developed to help
Agents and Retailers set realistic sales goals
based on common needs for many customers as
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. Py e e,
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EviiteTu Dol
M m_ P | g et k.
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Clsan Energy Entreprenswr
Income Goals
Goal Poriod: From______ To______
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Total EP Products | would like to

buy:
HTG.

AT petier R o sslecten) i v et arnd EP Procucts bem B sight F
My annual Income Goal from EF is __ HTG.

e iy 27
My monthly Incoms Goal from EP is HTG.
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Internal Sales & Service
Design Tools

Recommended Product
Instructions Revision

Product instructions for most products are
currently only provided by the manufacturer and

have not been localized. This leads to challenges

when installing more complex products or cause
damage as a result of incorrect setup or use for
others. These simplified instructions, focusing
on visual instructions over long text, were
developed to present to product manufacturers
as potential “open source” instructions. Given
the design source files, regional distributors
can have the instructions translated for the
dozens of countries the products are sold in.

*
Ené
E.I |PDWA PAK JR

CONTENTS OF BOX
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= {[E= = =
= — 0360
= —

C S )
CONNECTING COMPONENTS

CHARGING YOUR PHONE

(=

S )

( o 7o
_ ) Q/
S VA Vs

il = [

@ tV o \d

ol

| =" )
S R T L S ——
(e etts it )

[".-‘:""“""""" lz'.-:..--* Jmf-_.wj
DPTION 2: BATTERY !

e et B b o ot St
POWERING A RADIO
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Internal Sales & Service

Design Tools

Retailer & Agent Guides i— Attitude, Skills, Tools RS

—— i e B e e ey S o ey o Ay e
I, _‘u:_ . G tmt!ﬂﬂ!_“mﬂbﬂl!ﬁﬂ:_h
r T BT N AT e R TR WS LESL e TR S
In addition to providing overviews of how i - formesiap g ek et
to use the marketing materials and tools, s - ' s st 5 v s v v i
these guides give instructions on reporting, o By e g e iR
. . - Teals
training and other operational aspects. Attilucto et
W b, Berrmeary o et o g e b b
mt-_';num“m o1 :-.u-nhnh-ﬂhl"--npu-luq--u-
Py AL e T SR T o P
in " iy For b, Tho, sy srswmery Cimefaberan el oot Loy el e s o o g . s st s v
e - ey s Wy e - o ot
g T Pt Bl il ety I G -
S -~ ;n-n-nuﬂ--:pmhn-w n-u-n-m::w-g
"T_ o b A o s =y tonehcpine opeieaad
& & b L B Ty i P PR e D D 08, W Wy iy
- [ ah O S Y, S —
::u i 1l B P ) P T T I e Jnd B

Shifls
,..............h_ Sales Goals & Incentives Customer Service

e T —
Py s e . . EFarLEr
B Bt s W iy e » g ok o L e parn.
P o e Tt oy’ T e K 0 A e, R D B
o Bk Py Vet k) ol e L L L]
TP —— ]

i o A -y, ‘ L,

Voo By 0 U ol THS . iy a5 i o B e i s g
S O T e Sty L e A B B (e P iy A e

1. Pro=Gakss & Markiding

ol ¥ i i Samaliar Py iy
Cr a ® o arakaiiiid i
s S ey, e by o el o - B b 1 v ]
oty
2. Tha Sale
o ey e o S Do
R " o

e sl i s e
=, - [ e

o ey iy i i i e

3, Post Solos Folow-Up & Sorvico
LA, Kt A P LT Wiy iy i L W g LS L B

P R P e g . i i B I 8 L

L g v ] (= Eraghar 1
o Lt e Bl S T G WL Y Pl W P 0 A L.
.# ot o s e ¥ e -
Ak Enisji Pardp, Engjl m'ﬂtl—urﬂmh-\'huﬂﬂﬁ;’r*#‘ltm
klpre Ayiti sa plop plop! pu.l-np
= 1

Retailer Guide

19m



Internal Sales & Service

Design Tools

2. Cluan Energy Stoves
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Additional Print Collateral

Business Card Updates

En‘eﬁ Ak Enéji Pwop

klere Ayiti se

pu.lép plop plop!

Mondesir Ernest
Sales Agent

< |00} 000-0000
i 12345 Main 5t. Port Salut, Haiti
e-mail: mandesirernest@earthsparkinternational.org

Ehznemi Laan | Dhonomi Craben | Ehonomi Tan
o e pwap com

Agent and Retailer Training Certificates

SETIFIKA AKONPLI

Sa 3¢ sbifye

Ki te konplete avitk siksi nan
Famasyon Enéjl Pwiop pou Ajan
ki ofri pa

R
Enéj
Pwop

e Fadp

Agent Certificate

SETIFIKA AKONPLI

Sa se siilye

Kl e konplete avitk siksé nan
Fomasyon Enéjl Pwop pou Revandi
ki ofri pa

W
Enéj
Pwép

il Pk

Retailer Certificate

2m



Additional Print Collateral

Microsoft Word Template
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Title Style
SUBTITLE
HEADER 1
HEADER 2
HIEADER

Price List Templates

E n é‘ﬁ Pl.uép Agent Price List April-luly 2013

Revision: 10-May-13

Ratailer Price (Wholesale) AS0HTG Uinit Profit

Q Level 1 12-47 A420HTG
S ez 4855 400HTG
= |level3 96-191 3I80HTG

Level 4 193-288 350HTG
Level 5 289+ 340HTG
Retailer Price (Wholesale) 1,225HTG Lnit Profit

LY Level 1 12-47 1,100HTG
Level 2 4855 900HTG

h Level 3 96-191 870HTG

Level 4 192-287 820HTG
Level 5 288+ 800HTG
Retailer Price [Wholesale) 3,200HTG
Level 1 a7

B evel2 811

“ |Level 3 12-19

Level 4 20-47
Level 5 48+

Retailer Price (Wholesale)
Level 1 2-3
Level 2 4-7
Level 3 815
Level 4 16-35
Level 5 35+

22m



17triggers

Tools developed by 17 Triggers. a
social marekting and innovations firm
based in Phnom Penh, Cambodia.

hello@17triggers.com
www.17triggers.com



