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Opening New Jersey
Win with the right marketing strategy.



Introduction.

NJ Advance Media is a data-driven marketing agency 
and the #1 provider of local news in New Jersey and The 
Lehigh Valley. We drive daily conversations and engage 
millions of people through quality journalism on NJ.com, 
social channels and in newsletters and print publications, 
including The Star-Ledger, Jersey’s Best and other daily 
and weekly newspapers.Kim Alvarez

Vice President, NJ Advance Media
Publisher, Jersey’s Best Magazine | Jerseysbest.com

Thanks to our position and experience as a modern publisher, we can use our deep connections with 
consumers to help you engage your audiences and grow your business.



Agenda.
. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .

Thrive as the economy is restored.

• Essential consumer sentiment and purchase intent to 
consider.

• Listening to your customers: messaging for a new 
normal.

• Choosing the most effect marketing channels for 
content distribution as your business reopens.

• Some programs to jump start your re-opening 
visibility.

• Q&A.



A new normal.

Advance Insights New Jersey Consumer Study. Wave 2, June 9-15, 2020.

The return to activities is expected to be gradual.
And, the return to some activities may be at a lesser rate than pre-pandemic. 

PRE-CRISIS
POST-CRISIS

Dine in a Crowded
Restaurant/Bar
1+ times/week

Attend Concert/
Sporting Event
1+ times/month

Travel Domestically
on a Plane

3-4 times/year

Commute on a 
Crowded Train/Bus

1+ times/week

41%
17%

15%
7%

20%
14%

11%
7%

Difference -24 pts -8 pts -6 pts -4 pts

Go to a Gym, Personal Trainer
or Group Fitness Facility

1+ times/week

31%
23%

-8 pts



Purchase intent*: Will the floodgates open?

Advance Insights New Jersey Consumer Study. June 9-15, 2020, additional categories included “within the next week” and “after the economy improves.

CLOTHING
APPLIANCES

TECHNOLOGY
DOMESTIC TRAVEL

FURNITURE
AUTOMOBILE/CAR
VISIT A DENTIST

PRIMARY CARE OR SPECIALIST

After Social
Distancing is Lifted

After My Income
Returns to Normal

Will Defer Spending
As Long as I Can

25%
16%
8%
32%
15%
11%
48%
48%

16%
17%
14%
9%
20%
13%
6%
6%

26%
42%
46%
45%
44%
58%
27%
24%

* Among those with intent to purchase.



Purchase intent: Will the floodgates open?

Advance Insights New Jersey Consumer Study. June 9-15, 2020, additional categories included “within the next week” and “after the economy improves.

OUTDOOR HOME RECREATION
(POOL, HOT TUB, DECK)

HOME RENOVATION OR IMPROVEMENT
(I.E., ROOF, KTICHEN, BATHROOM)

STAY OVERNIGHT IN A HOTEL OR RESORT

As Soon As I can Over the Summer
After Labor Day 

Through Next Year

36%

21%

9%

31%

21%

27%

33%

58%

64%

ADVANCE INSIGHTS Wave 2 study full study report coming soon!



Learn from your experiences. Have a contingency plan. Move forward smartly.

Mostly staying at 
home. Activity limited 

to crucial activities.

Restrictions relaxed on 
low-risk activities if 

appropriately 
safeguarded.

Additional activities 
permitted that can be 

easily safeguarded.

Most activities allowed 
with significant 

safeguards.

Economic and social 
activity back to normal 

with new resilience.

The Road Back: Restoring Economic Health through Public Health

If health metrics develop unfavorably, measures from the 
maximum restrictions stage or stages 1, 2, 3 may be reinstated.



STAGE 0

Even in shut-down mode, businesses that stay engaged with customers 
will be the first to see them return to the business when the economy 
restarts.

“To the extent you can within your business 
situation, it is time to keep the money going, 
obviously with a different voice. Pivot and adjust 
to be relevant now as behavior has really really 
shifted quickly.”
⎼ Former Proctor and Gamble CMO and podcast host Jim Stengel

Key channels:
• Social Media
• Email
• Content Marketing



BEYOND STAGE 0  

Some companies may remain in Stage 0 longer than other businesses, 
and there is potential for some businesses, and the community, 
to return to Stage 0 if there is a rebound in new cases.

Actions:
• Even when your physical location opens again, customers may still 

want curbside pick-up options and online virtual tools that will help 
them minimize browsing time in-store.

• Adding an e-commerce checkout system to minimize barriers to 
purchase for more vulnerable customer segments. Ask about options 
available from your point-of-sale (POS) vendor or easy-start services 
like Shopify.

Stage 0 is a time to plan for what’s next.



INSPIRATION



INSPIRATION



INSPIRATION

As a “Presenting Sponsor” of 
NJ.com’s #TogetherNJ featured 
content, Horizon Blue Cross Blue 
Shield has taken the opportunity 
to be a resource for New 
Jersey communities and used 
positive brand alignment to their 
advantage.



What’s next? Channels



• A negative workforce will destroy your comeback.

• Your employees need to feel safe, understood and supported.

• Your team is central to your customers’ experience and brand 
perception.

• Your staff is first. Ensure your team understands the message 
you're sending to customers and the vital role they play.

• No matter the touchpoint, your employees need to know how 
to address questions and concerns - in a positive, 
supportive and sensitive manner.

YOUR EMPLOYEES ARE YOUR VOICE



MULTI-CHANNEL APPROACH

Make sure your online presence is up to date.
• Your website.
• Your social channels.
• Your online business listings.

Reach out to your customers. And, find new ones.
• Email your customers (CRM).

• Organic and paid social, with unique custom graphics.

• Facebook Live events.

• Digital and print to broaden your reach, tell your story and drive 
engagement.

• Your physical business signage (exterior and point of sale)

• Post sale: a receipt, an appointment reminder or an invoice –
additional communication touchpoints.



What’s next? Messaging



TIMELY. RELEVANT. EMPATHETIC.

Listen to your customers.
• Solicit feedback, whether it be your social channels or online 

surveys and be responsive to feedback.

• Offer solutions for customers who still want virtual experiences. 

• Customer support including staff who can address customer 
questions and concerns. Website FAQ’s.

Provide updates on what’s happened since you closed.
• Deep clean of your facility.

• Added a new product line.

• Reorganized your store for safer shopping.



INCENTIVIZE

• Special discounts.

• In-store demos.

• Grand opening event with giveaways.

• Bounceback.

• Loyalty program.

• Give back to your community, if you can.



A FEW TIPS ON HOW TO SAY IT. BE SENSITIVE.

• Be inspirational. Be helpful and positive.

• Don’t focus on the negative impact on your business – focus 
on what you can do for your customers.

• It’s not the time for wit. “a killer deal!”

• Don’t apply pressure. “We’ll be here when you are ready” will 
be far better received than “limited time offer.”

• Choose language that communicates safe alternatives: 
contact-free, virtual, remote, in-home, downloadable, 
delivery, online.



INSPIRATION



INSPIRATION



INSPIRATION



INSPIRATION



• #TOGETHERNJ: nj.com/togethernj

• NJ is OPEN*: nj.com/open

• NJ Advance Media Cares: Matching grant 
program.

• Crisis Management Resource: 
njadvancemedia.com/marketing-through-crisis 
educational content

• Marketing Consulting

24

NJ ADVANCE MEDIA RESOURCES



Q and A

Kim Alvarez
Vice President, NJ Advance Media | Publisher, Jersey’s Best Magazine 

kalvarez@njadvancemedia.com

njadvancemedia.com


