
"The irony of the modern market is that it can get a spare part from across the world, but a neighbor might not 

know that there's a mechanic next door that can fix their car." ï Donnie Maclurcan 

An Offers and Needs Market is a way to discover what kinds of support you can provide to others and what 

help you might get within a specific community. Each exchange builds a connection, more connections create 

meaningful relationships, and the collective relationships strengthen existing communities ï and maybe even 

create new ones. 

 

 

 



The Offers and Needs Market (OANM), like asset-mapping, is a way to bootstrap communities by focusing on 

what passions, skills, resources, and connections the group already has. It highlights what people can already 

do and provides a positive way to short-circuit the "But é we donôt have any resources!" narrative. The 

emphasis is on creating and sustaining a mindset of what you can do to help ï and get helped ï right now.  

Examples:  

¶ A new business owner is offering free social media strategy coaching sessions and people in the 

community need to learn how to intentionally use Facebook, Twitter, etc. Match! 

¶ A person knows how to teach juggling via Skype and you have five kids in your neighborhood who are 

desperate to learn how to juggle. Match! 

¶ A spreadsheet enthusiast loves coaching people about simple ways to use Microsoft Excel and another 

person needs to learn how to use Excel for work. Match! 

Click here to see anonymized examples from OANMs Joel Zaslofsky has run at various events and gatherings. 

¶ It reduces consumption. By making the most of existing assets, people donôt need to buy something that 

they can access when they need it. 

¶ It reduces waste. When someone elseôs surplus or gift can become anotherôs resource, fewer precious 

commodities like time go to waste. 

¶ It builds and enhances personal connections and community. Knowing who's doing what, who has 

access to what, and who knows who are vital for getting things done. 

¶ It creates new possibilities for co-created action that none of us can do alone. 

¶ It increases community ownership and commitment since it requires active participation and shifts the 

group narrative from what's scarce to what's abundant. 

¶ Itôs a simple, fast, and inexpensive way to resource a movement because it focuses on what already 

exists ï people's hidden or intentionally public gifts ï and is positive in nature. 

¶ Itôs mostly (or completely) non-commercial. OANMs donôt typically involve financial transactions. 

 

http://postgrowth.org/the-power-of-asset-based-approaches/
http://joelzaslofsky.com/wp-content/uploads/Offers-and-Needs-Market-Anonymized-Data-Dump-from-Multiple-OANMs.xlsx


1. An Internet-connected device with a 7 inch (18 cm) screen or larger. Your best experience ï and the most 

efficient, productive one as well ï is on a laptop or desktop computer. 

2. An active Google account so you can access the shared Google document spreadsheet. 

3. A basic understanding of and prior experience with spreadsheets. (We use this specific tool because 

almost everyone knows the basics of spreadsheets, they're free and can be accessed anywhere, and allow 

us to easily sort and filter a lot of information.)   

¶ A quiet space that's light on distractions. 

¶ Disabled digital notifications on your mobile devices so you can stay fully present with us.  

1. Download the OANM information capturing spreadsheet template. 

2. Rename the spreadsheet template file to "[Date of OANM if relevant] Offers and Needs Market [Insert 

whatever additional descriptive text you need here]". For example: "2016-10-30 Offers and Needs Market 

for SimpleREV".  

3. Access your Google Drive account in a web browser, mobile app, or desktop app. 

4. Manually upload the OANM information capturing spreadsheet template to your Google Drive account and 

make sure that the Convert uploads checkbox in your settings is checked to convert the Microsoft Office 

format to Google Docs format. 

 

 

Note: You can only change Google Drive settings in the web browser version. 

5. Open up the uploaded template in Google Docs. 

6. Remove the ".xlsx" file extension from the name of the Google Docs file.  

7. Select (i.e., left click) the Expiration Date column, click on the Format link in the top toolbar, navigate to the 

drop-down under "Number Ą More Formats Ą More date and time formatsé" and the select the option. 

http://joelzaslofsky.com/wp-content/uploads/Offers-and-Needs-Market-Information-Virtual-Version-Template.xlsx
https://support.google.com/drive/answer/2424384?hl=en
https://drive.google.com/drive/my-drive
https://support.google.com/drive/answer/2424368
https://drive.google.com/drive/settings
https://support.google.com/docs/answer/49114?hl=en


 

8. Select the custom date and time format of YYYY-MM-DD [Year-Month-Day of the Month] and click the 

Apply button. This is the ISO 8601 International Standard date and time format and ideal for a diverse 

group of global participants (e.g., China and Taiwan use ISO 8601 format). 

 

9. Add ten rows of pre-filled "Offer" values in the Offer or Need column for the maximum number of 

participants who will join. 

Example: If the maximum number of OANM participants is 50, then rows 10-509 (50 participants x 10 rows of 

offers for each one = 500) will have a value of "Offer" populated in the Offer or Need column. 

10. Leave a big gap of empty rows (e.g., 200) after your last "Offer" row and then add ten rows of pre-filled 

"Need" values in the Offer or Need column for the maximum number of participants who will join. 

Example: If the maximum number of OANM participants is 50, then rows 710-1209 (50 participants x 10 rows 

of needs for each one = 500) will have a value of "Need" populated in the Offer or Need column. 

11. If possible, pre-populate the First Name and Last Name columns on ten rows ï both for the "Offer" side 

and "Need" side ï for people who you know will be there. This will save them time on data entry, make it 

easy to figure out which rows are assigned to them, and limit the amount of real-time facilitation you need 

to do when the market is live. 

Offer: 



 

Need: 

 

12. As the facilitator, add rows for your real offers and needs so people can have tangible examples to 

reference. Or, at the very least, leave the fake example rows from the template at the top of the document 

(although feel free to delete the fake example rows and add your own more relevant ones if necessary). 



 

13. Click on the Share icon or otherwise access the admin sharing options to change the sharing permissions 

for the Google Doc so that all participants can edit it. 

 

14. Click on the "Advanced" admin option link. 

 

15. Check the box for "Prevent editors from changing access and adding new people" and click the Save 

changes button. 

 

16. Under the "Who has access" section, click the link for "Changeé"  

 

https://support.google.com/drive/answer/2494893


17. Change the link sharing option from the default "Off" to "On - Anyone with the link". 

 

18. Update the "Access: Anyone (no sign-in required)" drop-down value from "Can view" to "Can edit" and click 

the Save button. 

 

 

Note: This will give anyone with access to the Google doc link the ability to add, modify, and delete the 

contents. And only OANM participants should have access to the link due to the relatively liberal permissions 

you've granted for the document. 

19. Share the Google doc link with whomever you need to. 

 

 

 

 



You may not need these tips depending on your webinar/interview experience and tech savvy. But even 

Internet audio and video veterans could use some key reminders. 

¶ Be available early. Being ready even five minutes before the scheduled time lets you work out any kinks 

or finalize any logistics. 

¶ Be in a quiet room with little background noise. Think about fans, rustling clothing, dangling necklaces 

or bracelets, and open windows. Also, do your best to quiet pets or silence any electronic devices that 

might make sounds (e.g., cell phones, computer notifications, alarm clocks, etc.). 

¶ Avoid jargon and explain terms or acronyms. Assume the listener doesnôt know what you know or may 

not understand what youôre talking about. 

¶ Wear headphones. Your co-facilitators will hear you better and it will eliminate any echo or reverb from 

your speakers. 

¶ Test your hardware, software, and settings. For example, configure your software to use the best 

microphone available if you have multiple. If you havenôt used specific hardware or software in a while, 

check to see if you have the latest drivers or version installed. 

¶ Have water handy. You never know when your throat will get dry or a frog will jump in it. 

¶ Remind the host to press the "Record" button (if you're recording the market). 

Whether you're using webinar software that's broadcast-based and designed for one-way video (e.g., 

GoToWebinar) or video that can be shared among participants (e.g., Zoom or Google Hangouts), it's always 

good to get participants warmed up. 

Here are some tips to get people engaged with you, the facilitator, and each other: 

1. Say hello (by name if possible) to some people who are participating live. 

2. Explain the chat or video features of the platform so people know how to interact with you (the 

host/facilitator) or their fellow participants. 

3. Introduce yourself or prompt co-facilitators to introduce themselves. 

4. Talk about your goals for the OANM. For example, "I want to help you all discover, elevate, and distribute 

all the untapped potential and generosity in the [community name] community. I also want to connect you 

with some awesome people in the community you might not otherwise learn about or have a reason to chat 

with." 

5. Give the participants an overview of the segments of the market. 

a. The nature and origins of the OANM. 

b. Explain that you'll be sharing pro tips on how to get the most out of it and how to help others as 

much as possible as we go along. 

c. Spreadsheet time with the offers first and then the needs ï each one getting about ten minutes. 

d. Then we'll chat, match up offers and needs in real-time, and have some fun. 

e. After the live market closes, I'll be doing some spreadsheet magic to add categories and sub-

categories to the offers and needs for better sorting and filtering and other general edits. 

f. You can expect an updated and edited spreadsheet from me by [whatever time frame you can 

deliver on]. 



Understanding and acting on these housekeeping notes makes for a better and more valuable experience for 

everyone: 

¶ You only need to share what youôre comfortable with. 

¶ The OANM is both a community-building and trust-building activity. We operate on the assumption that 

everyone has the best of intentions and that nobodyôs offering is available in unlimited quantities. In other 

words, what we offer each other shouldnôt and wonôt be exploited. 

¶ Go beyond what you think people might expect you to say are your gifts. The more random the gift, the 

more likely it will be unique é and potentially of even greater value. 

¶ The contents of our shared spreadsheet will be available indefinitely to all OANM participants. In other 

words, typing an offer or need comes with implicit permission for participants to contact you about it. Donôt 

add an item if you donôt want someone asking about it. 

¶ Once we get beyond one hundred rows in the spreadsheet, sorting and filtering ï especially by category or 

sub-category ï is essential to efficient giving and getting. And since only one person at a time can sort or 

filter a shared Google doc spreadsheet ï which will typically be just the OANM facilitator ï we recommend 

you download the spreadsheet to Excel format so you can browse without stepping on each other's' toes. 

You'll then have a local version to open with Excel, a mobile app like Kingsoft Office, upload as a personal 

copy to your Google Drive account, or something else. 

¶ Here's how to best sort and filter columns in Excel or sort and filter columns in a Google doc spreadsheet. 

¶ If you're primarily communicating via email with the facilitator and other participants, make sure the 

facilitator has your primary email address.  

 

http://www.kingsoftstore.com/download-office
https://support.office.com/en-us/article/Sort-data-in-a-range-or-table-62d0b95d-2a90-4610-a6ae-2e545c4a4654
https://support.office.com/en-us/article/Filter-data-in-a-range-or-table-01832226-31b5-4568-8806-38c37dcc180e
https://support.google.com/docs/answer/3540681/


1. If possible ï and before any real-time aspect of the OANM begins, assign ten row numbers for both offers 

and needs to each participant that you didn't anticipate would be involved. That way you won't have two or 

more participants each thinking that, for example, rows 111-120 are their rows for offers. 

2. Based on facilitating OANMs for various communities with differing missions, here are the suggested main 

categories for you to use once people start adding their offers and needs: Accountability, Advice, Business, 

Coaching, Communication, Community, Connections, Content Creation, Content Development, Creative, 

Design, Events, Food, Habits, Health, Information, Making, Marketing, Personal Finance, Physical, 

Productivity, Relationships, Research, Resources, Sharing, Skills, Teaching, Technology, Travel, 

Volunteering, Writing, General, Other, Not Applicable. 

3. Here are some common sub-categories for offers and needs: Art, Blogging, Editing, Email, 

Entrepreneurship, Exercise, Feedback, Fitness, Graphic Design, Interviews, Kids, Languages, 

Mindfulness, Music, Non-Profit, Nutrition, Parenting, Photography, Podcasting, Public Speaking, Referrals, 

Self-Publishing, Simple-Living, Sleep, Social Media, Stories, Systems, Time Management, Video 

Production, Website, WordPress, General, Other, Not Applicable. 

4. Allot 5-10 minutes for you to explain what an OANM is, how the general process works, and what you plan 

for participants to get out of it. 

Name the people who you didn't verbally say hello to at the start of the OANM so they feel welcome and so 

that they know you know they're there (which helps them stay focused on the OANM). An example: 

"Hi [first name] and [first name]! I'm glad you could join us and there's plenty of time to catch up on anything 

you missed right when we started. For anyone else who recently joined this Offers and Needs Market, 

welcome! Feel free to type the word "New" into the chat so we know you're as engaged as everyone else ï 

and maybe we'll even say hi. :) We just discussed the spirit that guides our OANM, ran through some 

housekeeping notes, and are about to get into creating our offers. Exciting!" 

We always begin with Offers because they're almost always easier for people to think off and symbolic that 

we've come together to be generous with our gifts (a.k.a. give first, receive second). 

1. Take up to ten minutes to write up to ten offers for your fellow participants. These are typically things that 

come from your heart (caring about children or the environment), head (knowing how to do creative 

writing), hands (cooking or carpentry), or connections (the groups or associations you and your family 

belong to). 

 

¶ Heart examples: "I am passionate about animal rescue centers and willing to volunteer to help animals in 

distress" or "I love raising chickens and giving away my surplus eggs." 

¶ Head examples: "I know a lot about tiny houses and will chat with people who want to know more" or "I 

can show you how to create an efficient podcasting workflow." 



¶ Hands examples: "I know how to do major plumbing jobs and often help people in my city with their 

smaller plumbing tasks" or "I can teach you how to properly carve a pineapple without the mess." 

¶ Connections examples: "I can introduce you to people in my permaculture club who live near you" or "I'll 

sponsor your membership in [insert desirable organization]."   

Pro tip: Think as broadly as possible about you might offer others ï personal, professional, on behalf of an 

organization, or otherwise. From services (assisting with grocery shopping) to passions (tennis buddy) to 

knowledge (how to use Twitter) to physical resources (a used printer) to introductions or leads (connections 

with graphic designers) ï just about anything is fair game. 

2. Type these elements for each of your offers: 

 

¶ Offer or Need Description. Use abbreviations if you have to and keep the description short. 

¶ First Name. Nicknames can be in quotes (e.g., "Jenn" for Jennifer) or parenthesis like "Jennifer (Jenn)".  

¶ Last Name.  

¶ Preferred Contact Method for This Specific Offer or Need. This tells participants how you prefer to be 

contacted about the offer (e.g., email, Twitter handle, phone number, or Skype ID). 

¶ Contact Details for This Specific Offer or Need. Add your email address, Twitter handle, phone number, 

Skype ID, or any other contact details based on the medium you prefer (e.g., 

joeyjoejoeshabadoux@gmail.com or @JoeyJoeJoe). 

¶ Offers Only: How Often Can People Contact You about Your Offer? Give participants an idea of how 

many times an offer can be used. For example, ñFirst Person to Ask,ò ñThree Times Total,ò or ñFive Times 

per Week.ò  

 

¶ Physical Location (If Relevant). Add some combination of town/city, state/province, and country if your 

offer is only relevant to people in a specific geographic area (e.g., Minneapolis, MN, USA). 

¶ Expiration Date. Write nothing if your offer is good indefinitely. If you'd like your offer to expire after a 

certain amount of time, add a specific date in ISO 8601 International Standard format: YYYY-MM-DD 

[Year-Month-Day of the Month]. Example: 2016-12-30.  

¶ Offers Only: Free or Normally Charge to Provide Offer? Write a currency sign (e.g., "$") if you normally 

charge money for your offer. You can also include a flat fee or an hourly rate if you like. 

¶ The OANM facilitator should be the only one categorizing or sub-categorizing each offer. 

¶ Phone number formatting: Use the E.164 International Telecommunications Union International Standard 

format when providing a phone number. Examples: +1 612 555 1234 (North America) or +31 42 1123 4567 

(Netherlands). 

1. Assign ten row numbers for needs to each participant that that you didn't anticipate would participate and 

came in late. That way you won't have two or more participants each thinking that, for example, rows 111-

120 are their rows for offers. 



2. Sort the spreadsheet from Z Ą A in the Offer or Need column, then from A Ą Z in the Last Name column, 

and finally from A Ą Z in the First Name column. This will condense any unused rows together for faster 

browsing among participants.  

 

3. Hide the Offers specific columns that aren't necessary for the Needs portion of the market so people have 

to scroll less while entering their needs. The columns are "Offers Only: How Often Can People Contact You 

about Your Offer?" and " Offers Only: Free or Normally Charge to Provide Offer?" 

4. Time allowing, start or continue categorizing and sub-categorizing the offers. 

1. Take up to ten minutes to write up to ten needs that your fellow participants might help you with. For 

example, what are you working on, seeking, or what kind of support do you require right now that someone 

else might be able to provide? 

 

¶ Heart example: "I need a coach who can help me understand which passion to pursue first between 

meditation, business workflows, and slow travel." 

¶ Head example: "I want to self-publish my first book, but I have no idea where to start." 

¶ Hands examples: "Iôd like to make classy, hand-made thank you cards, but I donôt have access to the right 

tools" or "I want to build a shed in my backyard." 

¶ Connection example: "I play guitar and want to meet a local drummer and cellist to form a band."  

 

2. Write these things on each Need Post-it Note: 

 

¶ Offer or Need Description. Use abbreviations if you have to and keep the description short. 

¶ First Name. Nicknames can be in quotes (e.g., "Jenn" for Jennifer) or parenthesis like "Jennifer (Jenn)".  

¶ Last Name.  

https://support.google.com/docs/answer/181254?hl=en


¶ Preferred Contact Method for This Specific Offer or Need. This tells participants how you prefer to be 

contacted about the need (e.g., email, Twitter handle, phone number, or Skype ID). 

¶ Contact Details for This Specific Offer or Need. Add your email address, Twitter handle, phone number, 

Skype ID, or any other contact details based on the medium you prefer (e.g., 

joeyjoejoeshabadoux@gmail.com or @JoeyJoeJoe). 

¶ Needs Only: Urgency. Use short-hand to tell others if your need is urgent (U), semi-urgent (SU), or not 

urgent (NU). 

 

¶ Expiration Date. Write nothing if your need is good indefinitely. If you'd like your offer to expire after a 

certain amount of time, add a specific date in ISO 8601 International Standard format: YYYY-MM-DD 

[Year-Month-Day of the Month]. Example: 2016-12-30.  

¶ Needs Only: Are You Willing to Pay to Meet Your Need? Write a currency sign (e.g., "$") if youôre willing 

to pay to have your need met. Note: Each person is responsible for their own negotiation if it occurs. 

¶ The OANM facilitator should be the only one categorizing or sub-categorizing each offer. 

¶ Phone number formatting: Use the E.164 International Telecommunications Union International Standard 

format when providing a phone number. Examples: +1 612 555 1234 (North America) or +31 42 1123 4567 

(Netherlands). 

1. Sort the spreadsheet from Z Ą A in the Offer or Need column, then from A Ą Z in the Last Name column, 

and finally from A Ą Z in the First Name column. This will condense any unused rows together for faster 

browsing among participants.  

 

https://support.google.com/docs/answer/181254?hl=en


2. Unhide the Offers specific columns that you previously hid before the Needs portion of the market started. 

The columns are " Offers Only: How Often Can People Contact You about Your Offer?" and "Offers Only: 

Free or Normally Charge to Provide Offer?" 

3. Time allowing, start or continue categorizing and sub-categorizing the needs. 

1. (Optional) Allow each participant to verbally pitch one of their Offers or Needs in 1-2 sentences. For 

example, "Iôm Joel and I'm willing to teach basic mindfulness principles to you." If they can't verbally pitch 

someone because the tech platform doesn't allow it, prompt them to enter it into the chat. 

Pro tip: Don't allow discussion or clarification during this step unless you have lots of time. It'll slow things 

down or allow extroverts to dominate the conversation. 

2. Encourage participants to approach each other about the verbal offer or need they highlighted (if done) and 

start browsing the spreadsheet. Conversations will organically happen and the facilitator can even connect 

people in real-time when they/you identify a potential match. 

Pro tip: Have people who are emailing each other or direct messaging add a "[OANM]" prefix to their subject 

line or message so someone instantly knows that the communication is about the OANM. 

3. Encourage participants to add any offers or needs they just thought of or will think of later (e.g., based on 

conversations with fellow participants). 

4. (Optional, but recommended if your primary communication is via email) Ask participants to give you their 

primary email address so you can follow-up with them in a secure and easy way. 

In general, you're just recapping what you promised to do as follow-ups and expressing gratitude for any co-

facilitators, tech helpers, and participants who made this OANM special. Here are some things you could 

mention: 

1. Recap the spirit of the OANM (non-commercial, based on generosity and connection). 

2. Explain what you're going to do to the spreadsheet (e.g., edit and add categories/sub-categories) and when 

you'll provide an updated version. 

3. Thank your co-facilitator(s) for helping. 

4. Thank your participants for showing up for themselves and their community. 

Depending on variables like your number of participants, how long they have to browse or discuss the offers 

and needs, and whether they actually see all the spreadsheet rows or not, there are many matches that can be 

made after the OANM ï by the facilitator or the participants. 

Here are some best practices to keep the matches going after any real-time connection between participants. 

1. If possible ï and assuming you're confident that nobody will be making edits to the shared Google docs 

spreadsheet while you refine it ï download the contents as a .xlsx file (Excel format) and make further 



updates in Excel or another spreadsheet program. This will give you more options for your editing (e.g., 

better sorting and filtering) and will make the process faster since a local version of the spreadsheet is 

easier to navigate and quicker to process batch edits. 

2. Add at least a category for each offer and need and, preferably, a sub-category, too. 

3. Go back through the Category and Sub-Category columns and make sure the labels are consistent. For 

example, you might realize that "Health and Fitness" is too broad of a category and requires separating 

"Fitness" from "Health." Your "Health" label will also help you decide whether itôs too big, even for a master 

category, or whether it should be divided into "Physical Health," "Mental Health," and "Environmental 

Health" sub-category labels. Another example is consolidating "Connections," "Connection," and 

"Connecting" into simply "Connections".  

4. Edit offers or needs descriptions that are too long, imprecise, or confusing. 

5. Remove extra spaces or correct poor formatting in the various spreadsheet columns. 

6. Using the filter drop-down on each column, look for values that are inconsistent (e.g., typos of a person's 

last name or weird formatting of a phone number) and change them. This is important because any 

participant may need to sort or filter on any spreadsheet column and solid data integrity will help them do 

that well.  

7. Run spell check on the spreadsheet. 

8. Sort the spreadsheet by Offer or Need column first, Last Name second, and First Name third. 

 

9. If you downloaded a local copy of the spreadsheet to make edits, copy and paste the "mastered" data back 

into the shared Google doc spreadsheet so everyone can benefit from your work (and so you don't have to 

upload a new file which will have a different hyperlink that the original link). 

10. Reformat the Google doc spreadsheet to wrap text in columns, change the font type and point, add borders 

to cells, and so on. 

Share a link to the edited Google doc spreadsheet via whatever the primary medium is for your community 

interaction (e.g., via email if you have email addresses for everyone, in a Facebook group, or an online 

community forum).  

Items to note while sharing the spreadsheet link include: 

¶ A prompt for people to continue adding new rows or editing their existing information. 

¶ A call to action to review the spreadsheet every X days/weeks/months and keep the matches going. 



¶ A reminder that the spreadsheet is intended only for people who actively participated in the real-time 

OANM, only for members of the extended community, or whomever else is the limited audience (a.k.a. let's 

respect each other and not make this document public without anonymizing it first). 

¶ (If known and relevant) Details about the next community real-time OANM or specific calls to action. 

Subject: [Community name] Offers and Needs Market recap (the matches continue!) 

Body: 

Hi [name for participants (e.g., friends or the name people in the community are known by)], 

I'm grateful for [and if authentic, add something like "I've heard many of you are thrilled about"] the [descriptors 

like "generosity, warmth, ideas, virtual hugs, and connections] in our [community name] Offers and Needs 

Market. As the connections and matches march on, I want to help you get even more from our non-commercial 

marketplace. 

Here are some pro tips to go along with whatever you were already planning to do with all our wonderful offers 

and needs: 

The Spreadsheet Is Still Alive 

Some folks in our community continue to add and update their offers and needs or go back in the spreadsheet 

to see what they missed. It's a living, organic document and [I/we] encourage you to make it even more 

valuable when you dive back in and add or modify your own rows [hyperlink to the spreadsheet on "dive back 

in and add or modify your own rows" anchor text]. 

If you want to slice and dice the data in your own way, download a personal copy first and then manipulate 

your own version however you like. 

Bonus Tips: Set a recurring reminder to go back into the spreadsheet every month to see what's different or 

new. And use your sorting and filtering skills to drill down by category, person, or something else.  

Some Potential Matches and Insight from Participants 

I'm unsure who has already matched certain offers with others' needs ï [something funny like "except 

Anthony's high-five and Lynn's moon walk"] ï but here are some potential matches I spotted while getting my 

spreadsheet on. Please check out the spreadsheet yourself with your unique set of eyes: 

[Add bullets or a numbered list of some items. For example: 

¶ For Jeff and Anthony from Becca: "I like editing and proofreading blogs." 

¶ For Jeff, Anthony, and Becca from Lynn: "Speedy spell-checking and editing." 

¶ For Lynn from Joel: "Identifying goals, needs, places to delegate, and areas of focus as a first-time self-

employed freelancer" and "Hanging out with other self-employed entrepreneurs and how you structure your 

time and goals." 

¶ For Joel from Anthony: "Photography of humans (head shots, please!)"] 

[Add a testimonial from a participant or a/the leader of the community you ran the OANM for (e.g., "I know 

[leader's name] has been making matches too as he/she told me [copy and paste or paraphrase testimonial]. 

https://support.google.com/docs/answer/3540681/


How and When to Share Our OANM Contents 

OANMs are not just community-building exercises; they're also trust-building activities. So please remember to 

keep the contents of our spreadsheet among [whoever is the target audience (e.g., active participants in the 

market, members of our community, etc.] unless you first anonymize any identifying information. 

What's Next 

[Add calls to action or information about when the next live OANM is for the community if known] 

Thanks again for letting me share one of my favorite gifts with you ï the gift of a fantastic OANM! I'm grateful to 

be on a [themes of the community (e.g., "simple-living, community-building"] journey with you. 

[Your sign-off (e.g., All the best, Joel)] 

Hi [name for participants (e.g., friends or the name people in the community are known by)]! I'm grateful for 

[and if authentic, add something like "I've heard many of you are thrilled about"] the [descriptors like 

"generosity, warmth, ideas, virtual hugs, and connections] in our [community name] Offers and Needs Market. 

As the connections and matches march on, I want to help you get even more from our non-commercial 

marketplace. 

Here are some pro tips to go along with whatever you were already planning to do with all our wonderful offers 

and needs: 

The Spreadsheet Is Still Alive 

Some folks in our community continue to add and update their offers and needs or go back in the spreadsheet 

to see what they missed. It's a living, organic document and [I/we] encourage you to make it even more 

valuable when you dive back in and add or modify your own rows. 

Here's the link to our nifty document: [hyperlink] 

If you want to slice and dice the data in your own way, download a personal copy first and then manipulate 

your own version however you like. 

Want to get the most out of our offers and needs? Set a recurring reminder to go back into the spreadsheet 

every month to see what's different or new. And use your sorting and filtering skills to drill down by category, 

person, or something else. 

Some Potential Matches and Insight from Participants 

I'm unsure who has already matched certain offers with others' needs ï [something funny like "except 

Anthony's high-five and Lynn's moon walk"] ï but here are some potential matches I spotted while getting my 

spreadsheet on.  

Please check out the spreadsheet yourself with your unique set of eyes: 

[Add a manually numbered list of some items. For example: 

1.  For Jeff and Anthony from Becca: "I like editing and proofreading blog posts." 

https://support.google.com/docs/answer/3540681/


2.  For Lynn from Joel: "Identifying goals, needs, places to delegate, and areas of focus as a first-time self-

employed freelancer" and "Hanging out with other self-employed entrepreneurs and how you structure your 

time and goals." 

3.  For Joel from Anthony: "Photography of humans (especially head shots)"] 

[Add a testimonial from a participant or a/the leader of the community you ran the OANM for (e.g., "I know 

[leader's name] has been making matches too as he/she told me [copy and paste or paraphrase testimonial]. 

How and When to Share Our OANM Contents 

OANMs are not just community-building exercises; they're also trust-building activities. So please remember to 

keep the contents of our spreadsheet among [whoever is the target audience (e.g., active participants in the 

market, members of our community, etc.] unless you first anonymize any identifying information. 

What's Next 

[Add calls to action or information about when the next live OANM is for the community if known] 

Thanks again for letting me share one of my favorite gifts with you ï the gift of a fantastic OANM! I'm grateful to 

be on a [themes of the community (e.g., "simple-living, community-building"] journey with you. 

If you have the time and desire, you can go through the spreadsheet and make post-market matches among 

participants that they might not make themselves. Here's an example email you might send to two participants 

highlighting a potential or obvious match: 

Subject: [Community name] Offers and Needs Market connections: [topic or theme of the match (e.g., video 

production/documentaries, SEO, book recommendations] 

Body: 

[Person 1 first name], 

I was going through the [community name] Offers and Needs Market information and [Person 2 first name] had 

an offer of [copy and pasted offer (e.g., "Video production and video editing"]. [Additional context if helpful 

(e.g., Perhaps more importantly, [Person 2 first name] filmed and produced his own documentary about [theme 

of documentary]. 

[Person 2 first name], 

[Person 1 first name] listed a need of [copy and paste need (e.g., "Guidance or ideas for producing a 

documentary about building our 'right-sized' small family house"].  

It seems like you two may have a match on your hands, so take it from here if there's anything to discuss! 

Happy connecting, [whatever relationship the two people you're connecting have with you (e.g., friends)]. 

[Your sign-off (e.g., Your friend, Joel)] 

 



            

 

 

  


